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INTRODUCTION 


In  issuing  in  Ixjolc-form  the  lectures  delivered  in  a.nnection  with  the  First 
Business  Congress  or  Short  Course  in  Merchandising  held  on  February  4-9 
1918.  the  University  of  Manitol«i  ho,,es  to  serve  the  double  purpose  of  giving 
wider  circulation  than  was  possible  through  the  course  itself,  to  the  ideas  and 
.deals  set  forth  by  the  various  speakers  who  contributed  on  that  occasion  and  of 
affording  to  many  who  did  not  attend,  an  opportunity  of  learning  just  what 
can  be  offered  in  the  way  of  instruction  and  inspiration  for  Injtter  business 
building  by  such  a  series  of  lectures  and  discussions.     The  Short  Course  on 
Merchandising  of  which  the  pages  following  are  a  record  and  memorial,  is  but 
one  of  the  types  of  commercial  instruction  which  the  University  is  planning 
to  develop  as  its  contribution  to  the  creation  of  l,,ttor  business  mnditions 
and  more  helpful  community  service  in  the  province.     Others  have  been 
already  begun  or  will  be  initiated  in  the  near  future,  such  as-Evening  Exten- 
sion  Courses  in  Accounting.  Commercial   Uw.   Business  Administration 
Life  Insurance.  English  Banking.  Ec-onomics.  etc..  all  adapted  to  the  needs 
of  particular  groups  of  city  stu.lents;  community  surveys  of  business  con- 
ditions and  district  institutes,  at  which  measures  can  be  discuss.-d  for  improv- 
ing local  business  facilities  and  methods;  a  degree  course  in  Commerce  at  the 
University  m  which,  in  addition  to  giving  a  student  a  specialized  knowledge 
of  some  department  of  business,  an  attempt  will  be  made  to  intnnluce  him  to 
the  general  field  of  business,  so  that  he  will  have  some  breadth  of  outkx>k  and 
culture,  such  as  a  man  of  University  training  should  possess. 

It  is  earnestly  hoped  that  everyone  into  whose  hands  this  volume  may 

all.  and  who  finds  any  value  or  suggestiveness  in  its  pages,  will  get  into 

touch  with  the  Univers.ty  and  ascertain  whether  there  may  not  be  something 

else  in  the  programme  of  business  instruction  there  offered  that  will  l,e  of  help 

tohm,  m  achieving  success  in  whatever  pursuit  he  may  have  taken  up. 

(>n    behalf    of  the     University  Advisor>'  Committee    .«,    Commercial 
Education, 

n.   \.  JACKSON. 

Chairman 


CONTRIBUTORS  TO  THE  COURSE 


W.  A.  McINTYRE.  B.A..  LL.D.,  Principal  of  the  Provincial  Normal  School, 

Winnipeg. 
GEORGE  PRYOR  IRWIN,  Lecturer  on  Retail  Selling  and  Store  Management, 

Extension  Diviiion,  University  of  Wisconsin. 

FRANK  STOCKDALE.  Secretary  of  the  Education  Committee  of  the  As- 
sociated Advertising  Clabs  of  the  World  and  Lecturer  on  Modem  Meth- 
ods of  Merchandising. 

F.  PRATT  KUHN,  Manager,  Winnipeg  Branch,  A.  McKim.  Limited.  Adver- 
tising Agents. 

W.  H.  TRUEMAN.  K.C..  Barrister,  of  Bonnar,  Trueman  &  H :>lland8,  formerly 
Lecturer  in  the  Manitoba  Law  School. 

JOHN  PARTON.  C.A.,  of  Webb,  Read,  Hegan  &  Co.,  President  of  the  Institute 
of  Chartered  Accountants  of  Manitoba. 

FLETCHER  SPARLING,  General  Manager,  Hudson's  Bay  Co.'s  Stores. 
Winnipeg. 

CHARLES  S.  WIGGINS,  Manager.  Wiggins'  Systems,  Mailing  Contractors, 
Winnipeg. 

W.  A.  McKAY,  Manager,  Manufacturing  Dept.,  Codville  Co.,  Limited. 
Manufacturers  Gold  Standard  Products.  Winnipeg. 

F.  T.  BAXTER,  Manager.  Baxter  Sign  Co..  Show  Card  Writers  and  Sign 
Painters,  Winnipeg. 


BUSINESS  FROM  AN  OUTSIDER'S 
POINT  OF  VIEW 

BY  W.  A.  McINTYRE,  LL.D. 

Dr.  W.  A  Mclntyre.  Principal  of  the  Normal  School.  Winnipeg,  opened 
oi  \  lew.        I  he  followinK  is  a  summary : 

As  business  men  have  to  deal  with  the  general  public,  it  mav  be  of  in- 
terest and  proht  to  them  to  know  how  the  public  appreciate  the  r  effon  - 
what  .s  considered  worthy  of  praise  and  what  is  open  to  condemnation 

w-.i.i*'^''^  'T^  '''  '''•'"^■^'  ^^^''""^^  '^'"^•'^-     '^^^  Public  do  not  like  to  be 
waited  u,K,n  by  anaemic  girls  and  jaundiced  or  dyspeptic  old  men.      \  store! 

th?hlT  T  t''  ''^\'^  ^"'^  '^''^  ^•'^'•'^•^  -'^ '"  «"-'•  '-1th.  f>n  this  acSint 
he  heating,  lighting  and  ventilation  of  buildings  are  vcrv  important.  There 
.s  a  law  against  insamtary  dwellings.  The  same  law  should  be  enforced  in 
relation  to  grocenes.  law  offices,  factories  and  departmental  stores  aniSh^ 
hlT  .IT"'.  ;''''"  "■"'"  '^'  ^^^'  '^^^'^  -  ^-^  i"  ^-li^h  to  neglect 
atrtnis    bnttf  1  ""'^  r^'^y^^'^'    ^^^  ^-'th  underlies  cheerfulJe" 

alertncs.s.  I  nghtness,  and  without  these,  business  cannot  thrive.  A  grocer 
who  remmd.s  you  of  one  of  the  dried  herrings  in  the  window,  or  a  clerk  who 
resembles  a  bleached  celery  stalk,  can  sell  no  goods.  The  first  thing  tVe  puWic 
demand  m  a  business  is  life.  *^         ' 

Another  thing  the  public  expect  is  that  a  business  man  shall  know  his 
business.     A  doctor  or  a  lawyer  who  faik  =,t   .i,;.       •  .  . 

So  i«  it  wifi,  o  ,  »    I  ^  ^^  '"'^  ''"'"t  soon  loses  custom, 

ho  IS  It  wi  h  a  retail  grocer,  a  travelling  salesman,  or  any  other  person  whose 

here  A^mL""'  '^.r'""  '''"^  ^'^  "'  ™^  ^  ^^  '•-'  "'  --o^Aa^ 
a  lot    \       u  T^  ""'"•  ^^'^  ^'^^  ■''  °^^'''-*'^-     "«  -n  '^em  to  know 

a  lot  when  he  knows  nothing.  The  man  who  commands  respect,  however 
.s  the  man  who  really  knows.  It  is  therefore  cheering  to  learn  that  in  s^me 
stores  the  girls  behind  the  linen  counters  are  trained  ex,.rts  ^  judgii^^  "n"n 
«oods.  and  the  g.r,  who  sells  the  golf  go..ds  has  a  practical  knowled^o  "h^ 
game^  It  is  a  wise  policy  for  any  business  man  to  open  classes  for  his  clerks 
m  order  that  they  may  be  thoroughly  informed  with  regard  to  the  go^s  they 
have  to  sell  This  is  not  all.  Clerks  should  have  a  rLge  of  gener^ki^oZ 
ledge,  as  well  as  a  knowledge  of  wares.     One  does  not  care  to  be  wl  fed  Zn 

roil^r^thefcar/s.""""  '^  '  '"^^  -  "^"  -  ^  ^'y^^^^-^'     '''^  --  '<^- 

very  mu^cf  "'r^'  '""'"''"k  '"u  "?'  '"^  ''^^"  '"•^'^^*'^^  "'  ^-^^^^^ics.  a.unt  for 
yeo'  much.  One  passes  by  the  ,11-kept  store,  and  patronizes  the  place  vvhere 
things  are  well  sorted  and  neatly  arranged.  A  girl  with  a  neat  Sress  cSn 
hands  and  a  cheerful  smile  will  do  twice  a.s  much  as  a  girl  X  Is  L,^^ 
and  whose  chief  occupation  is  gum-chewing  and  loud  talking.  Th  ret  suh 
a  thing  ,n  a  store  or  place  of  business  as  a  dominating  spirit,  and  th  2  iof 
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more  ini])ortance  than  any  other  thing.  It  is  well  when  this  is  the  spirit  of 
refinement  and  culture.  I  (>assed  into  a  store  the  other  day,  and  seeing  behind 
the  counter  a  man  in  shirt  sleeves,  with  dirty  hands  and  with  unshaven  face, 
I  asked  him  if  he  had  a  clerk  to  wait  on  me.  After  I  inquired  a  second  time 
he  said  "Oh,  I'll  wait  on  you  myself."  "No!"  I  said.  "Not  unless  you  will 
put  on  u  coat,  wash  yourself,  and  look  respectable.  I  refuse  to  buy  apples 
from  one  in  your  condition."  When  I  passed  the  following  week  he  wore  a 
white  linen  coat,  and  I  bought  from  him  some  fruit.  Really,  I  think  I  should 
luive  had  it  for  nothing,  for  I  am  sure  his  improved  appearance  would  add 
fifty  per  cent  to  his  trade.  There  is  many  a  man  who  boasts  of  the  growth 
in  his  business.  He  owes  his  succe.ss  to  the  sweet,  well-behaved  shop  girl,  who 
is  a  blessing  to  the  whole  community.  And  so  I  say  that  the  public  appreciate 
cleanliness,  order,  Ijeauty,  attractiveness.     They  care  for  the  flavor  of  a  place. 

The  place  of  business  is  always  a  social  centre.  I  don't  want  to  deal  with 
a  man  who  is  a  grocer  and  nothing  more.  I  come  to  s€»  him,  as  well  as  to  see 
his  gfxnls.  This  is  why  I  can't  endure  some  departmental  stores,  and  why  I 
keep  away  from  some  barl>er  shops.  Yet,  on  going  into  certain  stores,  a  man 
with  a  pai)er  bag  in  his  hand  rushes  at  you  saying,  "Well,  what  will  you  have?" 
To  such  I  always  say,  "My  dear  man,  I  came  to  see,  not  to  buy.  Just  give 
me  time  to  breathe,  will  you?"  It  is  different  with  our  good  frienil  who  keeps 
a  store  on  Portage  Avenue.  There  is  the  handshake,  a  mutual  inquiry  as  to 
health,  family  affairs,  business  affairs,  etc.,  and  then  finally,  just  as  an  after- 
though*,  perhaps,  a  purchase  of  goods.  When  I  buy  goods.  I  like  to  buy 
with  them  a  few  seconds  of  a  man's  time,  and  when  he  takes  my  money  I 
am  flattered  to  think  he  liked  to  have  a  few  seconds  of  my  time.  The  friendly 
exchanf  >•  courtesies  is  more  to  me  than  the  exchange  of  goo<ls  for  cash. 
Isn't  it  I"  that  we  all  like  to  deal  with  men  who  possess  .souls?  Even  a 
money-lender  of  the  Scrooge  type  may  find  his  soul.  I  say  may  find.  I  have 
my  doubts  about  mortgage  companies,  and  shall  I  say — village  school  boards. 
There  is  a  race  of  people  who  unfortunately  have  a  bad  name  in  that  they  are 
unscrupulous  and  close-fisted.  I  wonder  if  three-foi-rths  of  it  does  not  lie 
in  this,  that  they  do  not  take  time  to  be  friendly,  and  hence  are  disliked. 
He  is  a  poor  business  man  who  does  not  take  time  to  develop  the  social  virtues. 

The  prime  qualification  in  a  business  man  is  that  he  be  trustworthy. 
His  word  must  be  as  good  as  his  bond.  A  man  who  uses  questionable  methods 
may  succeed  for  a  day,  but  he  cannot  retain  public  confidence.  In  the  long 
run  it  is  character  that  tells.  The  oft-repeated  statement  about  the  Hudson's 
Bay  Co.  store,  that  "You  can  depend  upon  the  goods,"  is  worth  more  than 
all  tin-  advertising  in  the  press.  A  good  name  is  above  riches.  So  merchants 
who  refuse  to  sell  poor  goods  with'  ning  their  customers  will  win  every 

time  over  those  who  deceive.  It  is  .  .on  to  hear  this:  "No  man  will  cheat 
me  a  second  time."  So  in  the  matter  of  prices,  promises  to  deliver  goods, 
guarantees  as  to  quality,  and  the  like,  the  man  who  is  going  to  build  up  a 
business  is  the  one  who  is  unfailing.  The  man  who  misinforms,  who  uses  a 
mean  advantage,  will  find  his  custom  dwindling  away. 

These  five  aspects  of  business — the  physical,  the  intellectual,  the  aesthetic, 
the  social,  the  ethical,  are  all  worthy  of  consideration,  for  the  public  think  in 
such  terms  every  time  a  purchase  is  made  or  a  transaction  completed. 


ORGANIZING  A  COUNTRY  RETAIL 

STORE 

BY  G.  PRYOR  mWIN 

I  remember  a  few  months  ago  in  reading  a  certain  periodical  I  came  across 
a  stor>-  whjch  to  me  carried  a  moral,  and  since  I  have  considered  that  story  I  find 
that  It  carries  a  moral  even  stronger  than  it  did  upon  the  first  reading.  The 
story  went  something  like  this: 

A  number  of  visitors  at  a  certain  home  were  being  shown  through  the  house 
by  the  small  boy  of  the  family.  This  little  son  was  taking  very  much  pride  in 
showing  the  family  treasures  and  was  accompanying  the  guests  from  room  to 
room.  He  pomted  out  the  various  treasures  ..f  the  family  and  gave  some  explana- 
tion of  how  they  obtained  this  and  that,  and  what  their  interest  in  these  treasures 
were.  Fmally  he  came  to  a  room  in  which  there  hung  a  large  painting,  a  painting 
.)f  an  army  scene  m  which  there  was  a  tent  showing  a  number  of  soldier  boys  in 
th-  neighborhood.  He  pointed  it  out  with  much  pride  and  said,  "That  is  a  picture 
of  my  grandpa's  company."  To  tease  the  boy  more  than  anything  else,  one  of  the 
visitors  looked  at  it  a  few  moments  and  then  said  to  the  boy,  "Ah,  you  say  that  is 
your  grandpa's  company.  I  do  not  see  anything  of  your  grandpa:  I  do  not  think 
that  is  very  true." 

The  Httle  boy  was  perplexed  for  a  few  moments,  but  recovering,  as  most 
Ijoys  of  that  age  do.  looked  up  into  the  man's  face,  and  in  a  frank  way  said. 
"Sure,  you  do  not  see  my  grandpa;  and  do  you  know  why?  He  is  in  the  tent 
studying  how  to  get  promoted." 

My  friends,  that  particular  suggestion  of  being  "in  the  tent  studying  how  to 
get  promoted"  carries  a  wonderful  significance  to  the  business  people  of  to-day— 
because  to-day  the  American  business  people  have  a  challenge  to  better  business 
conditions  to  meet  the  new  era  which  is  approaching,  and  it  is  changing  what  was 
yesterday  a  commonplace  thing  into  that  which  will  be  entirely  new  to-morrow. 

The  distribution  of  goods  has  become  a  problem  of  significant  importance. 
Since  the  day  when  men  ceased  to  gain  by  force  possession  of  the  things  desired, 
there  has  been  some  means  of  exchange. 

Of  the  early  economic  life  of  mankind  we  know  but  little.  Food  was  not  dis- 
tnbuted  through  various  channels  as  it  is  to-day.  Fish,  game,  roots,  wild  berries, 
and  sijch  provisions  as  natui«  provided,  were  the  principal  articles  of  food.  The 
cave,  the  tree,  and  the  "great  out-doors"  furnished  sufficient  shelter.  They  were 
not  concerned  with  the  making  of  things,  and  the  production  and  distribution 
problem  was  unknown.  Each  family  provided  for  its  own  needs  and  was  appar- 
ently independent  of  all  others.  This  was  not  to  continue  so,  however. 

Probably  the  next  important  change  in  the  habits  of  living  was  caused  by 
the  discovery  that  certain  agricultural  lands  were  better  suited  for  certain  pur- 
poses than  others:  certain  individuals  or  tribes  demonstrated  their  ability  to  more 
skilfully  fashion  certain  articles  for  human  use.  Naturally  those  who  did  not 
possess  these  things  were  desirous  of  obtaining  them. 

Each  family  continued  to  produce  most  of  the  things  necessary  for  their 
existence.  When  in  need  of  his  services,  one  of  those  who  had  excelled  in  the  pro- 
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duction  of  certain  commodities  was  called  in.  He  lived  with  the  family,  enjoyinK 
a  great  many  of  its  privileges,  until  he  had  completed  his  task. 

After  a  while  markets,  called  "fairs,"  were  established  for  the  marketing  ot 
products,  and  the  "bartering"  for  the  entire  family  wa.s  done  liy  the  head  of  the 
house. 

Since  that  time  men  have  been  learning  more  and  more  to  depend  on  each 
other  for  aid  in  securing  and  disposing  of  needful  things.  Indeed,  this  old  problem 
of  distribution  of  merchandise  has  become  a  factor  of  the  greatest  importance  to 
everyone.  With  our  modern-day  forms  of  living,  it  would  be  impossible  for  every 
person  to  secure  much  of  what  he  now  feels  necessary  to  his  existence,  hence  the 
need  of  someone  to  relieve  him  of  this  task.  In  addition  to  relieving  the  consumer 
of  anxiety  as  to  where  and  how  he  may  secure  these  necessities,  this  system  of 
distribution  has  provided  means  of  employment  for  thousands  of  persons.  With 
the  exception  of  agriculture,  more  people  are  engaged  in  this  pursuit  than  in  any 
other  occupation. 

In  this  great  system  of  distribution,  the  retailer  has  a  very  important  part, 
for  he  It  is  who  comes  in  contact  with  a  large  percentage  of  consumers.  He  is  a 
distributing  agent  for  the  manufacturer  and  the  producer,  a  buying  agency  for  the 
consumer.  In  many  cases  he  assists  very  much  in  regulating  buying,  and  if  he 
is  a  wise  merchant  he  assists  very  much  in  creating  demand  for  certain  products. 

Yet  in  spite  of  this  fact,  there  has  been,  until  very  recently,  comparatively 
little  study  made  of  this  particular  field.  We  find  during  the  past  few  years  very 
little  study  of  this  important  subject.  Men  and  women  have  been  engaged  in  re- 
tailing with  no  qualifications  save  good  intentions  and  some  capital.  True,  many 
of  them  have  been  successful,  but  what  of  the  large  number  who  have  not?  They 
have  been  an  expense  to  society,  unfair  competitors  to  the  well  informed  merchant, 
and  they  themselves  have  not  prospered. 

In  spite  of  this  condition,  there  have  been  many  changes  in  the  methods  of 
distribution  of  merchandise  to  the  consumer.  Apparently  each  new  development 
has  been  a  step  forward,  compared  to  the  former  methods. 

In  order  that  we  may  have  an  intelligent  appreciation  and  judgment  of 
present-day  business  conditions,  it  is  necessary  that  we  know  something  of  the 
business  development  f  the  past.  It  is  indeed  a  marvellous  change  from  the 
days  of  the  "itinerant  merchant  to  the  present-day  modem  "shopping  em- 
poriums" with  which  you  and  I  are  so  familiar. 

In  the  earlier  days  of  civilization,  the  needs  of  the  community  were  largely 
filled  by  this  "itinerant"  merchant.  He  travelled  from  place  to  place  calling  upon 
individuals,  giving  them  the  things  they  needed  and  selling  in  small  quantities 
the  things  they  could  not  otherwise  obtain. 

A  little  later,  an  individual  who  was  rather  shrewd  found  that  it  was  the  most 
difficult  problem  to  carry  from  house  to  house  his  entire  stock  of  merchandise 
on  his  back,  so  he  established  a  market  place.  Being  a  wise  merchant,  he  located 
his  store  where  it  might  be  convenient  and  easy  of  access  to  the  largest  amount  of 
people,  and  began  to  barter  at  this  place.  I  say  "barter,"  because  I  might  say  at 
this  particular  stage  of  merchandising,  so  far  as  we  know,  there  was  no  form  of 
exchange;  in  other  words,  they  had  no  money  of  which  we  have  any  history. 

The  man  who  had  a  surplus  supply  of  furs  might  go  over  and  trade  the  surplus 
of  that  particular  product  for  the  surplus  of  com  that  his  neighbor  piossessed.     It 
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was  necessary  in  those  times,  as  near  as  possible,  to  get  an  equivalent  in  value  for 
the  goods  exchanged,  because  there  was  no  exchange  to  give  for  the  difference. 
After  a  while,  the  individual  who  had  this  market-place  discovered  that  if  he  had 
more  Unes,  carried  more  products,  he  could  do  more  trading,  so  he  l)egan  to  add 
lines  to  his  store. 

The  origin  of  the  word  "retoiler"  was  no  doubt  from  the  Utin  words  meaning 
"to  cut  off"  and  "by  the  piece."  Hence  the  modem  term  "retoiler"  was  gencrally 
understood  to  mean  "selling  by  the  piece"  rather  than  in  bulk. 

In  the  earlier  stages  of  civilization,  the  needs  of  the  community  were,  as  I 
have  stoted,  largely  supplied  by  the  itinerant  merchant.  Then  came  the  "shop." 
as  the  retoil  store  is  commonly  called  in  England.  This  class  of  merchandisers  was 
supoosed  to  have  centred  its  efforts  entirely  in  an  individual  line.  Probably  our 
"specialty  shops"  are  a  continuation  of  this  idea. 

Certain  communities,  because  they  were  sparsely  settled,  could  not  furnish 
sufficient  patronage  to  support  the  "shops,"  and  the  storekeepers  were  comi)elled 
to  add  other  lines.  This  was  probably  the  origin  of  our  general  stores,  such  as  are 
found  m  numerous  country  communities.  Eventually,  some  of  these  "shops" 
were  grouped  in  a  central  trading  place,  designated  in  some  localities  as  the 
"Fair." 

An  insight  into  conditions  as  they  existed  in  the  eighteenth  century  is  given 
in  the  "Tour  of  Great  Britain,"  by  Daniel  Defoe  in  his  description  of  Sturbridge 
Fair  in  the  eighteenth  century: 

"Having  been  at  Sturbridge  Fair  when  it  was  at  its  height,  in  the  month  of 
September,  the  year  before  I  was  at  Newmarket,  I  must  say  that  it  is  not  onlv 
the  greatest  in  the  whole  nation,  but  I  think  in  the  whole  of  Europe.  ...  It 
is  impossible  to  describe  all  the  parts  and  circumstances  of  this  Fair  exactly. 
The  shops  are  placed  in  rows  like  streets,  whereof  one  is  called  'Chcapside';  and 
here,  as  m  several  other  streets,  are  all  sorts  of  traders,  who  sell  bv  Retalc  and 
come  chiefly  from  London.  Here  were  Goldsmiths,  Toymen,  Brasiers,  Turners, 
Milaners,  Haberdashers,  Hatters,  Mercers,  Drapers,  Pewterers,  China-ware 
Houses,  and  m  a  word,  all  trades  that  can  be  found  in  London." 

In  certain  places  in  the  tarly  ages  this  market  place  was  designated  as  "The 
Arcade."  a  court  or  street  wherein  was  represented,  by  a  series  of  smaU  shops, 
almost  every  kind  of  business.  The  buyer  could  supply  his  every  want  without 
leaving  the  "Arcade." 

Our  modem  department  store,  the  newest  development  of  retail  merchandis- 
iE«,  IS,  in  a  sense,  an  "arcade"  under  one  management  instead  of  individual  owner- 
ship, as  m  the  eariier  days.  Each  department  is  a  separate  store  as  much  as  the 
individual  shops  were  in  the  "arcade." 

There  have  been  other  developments  in  the  retailing  of  merchandise  that  are 
interesting.  Certain  individuals  finding  one  store  profitable  have  added  other 
stores  until  the  "chain  store,"as  it  is  now  known,  has  become  a  factor  of  no  small 
importance  m  the  retaiHng  field.  This  group  has  been  designated  as  "retailers- 
chains. 

This  particular  variety  of  store  has  been  exceedingly  proficable  in  most  cases, 
and  It  is  well  this  moming,  as  we  turn  to  the  thought  of  organization  of  a  business. 
to  look  at  some  of  the  reasons  for  success  of  this  particular  organization  which  is 
forging  ahead  so  rapidly. 


You  and  I  may  reach  success  by  watchinK  the  way  the  other  individual 
reaches  success,  and  liy  adopting,  so  far  as  poKsible,  the  practice  of  things  that 
have  made  the  other  individual  successful.  This  morning  we  shall,  for  a  moment, 
look  at  some  of  the  reasons  of  success  of  those  stores  that  are  thriving  so  success- 
fully throughout  the  entire  American  continent. 

We  find  the  first  real  reason  for  the  success  of  the  chain  store,  compared  with 
the  average  retail  store,  has  been  that  they  have  better  merchandising  methods. 
They  have  employed  men  who  were  experts,  men  who  have  studied  the  merchant 
(iisinR  problems  so  that  they  merchandise  with  a  plan  rather  than  opening  a  store, 
supplying  it  with  merchandise,  and  sitting  down  and  waiting  for  patronage. 

The  second  thing  wc  find  which  is  vastly  important  and  of  great  significance 
in  connection  with  this  particular  variety  of  successful  stores  is  that  they  have 
made  a  more  careful  selection  of  their  location.  They  have  not  decided  thay 
would  like  to  locate  a  store  in  this  vicinity  because  it  happened  to  lie  "close  to 
jw,"  and  "I  could  visit  with  all  the  family  on  Saturday  afternoons  or  Monday 
morning."  They  have  carefully  studied  that  locality  and  they  have  ascertaine<l 
so  far  as  it  is  within  human  power  just  what  amount  of  patronage  they  are  going 
to  have,  just  where  their  patronage  is  coming  from,  what  the  purchasing  |K)wer 
of  that  community  is,  how  many  people  pass  the  store  at  a  given  time,  and  what 
those  people  pass  for,  and  what  might  possibly  be  their  frame  of  mind  towards 
purchasing  at  the  time  that  they  pass. 

The  third  reason  for  successfjil  merchandising  with  these  particular  firms — 
I  might  apply  this  to  almost  any  of  them— has  been  the  employment  of  more  com- 
jH;tent  assistants  in  the  store,  regardless  of  whether  or  not  the  assistants  may  be 
one  or  one  hundred.  The  old  idea  that  anyone  can  successfully  conduct  a  store 
has  long  since  given  way  to  the  idea  that  it  is  decidedly  unprofitable  to  pick  up 
an  individual  who  wants  a  job,  to  give  that  individual  a  book  and  pencil,  and  to 
drop  him  down  into  a  merchandising  shop  and  expect  him  to  bring  large  returns. 
So  these  successful  stores  have,  in  the  first  place,  endeavored,  >o  far  as  possible, 
to  employ  competent  persons  to  conduct  their  business  and  to  represent  them. 

In  the  next  place,  they  have  spent  large  sums  of  money  and  very  much 
time— profitably,  to  be  sure — to  make  these  assistants  more  competent. 

The  fourth  reason  is  better  buying  facilities,  probably  because  of  the  volume 
of  merchandise  handled,  which  is  a  pretty  hard  proposition  for  the  average  retailer 
to  cY)nfront. 

The  fifth  one,  however,  is  vastly  important  and  probably  more  important 
to  the  ret..  =.  of  the  small  store  of  to-day  than  it  is  to  the  Ittfge  store;  that  is, 
they  are  securing  n  more  rapid  turn-over  of  merchandise.  They  are  no  longer 
purchasing  merchandise,  bringing  it  into  their  stores,  putting  a  price  upon  it, 
shoving  it  back  on  the  shelf  and  saying  to  themselves,  "I  hope  it  moves,"  and  then 
forgetting  it.   They  get  a  rapid  turnover  of  stock. 

These  people  have  found  that  this  is  the  keynote  of  good  business:  "To 
purchase  in  as  small  quantities  as  possible  according  to  the  location,  according 
to  the  demand  of  our  consumer,  according  to  the  facilities  we  have  for  reaching 
the  market  and  obtaining  a  market,  and  then  keeping  the  selection  down  as  small 
as  possible."  Then  they  see  that  the  merchandise  moves.  This,  my  friends,  is  a 
vastly  important  part  of  the  merchandising  pirogramme. 

The  last  thing  that  you  and  I  might  note  in  connection  with  successful  mer- 
chandising establishments  is  the  elimination  of  unnecessary  expenses.  They  have 
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watched  very  carefully  every  expense,  not  only  the  large  .mes  but  the  small  ones 
La«t  summer  I  was  studying  one  of  the  splendid  chain  stores  in  the  cast.  I  saw 
the  manager  of  that  organisation  approach  an  employee  of  that  institution  who 
had  been  called  upon  to  serve  a  patron.  This  particular  transaction  required  a 
certain  amount  of  "figuring,"  if  you  will  allow  me  to  use  that  expression  Thi 
employee  reached  over,  picked  up  a  little  pad  and  began  to  figure.  The  manager 
saw  this  and  approached  that  employee  and  said  to  him:  "The  transaction  thai 
you  just  now  consummated  probably  means  one  cent  profit  to  this  esUblishment  • 
the  quality  of  bond  paper  that  you  figured  it  on  at  present  prices  probably  means 
one  cent:  the  overhead  expenses  of  this  establishment  are  approximately  24  Tier 
cent.  How  much  profit  did  you  make  just  now  on  that  transaction  by  usint  that 
small  piece  of  paper.i"" 

The  emptoyee.  who  had  studied  very  little  of  the  idea  of  merchandising,  sai.l- 
Why.  It  seems  to  me  that  is  a  very  small  thing  to  be  discussing  wth  me.  a  little 
piece  of  paper  like  that." 

The  manager  of  this  particular  organization  said:  "Yes.  it  seems  small  to 
you;  we  have  approximately  seven  thousand  employees:  imagine  seven  thousand 
of  these  sheets  of  paper  piled  up.  if  each  individual  used  only  one.  and  you  will 
find  out  that  "httle  losses  of  that  kind  arc  the  kind  which  sink  the  ship.  I  am  not 
going  to  have  my  ship  sunk  this  summer,  so  I  hope  hereafter  you  will  pay  attention 
to  some  of  the  small  leaks  and  losses,  some  of  the  things  that  take  away  the  profits 
after  we  have  made  them." 

These  aJ-e  all  vastly  imporUnt  problems  to  the  average  reUiler  of  to-da> 
Because  of  these  better  business  methods,  we  see  the  great  chain  stores,  we  see 
the  mail  order  house,  the  large  department  store,  which  looks  as  though  it  would 
overshadow  and  completely  drive  from  existence  the  small  retailer.  All  of  these 
organiMtions  succeed  because  of  better  business  methods  and  because  of  a  more 
scientific  conduct  of  their  business. 

The  retailer  who  expects  to  compete  with  these  organizations  in  the  future 
will,  of  necessity,  study  their  methods,  ascerUin  the  reasons  for  their  success  and 
act  accordingly.  ' 

The  retailer  who  would  successfully  meet  the  competition  of  the  chain  store 
and  the  mail  order  house  must  adopt  the  same  degree  of  efficiency  in  the  conduct 
of  his  business.  He  has  certain  advantages  which,  if  properly  used.  wiU  enable  him 
to  successfully  compete  with  these  competitors.  He  has  the  advantage  of  personal 
contact  which  permits  him  to  become  acquainted  with  his  customers,  their  likes 
and  dishkes.  their  mterests.  their  families,  their  hcne  conditions.  These  advan- 
tages enable  him  to  become  something  more  tha,,  a  merchandiser  or  a  merchant 
Knowing  the  peculwr  conditions  in  his  community,  he  is  able  to  buy  for  and  cater 
to  them  with  a  very  accurate  knowledge  of  their  needs. 

.,  ?  T]i  "'"*' ''''  prospective  patron  the  opportunity  of  inspecting  the  mer- 
chandise  before  purchasing;  he  may  give  him  successful  assistance  in  the  seclection 
of  the  things  best  needed  for  him.  In  many  cases  he  accommodates  the  customer 
by  ext«idmg  credit  when  necessary.  He  has  the  opportunity  of  advertising  regu- 
larly thus  informmg  his  prospective  patrons  of  interesting  events.  He  ca^«  in 
stock  the  desired  articles,  thus  eliminating  delay. 

By  having  a  clean,  well-arranged,  atlruclive  store,  he  may  attract  people 
and  promote  sales.   In  this  way  he  builds  up  a  personal  following,  and  hThas 
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The  mail  order  house  ii  at  a  distance.   It  is  workine  as  it  wer-  in  .k-  a    x, 

ex  J^  to  Zr"^  ^^"  :T^^  ""^■'^  •"  ''"^'"-^  '""^t  know  the  pnxluct  they 
1  know  that  «ruta  orgMla.fc™,  which  are  «lorch.e  ta«  th.t^Jj 

•t^i^rj  S^™- "-"--- ^^ 
.i„>„a,s?hru;i.rrtrtir:LTrvtTcr.tt\;Si"r^^ 

them  from  a  place  where  thev  ir^  niB„tif.,i  .         1        ^^'^'^^'  ''>»*  they  may  bring 

."^tr-r£t-™S:~--™- 

.n<».e,  how  thrX  .  Uv^.'.^rjLf^t'hST^"'  """  '""'""^'' 
"To  get  business,  go  where  business  is,"  and  so  the  first  thought  tho*  ♦v 


If  I  go  to  .town.  a«uming  I  am  going  to  »t«rt  a  .tore,  walk  .k.wn  the  main 
n/S>.  T'  '•""««««  tf  't^  «  "tore  in  thi«  building  becauM^  it  in  empty 
or  becau«,  I  can  .«cure  ,t."  that  doe.  not  n«««rily  mean  I  am  going  to  \l  a 
succcM  .n  bu.me«  m  that  town.  The  great  chain  .tore,,  which  are  iLted^^ 
successfully,  send  an  md.vidual  to  the  community.  They  first  study  the  numl,^ 
of  people  hvmg  m  that  community,  they  find  out  the  population,  and  so^ev 
ThL  t^  ^°J  '~"'''  ^^'^-  ^y^  they  have  in  the  community  itS 
They  then  study  very  carefuUy  the  amount  of  trade  which  comes  from  the  outside 
to  th.s  commumty  to  shop,  ani  they  add  that  to  the  toul  ,K>puUtion  that  is 
already  m  th.s  particular  community.  Then  they  begin  Uy  analyze  what  kind  of 
,>e..ple  they  are  l^ecause  the  nationality,  the  way  that  people  make  a  livinr.nd 
their  approximate  income,  means  success  or  failure  to  their  institution.  If  i  is  a 
community  that  depend,  largely  upon  persons  who  are  farming,  they  stan  c^t 
to  find  out  a  few  things  about  those  farmers.  First,  they  find  Z  the  si«S  ^e 
families  on  those  farms  so  that  they  may  know  how  many  possible  pat,^  thev 
h^  ve.  They  ascertain  as  near  as  they  can  from  certain  infoir^Uon  the^cTLcure 
the  average  cash  income  of  those  people.  When  aU  is  said  and  done,  the  incoTof 

re3r;  'V  K  '"''^  ''•'  '''•™^«*  ^»"  ■—  -  ^-'"-  "^  your  inTtZi^: 
S;:r'iroJ^.a"n:;xrmrun^;"*-'^^^-''^^ 

The  law  of  averages  tells  us  that  people  of  certain  income-for  instance  I 
win  say  people  of  |600-at  the  pre«mt  time  have  very  little  to  spend  for  Cun« 
It  IS  not  necessary  for  me  to  argue  with  any  of  you  nth  the  present  purchasing 
power  of  a  dollar,  that  anyone  with  an  income  of  '  .«  is  not  going  to TaWe  to 
buy  many  luxun«.  So.  on  the  face  of  it.  an  anai  .s  of  the  in J,me  of  tTe  p«t,^ 
of  your  store  is  the  most  vital  piece  of  informs  ,on  you  can  have  Why?  IM 
hav«,  t  any  mon^  with  which  to  buy.  how  am  I  going  to  buy?  If  I  am  working 
down  here  in  a  certain  esUblishment  making  $50  or  |60  a  month  and  I  have  two 

ramToT^       '"^  I"""^  '"  ^'^^  *"  P"'^'''"'  y^  ^y  ^«t  '««»r«i  that 

h^  Th  f  I     "   7,1"^*":?*^  '*^''  **•"  •*"*'  necessities,  and  perhaps  not  all  of 

them  that  I  would  like  to  have.     If  my  income  reaches  tlOOO  I  marnot  yet  be 

^'ulTJ  Tf  r  '''^'T"'*  ^'••'^h  «""»  «'  the  people  with  whom  you  are 
acquamted  do.  but  I  certainly  am  going  to  have  more  to  spend  for  a  few  luxuries 
a  few  novelties  than  if  I  had  only  MOO.  My  friends,  if  th^  is  one  idea  I  wouTd 
t^.  ™.rT'  ''°"  as  a  merchandising  proposition,  it  is  that  idea  of  analyzing 

the  purchasing  power  of  the  people  of  your  community.  We  find  upon  looking 
upaverag^  that  the  average  family  with  an  income  of  1600  spends  ap  J^ximately 
MOO  or  1423,  a.  near  as  we  can  find  out.  for  food  and  the  very  barest  necessities 
How  much  IS  le^t  lor  novelties?  If  you  are  supplying  a  community  of  t^k  n" 

tlTt  "ZT  ""  ^T'^"'"^  ^  P"*" '"  y^"'  «*«=•'■  ^--  i"«t  the  numS 
that  you  place  ,n  your  stock  is  going  to  be  the  mumber  that  you  have  there  when 
you  take  inventory  (if  the  people  have  not  the  money  with  wLh  to  buy)      Th^ 

buS^l^'  Tr"  '^'  '^'  ""'*'  ^"^  "  '^'^^^^^  merchandiser  or  a  succes  Ju! 
buyer  hke  finding  out  approximately  the  income  of  your  patrons. 

studJSL^„T^'*•"^^■^,  '""•"*  «"n«nunity  as  these  great  chain  stores 
study  them-^nd  thui  is  certainly  very  easy  to  find  out-I  would  find  out  whether 
wLST""  who  were  my  prospective  patrons  o..-ncd  or  rented  their  farms. 
!^iw  "^  °f  *^^  "^  """^"^  •"  building  up  or  getting  as  much  money  as 
possible  out  of  the  property,  depends  on  their  owning  or  renting  it.   If  a  faiiier 
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owiw  his  home  you  are  going  Ui  find  «n  increued  demand  for  crrtain  thing!  that 
go  to  make  a  home  comfortable.  The  recent  condition  of  the  crofm,  whether  or 
not  there  were  failures  in  this  particular  community  recently,  u  going  to  have 
very  much  to  do  with  the  prosperity  of  the  people. 

In  any  community  you  will  find  a  man  with  a  poor  piece  of  land.  Anyone 
who  hat  lived  any  length  of  time  there  will  lay  to  you,  "The  fellow  has  a  poor 
piece  of  land;  he  can  never  be  very  prosperous  with  it." 

That  same  analysts  applies  to  merchandising.  Show  me  a  community  where 
the  people  have  very  little  chance  of  success  in  the  vocation  which  they  are  follow- 
ing and  I  will  show  you  a  community  which  is  not  going  to  be  very  successful, 
so  far  as  merchandising  is  concerned. 

Before  1  located  a  store,  I  would  drive  through  the  country.  I  would  not 
only  be  concerned  with  the  main  street  of  the  town  where  I  put  the  store.  I  would 
see  the  farmers,  and  I  would  note  whether  or  not  they  were  prosfierous,  whether 
the  buildings  were  painted  or  going  to  ruin  or  whether  they  were  Innng  improved 
or  likely  to  be  improved  in  time.  I  would  look  at  the  animals  and  see  whether 
the  horses  were  well-kept  or  not. 

Show  me  a  man  that  has  splendid  animals  and  I  will  show  you  a  man  that  is 
prosperous.  Show  me  a  man  who  aUows  the  animals  to  go  down  and  k»k  as 
though  starved  to  death  and  I  will  show  you  a  lack  of  prosperity.  I  would  study 
not  only  those,  but  I  would  go  farther  and  study  the  market  for  selling  the  thrngs 
those  people  raise.  I  would  Ulk  to  the  people  themselves  and  find  out  if  they  wen- 
pessimistic,  whether  or  not  there  was  a  chance  of  their  being  successful. 

I  would  then  took  for  the  location  of  the  store,  provided  the  conditions  in  the 
surrounding  country  were  right,  and  I  would  begin  to  analyze  the  exact  tocation 
of  this  particular  building. 

Someone  has  said,  as  I  mentioned  before,  that  it  is  "well  to  go  where  business 
is,"  and  so  I  would  study  very  carefully  where  the  most  business  in  this  particular 
town  was  being  carried  on,  and  I  would  try  to  get  as  near  as  possible  to  the  ptocv 
where  the  most  people  passed. 

When  they  get  ready  to  locate  a  store,  the  great  chain  stores  send  an  in- 
dividual to  town.  He  stands  in  front  of  a  location  and  ca.-efully  counts  every  in- 
dividual that  passes  that  store.  He  then  leaves  and  a  ne*r  person  representing 
that  organization  comes  in.  He  counts  the  persons  passing  that  place  at  a  different 
time  of  day  in  order  that  he  might  see  if  it  is  just  at  some  particular  time  o<  the 
day  that  the  people  go  by  the  store.  After  this  individual  goes  back  with  his 
reoMtl  ol  the  number  of  people  passing,  another  individual  quite  frequently  comes 
and  tries  to  ascertain  why  they  pass,  because  it  makes  a  very  big  difference  in  a 
merchandising  establishment  as  to  why  people  pass  a  store. 

Let  me  give  yoi.  an  illustration  from  one  of  our  cities  in  11'  lis.  I  have  in 
mind  two  young  gentlemen  who  had  worked  in  a  large  chain  st<  :  in  which  the 
prc^rietor  had  been  quite  successful.  These  two  young  men  decided  they  were 
going  to  start  a  men's  furnishing  stwe  themselves;  so  they  left  the  main  street 
of  this  particular  dty  (which  was  a  mining  town,  by  the  way)  and  went  out  about 
half  a  mile  from  the  mine.  They  build  a  splendid  store,  bought  some  splendid 
merchandise,  and  opened  up  this  store  (as  they  thought)  easy  of  access  to  the 
miners.  To  make  a  long  story  short,  they  eventually  went  into  bankruptcy. 
When  some  of  the  people  concerned  with  that  partinslar  problem  b^an  to  study 
the  reasons  for  failure  of  that  organization,  they  found  this:  That  although  the 
particular  store  was  k>cated  within  half  a  mile  of  the  mine,  when  those  three 


17 


ihouamdnm  cum  from  that  mine  they  were  tired  and  .Hrty.  The  thinx  they 
«m  totOTWtod  in  at  that  time  wa»  to  get  home  and  wash,  and  not  to  buy  mer- 
ejMdk^  «  they  hurried  by  this  store.  They  want  home  and  waahad.  chanRed 
UMir  dotbea:  then  they  were  cIom  to  the  down-town  iitore,  and  in  the  eventai 
tkcy  did  their  purchaMnn  down  town.  They  YmA  nothini  to  take  t'  em  l>ack  to 
the  mine  when  they  were  ready  to  pwchaae.  So  the  mere  fact  that  people  paaa  by 

a  bwineaa  front,  my  fnendt,  does  not  mean  that  people  are  Roinf  to  purchase  ther* 
The  United  Cigar  Stores  study  very  carefnlly  the  locating  of  rheir  utores  ss 
that  they  may  be  at  the  point  a  man  u  Ukely  to  be  when  he  has  a  deaire  to  smoka. 
That  sounds  as  if  it  wen.  guinf  very  far  into  technicalities.  doe«i't  it?  But  it  is 
not.  If  you  go  into  the  kxation  of  these  splendid  cigar  stores,  you  wilt  find  one 
of  these  c^r*r  stores  placed  near  splendid  office  buildings  or  restaurants  regardtesa 
of  the  rent.  Uom't  this  sound  reasonable.)  I  am  working  in  an  office  until  IS 
o  ctock.  The  time  oomes  to  go  to  lunch.  I  secure  a  splendid  meal.  The  average 
individual,  after  he  secures  his  meal,  is  re^ly  for  a  smoke.  Now  this  cigar  sUnd 
because  it  is  properly  kioated,  is  right  here  when  I  come  out.  I  am  ready  to  smoke 
and  the  cigar  stand  awaiu  me  right  there.  They  know  that  to  place  an  institution 
that  wnru  to  mH  merchandise  at  the  right  place  when  a  fellow  wants  to  buy  is  a 
vastly  ir.iporunt  part  of  the  programme.  So  as  technical  as  that  may  sound 
there  is  just  as  much  value  in  that  for  the  retailer. 

To  the  individual  who  feels,  "Oh.  I  am  already  kxated;  my  store  is  already 
placed:  therefore  that  does  not  help  me."  I  am  goiiHt  to  say  this,  "that  that  in- 
dividual who  does  not  study  the  location  from  that  point  is  kwng  an  opportun- 
ity. If  thu  analysis  reveals  to  him  that  •♦  -f?  the  beaten  path,  if  he  is  on  this 
side  of  the  street  and  most  people  go  on  the  her  side— if  he  is  a  wise  merchant 
he  IS  going  to  make  some  pkm  to  overccwtne  tnoae  disadvantages.  If  he  finds  be  is 
on  the  wrong  side  of  the  street,  as  is  often  the  case,  so  tar  as  weather  conditions 
are  concerned,  he  is  not  going  to  aay,  "It  is  all  up;  I  am  on  the  wrong  side  "  but 
he  IS  going  to  try  to  overcome  those  conditions  in  certain  ways.  I  know  an  in- 
*vidual  m  the  States  who  is  k>cated  on  one  side  of  the  street  where  it  is  so  h<H 
that  people  will  scarcely  walk  by.  Inatead  of  putting  in  ookired  articles  that 
make  you  hot,  he  always  tries  to  make  you  cool,  and  inside  he  has  an  assortment 
of  aU  thoae  things  the  appearance  of  which  go  to  counteract  heat.  Another  gentle- 
man has  found  be  U  on  the  side  where  most  of  the  cold  winds  blow,  where  the 
snow  accumutates  ia  front  of  the  store,  and  so  he  endeavored  during  the  past  few 
months  to  overcome  these  disadvantages  by  cleaning  the  sidewalks— by  making 
them  safe  tor  people  to  walk  on  this  side  when  for  certain  reasons  it  is  rot  the 
best  side  for  them.  He  has  taken  into  consideration  everything  that  affects  his 
location;  he  has  tried  to  find  out  what  would  make  it  attractive  to  people  how  to 
make  it  easy  for  people  to  get  there,  and  hpw  to  make  it  most  acceptabk  to  them 
after  they  get  in. 

Study  the  purchasing  power  of  the  people,  their  needs  and  desires;  find  out 
as  near  as  you  can  those  things  which  enter  into  their  lives.  The  desires  of  the 
people  are  formed  largely  by  their  environment  and  their  surroundings.  We  study 
not  only  the  location  of  our  own  buiWings.  but  we  are  going  to  study  the  com- 
petitors. What  kind  of  competition  have  we  in  the  community?  Are  the  merchants 
m  the  community  progressive?  If  there  u  anyone  else  engaged  in  business  there, 
see  rf  they  are  priKressing.  Are  they  of  the  "cut-price"  type,  or  are  they  men  who 
beheve  m  getting  a  fair  margin  of  profit?  Do  they  guess  at  what  it  costs  them  to 
do  business,  or  do  they  conduct  it  with  a  cartful  knowledge  of  buaness?    Have 
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they  a  reputation  for  honesty  or  for  dishonesty?  iJo  they  work  Uigethcr  for  the 
good  of  the  community  or  does  each  man  pull  for  himself?  Show  me  a  commun- 
ity where  all  the  merchants  are  working  to  bring  people  to  that  community, 
show  me  a  community  where  every  merchant  in  that  community  regardless  of  his 
line  of  patronage  is  studying  that  community  with  a  view  of  analysing  it  care- 
fully, of  taking  advantage  of  all  the  natural  advantages  they  have  and  of  over- 
coming the  disadvantages  that  that  town  might  have — then  I  will  show  you  a 
splendid  place  to  locate  your  business.  But  if  you  take  me  to  a  community  where 
the  merchants  are  small,  narrow,  where  they  open  up  stores  without  any  analysis 
of  the  territory,  where  they  do  not  strive  to  overcome  such  natural  disadvantages 
as  they  have,  where  they  pay  no  attention  to  their  windows,  and  the  dirt  accumu- 
lates on  the  furniture  and  the  glass,  where  the  stock  accumulates  and  becomes  old, 
where  they  take  no  interest  in  bringing  people  to  that  community,  then  I  will 
show  you  a  community  where  business  is  not  going  to  I*  very  profitable. 

And  so  at  this  stage  1  must  close  with  this  suggestion:  I  will  leave  with  you 
this  idea;  How  much  do  you  know  about  your  business?  How  much  do  you 
know  about  your  community?  What  is  the  purchasing  power  of  the  i)eople  of  that 
community?  How  much  is  bought  outside  of  the  town  and  why?  Whose  fault  is 
it  that  it  is  bought  outside  of  the  town?  What  steps  have  you  taken  to  make  your 
community  a  better  community  for  people  to  live, in — because  people  usually 
buy  their  merchandise  where  they  live?  What  part  have  you  taken  in  analysing 
that  community  to  make  it  a  better  merchandising  centre?  How  much  have  you 
studied  your  location  with  a  view  to  increasing  the  patronage  this  year?  What 
have  you  done  to  make  your  store  more  pleasing  to  other  individuals? 

With  these  few  suggestions,  I  will  ask  you  to  analyze  your  own  commimity. 
Think  about  it  from  the  customer's  viewpoint,  not  your  own.  Ask  yourself, 
"Would  I  trade  in  this  town  if  I  were  living  here."  and  if  not,  "Why?"  Walk 
down  the  other  side  of  the  street  some  morning,  look  at  it  from  the  other  fellow's 
viewpoint,  find  out  all  he  knows,  and  then  add  that  to  your  knowledge  of  merchan- 
dising, and  I  believe  you  will  find  that  merchandising  during  the  coming  year 
will  be  a  greater  success  because  you  are  conducting  it  with  a  knowledge  of  all  the 
conditions. 

There  arc  many  persons  who  say  that  it  cannot  be  done.  ( Ver  in  our  own  state 
I  nave  had  dosens  of  small  retailers  say  to  me,  "That  sounds  like  big  store  stuff; 
therefore  it  does  not  mean  anything  to  me."  I  say,  my  friends,  every  big  store 
was  once  a  small  store,  and  the  reason  the  big  store  is  big  is  because  it  grew  from 
a  small  one  with  better  methods.  There  never  was  a  large  organization  of  this 
kind  that  was  not  at  some  time  a  small  one,  and  therefore  it  is  well  that  you  and 
1  should  study  what  made  them  large.  If  the  methods  that  these  successful 
organizations  apply  in  studying  their  location,  studying  their  people  and  knowing 
all  the  conditions,  will  make  them  a  success,  so  it  will  make  a  success  for  us. 

"There  are  thousands  to  tell  you  it  cannot  be  done. 

There  are  thousands  to  prophesy  failure; 
There  are  thousands  to  point  out  one  by  one. 

The  dangers  that  wait  to  assail  you. 
Hut  just  buckle  in  with  a  bit  of  a  grin. 

Take  ofl  your  coat  and  go  to'  it ; 
Just  start  ia  to  sing,  as  you  tackle  the  thing, 

That  cannot  be  done,  and  you'll  do  it." 
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RUNNING  YOUR  STORE  WITH  YOUR 

EYES  OPEN 

BY  PRYOR  mwiN 

This  moniing  I  shall  endeavor  for  a  few  moments  to  direct  your  attention 
to  some  problems  of  store  management.  1  heard  a  story  of  a  northern  man 
.n  one  of  the  northern  states  of  the  United  States  who.  desiring  to  make  an 
.nves  ment  was  mduced  to  invest  his  money  in  a  luml^r  mill  in  Arkansas 
Finally  one  day  he  decided  to  go  down  to  see  what  his  investment  looked  like 
^Li'^^"^  *',?K  '?"?  *''*^  ^^  ^'^  telegraphed  the  person  from  whom  he 
^friiLl^  .  H  "''^'u"""  '"  '""*'*  ''•'"•  "*=  **«  '"•^^  ^'  »he  station  bv 
hlf!^l^n  x!"  '^*?'°  '"^'"'l""^  himself  as  the  former  owner  of  this 
lumber  mill.  Th,s  man  des.nng  to  see  his  newly  acquired  possession.  rAjuestcd 
that  he  IH..  escorted  out  to  this  particular  location.  Climbing  in  behind  the 
old  gray  horse  with  the  former  owner  of  the  mill,  he  starttnl  out  to  the  mill 
After  discussmg  the  weather  and  certain  other  things,  he  Inn^ame  slightly  boater 
acquamtol  with  the  former  owner.     He  decided  it  was  time  to  get  rather 

^11?    V  "v''  "''/"  'r=    "'  -^"""^  •'""*  ''^  -""-h  al«u,  'running  a 
sawmill.     You  know  a  lot  of  things  a  fellow  could  learn  about  a  business  of 

Tl  ^/        .  r^  "  ""  ™y  •'""'^^  ""*■=  ^he  next  thing  to  know  is  how  to  make 
a  pront  on  it. 

The  former  owner  hesitat«l  for  a  few  moments,  then  he  said.  "Well 
stranger.  I  certainly  like  to  be  obliging.  This  is  just  about  the  way  that  prt,-" 
position  IS.  In  the  first  place.  I  didn't  buy  that  mill;  that  was  left  to  me  bx 
one  of  my  uncles,  and  so  it  didn't  cost  anything.  All  the  lumber  that  we 
run  through  that  mill  was  stoUni  up  the  country,  and  therefore  there  was  n.. 
r  lirir„r?t  ^  «>n^n-law  was  the  freight  agent,  and  he  always  managed 
J>  slip  It  nto  the  cars  without  paying  any  freight,  so  it  didn't  cost  an  -thing 
Fortunately  for  me  I  had  two  boys,  and  between  those  boys  and  mysl^lf  we 
did  all  the  work,  so  we  didn't  have  any  labor  cost  outside  the  family." 

»4(«  ™  TT^  tu""'"?'"  """'  '^'^  '^^'  "'^°"  '*"°*'  '"  "P"*"  "f  that.  I  I'- 
*Vin  on  the  dam  thing  last  year. 

And  so  sometimes  we  are  confronted  with  adout  that  kind  of  a  pro,K>^. 

S  Th  TT"        Zt"  "'*'''  "/'"'^''  '""•'  •"  '•^^  ^'''  ^''«"«ht  in  connection 
r.    I      .    T     i  ''^"  y""  ^'^^  "'*'"*'""  P^fi^**  •"  connection  with  the 

retailer  to-day.  there  are  many  individuals  who  look  at  you  and  say    "This  is 

.".?.11JT  'r  '''"'  "*  ""■^'^'  P""^'''"     ^"'  '  -^y  "Y""  ar.-  an  a.s.set  to  the 
community  if  yoii  are  a  real  merchant." 

If  you  have  receivcil  the  vision  of  merchandising  of  to-day.  you  are  think- 
<ng  not  along  the  line  of  how  much  you  can  make,  but  rather  "What  can  I 
th/L  V"1""f  u'  °^  ""'  ««"«"unity?"  "What  pait  can  I  have  in  helping 
the  individuals  of  this  community  in  providing  themselve.  -.-ith  the  necJiUri 
of  life  at  the  least  expenditure."'      If  you  have  received  that  larger  vision 
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you  are  an  asset  to  your  community,  because  you  are  not  dealing  alone  in 
dollars  and  cents,  but  you  are  thinking  always  of  the  welfare  of  the  people  of 
the  community.  You  are  striving  to  acquaint  yourselves  with  the  different 
commodities  that  enter  the  market,  that  will  render  service  to  your  patrons. 
You  are  lending  those  patrons  the  benefit  of  your  purchasing  knowledge. 

If  you  are  a  real  merchant,  you  are  distributing  those  articles  in  the  way 
most  acceptable  to  your  patron.  You  are  able  to  give  assistance  to  your 
patron  in  selecting  his  merchandise;  you  are  able  to  help  your  patron  spend 
his  money  wisely.  In  certain  cases,  particularly  those  of  you  who  are  dealing 
with  food  products,  you  are  able,  because  you  are  an  expert  in  that  particular 
line,  to  suggest  substitutes  when  advisable;  you  are  able  to  help  the  feltew 
substitute  for  the  thing  that  has  gone  beyond  his  reach  in  price.  If  you  are 
filling  that  kind  of  a  bill  in  your  community,  you  are  an  asset  to  that  com- 
munity, and  as  an  asset,  you  are  entitled  to  a  fair  remuneration  for  that 
service.  Understand,  I  said  "fair,"  and  fair,  only.  Back  years  ago,  you  and 
I  have  heard  that  a  certain  wise  man  said,  "The  servant  is  worthy  of  this 
hire."  You  who  are  conducting  a  store  are  just  as  much  entitled  to  a  certain 
salary  for  that  particular  work  as  I  am  if  I  am  sawing  wood  for  you. 

And  so,  gentlemen,  I  suggest  it  is  worth  while  for  us  to  think  about 
some  of  the  things  'hat  go  toward  remunera*-'>n  for  our  service.  Regardless 
of  the  amount  for  which  we  can  employ  an  individual,  if  we  are  fair,  we  expect 
to  pay  that  individual  for  his  services.  I  maintain  that  no  man  should  receive 
an  unfair  profit.  We  should  not  work  for  money  alone.  We  should  have 
some  other  interest  in  the  community;  but  just  the  same,  you  realise  as  well 
as  I  that  it  is  absolutely  necessary  for  the  man  who  continues  in  his  business 
to  make  at  least  sufficient  remuneration  to  make  a  living  for  himself. 

I  am  going  to  ask  you  to  turn,  as  it  were,  and  to  look  at  your  business 
in-rhaps  from  a  little  different  viewpoint  than  you  may  have  done  before. 

I  have  a  friend  who  is  afflicted  with  the  loss  of  his  eyesight.  I  have 
thought -many  times  if  there  was  any  one  thing  in  the  world  that  I  might 
give  to  my  friend,  it  would  be  this  power  to  see  things  as  we  see  them.  I  see 
my  friend  willing  and  anxious  to  enter  into  the  other  activities  of  life,  but  he 
(Iocs  not  SCO  where  he  is  going,  so  he  is  at  a  decided  disadvantage.  So  it  is 
true  of  a  great  many  merchants.  They  are  working  alone,  striving  hard  to 
make  a  success  of  t>ieir  business.  They  are  anxious  to  serve  the  people  of 
their  community.  They  realize  that  that  splendid  word  "service"  has  not 
l)een  overdone  in  business  in  the  sense  of  studying  the  interests  of  their  Com- 
munity. These  men,  because  in  many  cases  they  have  not  given  careful 
attention  to  some  of  the  things  about  business  which  are  of  interest  are  not 
in  a  position  to  conduct  that  business  as  well  as  they  might. 

First,  wc  have  long  since  arrived  at  this  particular  phase  of  life  and  of 
selling,  in  which  we  realize  that  not  everyone  can  successfully  run  a  business. 
The  man  who  would  successfully  conduct  a  business  requires  as  much  study 
;is  much  preparation,  as  any  profession  that  men  are  following  to-day. 

The  retailing  ideas  of  yesterday  are  not  acceptable  to-day.  The  man 
who  bought  merchandise  opened  a  store,  sat  down  and  waited  for  customers, 
and  succeeded  last  year,  is  not  going  to  succeed  with  those  methods  to-morrow. 
He  is  going  to  he  compelled  to  exert  himself  in  order  to  retain  his  present 
jiatronagc  and  promote  more  business. 
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I  am  going  to  ask  you  to  look  at  the  locati-  n  of  your  l.usinoss  as  an 
outsider  would  look  at  it.  Ask  yourself.  "Is  that  store  locate,!  at  the  protK-r 
place?  Is  It  easy  of  access  to  people?  Can  the  largest  number  of  peopl.. 
m  the  community  reach  that  store  with  the  least  effort?" 

I  have  in  mind  a  gentleman  who  becoming  rather  prosperous  in  a  certain 
hne  of  busmess  decided  it  would  be  a  splendid  thing  to  build  a  modem  store 
building  on  a  certain  piece  of  property  he  had  in  a  certain  small  town.  My 
fnend  had  sufficient  capital  to  build  this  store,  but  he  did  not  analyze  all  of 
the  things  which  went  into  it.  He  did  not  definitely  study  whether  or  not 
there  was  a  need  for  it;  he  built  the  store  first  and  found  out  the  rest  later 
There  was  no  need  for  that  store,  for  there  were  sufficient  stores  to  supply  th.- 
wants  of  the  people  living  there.  • 

There  are  always  two  ways  to  find  out  whether  or  not  then-  is  a  need  for 
a  store  The  first  is.  "Are  the  needs  of  the  people  being  sufficiently  filled?" 
ihe  other  is.  If  there  are  sufficient  stores  here,  is  there  a  possibility  by  hard 
work  during  the  years  of  waiting,  through  additional  service,  through  adde.1 
lines,  to  build  up  a  business?" 

This  man  did  not  study  any  of  these  problems  when  he  built  this  wonder- 
tul  store  He  spent  a  good  many  thousand  dollars  in  order  that  he  might 
.  take  pnde  in  po-<  ing  to  this  building.  To  make  a  lon^  story  short,  it  was 
not  a  success.  C.  both  sides  of  that  buisness  were  stores  which  were  success- 
fully meeting  the  needs  of  the  people.  They  were  dealing  fairly  with  the  people 
of  the  community,  and  there  was  no  reason  why  they  should  transfer  their 
patronage.  Two  j^.ars  later.  I  was  in  that  immediate  vicinity  with  some 
fnends  of  mine.  With  us  was  a  banker  from  the  city  of  St.  I^uis  who  was 
particularly  interested  in  that  wonderful  building. 

"What  is  that  splendid  building  standing  over  there?  It  seems  to  n.t 
It  IS  most  unu.sual  for  this  small  town." 

The  reply  was.  "That  is  a  gigantic  monument  of  financial  stupidity  " 

And  that  IS  what  it  was.  A  store  that  is  located  where  there  is  no  need 
tor  one  is  just  a  gigantic  monument  of  financial  stupidity.  This  does  not 
m^n  that  we  should  be  discouraged  in  starting  a  store  at  the  proper  location 
but  rather  that  we  should  know  something  of  whether  or  not  f  .•  location 
IS  correct. 

And  then,  if  I  am  going  to  know  something  about  the  location,  it  is 
necessary  to  know  something  about  the  people.  How  many  people  are  we  going 
to  draw  upon?  Some  of  the  people  who  are  authorities  tell  us  that  each  small 
town  m  addition  to  its  trading  population  has  an  additional  trade  of  approx- 
X^I  n?.^'""';  /  '°^  ''^  ^''  "'"  ^^^'  approximately  a  trading  pop- 

Z!r  »T^'  '^l  ^^^  '"^"  *°'^'  ^^''^  'I™*  ^""^her:  m  some  of  the 
^em  states,  we  find  towns  drawing  less.  It  is  generally  accepted  as  a  prettv 
good  average,  and  if  yours  is  high,  you  should  l>e  all  the  more  confident  that 
you  are  getting  what  you  are  entitled  to.  How  many  people  can  vou  reach 
t^ir  TT"?'^-.  ^^'  Government  in  Uking  statistics  count  upon  five 
members  to  the  family.  One  should  analyze  the  kind  of  people  they  arTgoin. 
to  serve  and  what  the  needs  of  those  people  are. 

Four  years  ago,  it  was  my  good  fortune  to  be  emploved  hy  a  financial 
institution  to  study  a  business  which  was  placed  in  bank^ptcy.     We  began 


22 


to  study  the  reasons  for  failure  of  this  particular  business.    We  approached 
the  building  from  the  outside.    It  was  modem  and  attractive  and  the  windows 
were  clean.     The  location  was  all  right,  being  on  a  comer,  which  is  equivalent 
to  the  cross-roads  in  the  country.    We  looked  into  the  store  and  apparently 
the  store  was  well  kept,  and  we  began  to  wonder  as  to  the  failure  of  this 
I  articular  store.    We  began  to  study  the  thing  that  had  caused  this  particuUr 
condition.     The  young  men  had  previously  been  employed  in  a  large  general 
store  in  the  city.    They  were  splendid  clerks  or  salesmen.    They  had  been 
quite  successful  in  pleasing  their  employer  who  was  a  most  successful  merchant. 
The  young  men,  like  many  young  persons  who  have  mothing  to  do  with  the 
management  problem  of  a  business,    decided  it  must  be  a  pretty  easy  propo- 
sition to  make  money.     Instead  of  working  for  the  boss  they  decided  to  sUrt 
a  store  of  their  own.    They  secured  this  location  in  a  different  part  of  the 
city  from  which  their  former  employer  was  engaged  in  business.    They  secured 
a  building  that   was  splendid  and  installed  modem  fixtures.    They  bought 
their  merchandise  and  opened  their  store.    They  ran  along  one  year  and  nine 
months,  and  the  sheriff  overtook  them.     It  was  our  business  to  study  why 
that  business  failed  and  find  out  some  way  to  get  the  money  out  of  it,  if 
iwssible.     These  young  men  had  both  lived  in  very  comfortable  homes,  they 
were  reared  in  families  that  had  not  only  the  necessities  of  life  but  many  of 
the  luxuries.    Their  tastes  were  educated  to  olives,  preserves,  and  high  priced 
sardines  and  things  of  that  kind-.    So  instead  of  buying  for  the  people  of  the 
i-ommunity,  they  bought  to  please  themselves.     Unfortunately,  they  chose  the 
wrong  location  for  that  kind  of  merchandise.    Tlieir  patrons  were  laborers 
who  were  receiving  perhaps  $16  to  $18  a  week  and  supporting  a  wife  and  three 
or  four  children  out  of  that.     It  is  needless  for  me  to  say  to  you  retail  business 
people  that  this  particular  class  of  trade,  because  of  their  limited  income, 
could  not  afford  luxuries.    They  came  down  and  bought  the  flour,  the  sugar, 
and  the  things  in  which  there  was  practically  no  profit,  and  the  things  that 
might  be  profitable  stood  on  the  shelves.    A  small  proportion  of  that  stock 
tumed  often,  but  it  did  not  turn  often  enough  to  carry  the  proportion  that  did 
not.    The  net  revenue  from  the  few  staples  was  not  sufficient  to  carry  the 

business. 

One  of  the  young  men  said  to  me,  "One  thing  I  get  out  of  this." 

"What  is  it?" 

"I  am  a  'dam  sight'  poorer  than  I  was  before,  but  wiser." 

I  say  there  are  things  to  study  in  connection  with  your  business.  Find 
out  if  you  are  meeting  the  demands  of  the  various  classes  of  people.  At  a 
recent  congress  of  business  men,  there  was  represented  an  organization  selling 
food  products.  They  have  a  reputation  for  carrying  high  class  merchandise, 
for  having  the  verv  best  patronage  in  the  city.  We  were  discussing  business, 
and  at  the  close  of  that  session,  one  of  the  managers  of  that  organization 
came  up  to  me  and  said : 

"Do  you  know,  our  as.sistant  manager  and  myself  have  been  sitting  there 
making  some  notes?  The  thing  we  resolve  to  do  is  to  enlarge  our  territor>' 
in  spite  of  the  fact  that  we  have  bee-  established  nineteen  years." 

"How  do  you  propose  to  do  it?" 

"While  you  were  talking  about  catering  to  one  kind  of  trade  only  and 
alwut  the  possibility  of  additional  trade,  we  have  been  ihinkirg.    We  are 
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proud  of  the  fact  that  we  have  the  best  trade  in  the  community.  Unfor- 
tunately  for  us  we  have  prided  ourselves  upon  that  so  long  that  we  have  no 
other  kmd.  The  repuUtion  we  have  is  that  this  is  a  high  class  store  for 
wealthy  people.  In  spite  of  the  fact  that  this  place  is  noted  as  an  industrial 
town,  I  cannot  recall  that  there  have  been  many  workingmen  in  our  store 
I  have  been  trymg  to  think  of  the  farmers  who  come  into  our  store,  and  I 
cannot  think  of  one.  '  .  «  ^  » 

them^"''  "^  ^^^^  K«itleman  realized  that  there  was  a  very  large  problem  before 

A^^l  *''°  **'"'**  successfully  enlarge  his  territory  and  successfully 
conduct  his  business  ,s  not  only  going  to  cater  to  the  higher  classes  but  to 
the  middle  and  lower  classes  as  well.  He  is  going  to  furnish  the  fellow  who 
needs  the  barest  necessities,  and  he  is  going  to  furnish  the  other  feUow  with 
other  things.  He  is  going  to  supply  and  to  keep  a  farmer  as  a  patron  as  well 
as  the  city  people.  He  is  going  to  find  out  how  many  professional  men  there 
are  m  his  community  and  whether  or  not  he  is  getting  a  share  of  their  patron- 
age. And  then  he  is  going  to  pay  some  attention  to  the  children  of  the  com- 
munity. One  man  said.  "I  would  rather  have  the  children  boosting  for  mv 
business  house  than  any  particular  set  of  people  in  the  community." 

u,!,  .J'  'I  ^1^^  ^u*^"*^  ""*  '^•'^**'*""  ^"^  '^  ""^"y  «»'«""«  t«  all  of  them  or 
whether  he.  like  this  young  man.  is  drifting  unconsciously  into  catering  to  a 
certain  class  of  people. 

He  is  going  to  ask  himself.  "Is  it  easy  to  get  to  my  store?"  I  mean 
'«sy  with  respects  to  roads  and  sidewalks.  Two  years  ago.  in  the  winter 
time.  I  was  invited  down  to  a  western  city  to  look  over  a  hardware  store 
1  his  store  was  in  some  financial  difficulties  due  to  the  fact  that  the  manager 
of  the  Store  had  died.  His  son.  who  was  inexperienced,  had  be.,,  placed  in 
charge  of  the  business.  The  boy  was  a  hard  worker,  but  he  did  not  realize 
how  much  money  he  was  tying  up  in  that  business.     Eventually  his  uncle 

no  dividends.     We  began  an  investigation  to  find  out  how  to  get  some  of 

11?^°^  T,  °{  ^  **  ^"^""^  •  ^  ""^''^  *»»"'  November.  The  store  was 
about  half  a  bteck  from  the  main  street.  It  was  so  muddy  that  I  went  over 
my  shoetops  getting  there.  I  said  to  myself.  "I  bet  a  dollar  they  haven't 
anybody  m  that  store  to-day."  "»vcn  i 

I  went  over  and  there  were  no  customers  in  the  stor, .  I  said  to  the 
young  man,  "How  is  business?" 

He  replied,  "Rotten." 

so  mudd**™  *  ^^"*^  *^^  ^^'^  ^""^  "°^  """'"''•  ^'"•'*  **"^  sidewalks  are 
Ar.  "Y^"' '*JV*  "^  *'"*'«^-  I  am  not  Uving  in  a  He  city.  We  cannot 
If.^"^^    IL  ^\  ''  '^'  "^^'^  ^"■^°««-     «  course  a  town  this  size. 

TL:  iTi';e"^?.?~^^^'  """^" '''  ^"  '""^  ^•^^  '"^^y  '^  -  **'«'  <=^^y.  - 

I  had  been  engaged  to  remain  with  that  business  sixty  days.     I  said 
tht^Yl  W*^  strong  man  here  with  a  shovel?    I  would  suggest  the  first 
h^^-Si^i,        L''.?  ^"  *°  P*y  *°y  ^"^'"^^  ^  *his  business  is  to  clean 
will  come  nght  down  m  front  of  the  store." 
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"That's  a  funny  way  to  start  building  business. ' 

"\t  is  the  easiest  way  I  know." 

"We  cannot  afford  to  waste  our  time  doing  that. 

"Maybe  we  cannot.    If  you  cannot.  I  will  clean  it  myself. 

I  cleaned  the  sidewalk  so  that  any  child  could  cross  m  safety. 

The  young  man  said.  "You  are  a  funny  kind  of  fellow  to  come  m  here 

'^'  "f'k^ow  tS^'iunny  and  don't  mind  people  telling  me  so.  but  1  use  a 
little  common  sense.  There  is  not  a  housewife  in  the  community  who  ,s 
going  "vTh"  shoetops  to  reach  your  store.     The  first  thing  .s  to  make  your 

^^"^rdfird^^'to  that  man  that  the  best  thing  to  do  was  to  hi«  .  num 
to  cL  the  sidewalks.    The  women  in  town  soon  i^-6ou^l^'  th.  store 
cleaned  the  sidewalks,  and  you  could  reach  the  postofficc  that  way. 
cleaned  tn^  .  ^^  ^^^^  ^^^  ^^  ^^^  ,„  ,      ,  „f 

the  Store  and  one  day  I  stood  out  in  front  and  saw  two  women  come  down, 
one  ortheTquite  eld'erly  and  slightly  infirm.  They  stopped  in  front  and  one 
w^n  S  "I  would  like  to  go  in  there  and  look  at  the  ten-cent  counter- 
the  novelty  counter."  ^^^,^  ^^1,^ 

The  other  woman  said.     I  don  t  tnmK  i  win  go  m  u.cit 
go  down  to  the  Seesong  store."  which  was  a  competing  store. 

The  first  woman  said.  "Why  not  go  in  here? 

"'They  have  these  steps  to  climb  and  with  the  concrete  c-overed  with  ice. 

I  am  afraid  I  will  slio." 

Every  day  after  that  1  had  someone  put  ashes  on  that  ice  so  that  it  was 
easy  to^et  into  that  store  without  danger  of  breaking  a  limb^  ^^^^^l 
Sng  wonderful  about  it.  but  1  assure  you  it  paid  us  better  than  anything 
we  did  in  connection  with  that  institution. 

How  about  the  roads  that  come  into  your  town?     I  ^««7^,  *  «*?*^^'; 
in  the  northwestern  part  of  our  state  of  Wisconsin  who  sper.t  W3  ^dmg  n«t 
some  circular  letters.     He  wrote  a  splendid  lett«^;  he  had  '^^  ^f^^  r^^ 
list  of  farmers  and  had  a  real  value  to  offer.     He  «^»^f  ^!*J''  *^^  !^7^ 
vet  few  came  in.     He  began  to  wonder  why.     He  found  that  the  people  in 
toin  resSnded  to  the  same  letter,  to  the  same  value   but  the  feUow  in    he 
country  did  not.     I  tried  to  get  to  a  place  three  miles  from  town  and  the 
S^erfimpassable.     "That  is  a  splendid  way  to  waste  money    inviting 
^le  to  com^to  town  when  it  is  impossible  because  of  bad  roads.    How 
Spe  can  get  to  your  community  becomes  not  only  a  community  problem 
E^t  ZiL  impLance  to  the  success  of  your  store.     I  am  not  asking  you 
to  Uke  the  burden  of  constructing  all  the  roads  of  your  Province.    You^ 
do  something  towards  making  it  easy  to  get  to  your  ^own  ^"** .  y^"'^" 
Don't  throw  away  your  money  inviting  people  to  come  when  they  ^««ot. 
Leave  your  offer  until  a  time  they  can  come,  and  keep  your  money  m  the  bank. 
In  connection  with  railroad  schedules.  I  have  this  particular  case  m  mmd^ 
In  one  town  in  Wisconsin  we  invited  people  to  write  to  us  for  any'«^ormatwn 
we  could  give  them.    One  gentleman  sent  to  us  a  copy  of  ^n  advertisement 
with  thisLd  of  remark:     "Here  is  an  adveritsement  I  «^l^"^*"i^^ 
d5ff„ent  directions  in  my  community.     From  three  directions  I  rece,v«i  rephes 
with  sufficient  business  to  show  me  it  was  interesting  and  all  right.     From  the 


fourth  tbreaion  there  was  ahwlutely  no  respoiue.  and  so  far  a«  I  can  find 
no  CMtomem  ever  came.  I  wuh  you  people  would  study  that  particular 
problem  and  «nd  me  an  annirer  as  to  why  the  people  in  one  direction  failed 
to  reqxmd  while  the  people  in  the  other  three  directions  responded." 

We  studied  it  very  carefully  from  every  viewpoint;  we  not  only  had  it 
carefully  reviewed  from  an  advertising  viewpoint,  but  we  had  our  expert  in 
charge  of  that  particular  problem  look  it  over.  We  even  passed  it  on  to  the 
language  department  to  analyze  the  language  and  see  whether  or  not  that  had 
anything  to  do  with  it;  we  found  absolutely  nothing  we  could  condemn.  I  went 
up  to  the  city  to  try  to  find  out.  I  secured  all  the  train  schedules,  of  which 
th«e  were  only  a  few.  coming  into  that  town.  I  studied  them  very  carefully 
and  I  found  that  everybody  who  came  in  from  the  south  arrived  after  the 
store,  were  closc-d.  The  opportunity  to  go  back  south  was  before  the  store 
opened  the  next  morning.  They  were  invited  to  come  and  shop  when  the 
stores  were  closed.  By  the  coKjperation  of  all  the  combined  business  interests, 
the  railroad  was  persuaded  to  make  a  different  schedule  a  year  and  a  half 
later,  and  now  (at  least),  they  save  the  money  previously  wasted  in  advertising. 

Again,  are  you  patronizing  each  other?  I  walked  into  a  small  town  in 
the  southern  part  of  Wisconsin  a  year  and  a  half  ago.  At  a  busin-ss  institute 
a  gentleman  who  was  running  a  furniture  store  said  to  me.  "Well  if  anv 
place  needs  a  business  institute,  I  guess  this  is  the  town." 

I  said.  "What  is  the  trouble?" 

"Well,  the  town  is  going  to  the  dogs.  Everybody  sends  away  to  the 
mail  order  houses  for  their  goods,  and  things  are  going  to  ruin  " 

"That's  too  bad." 

I  went  out  later  in  the  afternoon,  and  while  I  was  in  the  postoffice  the 
Jjrocery  man  of  that  pUce  who  was  a  particular  friend  of  mine,  came  in  In 
<iiscus8ing  the  welfare  of  that  community  in  which  we  were  interested,  I  said: 

"I  understand  you  have  a  lot  of  mail  order  business  here,  and  the  town 
IS  going  to  the  dogs." 

"You  have  been  talking  to  the  furniture  dealer    >ver  there?" 
"How  do  you  know?     I  am  not  going  to  tell  yoi    ^ny  secrets,  but  how  do 
you  know? 

"By  what  he  said.  I  am  going  down  town  to  the  depot  to  see  about  a 
package  lost  in  transit,  and  I  wish  you  would  go  with  me." 

I  walked  down  with  my  friend,  and  when  we  arrived,  he  invited  me  to  go 
through  the  freight  room.  He  went  looking  around  here  and  there  at  the 
names  on  different  parcels,  and  finally  when  he  arrived  at  a  largest  package 
in  the  comer  of  the  room,  he  said,  "Come  over  here." 

T  1  15""*^  ^^^^  *  ^"^^  °^  ^^^"  **"*  ®*""^  ^P  ^d  a  pile  of  groceries. 
1  looked  at  the  name,  and  found  it  was  the  furniture  man's.  The  furniture 
dealer  was  the  man  who  told  me  the  town  was  going  to  the  dogs.  I  had  the 
pleasure  of  talking  to  that  body  of  business  men  that  night,  and  I  said: 

"Whenever  a  man  teUs  me  that  there  is  something  wrong  in  the  town 
and  he  begins  to  complain  too  strongly  about  what  other  people  are  doing' 
1  ask.  What  are  you  doing?'  When  I  see  a  man  who  is  running  a  furniture 
store  m  a  town,  who  does  not  buy  his  groceries  from  the  grocery  man.  I  say 
there  is  something  wrong  with  the  community  spirit.  If  I  find  in  a  community 
a  shoe  dealer  who  goes  over  and  buys  hardware  from  the  hardware  man.  the 
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hardware  man  goes  over  and  spends  the  same  money  with  the  restaurant  man, 
and  the  restaurant  man  goes  down  to  the  clothing  store  and  buys  a  suit  of 
clothes,  and  the  man  in  the  clothing  store  Ukes  that  same  money  back  to  the 
place  from  which  it  started,  I  say  that  community  ought  to  prosper.  Every 
man  who  has  not  that  fashion  of  patronising  each  other  has  no  reason  on 
earth  to  stand  up  and  say,  'You  people  should  not  send  your  money  out  of 
town.'  "  The  people  don't  care  what  you  need.  They  say  that  must  be  a 
pretty  poor  town  when  the  furniture  man  himself  does  not  buy  from  the  other 
fellows  in  town. 

I  had  the  pleasure  only  three  weeks  ago  of  standing  in  a  store  in  a  town 
and  hearing  a  man  come  in  from  the  country  and  say,  "My  friend,  have  you 
a  certain  kind  of  fencing?" 

The  hardware  man  was  a  merchant,  not  a  storekeeper,  so  he  said,  "No, 
I  am  sorry,  I  haven't  that.  But  that  fellow  over  on  the  other  comer  carries 
it.     Do  you  know  him?" 

"No,  I  don't  know  him." 

"I  will  take  you  over  there  and  introduce  you  to  him." 

When  he  came  back,  I  said,  "Do  you  mean  to  tell  me  that  you  took  that 
fellow  over  to  see  your  competitor?" 

"Sure.  Better  have  the  money  in  town  than  down  in  Chicago;  it  never 
comes  back.  Sweeney's  wife  came  ever  here  yesterday  and  bought  a  broom 
from  me.  I  guess  I  get  some  of  Sweeney's  money."  (Sweeny  was  the  competi- 
tor's name). 

The  things  that  unite  the  town  and  country,  my  friends,  are  exceedingly 
important  in  connection  with  the  prosperity  of  the  merchants  in  the  town. 
Do  the  farmers  tolk  about  "your"  town  or  "our"  to\m?  Do  they  stand  in 
your  store  and  ask  you  about  the  programme  over  at  "your"  school  or  "our" 
school?  What  are  their  interests  in  connection  with  the  community?  One  of 
these  things,  very  important  in  the  planning  of  a  business,  is  capital  and  the 
other  is  the  organization.  The  capital  means  the  money  that  is  invested  in 
the  business.  A  man  who  would  successfully  conduct  his  business  must  know 
what  is  happening  to  that  money  which  is  in  the  business.  There  are  a  great 
many  of  us  who  erooloy  persons  to  work  for  us.  We  are  very  anxious  to  know 
what  that  person  is  doing  every  minute  of  the  day. 

Then  we  invest  $5000  in  merchandise,  and  when  it  comes  in,  we  congratu- 
late ourselves  by  saying,  "Oh,  I  am  some  buyer;  just  look  at  this." 

Then  we  mark  it,  put  it  over  on  the  shelf,  wait  twelve  months,  and  take 
an  inventor/.  All  the  time  that  capiul  has  been  standing  still.  It  has  been 
buried.     Then  we  wonder  where  our  profits  have  gone. 

The  first  thing  is  that  a  man  must  have  sufficient  capital.  I  am  not 
going  to  set  that  sum  at  f  100  or  SIOOO;  that  is  not  my  intention  by  any  means. 
I  have  seen  men  save  up  a  little  bit  of  money  and  go  into  business  with  just 
as  much  chance  of  success  as  a  handful  of  snow  laying  outside  would  have  in 
South  Africa  on  a  hot  day  in  August.  Why?  They  hau  one  thousand  dollars. 
They  bought  $500  worth  of  fixtures.  They  then  put  the  rest  in  stock  of  certain 
kinds.  They  let  some  fellow  tell  them  what  to  buy  and  how  much.  Some 
fellow  came  along  the  next  day  and  said  he  would  like  to  have  some  credit, 
and  they  tied  up  the  rest. 
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The  mm  without  sufficient  capiul  is  e,perimenting.     I  believe  a  man 
«houW  have  a  «,ffic.ent  anwunt  of  capiul  to  take  every  di«»unt  he  is  entitled 
to     When  a  man  i«  not  taking  his  discount,  he  is  losing  a  large  part  of  his 
^Umate  profit^    I  have  often  found  it  pretty  good  buslLs  tTLr^mon  ' 
to  Uke  a^  of  d^counts.    I  could  make  more  money  that  way  than  any  o^^ 

iTrnpUy  wholesaler,  continue  to  Uke  your  discounts  by  paying 

I      '[^r^i.*""^''"'  '•''*  *°  *^''-    ^  ^*'"°*  ">"«»  °ot  »»ve  too  much  capiUl 
investigated  a  store  for  a  certain  mercantile  concern  a  couple  of  years  ago' 

J^tZTl  ^'""i"'  ""^  '^'  '  ''"^*'  '"  "'"d  «"»*  ready-to-wear  glr- 

^i  K    ^u  '*"^'     ""'^'"''  y""  *^°  "°»  «>•*"  t°  t«"  "e  that  merchan- 

dise has  been  here  seven  years.     How  do  you  do  it?" 

.  felllinlr^  *  "7  ^""^^  *"  '''"^*  "^  '•'*  ready-to-wear  just  then.  He  was 
a  fellow  who  came  from  a  town  m  Indiami.  and  he  was  a  merchandiser,  so  he 
said.    Da  you  know  what  is  wrong  with  this  place,  Irwin?" 

I  said.  "What  is  it?" 

"They  have  too  much  money." 

"Too  much  money  in  business?" 

»i.  l'?"''\-,?J*^  *"  "^^  compelled  to  sell  their  merchandise:  if  it  does  not 
t*ll,  they  still  have  money  to  pay  their  bills." 

Show  me  the  man  that  does  not  have  to  sell  to  pay  his  bills,  and  he  wont 
seU:  show  me  the  man  that  can  get  more  money  from  Pa.  and  the  same  thing 
applies.     In  most  cases,  they  are  not  going  to  succeed. 

Don't  put  all  your  money  in  business.  If  wealthy  enough  to  have  a 
surplus,  put  that  surplus  somewhere:  don't  tie  it  up  in  merchandise.    How 

t'ZL^^r  If  ^°"'  *"^  ^^  "'  ^"^  "**"«  •*•     A™  y°"  8«tting  a  proper 

turnover?  If  you  are  putting  ,t  on  the  shelf  and  your  merchandise  is  standing 
atiu,  then  you  are  uot  realizing  upon  that  capital. 

Are  you  guessing  abouf  your  business  or  are  you  knowing?  Do  you 
regulate  your  buymg  or  do  you  let  some  feUow  come  along  and  ulk  you  ito 
buymg  what  you  do  not  need?  I  have  in  mind  a  smaU  merchant  who  had 
that  particular  problem.      He  solved  -t  by  adopting  an  idea  femi  a  large 

T!L.  *       !  **"  *  ""^  ^^^  °^-    "«  ^^^  track  of  the  purchaas 

atcost  for  the  past  season.  When  he  comes  to  buy  for  the  same  sLon  the 
n«t  year,  he  kwks  at  it  and  finds  that  a  certain  amount  of  merchandise  has 
be«  sou  during  this  time.     Instead  of  saying.    "I  sold  $100  at  cost  of  this 

^^,^  ^^  y*^*"  "^  ^  ^^  ^y  *^^  this  year,"  he  said,  "Well  I 
bought  $100  at  cost  last  year:  my  first  purchase  this  year  wiU  be  $80,  but  I 
jnll  give  $100  to  the  department  and  put  the  $20  as  surplus  cash  on  hand. 
If  the  person  who  is  selling  in  that  department  can  demonstrate  to  me  that 
th^  need  the  additional  $20,  I  will  let  them  use  it,  but  I  must  be  the  man  to 

2»^  J        ^^  "^'"^  ^^^  ^^  P""'^  that  a  salesman  comes  along 

with  somethmg  new  and  interesting  at  the  price,  instead  of  saying  "Our 
appropriation  is  aU  taken  up  and  tied  up."  we  still  have  $20  to  Sle  and 
l«»g  up  our  stock.      He  told  me  in  many  cases  that  $20  is  never  used     He 

!S^  ^^  !S^  '"^u**"*  ^"^  '^  '^^  '"^  ^«^  <=J°«^y  ^  touch  with 
what  he  is  handlmg  m  that  particular  store. 
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The  mcrchAiit  must  get  tuffictent  profit.  He  ia  going  to  know  what  it 
ooeU  him  to  do  btuinen.  When  he  doea  that,  he  u  going  to  do  what  a  letta 
that  I  have  in  my  potMMkm  from  a  fellow  in  a  town  of  300  in  wathem  Wia- 
oooan  Mid.  It  reads,  "Say,  I  am  sleeping  nighta  now.  I  am  writing  you  to 
tell  you  about  it."  This  man  was  worrying  over  what  was  wrong  with  his 
tmsiness.  We  had  the  good  fortune  to  go  into  that  community  and  talk  tu 
this  man  about  it. 

I  asked  him,  "How  much  does  it  cost  you  to  run  the  business?" 

"Fourteen  per  cent." 

"It  cannot  be  done."    And  then  I  asked  him  how  he  knew. 

"He  told  me  that." 

"Who  is  'he'?" 

"My  father-in-law.  He  ran  this  for  three  or  four  years.  He  turned  the 
jtock  over  to  me.    He  told  me  it  cost  14  per  cent  to  run  this  business." 

"Did  you  make  any  money  last  year?" 

"No." 

"How  do  you  mark  your  goods?" 

"Oh,  we  mark  them  so  that  we  make  about  16  per  cent." 

"Do  you  make  it?" 

"Well,  it  dosn't  look  like  it— didn't  make  very  much." 

"If  an  article  cost  you  tl  and  Vou  add  25  per  cent,  and  want  to  make  lU 
per  cent,  what  would  you  mark  it  for?" 

"That  is  easy." 

"All  right.    TeUme." 

"fl.37." 

"That  is  where  your  profits  went." 

"What  would  you  sell  it  for?" 

"$1.63  and  a  fraction." 

"I  don't  know  where  you  get  it.  I  don't  believe  in  that  new  fangled 
stuff." 

"i  don't  either,  but  the  National  Credit  men  tell  me  they  believe  in  it; 
the  Federal  Trade  Commission  say  they  believe  in  it;  the  successful  chain 
store  and  mail  order  houses  tell  me  they  believe  in  it.  Supposing  I  start  a 
box  factory  out  in  your  town  and  buy  some  lumber  for  92.  I  hire  a  man  to 
make  these  boxes  for  me.  I  bought  some  putty  and  nails  and  varnish  for  the 
boxes.    Now  you  would  not  say  that  the  boxes  cost  S2  for  they  cost  you  more." 

They  have  an  investment  of  so  much  in  the  cost  of  the  Itnnber,  so  much 
for  the  labor  and  handling  it.  You  have  an  investment  in  handling  your 
merchandise. 

Here  I  will  draw  ten  lines;  rent,  taxes,  labor,  everything  that  shows  cost, 
and  if  you  will  give  me  your  expenses,  I  will  enter  them  daily. .  I  am  gtnng  to 
ask  you  to  write  down  on  a  sheet  of  wrapping  paper  the  things  for  which  you 
spend  your  money. 

The  next  we^  I  went  back  and  be  gave  me  that  sheet.   I  said,  "How  much 
did  you  seU?" 
"So  much." 

"AQ  r^t.  We  will  find  out  what  it  cost  you."  I  figured  it  out,  and  said, 
"W  2-10." 


'Heavens.' 
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"Thtki  is  where  your  profiu  went.    Your  expense  is  too  great." 

"That  it  ■  pretty  bad  week." 

"AH  rieht.    We  will  Uke  next  week." 

I  took  the  next  seven  weeks,  and  I  decided  21  per  cent,  was  about  right. 
He  nuurked  the  goods  correctly.  I  convinced  him  on  that  matter  of  the  selling 
price,  and  I  have  a  letter  saying,  "I  am  sleeping  nights  now." 

So,  my  friends,  I  would  know  something  about  the  marking  of  my  goods 
and  profits. 

Know  what  lines  are  paying  and  what  lines  are  not.  There  is  no  reason 
why  any  of  you  should  not  know  what  is  paying  and  what  is  not  paying  ia 
your  business.     Know  what  the  salaries  cost. 

I  had  an  experience  within  the  last  three  weeks  in  a  business  house.  A 
t;entleman  was  talking  about  his  employees.  He  told  me  that  a  certain  man 
was  a  splendid  clerk  and  a  very  valuable  employee.  Then  he  told  me  "That 
little  girl  there  is  not  worth  much."  and  he  thought  he  would  let  her  go.  I 
was  around  that  store  for  one  afternoon  each  week  for  seven  weeks,  as  is  my 
custom  in  the  Sutes.  I  started  to  keep  track  of  the  sales  of  each  individual. 
Instead  of  the  position  being  whet  this  gentleman  had  told  me  at  the  beginning 
of  that  session,  I  found  something  different.  I  found  that  this  very  man  in 
question  was  costing  9  7-10  for  his  sales.  The  little  girl  was  costing  3).  After 
that  she  had  six  weeks  of  training  in  salesmanship  and  then  she  was  costing  1|. 
Upon  showing  the  merchant  my  figures,  I  said,  "I  would  either  raise  her  salary 
or  hide  my  face  in  shame."  That  man  found  out  the  girl  was  the  most  valu- 
able employee  and  the  other  was  not.  I  say  that  the  man  who  does  not  know 
which  employee  is  valuable,  which  is  making  money  and  which  is  not,  that 
kind  of  man  is  not  a  merchant.  He  is  a  storekeeper  and  ought  not  to  have 
employees.    He  ought  to  stay  small  and  have  no  employees. 

Know  something  about  your  credits;  know  how  much  is  owed  you.  I 
asked  a  man  how  much  he  had  on  his  books.  He  said,  "About  the  first  of  the 
month  I  can  tell  you." 

I  said,  "Do  you  mean  to  tell  me  that  you  do  not  know  every  morning 
what  people  owe  you?" 

"I  do  not  know  every  morning;  how  could  I  do  that?" 

"Easy.  Begin  the  first  of  the  month.  You  have  1500  on  your  books. 
You  put  $100  on  that  day,  that  is  $600.  Somebody  paid  you  $200.  That 
leaves  $400." 

"I  will  admit  that  is  easy." 

"It  certainly  is  easy." 

And  so  there  is  the  possibility  of  keeping  every  morning  before  you  just 
exactly  how  much  money  people  owe  you.  It  wont  take  fifteen  minutes  of  a 
day's  time  to  do  it,  provided  you  have  the  proper  simple  records  that  can  be 
kept  in  a  store. 

Finally,  know  something  about  your  organization.  Are  you  people  selling 
or  vending?  Are  they  backing  up  the  splendid  advertising  you  are  doing? 
Do  you  have  the  people  come  in,  as  I  suggested  yesterday,  ask  for  an  adver- 
tized article  and  the  clerks  say,  "Have  we  shirts  advertised  to-day?" 
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"Ym." 
'  "Wh«*  are  they?" 
"Over  th«." 
"No.  they  an  not  har*," 
"What  Idnd  of  ihirt  an  they?" 
I  wonder  if  your  dia|day  ii  being  backed  up? 

If  you  pay  attention  to  all  thete  thins*,  y°u  »"*  gotag  to  wake  up  noie 
■aoming  and  ftad  yourself  no  kmgcr  a  little  *iorekeeper  but  a  merchant.  You 
are  going  to  be  like  the  other  felkm;  you  are  going  to  "sleep  at  nighu." 
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MODERN  METHODS  IN  BUSINESS 


BY  O.  PBTOK  OlWIlf 


The  man  who  i«  succciMfully  conducting  a  buMnou  today  in  the  nun 
who  pncticM  ntodern  method*  at  preaent,  or  elie  he  ii  the  man  who  ii  ttartinK 
on  the  road  toward  lucceMful  buaincM  by  reaching  out  and  adopting  modem 
methoda  in  bunneaa. 

There  are  a  good  many  rcaionii  why  a  man  should  practice  mtxlem 
methoda  in  businew.  Perhapn  you  arc  aware  of  thoac  reaaons,  fnit  for  fear 
there  may  bo  one  which  may  have  slipped  your  notice.  1  am  going  to  begin 
thia  Manon  by  enumerating  very  ihortly  why  you  ahould  um  mrxlem  businew 
methods. 

Modem  busineu  meana,  first,  that  you  know  all  about  your  bu«netw. 
So  the  first  reason  I  am  going  to  give  you  for  knowing  all  about  your  businesM 
is  your  own  satisfaction.  You  would  very  much  like  to  satisfy  yourself. 
To  render  service  to  the  people  of  your  community  cheerfully,  faithfully  and 
cflSdentty,  is  some  satisfaction.  All  the  time  you  are  looking  at  the  unselfish 
view,  this  thought  is  still  running  through  your  mind,  "I  wonder  whether  or 
not  I  am  making  money;  I  wonder  if  I  am  getting  anything  for  it;  I  wonder 
if,  at  the  end  of  the  year,  when  the  inventory  .s  uken,  I  am  going  to  find 
out  that  I  am  no  better  off  than  I  was  last  year?  I  wonder  what,  at  the  end 
of  twenty  years  of  hard  work,  I  am  going  to  have  to  Uke  care  of  myself 
and  my  family,  as  a  result  of  this  effort  I  am  now  putting  forth?"  So,  for 
your  own  satisfaction,  you  are  compelled  to  adopt  modem  business. 

There  is  another  fellow  who  is  decidedly  interested  in  what  you  know 
about  your  business,  and  that  felk)w  is  the  wholesaler,  or  the  jobber,  as  wc 
may  call  him.  I  had  the  extreme  pleasure  of  ntting  here  today  and  hearing 
the  represenUtive  of  ihe  manufactttrers  talk  to  you.  He  t»IV«d  to  you  as  a 
brother  of  mine  might  have  talked  to  me  i/  I  had  had  one.  He  didn't  say. 
"You  fellows  have  to  do  this  and  that,"  but  he  said,  "Peltows,  we  are  interested 
in  you.  We  think  it  is  a  pretty  fair  proposition  for  you  felkiws  to  'tote  fair." 
We  would  like  to  give  you  certain  things:  accommodation,  credit,  and  as- 
sistance, and  we  think  that  it  is  only  a  proposition  of  'toting  fair'  for  you 
to  give  us  a  reliable  statement  of  what  you  have,  how  much  you  owe,  and  how 
you  are  progressing  in  business.  We  wouM  like  to  know  whether  you  arc 
going  forward  or  whether  you  are  going  backward.  We  are  with  you  all  the 
time,  but  we  have*  some  creditors  and  some  obligaticns.  We  have  to  protect 
oursdvea."  So  I  say  to  you  that  your  jobber  or  your  manufacturer  who  is 
sdling  you  is  decidedly  interested  in  what  you  know  of  your  business,  and 
'le  is  always  ready  to  help  you,  provided  he  knows. 

Then  there  is  another  who  ought  to  be  a  very  good  friend  of  yourv  in 
your  town.  I  say  to  you,  if  this  man  is  not  the  friend,  he  is  either  not  the 
right  kind  of  man  or  you  are  overlooking  an  opportunity  yourself.  That 
man  is  the  man  we  call  our  banker.  A  bank  is  put  in  a  community  for  the 
purpose  <rf  serving  the  interests  of  that  community.    They  have  a  certain 


ili'linitc  amuiKMliiy  *hich  they  have  to  offer  to  you.  (lencrally  s|>eaking, 
I  hut  conmHxlity  is  the  use  of  their  money,  for  which  they  receive  remuneration. 
They  can  loan  you  that  money  and  let  you  use  that  fadhty  provided  for  you, 
ln'cause  of  one  definite  reason.  That  definite  reason  is  that  you  can  show 
them  you  are  entitled  to  consideration,  that  you  are  not  honest  alone — most 
IKHiple  are  honest.  There  are  a  lot  of  jH-ople  in  the  world  who  are  willing 
to  j)ay  wh<i  have  not  the  ability  to  pay.  So  your  l>anker  is  decidedly  in- 
lerestwl  in  what  you  know  alxiut  your  business.  He  has  a  right  to  be,  for 
he  is  going  to  let  you  have  money.  It  is  a  legitimate  proposition.  I  may  add 
just  here  that  the  retailer  who  is  not  using  his  local  lianker  is  losing  an  op- 
|M)rtunity. 

As  a  general  statement,  i)articularly  with  us,  the  fellow  who  uses  the 
Itank  for  legitimate  purjxjses,  who  can  show  to  their  satisfaction  that  he  is 
entitled  to  credit,  who  then  calls  upon  that  Imnk  for  c-ertain  sums  at  specified 
times,  and  who  takes  his  discount,  i>aying  the  usual  rate  for  his  money  and 
then  discounting  his  bills,  is  usually  a  good  merchant.  Any  way  you  look  at 
ii,  disc-ounts  are  well  worth  while  in  business,  and  the  modem  business  men 
will  not  overhxjk  them. 

The  next  man  who  is  interested  in  having  you  know  all  alK)ut  your  business 
is  the  fellow  who  is  carrying  your  insurance  j>olicy — the  Insurance  Company. 
I  wonder  how  many  of  you  realize  ak  fully  as  you  should  what  an  insurance 
jxjlicy  means?  It  is  a  definite  contract  between  two  j)artics,  or  two  organ- 
izations as  the  case  may  In-,  to  do  a  definite  thing.  In  most  of  these  contracts 
one  agrees  to  pri-sent  at  a  certain  time  an  inteUigible  inventory  of  what  he 
l)ossessi's.  In  tny  .State  (I  have  travelled  for  the  last  four  years,  visiting  my 
friends,  the  retail  merchants)  I  have  walked  into  many  stores  and  asked  the 
merchant  where  he  kept  his  inventory.  The  following  conversati(m  would 
lake  place: 

"It  is  in  the  drawer  over  there." 

"What  if  your  store  had  burnt  up  last  night?" 

"Oh,  the  inventory  would  have  burnt  up  too." 

"What  wfMild  you  tell  the  Insurance  Comiiany  when  you  went  to  collect 
your  money?" 

"I  do  not  know." 

"Neither  do  I,  because  you  have  'fallen  ilown'  with  your  side  of  the 
contract." 

A  friend  came  along  and  said  to  me,  "If  you  ever  have  a  fire,  you  are 
going  to  los^  ull  you  have.  You  had  better  get  busy.  How  would  you  like 
lo  walwc  up  in  the  morning  and  not  find  any  store?" 

"I  would  not  like  that,  because  I  still  owe  some  money  on  whit  I  have, 
und  I  would  be  in  debt  besides  having  nothing." 

"Have  you  prepared  your  l)(K>ks  80  that  if  you  die<l  tomorrow  they  would 
show  your  ixjsition?" 

So,  at  a  little  ex|)en8e,  I  secured  an  inventory.  He  went  through  that 
stock  with  nje  until  I  had  a  statement  which  was  absolutely  "fool  proof." 
I  placed  that  statement  in  a  vault  in  the  bank,  a  fireproof  vault.  I  gave  par- 
ticulars in  that  statement  of  the  business,  how  much  had  come  in  and  how 
much  had  gone  out,  what  the  purchases  were,  the  time  they  were  purchased, 
jind  everything  else  necessary.    About  twelve  days  after  that,  T  closed  uj-    lat 
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store  with  tny  partner,  one  night  at  eleven  o'clock  (he  lived  in  an  adjoining 
town,  about  ten  miles  away).  This  was  in  a  eountr>'  where  it  was  emsy  U< 
travel,  and  the  roads  were  delightful.  He  said,  "Come  on  down  home  with 
me. 

I  might  mention  that  I  am  one  of  those  ptxir  unfortunates  who  has  n«i 
home,  so  I  never  lose  opportunitiet,  you  know — some  of  you  fellows  who  havf 
invited  me  to  dinner  .since  I  have  been  here  have  found  that  out.  So  I  weni 
down  on  Sunday  morning — we  business  men  don't  net  up  very  early,  you  know. 
About  ten  o'clock  I  sUrted  across  t  Ve  little  church  in  the  town  where  ni\ 
partner  lived  with  his  wife.     W    -n«:i  «  yxmft  fallow  on  the  street,  who  said: 

"That  wa.s  a  l)ad  fire  they  ,  ul  at  voiir  lowr  '.  it  night,  wasn't  >t?" 

"What?" 

"That  was  a  l>ad  fire  they    i  .«1  uj)  ui  .our  .own." 

"Did  they  have  a  fire  up  there  " 

"Lord,"  ho  saitl,  "didn't  you  hear  alxmt  it?  Your  store  was  one  that 
was  burned." 

My  partner  and  1  stood  and  lookrtl  at  each  other,  Nnh  of  us  kind  of 
stunned,  and  then  giving  my  hand  to  my  friend,  I  said: 

"Bad,  bad,  Harry  but  if  this  fellow  hadn't  told  us  about  that  thing. 
we  would  be  out  digging  ditches  tomorrow  to  pay  what  we  owe.  That  fellow 
told  us  to  put  it  in  the  l>ank  where  it  could  not  W  burnt.  We  will  drive  up  m 
the  bank  to  see." 

We  went  up  in  my  friend's  vehicle.  The  whole  town  was  bumetl,  rather 
the  whole  business  district.  The  fire  sUrted  at  twelve  o'clock  at  night,  with 
a  fierce  wind  blowing.     ()tir  store  went  with  it. 

To  make  a  long  story  short,  the  insurance  adjusters  cume  down.  The  last 
I  heard,  some  fellows  were  still  trying  to  settle  through  their  solicitors.  Wc 
showed  our  records,  told  the  adjusters  to  take  them  anywhere  they  wanted. 

Five  days  later  we  received  this  wire:  "Come  down  to  St.  Louis.  Like  ti» 
see  you  at  the  Planters'  Hotel." 

The  adjusters  said,  "Here,  fellows,  here  is  your  money.  1  like  the  way 
you  keep  your  books,  not  for  the  Company's  sake,  but  for  your  own.  \ 
wish  all  the  others  would  do  the  same." 

I  call  that  satisfaction.  Then  there  is  the  man  who  tUx-s  not  carry 
insurance  on  his  stock.     I  am  going  to  ask  this  question: 

"If  your  stock  is  worth  only  S'^UO,  can  you  afford  to  lose  that  $200  to- 
njorrow?"  If  you  cannot,  insure  your  stock  and  do  it  quickly.  Make  an 
accurate  statement  of  what  you  have,  include  what  you  have.  Put  it  when- 
it  won't  bum  up  (don't  put  it  in  the  store),  and  let  the  store  bum  up,  because 
you  see  what  would  happen  to  your  record.  It  is  a  rather  inexpensive  prt>- 
vention,  if  that  is  what  it  amounts  to,  and  I  hope  it  will  be. 

Then  you  would  like  to  know  some  other  things  in  addition  to  latisfying 
your  Insurance  Company.  You  yourself  would  like  to  know  what  you  owe. 
I  talked  to  a  business  friend  of  mine  just  a  few  weeks  ago.  He  was  talking 
■bout  the  present  conditions  being  hard,  such  and  such  a  condition,  only 
made  so  much  money  last  year.  We  discussed  it  at  some  length,  talking 
about  the  profit  he  made,  and  a  number  of  other  things,  and  finally  he  wan 
lelHng  me  what  he  would  like  to  do.     So  I  said: 
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"How  much  do  you  owe,  just  what  is  your  condition,  and  maybe  I  can 
suggest  something?"  >"«:  »  "in 

"Well.  I  have  a  note  ovrer  here  at  the  bank  for  $300,  but  that  is  not  due 
tor  some  time  yet," 

"All  right,"  I  said.     "How  much  are  your  accounts  that  you  owe  to  job- 

"'.?«r'",f"l'       ''"^  °'  wholesalers  as  the  case  may  be,  for  merchandise?" 
,    Well,  I  do  not  know." 

"You  do  not  know!     Don't  you  keep  a  record  of  them?" 

,u  "^u\u^:"  ^*  '^'^-  "®"*  **  '^"  ^^'^  **^^  ""^  ^"^  hours,  I  guess,  to  run 
through  the  books  and  figure  it  up,  and  probably  I  could  tell  you  then  how 
much  I  owe. 

K^JT*'^^'"  four  hours  to  give  an  estimate  of  how  much  you  owe  on  your 
books?    What  would  you  say?" 

"I  would  say  maybe  S900." 

Say,  my  time  is  not  very  valuable;  I  am  paid  by  you  and  other  tax- 
layers  to  put  in  my  time  and  find  out  about  such  things  as  that.  Would  you 
mind  letting  me  take  a  pencil  and  a  piece  of  paper  and  run  through  your 
accounts?     I  won  t  even  look  at  the  name  if  you  don't  want  me  to  know  " 

Oo  to  It,    he  said,  and  I  went  to  it. 

Soon  I  had  $900.  and  then  I  worked  an  hour  or  two,  and  I  had  $1663 
i  said:  ) 

"You  are  a  peach  of  a  guesser.     I  would  like  to  have  you  guess  for  me." 

He  said  he  owed  $900  and  he  owed  $1663.    What  is  the  answer?    That 

man  did  not  know  what  he  owed.     How  could  he  act  intelligently  in  business? 

hVow!?.^?'  ^  i°u  '"''^^*r°"°^  *^"  ^^  "'"''^  P^y  ^°''  because  he  thought 
he  owed  $900.  and  he  owed  $1663.     Is  that  good  business? 

I  am  going  to  tell  you  how  lot  of  people  are  keeping  track  of  it.  It  is 
not  something  you  cannot  do.  Any  one  can  do  it  who  can  write  down  figures 
and  anybody  who  can  give  fifteen  minutes  a  day  .o  it  can  do  it.  You  would 
nice  to  know  how  much  customers  owe  you.  wouldn't  you?  I  wonder  how 
many  of  you  who  are  running  a  business  could  tell  me.  if  I  asked  you  how 
much  p«,ple  owed  you  when  you  left  home?  Do  you  know?  You  ought  to 
know.  It  ,s  your  business.  It  is  just  the  same  as  money  to  you.  I  hope 
It  is;  If  It  IS  not,  tomorrow  I  am  going  to  preach  on  credits.  I  am  going  to 
assume  now.  though,  it  is.  I  like  to  know  how  much  people  owe  me  and  so 
would  you.  If  you  are  practicing  modem  methods,  you  know  at  the  close  of 
your  business,  or  the  next  morning,  just  how  much  people  owe  you,  and  how 
much  you  owe  peof,le,  and  then  you  are  going  to  know  the  expensed  of  doing 
your  business,  and  the  cost  of  transacting  that  business.    One  man  told  me 

it'wL'l'^'S.?  Th"^""  '"  '*  ^  *""'•  "**"  '  ''^'^  °"^  approximately 
11  was  /I  per  cent.     There  are  many  insUnces  of  that  kind. 

if  U^rZ-  ^  *.T  *°"^T"^  ^""^  "*"y  ™«»  in  this  audience  know  how  much 
It  «  costing  them  to  do  business?    The  reason  I  ask  that  is  I  have  a  friend 

Z^l^t       ^  '?!f  ''""^-    "*  '^^  '^"^  ^^  '^y  to  find  out  any 
hmg  that  anybody  knew.    He  didn't  say.  "I  am  going  to  agree  with  evJ- 

am  going  to  ask  any  question  that  pertains  to  my  business."    So  he  said 
What  IS  the  approximate  cost  of  doing  business  in  my  line?" 
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I  mentioned  a  certain  sum  as  an  avemge.  Of  course,  Winnipeg  ,  a 
^  town  of  .500  people  have  diflferent  c»sts-a  Urge  store  and  a  smLl  store 
have  ddfercnt  costs-but  I  am  speaking  of  averages  only.  ■  I  mentioned 
approximately  7  per  cent  n,ore  than  the  amount  for  which  this  gentlemanToW 
me  he  was  running  his  l>  isiness. 

„mhJ«^'''t  J"™  '"""'u^T  ^^  ^"^^"^  *'  '^'  '■'^''  *"d  we  discussed  that 
problem.     Before  we  had  gone  two  blocks,   he  decided   there  was  quite  a 

LTincH^  "'»?"""""  ''^  "^'  ^^P^^'^*'  P^  «^  "«  business  that  wer^ 
not  mcluded  m  tnat  expense.  Therefore  his  business  was  surely  at  the  very 
nummum  five  or  six  per  cent  more  than  he  told  me  it  was.  and  he  w^te^ 
down  in  his  book.    He  said  he  was  going  to  investigate. 

wh„/  W  *  H**  '"*"x?  '"«"'=^*n*J»^-  H«  is  Koing  somewhere.  He  is  sure  of 
what  he  s  doing.  He  is  not  guessing  at  his  business,  but  he  is  a  modem 
merchandiser,  because  he  is  beginning  to  find  out.  and  he  is  going  to  know 

r  ™°H  '^°  T  ""*"  ^°^  ^°''  ^  ^'"y  ""'^^  y°"  ^^  a  f«=«'d?    Supposing 

"All  right." 

"How  many  will  you  buy?" 

"I  do  not  know." 

"How  many  did  you  sell  last  season?" 

has  'ZnXX  iTnot' J^r-'^  ^"^^^^  ""  ^  ^'^  "^^  ^»'-'  ^^  ^^'^  ^^^ 
vSo  I  ask,  "How  many  have  you  in  the  store  now'" 

«„  "^  *^°  T  ''"°*-.  '^^'"^  "^  *  ^''^  °^*^  ""der  the  counter  there,  and  I 
saw  a  couple  out  in  the  storeroom." 

"How  many  did  you  buy,  five  dozen?" 

.  "I  am  not  sure  of  that,  wasn't  it  six?     No.  I  think  I  bought  three  " 

U^^^Z^^l  T  l°"  *°'"^  *°  ^"y  "^^^  ^^^'  ^^t«  "^  »ffai'-s?     "  you  do  not 

47  HoT"         ""*'  ^°"  !!"'''  "^'^  "^^^  y°"  •'"y-  -''^^  --  y-  going  to 
do?     How  are  you  going  to  keep  a  record  of  it?  ^       *      k 

J  «^  to  go  to  school-you  would  never  know  it  by  hearing  me  talk 
but  I  did-and  the  teacher  used  to  call  the  roll-(I  sometimes  w'ffiThing)- 
to  see  whether  or  not  I  was  there.  I  wonder  how  many  of  you  people  £ve 
a  roll  m  connection  with  your  place  of  business?  How  many  of^^lmow 
^"'JTZ  "^"^^  ^°"  ^^'  **""'"•  *>"*  "^"y  "^'^^^  ^d  what  kind?  If  you 
shouS  ^°"  "'  "°*  ^"^'""^  "'^'™  merchandising  methods  as  you 

He  l^Z  "^^  ^  T^  ""^'f  '•''"'*^  "^  **"°*  ^^<««8  *ith  a  big  bucket, 
buni  1  "^       '^  ^""^  T.  *  ^^^  '"'  *•*''  *°P'  "^^^i  d°^  «t  the  bottom  the 
bunghole  was  open   and  the  water  was  running  out.     The  fellow  wasTying 
It  loola  as  rf  I  wiU  never  get  the  darned  thing  full."    That  is  the  kin™ 
pm^tion  a  man  is  up  against  if  he  does  not'keep  track  of  his  leatanl 

^^uJ^H  ^L^  ^"^  ^^  *"  ^^-  ""  ™^y  ^  *  crackerjack  of  a 
^Wn  and  a  good  buyer,  but  in  this  day  of  short  profit*,  if  hVdoes  not 
W  wl^t  becomes  of  the  smaU  profiu  that  get  away.  ^  he'u  not  a^^ 
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He  finds  out  that  he  needs  some  money.  "This  is  the  eighth  day  of  the 
month,  and  on  the  twelfth  this  is  due.  Now  I  have  to  get  some  money  to- 
gether by  the  twelfth.  I  wonder  who  owes  me  some  money,  or  wliere  there 
is  some  money  I  can  get  my  hands  on?" 

So  he  begins  with  his  record.  He  puts  down  the  total  accounts  now  due 
on  his  books  from  other  people.  He  says,  "Well,  here  is  so  much  due  me; 
here  is  $400  on  my  books  tonight."  And  then  he  looks  over  the  sales  for 
today,  and  he  says,  "I  sold  $100  more  today."  And  now  he  has  $500  that 
was  on  his  books.  Of  that  $M0  he  finds  John  Smith  paid  $fiO  today,  and  it 
is  only  a  question  of  very  simple  arithmetic  to  know  how  much  was  on  his 
books,  and  so  he  feels  that  night,  "Well,  I  know  how  much  is  due  there,  and 
I  can  figtu-e  a  certain  part  of  that,  at  least  I  am  safe  that  I  am  not  owing  a 
great  deal  more  than  people  owe  me.     I  am  acting  with  some  discretion." 

So  the  total  now  on  the  books  becomes  a  daily  programme  with  that  man. 
At  the  beginning  of  this  system,  a  merchant  has  the  trouble  of  doing  what 
that  man  did.  He  goes  through  his  books  and  finds  out  how  much  is  due 
him.  Then  he  takes  a  simple  little  book  of  some  kind;  he  keeps  it  in  his  jafe, 
or  puts  it  some  place  where  it  will  not  be  destroyed.  Every  day  he  runs  his 
figures  on  this.  He  knows  what  he  has  to  start  with,  adds  that  day  and 
subtracts  what  has  been  paid  that  day,  and  he  sees  every  morning  how  much 
money  there  is  on  his  books.  That  is  not  a  hard  proposition;  it  is  not  a 
difficult  proposition;  it  is  not  as  technical  perhaps  as  it  might  be. 

T  said  this  morning  I  was  not  an  accountant;  I  wish  there  were  more 
than  there  are.  I  cannot  talk  to  you  perhaps  as  they  would  on  these  things, 
but  I  am  going  to  talk  about  some  of  the  things  that  I  found  are  practiced, 
and  kept  by  the  fellow  who  cannot  keep  books  as  an  expert  would.  If  there 
are  any  of  you  expert  bookkeepers  here,  I  am  not  talking  to  you  about  these 
simple  working  methods,  although  you  ought  to  know  them.  You  can  use 
your  own  way,  which  may  be  better.  I  am  talking  of  results.  So  you  keep 
track  in  that  way,  and  if  you  go  down  to  the  banker  tomorrow,  and  he  says, 
"How  much  have  you  on  your  books?"  you  can  answer  at  once,  "I  have 
so  much." 

"How  do  you  know?" 

"I  keep  a  record;  here  it  is." 

You  are  expected  to  act  intelligently  with  that  gentleman.  Then  you  go 
through  that  same  transaction  with  the  money  that  you  owe.  Write  down 
what  you  owe,  and  add  it  all  up.  If  another  invoice  comes  in  tomorrow,  you 
owe  some  more;  add  that.  If  you  send  away  some  checks  tomorrow,  tad  you 
pay  somebody,  you  do  not  owe  that;  deduct  it.  Simple,  isn't  it?  That  is 
another  record  you  can  keep,  and  if  you  have  not  time  to  keep  that,  if  you 
have  a  boy  or  a  girl  working  in  your  store  who  can  write  and  who  can  ptit 
down  these  figures,  tell  them  to  keep  that  record  for  you,  because  you  would 
like  to  know  all  about  vour  business  and  haven't  time  to  take  care  of  it  your- 
self. 

Then  you  keep  a  record  of  the  money  on  hand,  in  the  bank,  and  in  the 
cash  dnwer.  llie  reason  I  mention  this  is  because  a  few  people  do  not  know. 
A  few  people  have  perhaps  a  little  trouble  in  taking  that  off,  and  more  than 
a  lot  of  people  wait  for  the  bank  balance  at  the  end  of  the  month  to  see  how 
much  money  they  have. 
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•  I  have  heard  of  bank  people  making  errors.  I  was  in  a  bank  with  a 
friend  of  ne  one  time,  and  he  received  the  wrong  amount  of  change.  He 
started  out  and  said,  "The  fellow  made  a  mistake." 

He  walked  back  to  the  teller's  window  and  said : 

"My  friend,  didn't  you  make  a  mistake?" 

"No,  we  never  make  mistakes." 

So  my  friend  walked  away  to  the  front  door:  "Well,"  he  said,  "I  suppose 
I  had  better  go  back,  the  fellow  didn't  know  what  he  was  talking  about." 
He  went  back  and  said: 

"Are  you  sure  you  did  not  make  a  mistake  when  you  gave  me  that  money 
a  while  ago?" 

"No,  we  do  not  make  mistakes." 

"Are  you  positive  of  that?" 

"Oh,  yes,"  he  said. 

"All  right,"  said  my  friend,  "  a 
gave  me  a  dollar  and  a  half  too  much. 
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dollar  and  a  half  easily  earned. 

Thank  you." 
Most  bankers  are  not  that  way,  but  they  do  make  mistakes,  and  you 
should  know  exactly  where  you  are  without  guessing. 

Then  the  item  of  daily  expense  is  a  pretty  big  problem  with  most  of  the 
fellows  who  are  doing  their  own  work.  Here  comes  along  the  boy,  and  he 
tells  you  he  has  to  go  down  the  street  and  buy  fifteen  cents'  worth  of  some  little 
suppli^  in  connection  with  your  store.  You  may  get  a  package  in  by  express 
which  is  35  cents,  and  these  petty  items  are  forgotten  at  the  moment.  So  you 
have  a  great  deal  of  trouble  keeping  track  of  that.  I  know  of  one  store  in 
particular  which  has  adopted  this  plan  from  some  of  the  larger  stores.  This 
particular  merchant  set  aside  a  working  fund,  in  this  store,  $20,  and  every  bit 
of  petty  expense  of  that  store  was  paid  out  of  the  working  fund.  A  separate 
account  was  kept  of  the  working  fund,  and  the  accounts  of  moneys  spent 
and  the  cash  on  hand  when  checked  nightly  must  total  $20.  When  they  do 
not  exactly  balance,  something  has  not  been  put  down.  Immediate  inquiry 
will  generally  ascertain  the  missing  item  or  items.  That  takes  care  of  the 
incidentals  and  won't  mix  up  your  bank  account,  and  it  helps  you  keep  track 
of  petty  expenses.  Charge  the  check  to  the  working  fund  right  out  of  your 
bank.  After  the  fund  is  sufficiently  depleted,  according  to  the  rapidity  with 
wWch  it  is  disbursed,  give  another  check  to  replace  it.  The  idea  is  to  eliminate 
writing  checks  for  small  expenses. 

You  want  to  keep  a  careful  record  of  your  expenses.  Here  is  the  pro- 
position. This  applies  particularly  to  the  fellow  who  is  compelled  to  do  his 
own  work.  I  am  not  Ulking  to  you  men  here  who  are  experts.  I  am  talking 
of  methods  applicable  to  men  who  run  their  own  business,  who  have  to  keep 
their  own  accounts,  be  their  own  bookkeeper,  do  their  store  arranging,  buy, 
and  everything  else.  I  am  going  to  make  this  little  suggestion  to  you,  not 
a  work  of  art  by  any  means,  and  not  a  complete  proposition.  Probably  an 
accountant,  at  least  a  good  one,  would  not  tell  you  it  was  wonderful.  It 
is  a  simple  system,  so  simple  that  any  boy  or  gin  who  is  smart  enough  to 
clerk  in  your  store  is  bright  enough  to  keep  correctly  with  a  little  bit  of  in- 
formation from  you.  We  get  a  little  book,  and  we  rule  it  off  this  way,  and  keep 
it  as  a  permanent  record: 
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Insurance 

Taxes 

Rent 

Advertising 

Salaries 

Per  Day 

Jan.    8 

91.00 

H<K- 

!K2.00 

».U0 

«8.0() 

9 

10 

u 
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You  are  going  u>  start  out  and  put  down  everything  that  is  to  enter 
into  your  expense,  Ir  order  to  save  a  lot  of  repetition,  we  shall  put  down 
our  expenses  which  remain  approximately  the  same  during  the  longest  season. 
For  instance,  you  liavo  a  certain  expense  which  remains  the  same  every  day; 
for  instance,  yotir  insurance  is  taken  out  for  a  period  of  a  year.  That  costs 
you  $30  a  yt.^r.  You  can  work  that  out.  If  you  want  to  keep  this  record  by 
the  month,  take  one-twelfth  of  that.  -,  If  you  want  to  bring  that  down  to  days, 
it  is  simply  a  matter  of  mathematics  to  divide  it  into  days  and  show  what  it 
is  per  day.  All  right.  Whatever  that  might  be,  assuming  it  is  25  cents 
a  day,  you  put  that  25  cents  down  daily,  right  through,  until  the  rate  changes, 
ui  you  take  out  some  new  insurance.  Your  tax  is  the  same  kind  of  a  pro- 
position, and  can  be  treated  in  the  same  way.  You  put  that  down  in  the 
second  column.  Maybe  your  rent  is  fixed;  maybe  you  own  your  building. 
If  you  do,  don't  cheat  yourself  out  of  the  rent.  You  would  hate  someone 
else  to  cheat  you  out  of  the  rent,  so  don't  cheat  yourself  out  of  it.  Don't 
s?iy,  "I  own  my  own  building,  therefore  I  do  not  pay  any  rent."  If  you  rented 
it — if  you  moved — how  much  would  you  get  for  it?  The  proper  value  of 
anything  is  what  it  would  sell  for.  If  you  own  your  building,  you  allow 
yourself  something  there  for  rent.  All  right.  You  divide  that  up  by  days, 
if  you  are  keeping  your  daily  record,  and  put  it  there. 

The  next  thing,  perhaps,  is  advertinng.  The  next  would  be  salaries. 
That  is  not  always  fixed,  because  many  of  us  are  compelled,  Saturdays,  for 
instance,  to  have  extra  help,  but  we  have  certain  fixed  salaries.  We  have  a 
delivery  boy;  we  include  him,  the  janitor,  the  sales  people,  and  anybody  who 
might  work  at  that  place  and  get  a  salary.  There  are  two  people,  in  many 
cases  one,  sometimes  two,  who  happen  to  be  working  there  who  do  not  get 
any  salary,  and  I  am  going  to  tell  you  to  include  the  two.  One  of  those 
fellows  whom  I  am  going  to  tell  you  to  include  is  the  man  who  owns  the 
store.  He  does  not  pay  himself  any  salary.  He  says,  "I  take  what  is  left," 
and  if  there  is  nothing  left,  he  has  a  poor  job.  I  say  a  nun  who  runs  a  busi- 
ness should  pay  himself  a  salary  for  conducting  that  business  or  quit.  He 
ought  to  quit  and  come  and  work  for  me.  I  can  make  some  money  out  of 
him  where  he  is-  not  making  any  for  himself.  That  man  includes  salary  for 
himself,  and  the  rate  of  salary  that  he  fixes  should  b>  a  rate  of  i»]ary  at 
which  someone  ^Ise  would  employ  him.    What  could  you  sell  yourself  for? 
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That  is,  what  are  you  worth  to  your  own  business?     If  your  business  cannot 
sUnd  that,  get  out,  and  go  to  somebody  else's  business  that  can. 

So  you  allow  yourself  a  salary  for  every  day,  and  enter  salary  for  your 
help  and  yourself.  Then  there  is  the  fellow  who  had  a  wife  who  worked  for 
half  a  day  and  all  day  on  Saturday,  and  he  didn't  pay  her  any  salary,  but  he 
paid  a  girl  $4  a  week  to  do  the  wife's  work  while  she  was  down  helping  him 
for  nothing. 

"Oh,"  you  say,  "She  is  equally  interested  with  me  in  the  business.  If  I 
pay  her,  it  is  just  the  same  as  taking  a  quarter  ouf  of  one  pocket  and  putting 
it  in  another." 

You  are  making  a  business  pay  for  everybody  who  is  in  there,  and  I  would 
not  have  a  business  thirty  minutes  that  would  not  pay  both  for  my  service? 
and  those  of  my  wife. 

And  then  you  take  delivery,  paper  and  twine,  light,  maybe  telephone, 
heat— everything  that  enters  into  your  business  expense.  Here  are  a  few 
simple  suggestions,  which  arc  highly  recommended,  and  suggested  as  being 
c-orrect,  by  the  National  Association  of  Credit  Men,  for  the  proper  figuring 
of  all  expenses.  Any  of  you  fellows  ever  hear  of  those  men?  If  you  did  not. 
you  may  some  day.  Pretty  good  fellows  to  know.  Those  fellows  ought  to 
know  what  you  should  know.     What  do  they  say: 

(1)  Charge  interest  on  the  net  amount  of  your  total  investment  at  the 
beginning  of  the  business,  exclusive  of  real  estate. 

(2)  Charge  rental  on  real  estate  or  buildings  owned  by  you,  and  used  in 
your  business,  at  a  rate  equ&l  to  that  which  you  would  receive  if  renting  it 
or  leasing  it  to  others.     That  settles  it,  doesn't  it? 

(3)  Charge,  in  addition  to  what  you  pay  for  hired  help,  an  amount  equal 
to  what  your  services  would  be  worth  to  others.  Also  treat  in  the  same  manner 
the  ser/ices  of  any  member  of  your  family  employed  in  the  business— and  not 
already  on  the  payroll. 

(4)  Charge  depreciation  on  goods  carried  over,  for  which  you  may  have, 
to  make  a  lower  price,  because  of  changes  in  style,  damage  or  any  other 
cause.  That  depreciation,  I  misht  say  to  some  of  you,  particularly  the  small 
men  who  are  keeping  their  own  books,  you  may  find  a  di£Bcult  problem  Some 
of  these  things  are  harder  than  they  seem.  You  may  find  it  a  little  difficult, 
but  the  suggestion  is  all  right;  the  idea  is  good. 

(5)  Charge  depreciation  on  fixtures,  tools  or  anything  else  suffering  from 
much  wear  and  tear. 

(6)  Charge  insurance  paid. 

(7)  Charge  all  expenses  such  as  taxes,  light,  water,  fuel,  etc. 

(8)  Charge  all  incidental  expenses,  such  as  postage,  office  supplies,  livery 
expenses  of  horses  and  wagons,  telegrams,  telephones,  advertising,  canvassinp. 
and  soon. 

(9)  Charge  up  losses  of  every  character. 

(10)  Chvge  allowances  for  bad  debts,  etc. 

(11)  Charge  your  collection  expenses. 

(12)  Charge  any  expense  not  enumerated  above. 

When  you  have  ascertained  the  sum  ci  all  the  firegoing  items,  prove  it 
by  your  books,  and  you  will  have  the  total  expense  for  the  year.    Do  that 
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for  a  week;  that  isn't  long  enouKh.  You  will  find  the  of  tenor  you  ^o  it,  the 
less  work  it  will  be.  At  the  end  of  the  week,  add  your  total  expense.  What 
are  you  goinR  to  do  then?  Sec  what  the  National  Credit  Men's  Association 
says: 

"I  like  to  l)ank  on  those  fellows."  "I3ivide  those  figures  by  the  total 
of  your  sah-s,  and  it  will  show  you  the  per  cent  rate  it  has  cost  you  to  d«> 
business." 

Now  we  arc  getting  at  a  working  point,  aren't  we?  If  you  know  how 
much  it  costs  you  to  handle  this  business,  you  are  getting  into  a  position  to 
work  intelligently.  It  is  a  long  way  round,  isn't  it,  but,  my  friend,  it  is  a 
suggestion  worth  while. 

Find  out  the  cost  of  transacting  the  business. 

I  am  just  going  o  say  one  or  two  words  on  what  you  sell  for.  Half  tl  e 
fellows  in  the  country,  half  vhe  smaller  men  particularly,  are  proceeding  o 
mark  their  goods  this  way:  They  say: 

"This  article  cost  me  a  dollar.  It  cost  me  26  per  cent  to  transact  business, 
or  20  per  cent.  I  want  to  make  10  per  cent  for  myself,  a  total  of  30  per  cent. 
How  will  I  get  30  per  cent  on  the  dollar?" 

"$1.30.    That  is  what  I  sell  it  for,"  they  say. 

"Here  is  an  article  that  cost  you  a  dollar  laid  down."  Our  friend  this 
morning  told  us  everything  that  enters  into  the  cost  of  bringing  it  into  the 
house  should  be  added  to  the  cost  of  it.  "Assuming  that  article  costs  25  per 
cent  to  do  business,  and  you  want  to  make  10  per  cent  for  yourself,  for  how 
much  are  you  going  to  sell  it?" 

One  may  say,  "That  is  easy;  one  dollar  plus  one  quarter  makes  $1.25, 
and  10  per  cent  brings  it  to  $1.37." 

"That  is  where  your  profits  went,  no  use  for  me  to  spend  any  time  here. 
You  thought  you  made  it,  and  you  didn't." 
"What  would  you  do  with  it?" 

"I  would  try  it  in  this  way.  It  costs  me  25  per  cent  to  do  business,  and 
I  want  to  make  ten  additional  profit.  I  don't  know  how  much  the  amount 
of  that  selling  price  is  going  to  be,  but  I  know  this,  that  if  I  had  a  class  of 
twelve  boys  and  all  twelve  of  them  were  present,  I  would  have  100  per  cent 
attendance.  The  selling  price  is  100  per  cent.  I  want  to  make  35  per  cent. 
I  subtract  what  I  want  to  make  from  the  100;  that  leaves  65.  The  cost 
must  be  65  per  cent  of  the  selling  price.  I  know  the  cost  price  is  a  dollar, 
and  I  figure  it  up  in  that  way,  so  I  get  $1.53  and  a  fraction  in  place  of  $1.37. 
The  difference  between  those  two  figures  is  the  answer  as  to  where  your  profits 
went  last  summer." 

I  haven't  the  time  at  this  stage  to  go  further  into  the  subject,  but  if 
any  individual  here  does  not  yet  realize  that  he  should  figure  only  on  the 
selling  price,  that  man  has  not  yet  adopted  the  modem  idea  of  merchandising. 
The  only  thing  on  which  you  make  money  in  your  store  is  the  sale.  You  can 
go  on  working  in  a  store  for  the  next  nineteen  years,  and  if  you  do  not  sell, 
you  win  be  gettipg  poorer  all  the  time,  so  you  cannot  figure  your  profits  on 
how  much  you  bought.  I  have  seen  a  lot  of  fdlows  lose  their  profits  on  how 
much  they  bought,  but  you  cannot  make  money  that  way.    The  only  thing 
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it  the  money  you  get.  The  remunentkm  of  the  nlet  people  is  figured  on  a 
certain  percentage  of  the  wiling  price,  and  the  idltng  price  oort.  the  per- 
centage of  conducting  buainen  is  based  on  your  selling  price.  Do  we  not 
divide  the  sales  to  find  it?  No  btuiness  man  would  attempt  to  take  a  per- 
centage of  profit  on  the  cost. 

Then  your  tax  is  based  on  the  percentage  of  gross  sales,  i«j't  it?  1 
might  go  a  little  bit  further  and  add  for  your  information,  most  of  you  may 
not  know  it,  that  the  new  Federal  Inmme  Tax  over  in  our  country  is  going 
to  keep  a  man  busy,  whether  he  wants  to  or  not.  Why?  Because  we  arc 
going  to  Ux  him  on  the  profits  he  gets.  We  are  going  to  say  to  the  man  who 
does  not  keep  books,  and  did  not  make  any  profits,  "Give  us  some  tangible 
evidence  that  you  made  no  profits."  Bill  Smith  down  in  the  next  town  has 
the  same  kind  of  business,  an'*  Bill  Smith  made  12,000  last  year.  We  are 
not  going  to  ask  you  to  pay  something  you  do  not  have;  we  want  to  know 
whether  you  have  or  whet'  er  you  have  not.  We  are  going  to  ask  you  to  keep 
books  in  an  intelligent  mamer,  and  our  Federal  Trade  Commission  furnishes 
you  with  the  information  which  will  enable  you  to  correctly  compute  profits. 

No  profit  is  made  until  the  sale  is  made.  Here  is  another  illustration, 
the  best  I  have  seen  of  this  particular  problem.  You  are  going  to  run  a  box 
factory  in  this  town.  You  come  down  here  and  say,  "I  am  going  to  manu- 
facture boxes,"  so  you  buy  $2  worth  of  raw  lumber.  Then  you  come  over  to 
me  and  say: 

"Irwin,  I  would  like  to  hire  you  to  work  this  lumber  up  into  a  box.  I 
will  give  you  a  dollar  to  make  that  up." 

Then  you  spend  fifty  cents  for  other  things  to  make  that  into  shape, 
nails,  varnish,  whatever  may  be  required.  Then  you  hire  my  friend  here  to 
paint  it,  and  pay  him  50  cents.  All  right.  That  box  is  finished.  There  is 
$2  more  you  have  spent.  What  are  you  going  to  do?  I  come  along  tomorrow 
and  say,  "I  want  to  buy  that  box." 

"Well,"  you  say,  "that  box  cost  $2;  I  want  to  make  50  per  cent.  I  will 
sell  that  box  for  13." 

"What,  13?" 

"Sure,  50  per  cent  on  the  cost." 

"Why,  that  is  not  what  t  coat.  Here  is  a  fellow  who  worked  on  it  to 
get  it  ready;  you  have  invested  in  service,  invested  in  different  things  to  pre- 
pare it  for  the  use  of  the  customer.  There  have  been  additional  expenses  in 
connection  with  getting  that  ready  to  sdl.  You  should  make  a  profit  on  that 
investment,  shouldn't  you?" 

And  then  you  find  out  you  cannot  sell  that  for  t3,  because  that  is  a 
loss,  and  so  you  decide  in  your  own  mind  that  you  are  going  to  include  in 
that  selling  proposition  everything  that  enters  into  it.  You  are  going  to  figure 
out  your  total  cost,  and  then  figure  out  your  selling  price. 

If  there  is  a  man  here  to  whom  that  is  not  perfectly  clear,  I  sincerely 
hope  this  will  be  of  assistance  to  him.  Secretary  Curie  has  a  booldet  on  how 
to  figure  profits,  and  yon  can  have  that  on  application. 

There  is  an:"ther  thing.  The  merchant  pats  his  "^TThMrlir-  on  the 
shdf,  and  he  waits  txj  the  end  of  the  year  to  find  out 
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whathw  it  mUs,  what  ii  profitable  ari  what  ii  not.    At  the  er    of  the  year, 
he  doee  not  know  which  article  makes  profit,  doea  he? 

I  went  to  a  city  in  the  southern  part  of  the  State  a  few  months  ago, 
and  visited  a  department  store  there.  Here  an  some  figures,  and  I  leave 
it  to  you  to  say  what  happened,  approximately  a  1145,000  business.  tB6,O0O 
of  that  business  out  of  tl4fi,000  was  done  by  the  grocery  department  in  that 
store.  The  rest  of  the  business  was  done  by  the  other  departments.  In  spite 
of  that  fact,  that  store  made  little  money.  What  is  the  answer?  They  ran 
akmg  for  four  or  five  years.  Notice,  I  said  "a  little  money,"  very  little  at 
that.    I  went  down  to  that  city,  and  I  said: 

"You  ought  tc  know  what  is  paying." 

"I  cannot  do  it;  it  is  not  a  big  enough  store.  We  cannot  use  those  big 
store  ideas  in  our  town." 

"All  right,  we  will  see.  I  won't  divide  your  aton  into  W  departments, 
like  a  big  departmental  store.  I  know  that  is  impossible,  absolutely  out  of 
the  question.  You  would  be  all  your  time  keeping  books,  but  there  are  cer- 
tain things  you  can  do.  You  otight  to  know  which  of  your  departments  are 
paying." 

"I  cannot." 

"All  right.    Let's  see  if  ybu  can  or  not." 

I  have  only  so  many  people  working.  One  girl  sells  a  cake  of  soap  here, 
a  tooth  brush  over  there,  and  ten  cents'  worth  of  candy  over  here.  That  girl 
has  to  do  that  all  the  time.  I  haven't  enough  clerks.  I  would  be  bankrupt 
if  I  had." 

"Here  is  the  proposition.  Divide  your  store  this  way.  Here  is  'G' — 
Groceries.  Put  everything  yr.t  want  in  the  grocer  department,  I  don't  care 
what.  Every  single  thing  th)  belongs  to  the  grocery  department,  you  put 
on  a  sheet  and  give  it  to  that  girl  to  put  on  the  desk  in  front  of  her,  and  I 
will  tell  you  what  to  do  next." 

He  did  so.  Next  day  we  put  in  the  "C"  department,  which  was  clothing. 
All  he  handled  was  ladies'  wear,  but  we  included  in  that  department  not  only 
ladiP5i'  clothing  but  millinery,  because  he  didn't  have  enough  millinery  to  make 
a  single  department.  We  made  four  departments  for  that  store,  and  kept 
track  of  everything. 

"D.G."  was  dry  goods,  and  that  included  everything  that  went  into  dry 
goods.  He  could  put  shoes  in  there,  if  he  had  a  small  amount  of  shoes,  of 
course,  but  the  more  departments  the  better.  At  the  end  of  eight  months 
we  found  that  the  grocery  department  was  carrying  every  department  in  the 
stOTC.  That  ia  a  remarkable  thing,  because  most  of  you  know  the  profit 
that  was  the  actual  condition  of  that  store. 

The  poor  little  overworked  grocery  department,  which  bears  the  smallest 
profit,  was  carrying  the  whole  business.  The  least  profitable  was  the  ladies' 
ready-to-wear.  How  many  times  should  it  turn  over?  An  average  of  six 
times  in  the  season — more  in  some  places  and  much  less  in  others,  but  that 
is  an  average  in  t)us  kind  of  a  store.  What  did  it  show?  They  turned  two 
times.  What  was  the  matter?  Too  much  money  tied  up  where  it  was  not 
earning.    What  was  the  chance  for  advancement  in  the  grocery  department? 


A  big  one.  How?  Adding  line*.  What  did  we  do?  Quit  buying  over  here; 
the  danger  lignal  went  up — not  profiuble— with  the  ready-to-wear.  So  we  take 
this  particular  money  that  wai  invested  in  ready-to-wear,  which  was  not 
profiuble,  and  add  aome  line*  to  the  grocery  department,  which  waa  profitable: 
we  put  the  money  to  work  where  it  would  make  money.  What  can  you  do? 
You  can  go  home  tomorrow  to  your  store  and  say  there  are  three  depart- 
ment!, if  you  want  to,  and  you  can  itemiae  every  single  thing  you  have  in 
that  store  under  those.  You  can  have  people  working  in  that  store  who  do 
not  know  in  which  one  of  those  departments  things  are  included,  but  you 
insist  that  when  they  sell  five  cents'  worth  in  that  store,  they  write  Jown  what 
it  is.  That  takes  but  a  minute.  You  can  make  them  itemize  ev«Tything  they 
sell  and  write  it  down.  Tomorrow  morning  the  girl  who  is  keeping  the  slips 
begins  to  charge  groceries  from  this  sheet,  and  she  chnrges  each  thing  to  its 
proper  department,  and  each  department  is  charged  with  the  thing  that  went 
out.  Then  what  do  you  do?  You  divide  the  expense.  You  proportion  as 
near  as  you  can  the  selling  space,  the  space  according  to  location  and  every- 
thing else,  and  you  have  before  you  the  figures  whicli  tell  you  what  is  paying 
and  what  is  not.  This  is  modem  merchandising.  You  are  going  to  cast  out 
the  thing  that  is  not  paying  and  try  to  put  your  money  in  the  one  which  is. 

Fome  fellow  interrupU  me  by  saying,  "You  figure  on  the  selline  price 
and  you  ought  to  sell  at  tl.U,  and  the  other  fellow  in  town  is  selling  for  I1.4S. 
What  are  you  going  to  do?" 

"  1  am  goir<g  to  meet  the  competition,  if  I  am  very  much  of  a  merchant, 
and  that  is  what  all  the  rest  of  you  have  to  do  in  many  cases.  You  do  that; 
and  'len  you  get  a  novelty  which  nobody  else  has,  you  Uke  a  longer  profit. 
K  >'"  a  good  business  man,  you  make  the  felk>w  who  buys  the  luxuries 

pay. 

You  .  re  going  to  keep  your  record  to  find  out  what  it  cost;  you  are  going 
to  find  ow-  what  the  clerks  sold;  you  are  going  to  keep  a  record  of  the  pur- 
chases, and  a  record  of  the  cash  and  credit  sales,  what  you  paid  for  purchases 
and  what  you  receive  for  goods  sold.  Each  day,  with  this  record  before 
you,  you  are  going  to  start  out  to  do  things;  you  are  going  to  find  out  what 
it  costs  to  run  your  store,  what  merchandise  is  on  the  job,  and  what  mer- 
chandise is  standing  still.  In  the  morning  when  you  get  down  to  business, 
you  are  going  to  have  a  record  before  you  which  will  show  you  that  it  costs 
so  much  to  do  business,  that  this  clerk  is  worth  so  much  and  that  one  is 
worth  so  much.  You  will  then  be  able  to  say:  "I  made  so  much  on  this  line: 
this  one  is  moving  rapidly,  and  this  one  is  not;  I  am  going  to  reduce  my  in- 
vestment in  the  thing  which  is  not  profitable,  and  put  in  the  thing  which  is." 

When  you  do  that,  you  are  going  to  be  a  competitor  for  some  of  the  big 
fellows  you  are  afraid  of  now,  because  you  arc  going  to  know  just  as  intelli- 
gently about  your  smaller  business  as  the  other  fellows  do  about  the  big 
business. 

And  so  I  conclude  with  the  suggestion  that  you  fellows  take  up  that 
proposition.  If  you  wish  more  information,  ask  Mr.  Curie  to  obtain  for  you 
the  booklet  on  figuring  profits,  or  tell  you  where  you  can  obtain  that  inform- 
ation. But  don't  ask  me  this;  "What  is  the  use?"  Ask  your  credit  man. 
Get  the  information  from  the  men  in  this  country  who  are  successful  merchand- 
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itift:  look  at  Uw  exprncnce  of  other  fellows  and  profit  by  it,  and  be  a  modem 
iDWdMiit  tomorrow  morning.  Ai  you  go  out  from  this  oourN.  my.  "It  make* 
no^erence  what  the  other  feUow  ia  doing.  W  it  dooa  require  a  little  bit  of 
wofl,  I  am  going  to  know  all  about  my  buaineaa  and  be  a  modem  merchant." 
Net!  yw  mmt  of  you  will  oome  back  and  lay,  "I  foup-l  out  lomething.  I 
tho|||ht  I  wan  making  money,  and  I  was  not."  You  are  going  to  be  more 
sucopiful. 

My  friend*,  I  am  going  to  give  way— it  i«  a  good  thing  to  give  way  to  a 
man  who  is  both  a  better  man  and  a  bigger  man  than  you  are. 


THE  ART  OF  SELLING— TR.\INING 
SALESPEOPLE 

BY  O.  PftTOK  BWm 

To  get  up  a|iin  this  afternoon  remtndt  me  of  a  ttory  of  a  certain  great 
famiae  in  the  land.  The  people  were  nifrering  a  great  deal  from  the  lack  of  food 
They  had  exerted  all  the  ^orta  poeaible  in  order  to  lecure  •«  sufficient  amount. 
Finally,  aa  a  laat  resort,  they  laid: 

"There  it  but  one  thing  we  can  do.  We  have  to  call  a  meeting  and  make  an 
appeal  to  the  Maker,  the  feUow  who  providea  the  food,  and  tee  if  he  cannot  help 
us  out." 

All  gathered  at  a  certain  brother's  home  and  elected  a  brother  spokesman  to 
call  upon  the  Creator  for  some  of  the  things  they  woukl  like  to  have.     He  said: 

"Oh  Lord,  Thou  knowest  we  are  in  great  want,  just  as  bad  as  we  can  be. 
There  are  a  tot  of  things  we  do  not  have."  He  said,  "I  am  not  going  to  attempt 
to  say  to  you  just  what  we  ought  to  have,  but,  oh.  Lord,  you  might  send  us  a 
barrel  of  ftour."  With  one  response,  the  entire  gathering  said,  'Amen." 

"Oh,  Lord,  you  might  send  us  a  side  of  bacon,"  and  with  one  accord  the)- 
agreed  with  him.  And  then  he  said,  "You  might  send  us  a  piece  of  ham,"  and 
they  all  said  "Amen." 

"Oh,  Lord,  you  might  send  us  a  barrel  of  pepper."  He  listened  but  didn't 
hear  very  many  Amens.  And  then  he  said,  "Oh,  Lord,  that  u  too  much  pepper." 

After  appearing  on  the  programme  so  many  times  in  one  day,  I  feel  that  some- 
one m'ght  be  saying,  "Oh,  Lord,  that  is  too  much  for  one  day."  But  in  spite  of 
that  <act,  I  am  gtnng  to  ask  you  for  a  moment  or  two  to  direct  your  attention  to 
what  I  consider  one  of  the  most  important  subjects  connected  with  the  merchan- 
dising proposition.  I  shall  broaden  my  sUtement  sufficiently  to  say  that  that 
particuUr  statement  applies  to  you,  Mr.  Manufacturer,  and  you,  Mr.  Jobber, 
and  to  the  individual  salesman  as  well  as  to  the  retail  merchant.  The  particular 
subject  I  am  going  to  discuss  is  selling. 

Those  of  you  who  have  been  present  during  our  preceding  sessions  will  know 
that  we  attempted  this  morning  to  look  somewhat  into  the  history  of  the  progress 
of  merchandising  up  to  the  present  time.  We  endeavored  to  discover  some  of  the 
reasons  of  success  for  other  organizations.  Then  we  thought  for  a  moment  of  how 
we  may  locate  our  business  that  it  might  render  the  greatest  service  to  the  people 
of  the  community,  so  that  it  might  be  most  prosperous  to  us.  Immediately  on 
concluding  that,  one  of  our  friends  gave  us  a  splendid  address  upon  newspaper 
advertising  (one  form  of  letting  people  know  we  had  located  the  store),  a  vastly 
important  part  of  every  programme.  This  particular  programme  was  discussed 
at  that  time  from  th'  viewpoint  of  discussing  almost  entirely  the  use  of  the  local 
newspaper,  which  is  in  most  cases  the  very  best  source  of  advertising  for  the  loca  1 
dealer.  This  afternoon  we  opened  otir  session  by  having  a  splendid  discussion  on 
that  personal  touch,  the  personal  letter  that  comes  in  to  build  up  business.  We 
have  announced  to  the  fellows  who  read  the  papers  in  the  vicinity  that  we  are 
now  located  ready  to  transact  business.    Now  there  is  a  felktw  who  is  removed 
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from  our  store,  sc  we  are  goinj;  to  be  compelled  to  write  him  a  letter  and  formaUy 
state,  "Dear  Bill,  I  have  something  down  here  you  want,"  and  tell  him  why  he 
wante  it.  A  while  ago  we  heard  how  we  should  keep  the  records  to  know  what 
we  are  doing.  I  am  going  to  continue  that  particular  programme  by  saying  to  you 
that  you  have  located  your  store,  have  built  a  modem  building,  and  you  have 
purchased  the  best  merchandise  that  your  cap  al  can  buy  and  your  knowledge  of 
merchandise  will  allow  you  to  purchase.  You  have  bought  some  of  those  splendid 
facilities  that  we  call  store  equipment  or  fixtures  for  helping  to  display  your  mer- 
chandise; you  have  advertised  according  to  the  way  best  suited  to  your  business. 
There  still  remains  before  your  business  one  great  problem,  and  that  problem  is  to 
start  to  seU  the  things  which  you  have  in  your  store.  Your  wonderful  store  does 
not  mean  anything  if  you  do  not  have  any  sales.  It  may  mean  a  liability,  it  may 
mean  that  you  are  sorry  you  have  all  the  money  invested  in  that  modem  building 
if  you  are  not  making  any  sales.  Your  display  may  be  splendid  so  far  as  attracting 
pt-  >ple  into  that  store  is  concerned;  which  reminds  me  of  a  very  apt  illustration: 
When  I  was,  only  three  weeks  ago,  in  one  of  the  small  towns  in  a  sUte  ad- 
joining yours,  I  responded  to  an  advertisement  written  by  a  splendid  advertising 
man,  telling  me  that  on  this  cerUin  occasion  they  were  having  a  sale  of  shirts  of  a 
well-known  brand,  with  which  I  was  acquainted  and  which  I  favored.  In  response 
to  that  advertisement,  I  went  walking  iilto  that  store,  not  a  difficult  customer  to 
serve,  as  most  of  you  will  agree.  I  carried  in  my  pocket  the  money  to  purchase 
those  shirU— came  in  response  to  that  splendid  advertisement— and  all  that  or- 
ganication  had  to  do  was  to  let  me  have  the  shirts.  I  walked  into  that  store  and 
approached  the  salesman  who  was  employed  to  represent  that  concern.  To  me, 
he  was  the  concern  itself.  This  was  approximately  the  conversatitm.  perhaps  not 
the  exact  words: 

"Good  morning,  sir.     l)o  you  want  something?" 

I  felt  like  saying,  "No,  I  thought  this  was  a  summer  resort."  Did  I  want 
•something?  What  are  stores  built  for?  What  do  people  go  into  stores  for?  I  was 
very  anxious  to  get  these  shirts,  because  they  were  advertised  at  a  remarkably 
low  price,  so  I  was  a  persistent  Irnd  of  a  customer.    I  said: 

"Yes,  I  would  like  to  have  some  of  a  certain  brand  of  shirU  that  I  saw  adver- 
tised." 

"What  kind  of  a  shirt  was  that  you  wanted?" 

"One  advertised  last  night." 

"Wait  a  minute,"  he  said,  and  called  to  someone, 
some  shirts  advertised?" 

"Sure." 

"What  kind  were  they?" 

"So  and  ao." 

"Where  are  they?" 

"I  think  they  are  over  there  just  to  your  right." 

The  feUow  came  back  and  looked  over  just  to  the  right  and  said,  "No,  they 
arc  not  here." 

"Well,  if  they  are  not  there,  they  are  on  the  other  side.  I  know  we  had 
some  of  them." 

I  thought  this  must  be  a  wonderful  staff  in  this  eaUbliahment  when  the  people 
who  were  selling  did  not  know  where  to  find  the  merchandiae  they  were  adver- 
tiatng. 


"Say,  Bill,  did  we  have 
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I  say  the  advertisement  was  lUU  per  cent,  efficiency  in  that  case,  and  because 
the  salesman  didn't  know  how  to  complete  the  transaction,  Ihere  was  a  lost  ex- 
penditure, not  the  fault  of  the  advertisement  whatever. 

I  say  there  is  nothing  more  important  to  you  in  your  organization,  if  you  are 
dealing  with  selling  merchandise,  than  the  salesmanship  itself.  If  the  sales  are  not 
made,  if  the  merchandise  does  not  move,  if  you  do  not  turn  over  with  sufficient 
rapidity  to  make  money  for  yourselves,  then,  my  friends,  your  store  is  not  going 
to  prosper.  You  muy  be  the  wisest  buyer  in  this  entire  province;  you  may  be 
Inijring  the  most  splendid  merchandise  possible  to  purchase  on  the  American  con- 
tinent or  abroad.  If  you  put  it  down  on  your  shelves  in  your  store,  if  you  just  let 
it  be  (as  we  term  in  merchandise  circles)  "a  good  keeper,"  you  will  never  get 
wealthy.  You  have  to  sell  it  to  make  money.  So  you  are  primarily  concerned  not 
only  with  the  entire  programme  of  selling,  but  it  is  you  duty,  as  a  selling  organiza- 
tion, to  turn  for  a  moment  to  the  thoughts  of  what  is  good  selling  and  how  you  may 
make  each  individual  in  your  institution  a  good  salesman  or  a  good  saleswoman. 
And  why  not?  Doesn't  the  prosperity  of  your  organization,  or  your  selling  concern, 
rest  entirely  with  the  individual  who  sejls?  Some  of  you  may  have  heard  of  the 
late  Thomas  l>x:krel,  who  tells  the  story  of  a  wonderful  merchant  who  had  gone 
from  a  small  store  to  a  larger  store,  and  from  a  larger  store  to  one  of  those  mam- 
m<ith  departmental  stores — growing  prosperous  and  apparently  having  a  splendid 
business.  He  liecame  a  great  merchant  because  he  knew  what  he  was  doing. 
One  day  there  came  to  him  this  fact:  "This  gtove  department  over  here  in  this 
particular  store  is  not  paying.  It  is  a  losing  proposition."  Being  a  good  merchant, 
he  started  out  to  do  something  to  change  that  condition  of  affairs,  and  (let  me 
add  right  here)  that  the  merchant  who  finds  out  what  is  paying  and  what  is  not, 
and  starU  out  to  do  something,  usually  winds  tip  a  successful  merchant.  So  this 
particular  merchant  started  out.  Acting  on  the  first  thought  that  occurred  to 
him,  he  discharged  his  buyer,  because,  he  said,  "The  merchandise  must  be  wrong." 
He  disposed,  so  far  as  he  could,  of  the  merchandise  on  hand.  He  went  to  a  disUnt 
dty  and  empk>yed  a  new  buyer  at  a  very  much  advanced  salary.  He  sent  this 
buyer  abroad  with  instructions  to  search  the  markets  and  to  come  back  with  a 
stock  that  none  could  compete  with  in  that  city.  The  buyer  went  abroad  to 
study  the  glove  markeU.  He  went  into  France,  and  he  came  out  with  what  he 
thought  was  a  wonderfully  interesting  collection  of  merchandise;  he  came  back 
to  the  dty  enthused  with  his  purchases.  He  passed  the  enthusiasm  on  to  the 
proprietor  of  the  store  himself,  and  the  proprietor  under  the  enthusiasm  of  the 
moment  purchased  some  splendid  new  fixtures  to  make  this  department  an  attrac- 
tive one.    He  then  called  the  advertising  man,  and  said  to  him: 

"We  have  here  a  wonderful  collection  of  gloves.  Every  woman  within  the 
range  of  our  institution  should  know  of  these  goods;  they  probably  have  been 
disappointed  with  some  of  our  others,  and  they  shouM  share  in  our  good  fortune 
in  obtaining  this  line." 

So  they  spent  largo  sums  of  money  to  advertise  that  store  and  that  gtove. 
Then,  as  Mr.  Uockrel  says,  the  time  arrived  to  begin  a  sale  of  the  merchandise. 
On  the  morning  of  the  opening  of  this  particular  day's  busineu,  the  proprietor 
of  the  store  stood  on  a  balcony  overiooldng  this  particular  department.  He  saw  a 
customer  come  in  at  the  front  door.  w»lk  down  the  aisle,  and  croM  over  another 
aisle  and  directly  head  for  the  gk>ve  department.  She  walked  up  to  the  gtove  de- 
partment and  said: 
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"I  saw  your  advertisement  about  gloves.   I  would  like  to  see  some." 

The  young  woman  who  watted  upon  her  said,  "Yes,  madam,  those  are  a  dollar, 

those  a  dollar  and  a  half,  those  two  dollars."  She  laid  them  down  in  front  of  the 

customer,  and  the  customer  said : 

"My,  those  are  not  the  same  gloves  I  used  to  buy;  haven't  you  any  of  those?" 
"No,  we  do  not  carry  those  any  more." 

"Why  did  you  change  the  line?  I  found  them  very  satisfactory.  I  do  not 
know  anything  about  these  gloves." 

"I  don't  know;  the  boss  said  he  was  not  gping  to  carry  those  any  more." 
"Well,  aren't  these  gloves  rather  expensive,  comparatively  speaking?" 
"Well,  I  have  often  thought  so  myself,  about  some  of  them." 
"What  is  the  advantage  of  these  particular  gloves  which  cost  a  dollar  or  two 
more  than  the  gloves  I  have  been  getting?" 

"I  do  not  know;  it  does  look  a  lot  of  money." 

"I  am  not  very  familiar  with  these;  I  think  I  will  look  around  at  the  other 
departments.  I  thank  you  very  much  for  showing  them  to  me.  Good  afternoon." 
No  sale.  The  proprietor  stood  on  the  balcony  and  watched.  Then  he  went 
back  to  some  of  the  directors  of  that  institution  and  said:  "We  have  been  looking 
at  the  wrong  end,  incurred  great  expens*  and  sent  people  abroad,  and  when  they 
come  back  it  all  depended  on  '|8  Annie'  "—as  he  called  her— "and  '$8  Annie' 
fell  down.  We  started  at  the  wrong  end,  we  are  going  to  make  Annie  a  representa- 
tive of  this  concern,  and  maybe  we  will  sell  the  merchandise  and  some  of  this 
other  expense  won't  be  so  necessary." 

And  so,  my  friends,  all  over  the  country*we  are  trying  to  study  salesmanship. 
I  like  to  call  it  "retail  selling."  But  whatever  we  may  call  it,  it  is  certainly  some- 
thing we  need  in  our  institutions,  that  of  making  the  individual  something  more 
than  a  vending  machine.  The  man  who  goes  to  work  without  some  programme 
on  merchandising,  the  man  who  doesn't  know  how  to  get  the  turnover  on  mer- 
chandise or  how  to  create  demand  for  the  merchandise,  is  going  to  fall  behind,  and 
he  is  going  to  be  the  fellow  who  will  say,  "Good-bye,  retail  merchandising,  the 
chain  stores  have  ruined  us;  the  mail  order  houses  have  taken  our  business; 
there  is  nothing  to  do  but  to  fold  our  tents  and  silently  steal  away."  He  is 
going  to  be  the  felkiw  who  is  going  to  give  up.  But  the  man  who  realizes  seUii%  is 
a  large  programme,  who  thinks  not  how  many  people  he  is  going  to  wait  upon 
to-day  or  how  many  are  coming,  but  how  he  is  going  to  enlarge  the  demand  for 
the  product,  that  individual  is  going  to  prosper  in  this  programme  of  salesman- 
ship. 

In  our  state  for  about  seven  years  we  have  been  striking  very  hard  at  this 
particular  problem  of  retail  selling.  We  went  into  certain  communities  and  called 
merchants  together,  particularly  the  small,  because  the  large  ones  had  been  using 
this  and  it  had  made  them  large.  We  said,  "That  is  all  salesmanship."  One  fellow 
said,  "That  is  all  'bunk.'  If  I  have  it  at  the  right  price,  that  is  all  that  is  neces- 
sary." (rther  fellows  said,  "Some  people  are  bom  with  talents  that  way,  and 
they  are  good  salesmen,  and  others  you  cannot  help." 

We  convinced  them  that  there  are  things  about  salesmanship  that  are  de- 
ddsdly  of  importance.  If  any  of  you  are  intCTCsted  in  investigating  the  business 
conditions  of  our  state  for  the  past  four  or  five  years  you  will  find  that  conditions 
have  improved  as  a  result  of  attention  to  these  things. 
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This  thing  we  call  salesmanship  may  be  analysed.  Some  people  call  it  one 
thing  and  some  another.  It  makes  no  difference  what  its  pet  name  is,  so  long  as 
we  get  an  idea  how  to  use  it.  The  definition  1  like  best  is  one  coined  by  the  Cali- 
fornia Fruit  Canneries'  Association.   They  say: 

"Salesmanship  is  the  power  of  persuading  plenty  of  people" — (the  more 
patronage,  the  more  profit)— "to  pleasurably  purchase" — (good-bye  defrauding 
methods)— "pleasurably  purchase."  (Haven't  you  traded  in  institutions  where 
it  was  a  pleasure  for  you  to  trade,  where  the  proprietor  took  an  interest  in  you 
and  the  empk>yees  were  courteous  and  kind?  They  were  intelligent,  were  able  to 
give  you  the  desired  information,  they  took  an  interest  in  giving  you  the  largest 
value  possible  for  the  money  expended.  They  said  to  you,  "If  there  is  anything 
wnmg  about  this,  so  far  as  we  are  concerned,  we  will  make  it  right."  You  went 
out  of  that  institution  feeling  that  you  were  glad  you  had  entered  it.)  "To 
pleasurably  purchase  at  a  profit."  I  am  in  the  retail  business  myself,  and  I  stand 
here  looking  all  of  you  people  in  the  eyes,  and  say  I  am  not  ashamed  to  tell  you 
that  I  make  a  fair  profit  on  the  goods  I  sell,  or  else  I  am  going  to  quit  the  business. 
I  am  not  running  on  philanthropic  principles,  I  am  not  working  for  excess  profite, 
but  at  the  same  time,  if  you  cannot  make  sufficient  profits  to  get  a  living  out  of 
it,  then  you  should  take  another  job,  if  you  can  get  one.  I  am  not  talking  of  ex- 
''essive  profits.   I  condemn  the  man  who  gets  too  much. 

Salesmanship  is  persuading  people.  When  you  and  I  distinguish  between  a 
girl  standing  before  a  customer  and  saying,  "That  article  is  a  do"ar,"  and  being 
able  to  point  out  why  the  customer  should  possess  the  article,  we  will  have  real 
salesmanship.  It  is  creating  a  demand  for  the  merchandise.  A  few  years  ago  we 
began  a  study  of  this,  and  we  found  many  persons,  both  executives  and  sales 
persons,  who  felt  there  was  nothing  sure.  It  was  "too  technical,  all  over  their 
heads,  and  therefore  would  vjt  do  in  a  small  store."  We  found  many  courses 
were  technical.  All  of  them  were  good  in  certain  senses,  but  many  of  them  were 
over  the  head  of  the  average  employee  of  the  retail  store.  We  found  there  were 
four  certain  points  brought  forth  in  the  average  selling  course,  regardless  of  whose 
they  were,  that  were  vastly  important,  provided  we  could  bring  them  down  to  a 
practicA  use  by  the  average  retailer  who  had  not  had  time  to  study  this  particular 
problem.  We  found  the  same  four  selling  points  in  all  the  selling  courses,  vis., 
attracting  attention,  arousing  interest,  creating  desire,  and  closing  the  sale. 
At  this  particular  time,  when  we  were  making  some  investigation  to  see  how  to 
do  it — by  the  way,  this  particular  group  was  in  one  of  your  Canadian  cities  in 
Ontario — I  had  a  group  of  some  girls  who  were  beginning  to  sell  in  a  store.  I  said 
to  this  group  of  girls: 

"Girls,  what  did  I  say  was  the  first  point  in  selling?" 

They  said,  "Attracting  attention,"  and  one  little  girl  said,  "I  do  not  know 
what  it  means."  That  is  what  we  found.  To  take  these  terms  and  go  out  and  say 
this  is  "the  thing,"  without  telling  them  how  to  use  it,  was  not  worth  anything. 
We  were  trying  at  that  time  to  train  some  of  our  own  employees  to  make  them 
valuable.  I  said  to  myself,  "I  am  going  to  go  out  to  do  some  flopping,  and  if  I 
can  see  this  particular  problem  from  the  customer's  viewpoint,  then  I  ought  to 
be  able  to  be  a  pretty  good  judge  of  what  is  required."  So  I  started  out  one 
morning.  1  was  at  that  time  in  the  city  of  New  York.  1  had  occasion  to  go  to 
New  England.  I  arrived  about  6  p.m.  Walking  down  the  street,  a  stranger,  not 
having  any  choice  of  institutions,  but  finding  myself,  like  travelling  men  some- 
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times  are,  in  need  of  a  collar,  I  decided  to  step  in  the  first  attractive  Uxiking  place 
and  buy  some  collars.  That  was  several  years  ago,  and  collars  were  not  very 
expensive.  On  one  comer  was  a  splendid  men's  furnishing  store,  and  I  stopped 
and  looked  at  a  splendid  window  showing  much  plate  glass— clean,  and  a  good 
display  of  merchandise.  ISverything,  ao  far  as  I  could  aw,  was  attractive.  I 
decided  this  was  my  chance,  to  I  opened  the  door  and  went  into  this  esUblish- 
ment.  I  walked  about  ten  feet  inside  the  front  door,  and  then  stopped  and  looked 
around.  I  saw  no  one;  walked  a  little  farther,  stopped  again;  looked,  and  away 
ahead  of  me  down  into  the  store,  I  saw  someone  sitting  on  a  box  reading  a  news- 
paper, and  then,  helpless-like  (you  know  how  you  feel  when  you  are  a  stranger 
and  like  to  receive  attention  and  don't  like  to  interrupt),  I  said,  "Ahem."  A 
fellow  looked  up,  laid  down  his  newspaper,  raised  himself  off  the  box  and  came 
walking  toward  me,  and  said,  "Do  you  want  something?" 

"Oh,  no. "  If  I  had  a  desire  when  I  came  in,  I  had  lost  it.  "I  came  in  here  to 
k)ok  at  the  paintings,  I  thought  this  was  a  summer  resort,"  I  felt  like  saying. 

Why  do  people  go  into  stores?  Because  they  want  something,  don't  you 
think?  A  decidedly  foolish  question.  "Do  you  want  something?"  in  a  retail  stor*" 

"Well,"  I  thought,  "to  my  mind  there  is  one  practicable  thin?,  and  that  is 
the  attitude  of  the  individual  who  receives  me  in  a  store.  The  kind  of  reception 
I  receive  in  the  store  is  vastly  importen*."     I  wrote  down  "Attitude." 

Prom  that  time  on  this  fellow  was  a  pretty  fair  salesman.  He  inquired 
what  I  wanted;  I  informed  him.  He  looked  at  the  kind  of  collar  I  was  wearing, 
he  saw  what  I  wanted,  brought  it  out. 

I  said,  "What  is  the  price  of  that?" 

"Fifteen  cents." 

"Two  for  a  quarter?" 

"Yes." 

He  sold  me  one;  I  sold  myself  one.  He  knew  his  stock,  was  kind  and  courte- 
ous, and  I  have  no  criticism  on  that  account. 

There  was  a  "T"  stand  at  the  end  of  the  counter  with  neckties.  I  stopped  and 
inspected  them  and  handled  them.  He  saw  me  handling  them  and  saidj  "You 
don't  want  a  necktie,  do  you?" 

I  k»ked  at  him;  he  weighed  180  pounds.  I  12.5.  I  didn't  think  it  right  to 
dispute  his  word.   I  said,  "No." 

He  thanked  me  for  my  purchase  like  every  good  salesman  should  do.  When 
I  was  going  out,  he  said,  "Nothing  else?"  I  was  afraid  to  go  back.  I  said,  "No, 
nothing  else."  I  wrote  down  in  my  book— this  is  something  practicable— "Let 
your  attitude  be  one  of  being  watchful  and  alert  to  be  of  service  to  the  individual 
that  comes  in." 

Let  us  discontinue  any  work  that  may  interfere  with  the  service  in  the  store. 
An  employee  of  an  institution  must  be  Uught  that,  regardless  of  what  else  they 
may  know  about  merchandise. 

I  continued  my  investigations.  The  next  day  I  was  down  at  the  city.  A 
friend  of  mine  in  the  office  said,  "Say,  are  you  going  over  to  a  certain  store?" 

"Yes." 

"WiU  you  buy  me  a  book?"  He  banded  me  a  dollar  and  a  quarter.  "Please 
bring  that  bock." 

Most  of  you  who  have  had  any  experience  in  selling  will  agree  I  was  not  a 
difficult  customer  to  wait  upon.     In  the  first  place,  I  had  positive  instructions 
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what  to  buy.  I  had  no  choice.  In  the  second  place.  I  had  the  .rther  fellows 
rnoney  to  spend,  not  a  difficult  thing  to  do.  you  will  aRree.  not  a  difficult  customer 
to  wait  upon. 

I  went  into  a  large  store.  Three  young  ladies  employed  in  that  department- 
repre«entativc8  of  that  store,  understand-were  standing  there  in  a  group  talking 
You  may  know  how  I  felt.  I  approached  at  a  r«pectful  disUnce.  It  is  rather  em- 
barraaang  to  duturb  gatherings  of  that  kind,  so  I  stood  at  a  respectful  distance 
a  few  momwits.  They  still  talked,  and  I  thought  there  must  be  something  verv 
interesting  here  when  the  feltew  who  supporU  the  store  gets  n..  attention  So  I 
went  a  little  nearer.  This  was  approximately  the  conversation,  not  necessarily 
the  exact  words:  ' 

"You  should  have  Ix^n  at  the  movie  last  night.  I  saw  the  finest  show  <.f  the 
season;  we  looked  for  you.  but  didn't  see  you." 

About  that  time,  the  curtain  went  up.  and  the  show  was  on.  1  sto.xl  there 
at  a  respectful  distance  and  heard  the  whole  show  rehearsed.  It  is  rather  ungrate- 
ful to  mention  it.  for  I  understand  people  paid  fifty  cents  to  sec  that  show,  but  I 
paid  nothmg.  ' 

When  the  show  was  over.  I  thought  I  would  get  .ny  book.  I  said  "I  Ijcg 
pardon,  1  would  like  to  get  one  of  those  books  on  the  table." 

I  guess  tht'v  didn't  like  my  looks.  One  looked  at  the  other  and  said  "Yuu 
wait  on  him." 

I  wrote  down  one  more,  "There  is  nothing  more  important  than  the  first 
imprewion  you  receive  of  that  institution."  If  you  are  running  a  wholesale  es- 
tabhshment  you  will  find  out  what  kind  of  impression  your  customer  receives 
when  he  comes  in,  and  it  is  just  as  applicable  for  the  fellow  who  is  running  a  ston- 
himself.  " 

The  second  step  is  arousing  interest  in  the  commodities  we  sell  We  began 
mvertigation  in  our  own  store  to  see  how  people  succeeded  in  arousing  interest. 
One  morning  I  stood  in  our  store,  one  in  which  persons  were  selling  articles  all 
over  the  store.  A  woman  walked  up  to  a  department  and  said  to  one  of  our 
iprte,     I>o  you  handle  ladies'  handbags?" 

The  girl  laid,  "Yei." 

"I  wouM  like  to  see  some."  ' 

"All  right.  This  one  is  a  dollar,  this  one  a  doUar  and  a  half,"  looking  as  though 
the  woman  were  going  to  sell  herself  a  handbag. 

I  stood  and  watched  the  transaction.  The  woman  received  .jsolutely  no 
infonnation  regarding  those  handbags.  I  said  to  myself,  "We  have  a  vending 
machine  here;  you  can  put  up  a  box  and  put  a  penny  in  and  get  the  thing  you 
came  lot,  without  any  information,  and  we  are  all  wrong." 

As  an  experiment,  I  took  that  mme  young  lady  to  the  man  in  the  institution 
who  waa  respranble  for  the  purchases  of  that  particular  line  of  wares  I  said  to 
that  man,  "You  are  never  going  to  seU  these  wares  so  long  as  you  put  people  out 
there  who  do  not  know  how  to  seH  things.  Until  you  put  a  person  out  there  wh,> 
^  talk  intelligenUy,  you  won't  have  the  sales  speed  up  in  that  department  " 

"How  do  it?" 

"This  way;  go  into  the  office,  tell  the  girl  everything  you  know  about  hand- 
f^gs.  and  d<Hi't  teU  it  in  technical  teniu*.  Don't  tell  her  how  many  rwolutions 
the  machine  makes  in  making  it— she  does  not  care.  TeD  her  what  it  wiU  do  for 
the  customer,  so  that  she  wiH  be  able  to  ulk  intelUgently,  that  because  it  is  made 
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of  this  kind  of  leather,  it  is  going  to  give  her  certain  service — (from  the  fastenings 
you  may  expect  certain  service) — ^that  it  is  an  advantage  because  it  hat  a  par- 
ticular kind  of  lining.  Give  her  all  the  information  she  ought  to  have,  and  send 
her  back  and  tell  her  to  keep  it  secret." 

I  wanted  to  make  an  experiment  and  kept  track  of  that  girl's  sales  and  the 
other  girls'  sales,  and  she  sold  40  per  cent,  more  than  the  others.  Pretty  soon 
customers  began  to  ask  that  girl  questions  because  they  found  she  could  talk  in- 
telligently about  the  merchandise. 

We  began  having  meetings  in  the  store  and  getting  the  people  tceether. 
The  man  who  bought  the  shoes  told  them  all  the  necessary  things  people  ought 
to  know  (not  the  technical  terms),  but  just  what  it  would  do  for  the  customer — 
what  they  might  expect  in  the  way  of  service — just  why  this  particular  construc- 
tion was  a  little  bit  better  than  others.  We  didn't  ask  them  to  know  the  tech- 
nicalities at  all,  because  the  average  customer  is  not  interested  in  them,  but  we 
asked  them  to  study  what  was  of  interest  to  the  customer.  Instead  of  pointing 
at  this  chair—if  we  were  selling  chairs — and  saying,  "That  is  a  good  chair"  (you 
have  all  heard  that  remark),  we  Uught  them  to  say,  "That  is  a  good  chair  because 
it  is  made  of  oak."  Instead  of  saying,  "That  is  a  nice  shoe,"  we  Uught  them  to 
point  out  what  it  was  that  nu.ae  it  nice.  Instead  of  saying,  "That  is  going  to  wear 
a  long  time,"  we  taught  them  to  say,'  "You  will  get  a  lot  of  service  out  of  that 
Ijecause  it  is  made  out  of  a  certain  kind  of  leather,  in  a  certain  way."  We  found 
out  there  was  no  kind  of  merchandise  that  did  not  have  some  talking  points. 

The  third  step  that  I  suggested  was  to  create  a  desire  for  the  commodity.  I 
want  to  say  to  you  that  there  is  an  art  in  selling.  You  can  create  a  desire  for  your 
commodity,  and  if  you  realise  it,  to  that  extent  will  your  sales  increase.  I  might 
attach  a  vending  box  machine  on  the  wall,  drop  a  penny  in  the  box,  press  a  button, 
and  obtain  some  article  out  of  it  without  saying  anything.  That  is  not  creating  a 
demand;  that  is  not  selling.  The  individual  who  thinks  how  to  create  a  demand 
for  the  commodity,  who  thinks  always,  "How  can  I  make  larger  sales,  bow  can 
I  sell  more,  how  can  I  sell  this  article  that  is  not  moving,  how  may  I  educate 
people  to  the  use  of  new  products  that  come  into  my  store," — there,  my  friends,  are 
the  large  ideas  bade  of  all  the  salesmanship  in  the  world.  Show  me  a  salesman  in 
any  line  who  has  not  yet  realised  that  a  salesman  should  be  an  educator,  and  I 
will  show  you  one  who  has  not  yet  reached  the  success  he  ought  to  have.  It  is 
the  duty  of  a  salesman  to  his  community,  to  say  nothing  of  his  duty  to  himself, 
to  keep  his  people  in  touch  with  the  progress  of  the  age  by  suggesting  the  new 
things,  by  stocking  his  store  with  things  that  will  render  service  and  then  telling 
IMXtple  how  these  things  will  serve  them.  Only  by  being  an  educator  is  he  render- 
ing the  service  he  should  render  to  justify  his  existence,  that  of  serving  the  people 
of  his  community  by  becoming  an  expert  buyer  for  the  people  of  his  commtmity. 
It  means  the  difference  between  the  principles  of  going  to  work  in  a  store  and  say- 
ing, "Well,  not  many  people  came  down  this  morning.  Business  was  'rotten.'  " 
Or  on  the  other  liand  of  saying,  "Well,  it  is  to<j  bad,  we  had  a  bad  day  to-day,  and 
the  boss  did  not  do  much,  and  the  overhead  expenses  are  going  on  all  the  time, 
and  so  to-morrow  I  must  try  to  see  if  I  cannot  think  of  some  plan  to  enlarge 
the  business,  to  make  up  for  this  dull  day." 

When  the  new  products  come  in,  he  does  not  put  them  on  the  shelf,  but  he 
lK!t(ins  to  think  how  customers  can  use  them. 
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"How  can  I  display  them  so  the  customers  will  Im;  interestcl '" 
I  say  to  the  people  that  will  interest  them?" 

I  was  in  a  Western  city  in  Wisconsin  last  March.  As  most  ..f  you  know  in 
connection  with  our  Extension  work  in  the  Commerce  department,  we  iruvel'all 
Z\a  1^  ^f.  '"~*  *''*'  '"•chants  in  their  own  stores  i-  their  own  towns. 
Wehad  a  body  of  forty-two  men  and  women  who  came  to  study  l.usiness.  Amone 
than  was  a  young  man  who  had  received  a  little  money  and  embarked  in  a 
grocery  store  to  make  a  living-that  is.  existing-scarcely  living.  The  y.>unK 
man  was  mterested  in  these  problems,  and  came  to  the  sessions  camestly  week 
alter  week,  endcavonng  to  acquire  some  of  the  ideas  we  were  trying  to  leave  with 
hm,.  A  week  later  I  went  to  the  city.  In  the  afternoon  I  walked  into  the  local 
newspapo-  office  to  discuss  some  matters  with  the  editor,  because  I  was  stu.lyinjj 
■ome  of  the  conditions  in  that  community  with  which  he  was  familiar.  While  I 
was  there,  this  young  feUow  came  in  with  a  sheet  of  paper  in  his  hand.  He  said 
to  me,  5>ay,  Irwin,  are  you  studying  advertising?" 
I  laid.  "Yes.  I  am  trying  to  find  out  all  I  can." 

He  said,  "I  am  going  to  put  this  little  advertisement  in  the  paper  to-morrow 
It  costs  some  money  to  advertise.  I  would  Uke  to  know  what  you  think  of  it  " 
I  kmked  at  it  and  smiled. 

"You  want  me  to  look  at  it,  do  you  want  me  to  tell  you  it  is  fine?" 
I  am  one  of  the  people  who  is  serving  the  public,  and  I  have  found  out  it  is  not 
wi«  always  to  say  what  you  think.  I  toW  him  I  would  look  over  it  with  the 
understanding  that  I  would  teU  him  what  I  thought  of  it. 
^•Pirst,"  I  said  to  him,  "I  am  not  an  authority  on  anything  in  the  world: 
Srf^r;,!^  ""  "?^"  j"' °»'«»"ti««  to  use  any  idea  I  suggest:  third.  I  will  be 
Elh^Jt  l^rr  T^  '*  y°"/ear  this  up  and  say  it  is  absolutely  no  good. 
•'M  rSf -^  understanding  I  will  give  you  my  opinion  of  the  advertisement." 

«  Ji^  ««iverti«»nent  read:   "John  Smith.  Grocer.  17  Main  Street.     Oranges. 
36cmUado|«L    Give  us  a  caU.    We  appreciate  your  patronage." 

He  said,  "What  do  you  think  about  it?" 
f.ii  '  ^^^^  *  moment,  for  he  was  a  pretty  good  feUow.     "I  would  hate  to 
teU  you.  I  mU  wnte  my  idea  on  the  other  side  of  the  sheet  and  yo«  can  do  what 
you  hke  with  it;  tear  it  up  if  you  like  "  ""  «nai 

"Go  ahead." 

I  started  out  like  this: 

''.^f*  "•'"•     J"«*  «""«  downstairs.     Have  no  appetite,  and  it  is  a  hiuc 

momii^. 

The  man  looked  at  me  and  thought  I  was  insane. 
"SevCT-thirty.   I  am  feeling  better  now."    And  now  he  thought    I 
insane,  judging  from  the  way  he  looked. 

Then  I  went  on:   "Just  went  into  the  dining  room;  had  no  appetite; 


was 


wife 


Found  it  was  not  such  a  bad 


had  one  of  those  big  Ftorida  oranges  cut  in  half, 
morning  after  all." 
"Go  on." 

I  went  on.     "You.  Mrs.  Housewife,  do  you  desire  to  give  your  husban.l 

Tcv  ^.ra?"''''"'  '"V^U^^  '^^"  "^-^  another'lh.pment  of  t^^ 
juicy,  splendid  oranges.  If  ordering,  include  a  few.  Thev  are  reasonable  in 
pnce,  tempting  to  your  entire  family." 
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I  Mid,  "Will  you  run  that?"    It  cxxmpied  exactly  the  aame  amount  of 
space  ai  the  one  he  had  written. 

Next  week  I  met  him  at  his  front  door,  and  he  called  me  in. 
"Well,"  he  said,  "I  will  give  it  to  you." 
"You  don't  need  to  give  me  anything.    What  is  the  trouble?" 
"More  oranges  went  out  this  week  than  any  time  in  the  hi8tor>-  of  the 
store." 

"I  am  glad  to  hear  it.  Did  you  run  the  advertisement?" 
"Yes.  How  do  you  do  it?"  (I  am  using  his  own  words.) 
"You  don't  owe  me  anything.  Any  man  who  is  selling  that  does  not 
know  the  difference  between  saying,  'If  you  must  have  a  thing  you  can  come 
down  to  my  store  and  get  it,'  and  the  man  who  says,  'I  am  going  to  try  and 
create  a  demand  for  my  product,'  that  man  has  no  place  in  business."  There, 
my  friends,  is  the  secret  of  the  failure  of  a  large  percentage  of  business  men. 

What  do  the  mercantile  people  tell  us  is  the  chief  cause  of  failures?  Failure 
to  move  the  merchandise.  '^  'lere  is  just  as  much  difference  between  nelling  and 
creating  a  demand  as  between  daylight  and  dark.  The  more  demand,  the  more 
prosperous.  Every  employee  in  your  institution  should  study  how  to  make  a 
demand  for  your  commodity. 

If  you  receive  some  bird  cages,  and  you  know  some  woman  over  here  has 
a  bird  and  maybe  her  old  cage  is  battered,  your  people  ought  to  know  enough 
to  direct  her  attention  to  those  bird  cages.  If  I  am  a  customer  in  y;our  grocery 
store  and  you  people  know  I  am  fond  of  salt  fish,  your  salesmen  have  not  much 
tact  if  yau  receive  some  of  that  salt  fish  and  do  not  let  me  know.  Create  a 
desire. 

The  fourth  step  is  ckmng  the  sale.  I  said  this  morning  that  I  thought  a 
satisfied  customer  was  the  best  asset  of  any  business.  I  woukl  rather  be  en- 
Kaged  in  building  business  and  have  one  customer  go  out  to-^y  an  advertise- 
ment for  my  store  than  to  have  fourteen  to  buy  and  go  out  advertising  the 
wrong  way.  Just  the  same,  there  are  some  things  about  closing  a  sale  which 
each  individua.  ought  to  know.  I  will  give  you  an  illustration.  In  your  own 
Canada,  over  in  Ontario,  this  happened. 

One  morning  I  went  into  one  of  the  small  cities.  Some  of  you  would 
recognize  it  if  I  were  to  mention  it.  I  was  engaged  there  for  two  weeks  with  the 
Iiroprietor  of  a  store  in  that  city.  He  had  a  force  that  needed  attention.  I 
spent  two  weeks  there  in  education  work.  He  and  I  were  standing  in  the  men's 
furnishings  department  one  morning  early  in  the  spring.  A  fellow  rode  up  in 
front  in  an  automobile,  walked  in  and  said,  "I  want  a  straw  hat." 

A  young  man  came  up  to  give  him  a  hat — a  splendid  looking  young  man, 
courteous  and  kind.  He  showed  him  a  number.  I  heard  the  man  say,  "I  think 
this  is  ahoul  my  kind.     How  much  •.?  this?" 

"W.SO." 

"That  is  pretty  good;  that  is  about  my  kind.     Certain  sisc?" 
"Yes." 

He  put  it  on,  went  over  and  looked  in  the  mirror. 

The  clerk  said,  "Here  are  some  more  you  have  not  yet  sieen.  This  one  is 
only  t:i.  this  one  t2.{iO,  and  this  one  92." 


The  customer  wu  a  oourteoiu  one  and  liked  to  oblige  the  lalennan.  He 
tried  than  on  and  went  back  to  the  original  and  «aid.  "I  think  I  like  thi«  one 
better  than  any  of  them." 

The  proprietor  looked  at  me  and  said,  "Do  you  think  he  is  going  to  let 
hira  have  it?"  * 

I  didn't  know,  for  just  then  he  went  to  another  table.  Eventually  the 
young  mMi  got  his  hat.  and  saying,  "Don't  wrap  it  up.  I  wiU  uke  it."  jumped 
mto  hu  car.  "^ 

Then  drws  goods.    A  woman  kicked  at  brown.    "That's  just  my  shade," 

'^5  ■"*?•     /"".*  "  '"•*  '°^«ly.  i"'*  ^»»t  I  have  been  k>oking  for.    Any  trim- 
ming with  that?" 

"Oh,  yes.    This  and  this." 

"How  much  docs  it  take?" 

"Only  seven  yards." 

"That  is  quite  economical,"  she  said;  "seven  yards  U  not  so  much.  ReaUy, 
that  u  what  I  have  been  looking  for  aU  the  time.    Just  the  thing." 

Just  then  the  inexperienced  salesman  comes  up  and  says.  "Here  are  a 
couple  of  other  pieces  I  almost  overlooked." 

The  woman  was  satisfied,  you  know,  but  she  k»ked  at  the  others  and  said. 
Just  give  me  a  sample.  They  are  all  so  nice  I  do  not  know  which  to  buy  " 
and  goes  out  and  buys  from  some  other  salesman.  We  did  not  ckMe  the  sole 
there.     Eto  not  oonfuae  customers. 

We  found  it  was  necessary  to  get  a  more  rapid  turnover  and  to  sell  some 
other  goods,  so  we  made  six  steps  out  of  the  sakxmanship  course  instead  of 
four. 

The  next  one  we  suggested  was  this.  We  went  into  one  store  and  studied 
the  grocery  department.  Two  men  were  working  together.  Both  of  them  came 
at  Uw  same  time  in  the  morning,  both  went  home  at  the  same  time  at  night; 
both  were  honest,  capable  hard  workers.  One  of  them  in  a  given  time  sold 
MOO  worth  and  the  other  S4M  or  tfiOO,  apparently  with  no  more  effort.  We 
began  to  ask  the  reaKML  Did  one  of  them  walk  as  rapidly  as  the  other?  It  was 
not  that.  It  was  not  speed.  We  found  out  in  this  particular  departinent.  A 
honaewif e  can»  m,  saying,  "I  need  some  more  groceries;  I  wish  I  oould  think 
of  something  new." 

The  grocery  man  is  a  sympathetic  feUow,  and  said,  "You  women  do  have 
a  hard  time,  but  he  never  tells  her  about  anything  he  has  there.  He  is  not 
increwing  business;  he  keeps  the  goods  on  the  shelf,  does  not  snrt  them  mov- 
ing. But  the  feUow  that  made  the  sales  said,  "Yes,  that  is  true.  You  know  we 
have  this  and  that  particular  thing,  very  popular."  And  so  it  helps  in  your 
case  by  being  able  to  inteUigently  suggest  to  the  customer  that  which  will 
supply  their  needs  without  very  much  eflFort. 

If  a  giri  works  in  a  dry  goods  department  and  a  customer  comes  in  to  buy 
some  shoe  strings  and  the  giri  says,  "Here  are  a  nice  lot  of  ookirs  Uuit  came  in 
last  night."  interest  is  at  once  aroused.    Tell  store  news. 

We  found  that  there  is  such  a  thing  as  being  too  insistent.  We  actuaUy 
dachaiged  one  individual  in  our  store  who  said.  "I  want  to  sell  you  so-and-so  " 
and  Let  me  sen  you  something  else,"  and  so  on,  until  we  became  disgusted 
and  the  customer  bec«ne  diagusted.  We  said.  "The  first  saleman  that  becomes 
UMrtent  ta  going  to  kwe  his  job.  but  we  want  you  to  teU  store  news." 


Here  is  the  plan  of  a  large  store  at  Cohaven.    They  used  a  card  which  was 
ruled  like  this: 

SALES  BY  SUGOESTION 

W«A  ladiag. 

CMh  Cr*dH 


MOH  _.. 

AMOUNT 

AMOUNT 

T018 

WID - 



THURS  

IW.„ 

SAT. 

Dtyt.. 


Re. 


Motto:     "FU  toQ  awtomon  oil  obont  tho 


I  worked  in  a  little  town  (Newhaven)  after  that.  I  gave  that  card  to 
every  employee,  and  said,  "Don't  be  too  insistent;  if  you  want  to  make  sales, 
create  a  demand  for  something  else  in  your  department"  I  asked  the  aooooot- 
ing  department  to  keep  track  of  those  cards.  A  sale  by  suggeaticm  is  something 
created.  If  I  come  into  your  store  and  say  I  would  like  to  have  two  sboe 
buttons,  you  cannot  say  that  is  a  sale,  but  if  while  I  am  in,  you  direct  my 
attention  to  shoe  polish,  and  I  purchase,  that  is  a  sale.  The  accounting  de- 
portment found  an  increase  of  $72  per  day  without  any  increase  in  the  overhead. 
I  went  to  a  small  town  three  years  ago,  and  I  menticoied  that  and  a  fdlow  said 
to  me,  "That's  big  store  stuff.  That  crazy  fellow  again."  I  said,  "I  know  I 
am  cracy,  but  I  am  going  to  tell  you  the  reason  of  the  success  of  all  big  stores." 

I  went  into  a  st(M«  employing  approximately  fifteen  people,  three  of  whom 
were  not  selling.  I  pointed  out  the  power  of  suggestion  in  saleanuuwhip.  I 
said  to  the  boys,  "That  is  the  way  to  get  more  salaries  and  sell  more.  Tell 
store  news."  I  have  in  my  possession  a  letter  from  the  manager  of  that  store 
stating  that  they  made  9275  a  week  additional  sales,  without  any  extra  expense. 
Twenty  miles  from  that  place  was  another  store  working  five  people,  induding 
the  manager  himself,  two  boys  and  two  girls,  and  he  said,  "That  is  all  big  sttve 
stuff,  you  cannot  do  it." 

"All  right,  we  will  try.  I  get  my  money  just  the  some.  I  am  paid  by  the 
state  to  help  you  fellows."  I  said  to  his  employees,  "I  am  gmng  to  show  you 
bow  to  sell  more,  and  when  you  ask  the  boss  for  a  raise  next  month  you  can 
look  him  in  the  eyes."  The  emptoyees  were  interested  when  I  talked  about 
earning  more  money.    They  had  something  at  stake  now,  so  they  were  inter- 
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r^.hllS  !h  r?  '"«n  th>«"ty  which  sutes  that  institution  a  short  Ume 
a«o  showed  the  firat  month  t200  increase-as  high  as  fNOO  increase  in  that 
Store  s  biunness.  An  individual  asked  me  how  that  profits  the  individual  beside 
the  store.  I  have  a  letter  from  one  of  the  boys  in  which  he  tells  me  he  is  making 
approximately  $24  additional  sale,  by  finding  out  there  was  such  a  thing  aa 
telling  store  news.  One  little  girl,  who  supported  her  mother,  worked  in  artore 
for  five  doUar.  and  a  half  a  week.  This  is  where  wc  «^e  the  people.  We  took 
that  httle  g,rl  who  had  been  denied  the  privilege  of  an  education.  She  was 
wiUmg  to  help  the  store  but  didn't  know  how.  I  had  a  personal  Ulk  with  that 
httle  gir  and  showed  her  how  to  advertise.  She  was  most  attractive  She 
happened  to  he  working  in  a  shoe  store.    The  manager  of  that  store  wa«  a  fair 

for  shoes  !  figured  out.  He  said  this  girl  was  costing  too  much.  1  said.  "No 
Hhe  «  a  hve  one  •  "  Two  weeks  later  sh^  had  increased  her  sales  approximately' 
«70.  and  reduced  seUing  expenses  approximately  4  per  cent.. 'and  I  said  to  the 
manager  You  ought  to  be  ashamed  of  yourself:  you  ought  to  divide  it  with 
mat  girl. 

He  said.  "I  am  fair,  I  wiU  pay  what  is  fair  and  right." 

The  first  week  he  said.  "You  tell  the  girl  about  it." 

I  put  fifty  cents  in  that  girl's  envelope,  and  said  to  her.  "The  proprietor 
said  you  earned  fifty  cents  more  this  week.  He  is  glad  for  you  to  have  it  and 
rjili^"  to  ^  to  have  ^ome  more.  If  you  go  on.  he  is  going  to  show  you  he 
s  wdtag  to  be  fair.  There  are  certain  fixed  expenses  ycni  must  make;  beyond 
that,  he  u  willing  to  be  fair  to  you." 

w«*'l"LTr''  ^^  '**'  ''''^"  °^  ^^'°«  '^'-  '^'^  ««»'*  **"»"  '"d  the  next 
week  a  dollar,  and  the  next  week  .he  said  to  me,  "Would  you  mind  arfcing  the 
proprietor  of  the  store  if  he  would  save  that  for  me  for  Christmas.  bewuTthat 
extra  money  is  about  all  I  have  for  Christmas.  If  1  take  it  home,  there  is  the 
temptotion  to  spend  it.  Ask  him  to  keep  it  for  me  and  I  will  have  a  Uttle 
money  for  Chnstmas."  She  thought  it  was  the  greatest  thing  she  ever  heard  of. 
I  could  go  on  and  show  you  sales  of  as  much  as  SHOO  in  seven  weeks  in 
aamrtitution  with  twenty-five  people  working,  out  in  a  lumber  camp  where 
thqr  didnt  even  have  .how  windows,  never  spent  a  penny  adverting,  and 
half  the  customers  were  foreigners  working  in  the  lumber  yards. 

The  modem  busine*.  methods  of  selling  include  salesmanriiip.  The  power 
of  >U|»»tion  18  just  as  important  to  a  man  who  lives  in  a  town  where  there 
are  WO  people  and  he  «  the  only  on«H-a«  it  is  to  a  man  in  Winnipeg  who  has 
one  thousand  employe«8. 

The  last  step  is  retaining  the  goodwill  of  the  customer.  You  feUows  who 
hve  tn  the  «naU  town,  do  not  have  the  people  pasring  every  day  likethedty 
merchant  You  are  compelled  to  build  your  buanes..  Each  transaction  riiould 
be  a  «t«factory  one.  ao  that  every  customer  come,  back  again  and  again,  and 
they  go  out  an  advertisement  for  your  business.  The  personal  element-the 
confidence  of  your  patrons,  the  utisfied  customers-is  the  best  asset  Train 
your  employees,  my  friend..  If  you  have  only  one.  uke  time  to  explain  then 
principles.  If  neceswry.  shut  down  your  institution  for  an  hour  and  tell  your 
clerk,  (one  clerk  if  he  i.  the  only  one)  how  he  can  talk  intelligently  about  goods 
he  sells-whether  it  be  windmills  or  powder  puffs.  Say  to  him.  "You  study  how 
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to  ahow  these  goods  tnorv  attivctively,  how  to  display  m>  that  pviiple  will  be 
iota-eatod  when  Uiay  oontc  in,  and  try  tbcae  little  experimental  sufgestiooa." 
And  lay,  "If  you  make  sales,  you  will  help  yourself  and  help  the  store."  It  is 
nothing  more  than  making  your  salespeople  the  representatives  nl  ^rour  institu- 
tion. 

Don't  overiook,  because  you  are  a  small  man,  the  problem  of  selling.  The 
problem  of  setUng  is  just  as  much  to  you  if  yon  have  one  employee  as  it  ia  to 
the  tag  organisation  with  two  thousand,  be  you  wholesaler,  proprietor,  or 
executive.  You,  yourself,  may  make  things  possible  by  educating,  so  that  your 
entire  staff  may  help  you  carry  the  burdens  and  help  your  turnover  by  knowing 
the  principles  of  si^eantanahip. 
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CO-OPERATION  AMONG  RETAILERS- 

VALUE  TO  YOUR  TOWN  AND 

TO  YOURSELF 

■Y  o.  pftTOR  oiwnr 

My  friend*.  I  Hincwely  hope  the  •ddrc«s  my  collei«ue  hu  ju.t  given  you 
fc'j  left  an  impression  upon  you;  I  mean  the  kind  of  impression  that  UuU. 
When  I  wan  a  little  snuller  than  I  am  now,  and  decidedly  younger.  I  wa« 

*"  ul^^  "^  '^*""  ■*  '**~'-  '-'''*  "™***  "^^  ^y  »  «•»«>'.  I  »««<<  very 
much  dehght  m  trymg.  if  you  will  excune  the  expresuon.  to  "lUnd  in"  with  the 
big  boys,  and  lo  I  was  very  anxious  to  follow  their  denres  and  show  I  was  a 
Kood  feUow.  It  was  dwded  that  on  Friday  afternoon  we  were  going  to  have 
rectUtiona  and  ask  the  fond  parenU  of  the  scholars  to  come  in.  The  Friday 
afternoon  arrived,  and  the  teacher  instructed  a  certain  number  of  us  to  recite 
The  big  boys  said.  "We  are  not  going  to  recite,  that  is  for  kids."  I  wanted  to 
be  a  big  boy,  so  I  said,  "I  am  not  going  to  recite  either."  ' 

That  week  a  conference  of  the  officials  of  the  institution  was  caUed  and 
they  told  us,  "You  fellows  are  going  to  redte  or  something  is  going  to  happen 
to  you."  We  decided  the  best  thing  to  do  was  to  recite.  The  big  boyt  said  to 
me,  "If  you  will  recite  the  piece  that  we  write  for  you,  you  will  be  one  of  the 
gang  forever." 

That  was  my  idea  of  getting  to  be  a  man  (co-operating  with  the  big  boys), 
so  I  laid,  "AU  right.     I  am  game." 

By  way  of  explanation,  1  might  sute  that  we  had  a  female  teacher  who 
waa  of  uncertain  age.  not  very  beautiful,  and  decidedly  unpopular.  These  boyi 
competed  a  little  rhyme  about  her.  At  recesa  and  after  school  they  coached 
m*  to  reate  it  perfecUy.  Friday  afternoon  came,  the  room  was  crowded  with 
the  food  parenU  who  were  going  to  see  their  children  perform.  They  called 
upoo  a  Uttle  girl,  and  she  recited  "Mary  had  a  little  lamb."  Then  they  caUed 
upon  your  humble  aervant.  I  kwked  at  that  audience  and  I  fdt  pretty  sorry 
that.  I  had  undertaken  that  kind  of  a  trick.  In  fnmt  of  me,  aa  you  gentlemen 
are  to-day,  were  the  faces  of  the  big  boys.  In  imagination  I  thought  they  were 
saying  to  me,  "I  dare  you."  So  I  went  upon  the  pUtform  and  started  to  recite. 
The  words  are  not  very  beautiful,  but  I  think  you  will  get'the  ngnificance  of 
them.  I  said,  "O  Lord  in  heaver  'ook  down  in  mercy  upon  us  poor  sinners  here 
bdow;  they  hired  a  fool  to  teach  our  school,  and  paid  her  only  fifty  dollars." 

Wdl,  it  is  needless  to  say  the  seasicHi  was  broken  up  immediately.  Recess 
came  in  about  a  minute.  The  teacher  said,  "Sit  down,"  and  I  sat  down.  They 
did  not  have  any  mor^  redUtions  that  afternoon,  because  the  fond  parenU 
could  not  recover. 

About  twenty  minutet  afterward  the  school  was  dismiased.  I  was  sitting 
there  and  the  teacher  said,  "Will  you  please  remain?"  I  remained,  imd  she 
said:  "Some  of  these  days  when  you  get  okler  and  wiser  you  may  want  to  tell 
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this  incident  to  somt-  erf  your  friends.  I  am  very  much  afraid  that  you  arc  not 
Kning  to  rcmcmljer  it.  Now,  I  am  K<>ing  to  do  you  a  great  service.  I  am  goinK 
to  so  impress  that  upon  your  mind  that  you  will  never  forget  it." 

All  around  the  room  was  the  bUcktxwrd.  She  said,  "You  must  remain  berc 
every  afternoon,  instead  of  going  home  at  three  with  the  rest  of  the  boys,  until 
you  have  written  out  this  one  hundred  times.  If  you  are  not  then  in  a  ijositinn 
to  repeat  it  without  hesitation,  I  wiU  let  you  write  it  another  hundretl." 

Well,  I  visited  with  that  teacher  for  many  afternoons,  and  she  made  an 
impression  upon  me,  too.    You  heard  how  well  I  recited  it  to-day. 

If  there  is  anything  I  would  like  for  you  to  carry  away  from  ihi.s  session 
it  is  the  impression  that  my  friend  has  tried'  to  leave  with  you.  1  hope  that 
fifteen  or  twenty  years  hence  you  will  still  be  able  to  carry  a  distinct  imfiression 
of  the  things  he  said  to  you  this  mominx  alwut  your  own  welfare  and  the 
welfare  of  your  community. 

Your  welfare  and  the  welfare  (rf  your  community  are  closely  unite<l.  Y<hi, 
as  retailers,  cannot  draw  the  hne  and  say,  "This  is  our  position  and  this  is  the 
IMNiition  of  the  community." 

Over  in  New  York  State,  as  most  of  you  know,  we  have  a  splendid  mer- 
chandising establishment  called  Lord  &  Taylor.  There  is  also  an  Episcopal 
minister  whose  name  is  Taylor.  Mr.  Taylor  has  a  little  daughter.  One  Satur- 
day morning  Mr.  Taylor  was  in  his  Hudy  pre|>aring  his  sermon  for  the  next 
day,  and  little  Mary  came  in.  Finally  Mr.  Taylor  called  little  Mary,  sat  down 
and  took  her  on  his  knee  and  said.  "Mary,  father  loves  you.  He  loves  to  have 
you  with  him,  but,  Mary,  father  is  in  business  with  the  Lord,  and  has  to  spend 
this  morning  attending  to  the  Lord's  business.  Now  you  run  off  and  play,  and 
when  father  gets  through  with  the  Lord's  business,  he  will  come  out  and  play 
with  you." 

Ma/y  was  small,  but  Mary  lud  an  active  mind.  Mr.  Tayloi  went  out  of 
the  study  an  hour  later.  On  the  outside  of  the  study  cloar  he  could  sec  some- 
thing white.    He  thought,  "That  is  funny,  something  stuck  on  my  door." 

Little  Mary  has  gra«p<il  the  idea,  "in  parttiership  with  the  Lord."  She 
had  picked  up  a  New  York  Times,  and  saw  across  the  top  a  big  ailvertisement 
with  the  words,  "Lord  &  Taylor,"  so  she  had  taken  the  scissors  and  cut  it  out 
and  pasted  it  on  the  door. 

I  wonder  if  you  heve  pasted  (m  the  d<x>r  of  your  community  or  the  door 
of  yinir  retail  stores  these  words,  "Retailers  and  community?"  Co-operation 
of  the  two  is  the  thing  that  is  going  to  mean  success  for  both  of  you.  When 
you  show  me  a  town  with  those  words  across  the  doors,  as  it  were,  I  will  show 
you  a  town  where  if  you  start  out  to  find  "Mr,  Jealousy,"  you  will  have  to  look 
in  the  dump  heap  to  find  him.  Everybody  is  working  for  everybody  else's 
interest.  When  you  find  that  town,  you  lire  going  to  find  retail  merchants  who 
have  got  away  from  that  old  narrow  view  of  "How  much  money  can  I  make?" 
You  are  going  to  find  there  retailers  cither  as  individuals  or  as  an  orgwiisation. 
Instead  of  saying  to  somebody  else  that  "You  ought  to  get  together  in  this 
town,"  they  first  start  to  get  together  themselves.  The  first  thing  that  they 
do  is  to  ask  themselves,  "Aru  we  patronising  the  other  retailers  in  town  our- 
selves before  we  ask  somctjody  else  to?"  Is  the  drug  store  man  buying  from 
the  hardware  man?   The  first  step  for  the  retail  merdiants  in  town  is  to  get 
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together  and  to  say  to  their  famihes,  "We  are  going  to  spend  all  our  money  in 
town,  and  maylie  we  will  spend  part  of  it  with  our  competitors."  There  is  the 
first  principle,  my  friends,  of  a  successful  town  regardless  of  si«e. 

Then  you  are  going  to  get  together  as  reUUers,  and  you  are  going  Uj  adopt 
s<ime  stondard  practices.  What  arc  they?  About  four  years  ago,  in  the  town 
where  I  am  conducting  Inisiness,  we  decide<l  that  it  was  a  crime  to  ask  the 
>jirl8  who  were  working  for  us  to  come  down  in  the  m.«T»ing  at  7.30  or  H  o'clock 
and  to  remain  at  work  till  nine  o'clock  at  night.  Wc  went  out  in  the  community 
and  said  to  th..se  other  retailers,  "This  is  all  fcK.lishness,  trying  to  get  human 
lyings  to  d<i  what  only  machinery  can  do.  Wc  an-  going  to  ckwo  our  store  at 
six  o'clock." 

They  replietl,  "It  cannot  l>e  done;  tho.sc  fanners  all  come  in  later  to  buy, 
and  they  won't  stand  fr)r  it.  We  won't  close  up  »>ecau.se  we  woul<!  I.>s.-  our 
fnisiness." 

Wc  ha<l  alH)tU  ten  small  reUilers  who  handlwl  small  |)ortions  of  the  .same 
Imes  that  we  han.lle.!.  This  town  had  a  jK.pulation  of  3,a)0  an.l  a  drawing 
lM>pulation  of  a  goo.1  many  thousands.  Wc  wrote  some  advertisements  and 
placed  them  in  the  iwjkt  suting  that  our  people  were  human  iK-ings,  that  we 
were  under  the  impression  that  no  human  Innng  could  work  all  the  time  and  lu- 
efficient.  We  liegan  to  close  f>ur  store  at  six  ..'cl.wk  every  night  excq)t  Satur- 
day. 

The  fellows  all  over  town  said.  "They  will  go  broke,"  and  we  were  afraid 
we  would,  I  will  frankly  say.  Three  m<mths  Utcr.  the  nearest  competitor  had 
put  an  advertisement  it  ,•  j)a|x;r  and  said,  "We  are  going  to  close  at  six 
o'ctock  after  this."  His  ..,x  was  a  friend  of  ours  ami  had  l)cen  watching  us 
very  carefully.  I  .said  it  jwid,  and  he  <I<  idetl  it  would  too.  We  ran  on  for  six 
or  seven  months,  and  eventually  anotlur  man  fell  in.  The  year  l)efore  last 
they  caUed  a  meeting  of  the  Retailers'  Ass<K:iation.  You  can  have  an  tirganiia- 
tion  withotit  having  an  association,  you  know.  They  decided  to  close  at  six 
o'clock  every  night  except  Saturday  night.  We  had  already  »H?cn  doing  it  two 
years.    They  passed  it.    Evcrylxxly  fell  in  line. 

Go  down  to  my  home  town  to-day,  and  everybody  ckises  at  nine  o'clock 
on  Saturday  night.  Everyone  has  just  the  same  volume  of  business,  for  they 
all  ckise  at  the  same  time.    Uniform  practices  |)ay. 

We  used  to  extend  credits  for  a  year,  and  thought,  "These  fellows  cannot 
pay  but  once  a  year,  Injcause  they  only  have  a  cerUin  crop."  Almost  all  these 
feltews  that  did  not  jiay  us  for  six  months  could  buy  us  out.  Why  should  wc 
carry  them  twelve  months  without  interest?  We  made  them  pay  one  ihjt  cent, 
more  than  they  would  pay  at  the  l>ank  fcM-  borrowed  money  if  the  accwmt  was 
overdue.  We  did  not  start  by  cutting  down  to  thirty  .lays  at  first,  but  we 
grKlually  curtailed  the  credit  time.  What  is  the  result?  They  liom.w  the 
money;  it  is  cheaper.   What  is  the  bank  for  but  to  loan  the  money? 

Then  we  liegan  to  tighten  up  on  the  crediU.  I  shall  not  go  into  <lctait 
except  to  aay  that  we  organised  a  credit  association;  we  exchanged  esperienc(>s, 
We  did  not  blacklist  anybody,  but  we  gave  the  other  fellow  the  benefit  of  our 
experience.  If  he  was  a  wise  merchant,  he  knew  what  to  do.  We  didn't  say, 
"Wdl,  it  U  all  right,  of  course,  but  !  will  take  a  chance  on  him." 
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1  hcord  «>(  a  younx  nuut  whi>  went  in  wurk  in  m  Hturc,  und  the  Immm  Haiti  U> 
him,  "Now,  yini  wstch  the  crcdiu  very  cairfully,  and  don't  ntH>n  n  new  nrcnunt 
without  findinK  out  all  about  it." 

Thr  younx  n^*>i  waa  conHcicntiu«iit,  and  laid,  "All  rixht." 

Two  or  three  dayn  later,  the  proprietor  came  in  aiid  w^ii  lookinK  itvnr  thr 
charne  alipa,  and  aaw  Henry  James'  name  on  one.  Me  mid,  "f.onk  here.  Did 
you  open  this  account  with  Henry  Jamcwi*" 

"Yea,  air." 

"What  did  you  do  it  for?  I  tol<l  you  tu  lind  mil  all  nhi*ul  n  iierKon  liefurr 
you  opened  an  account  here." 

The  clerk  iaid,  "I  did — I  called  up  and  found  out  that  he  owt-d  everybody 
in  town,  and  I  thought  a  fellow  like  that  ymi  WtHiId  like  to  havi<  hiM  name  on 
your  booka,  too." 

That  younx  >"■»  could  not  diHtinxuiiih  lietween  the  fellow  that  owtsd  every- 
body in  town  and  the  fellow  that  paid  everybody  in  town.  Wc  do  not  have 
bad  loaaes,  because  we  control  credits.  Each  man  took  part  in  the  effort  without 
thoM!  hateful  jcaknisies  which  make  him  say,  "Well,  he  has  stung  me.  I  hope 
he  will  sting  my  comiietitor."  No,  we  didn't  do  that.  We  are  taking  care  of 
our  interests  by  adopting  uniform  practices  thmuglKMit  the  community,  and  we 
are  making  it  go. 

What  else  can  you  do  as  a  retailor  in  your  community? 

Last  year,  in  connection  with  the  University,  I  visited  in  Beavcrton,  Wis- 
consin, a  little  city  of  18,000.  They  said  to  me,  "We  would  like  to  enlarge  our 
territory.   Thi-  lug  cities  are  pulling  away  our  trade." 

They  got  all  the  retailers  together  and  proceeded  Ui  tind  where  their 
patrooage  came  from.  They  took  a  certain  road  and  asked  every  retailer  the 
farthest  point  they  ser\-i>d.  They  had  a  man  helping  them  to  plan  some  way  to 
enlarge  that  territory.  They  annexed  to  their  territory  several  miles  with  sever- 
al hundred  familes  by  going  after  them. 

I  am  going  to  add  here  that  these  particular  men  did  some  co-operative 
advertising  after  that.  All  oii  them  went  in  together  and  advertised  tome  leader 
at  the  same  time.  If  the  grocery  men  wanted  to  featiuv  something,  one  featured 
•oap  and  another  sugar. 

Another  community  has  what  is  called  a  trade  extension  paper.  The  paper 
is  sustained  by  the  advertiaing  of  the  merchants.  The  secretary  of  the  oorrea- 
poodent  ci  the  local  merdiants'  association  hunts  up  news  items.  They  send  to 
the  University  and  get  an  artick  on  dairy  farming,  on  rainng  chickens,  the  care 
at  bees,  or  on  school  matters. 

I  know  of  a  town  in  Wisconsin  that  keeps  the  aifricultural  school  busy 
furnishing  lectures  for  that  community.  They  want  the  farmers  who  are  sur- 
rounding that  tittle  town  of  300  to  feel  that  the  town  is  the  centre  of  their 
interests.  Those  merchants  do  not  merely  invite  the  farmer  to  spend  his  money 
with  them,  but  provide  the  farmers  with  information  potaining  to  agriculture. 
The  merdiants  are  paying  the  expenses.  That  little  town  of  three  hundred  has 
stores  that  are  equal  to  those  in  most  towns  of  four  thousand.  Why?  Because 
the  farmers  say,  "Those  fdkms  in  that  town  are  interested  in  something  dse 
besidci  taking  oar  money." 

You  can  go  further  than  that.  Yoa  can  eaooungs  industries  to  come  to 
your  town.    I  know  you  are  in  a  big  country  with  peculiar  conditions.   If  you 
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happen  ui  Ih?  in  a  pJacc  where  yiju  arc  (leticn<ient  uprm  atMohiteiy  imo  gnnip 
or  fMie  industry,  the  thing  for  you  to  do  ii  Ut  try  U)  get  additional  industrien 
to  locate  in  your  community.  I  know  f»f  a  place  up  in  northern  Wiiconcin 
which  i»  nothing  Init  an  old  lumlier  camp.  A  fellow  went  up  there  and  sUrted 
a  «tore.  He  began  to  exert  hinucif  Ui  tiring  industries  Ut  U>wn.  As  a  result  of 
that  man's  thought  and  effort,  they  have  there  an  excebnor  factory  that  employs 
sixty-seven  people.  Where  «lo  they  cash  the  cheques?  Over  at  the  store*. 
Who  gets  the  most  of  the  m<mey?  The  retail  merchanU.  I  might  go  on  and 
on  and  tell  you  about  other  resulu.  Arc  you  consuming  things  that  arc  mad*- 
out  of  town  when  they  might  be  made  at  homci*  Why  not  do  it  at  home  if 
you  can?  I  do  not  know  your  conditionH.  I  am  asking  you  U>  think,  and  if 
you  think,  I  will  be  satisfied. 

Encourage  y<jur  own  paper.  I  woul<l  hate  to  live  in  u  town  that  didn't 
have  a  paper.  What  supports  a  pafier?  How  does  a  man  run  his  paper?  I 
wonder  if  there  is  any  man  in  this  audience  who  thinks  a  newspaper  man 
makes  a  living  for  his  family  by  selling  that  sheet  for  two  or  three  cents' 
If  so,  I  would  like  to  see  him.  What  makes  it  worth  his  while?  His  adver- 
tiang.  Who  does  the  advertising?  Half  the  papers  in  small  towns  depend  on 
foreign  advertising.  You  live  in  the  town,  and  you  do  not  advertise  and  help 
support  him.  He  get»  it  where  he  can,  and  then  you  say,  "I  would  not  adv«T- 
tiic  with  that  felk)w.     He  carries  foreign  advertising." 

He  geU  "soured,"  and  can  you  blame  him  when  he  does  not  write  jiara- 
graphs  about  "Merchant  So-and-So"  went  down  to  Winnipeg? 

Then  some  felk)w  like  my  friend  Mr.  Stockdale  comes  akmg  and  convinccK 
you  of  the  value  of  a<lvertising.  You  go  down  to  the  newspaper  man  and  Ulk 
to  him  aliout  advertising  rates.  He  says  the  rates  are  twenty  and  twenty-five 
cents,  and  you  say,  "I  will  make  a  contract  with  you  if  I  can  get  it  for  tt^ 
ccoU." 

And  the  felfew,  rather  than  let  you  slip  away,  lets  you  have  it  for  ten 
cenU.  I  atn  telling  you  facts.  In  the  Sute  of  Wisconsin  we  are  working  with 
the  Sute  Federation  of  Printers.  They  found  out  that  90  per  cent,  of  their 
ettabliahments  were  not  making  a  living  and  did  not  know  their  costs. 

You  would  not  like  it  if  I  came  into  your  store  and  aakad  you  the  price  of 
■omething,  and  when  you  said,  "That  ia  twenty-five  cents,"  I  rcfdted,  "I  will 
give  you  ten  cents  for  it." 

You  would  say,  "You  cannot  do  it.  I  know  what  my  goods  cost,  and  I 
have  to  make  a  living." . 

Hdp  the  man  who  is  supposed  to  be  boosting  your  town.  Help  the  fdk>w 
make  a  good  paper,  and  you  help  to  make  a  good  town.  Don't  waste  your 
■pace  wbai  you  get  it.  Pay  what  yotir  customers  expect  to  do,  a  fair  price,  and 
an  you  feOows  get  bdiind  the  paper  in  your  town.  You  will  find  oo-opsration 
is  a  big  factor  in  community  Ufe  and  pro^ierity. 

A  food  bank  ia  a  good  thing  to  have  in  a  town.  If  you  haven't  one, 
•oooorage  one,  because  a  hanking  centre  is  a  food  place. 

A  rest  loom  is  a  food  thing  to  have  in  town.  If  I  were  a  merchant  living 
in  town  and  had  an  upstairs  room  that  was  not  occupied,  I  wookl  utiliaa  it  for 
tlwt  porposa.  Put  in  an  old  sola,  a  comfortable  rocUag  duir,  and  a  omi 
~  '        not  the  catalogues.    I  was  down  in  a  town  in  onr  state,  three 


liefwo  I  uimc  up  here,  where  the  merchanu  told  me  business  was  "going  to  the 
<iog8,"  that  people  all  wanted  to  trade  in  the  mail  order  hoiucs.  I  looked  in 
the  stores,  and  I  didn't  blame  them  very  much,  to  be  frank  with  you.  I  walked 
tip  to  the  city  hall  that  night  where  the  meeting  was  to  be  held.  There  was  a 
table  in  the  tity  hf.U,  and  "Roebuck's"  catak)gue  in  the  centre  of  it.  I  said, 
"You  fellows  do  love  your  competitors.  You  have  a  city  hall  to  advertise 
ihem  in." 

You  prt)liB!/ly  all  know  what  the  army  shoe  is.  I  looked  at  the  price  of  the 
army  shoe-  in  oni-  of  the  stores,  and  the  price  was  K.SO.  I  asked  the  merchant 
if  he  sold  thfw,  and  he  said,  "No.    People  kicked  at  the  price." 

I  went  down  the  street  to  another  fellow  who  was  selling  shoes  in  that 
town,  and  I  found  an  army  shoe,  approximately  the  same  shoe,  selling  for  $5.75. 
1  went  to  the  city  hall  the  next  night  at  that  session  and  I  said:  "Friends,  I 
am  going  to  tell  you  about  a  fellow  who  is  a  salesman — page  so-and-so  of  this 
iwrtjcular  volume  which  occupies  the  centre  of  your  table,  who  says,  'Army 
.«hoe.s,  $6.50.  Send  us  the  money  in  advance  and  pay  the  freight.'  You  fellows 
talk  to  mc  alxjut  competition,  and  that  is  what  you  are  asking  for  them  and 
that  is  what  they  are  getting  for  them."  My  friends,  what  do  you  think 
would  happen  if  those  people  in  connection  with  their  stores  had  a  rest  room? 
Suppf>sc'  if  while  customtTS  were  in  the  rest  room  they  had  let  them  know  what 
they  had  and  the  prices  they  were  selling  for.  What  do  you  think  would 
liappen  in  that  town? 

Certain  business  men  in  our  scat.:  have  closed  the  stores  and  gone  out  and 
helped  the  farmers  har\'est  their  crops.  The  farmers  were  grateful,  and  it  was 
a  good  business  stroke. 

When  farmers  neetl  somebody,  lock  uj)  that  place  where  nobody  comes, 
give  It  a  rest.  Go  and  help  the  fellows  harvest  their  crops.  Ever  hear  of  a  mail 
ord!^'  house  doing  that?  There  is  a  chance  for  you.  How  are  you  going  to  do 
it?    Through  co-operation. 

Piurthermore,  have  good  roads.  I  am  going  to  give  you  one  illustration 
and  leave  it  with  you.  We  have  a  little  Uunbering  town  of  less  than  two 
hundred  in  northern  Wisconsin.  It  has  three  mills,  with  a  large  town  near. 
This  may  be  reversing  some  of  my  friend'b  suggestions  this  morning,  but  I  am 
showing  you  the  possibilities.  A  big  town  draws  the  people  away.  That  is  a 
condition,  too,  which  we  cannot  counteract.  We  cannot  move  the  big  town,  so 
what  are  we  going  to  do?  Fight  the  best  we  can  to  retain  our  trade.  This  is 
what  they  did  in  this  town.  They  made  good  roads.  What  is  the  result? 
.\  feDow  out  there  did  half  a  million  business  in  a  large  general  store.  This 
fellow  has  a  building  there  you  cannot  recognize  as  a  store  building.  Anyone 
familiar  with  the  conditions  pertaining  to  an  Indian  reservation  property  knows 
that  the  property  reverts  back  to  the  Indian.  What  are  they  doing?  Occupying 
a  waste  kwldng  place,  the  cheapest  place  they  can  get,  and  they  did  half  a 
million  business  out  there.  And  where  did  they  get  it?  Lumber  camps,  their 
own  trade,  and  where  else?  I  stayed  there,  and  I  saw  people  come  out  from 
town  of  a. thousand  people  (one  of  the  best  in  northern  Wisconsin)  to  buy. 
I  askad  the  proprietor  how  he  accounted  for  it.  "Why,"  he  said,  "we  do  not 
haw  the  overhead  expense,  the  nu^ogany  futures  and  all  that  kind  <d  thing 
that  the  dty  stores  have.  We  let  them  know  about  it,  and  they  come  out  and 
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patronke  us."  They  knew  how  to  take  advantage  of  their  conditionR  and  made 
It  to  ptopte  ooukl  get  there. 

aM>peration  of  delivery-I  will  give  you  one  example  of  that:  we  have 
probably  one  hundred  in  the  state.  Small  retailers  are  concemwl  with  deliver> 
One  town  m  Wisconsin  was  running  fifteen  wagons,  each  wagon  had  a  man 
and  there  were  fifteen  horses  employed  in  that  work  two  or  three  years  ago* 
My  wagon  wouM  go  running  down  to  a  house  with  a  little  parcel,  and  your 
^rogon  would  come  in  half  an  hour  more,  and  our  friend's  wagon  in  another 
half  hour.  A  young  gentleman  there  began  investigating.  The  son  of  one  of 
the  merchante  was  down  at  Madison.  He  was  compelled  to  write  a  thesi-s,  and 
he  began  an  investigation  of  the  delivery  probton.  He  took  it  home,  and  the 
father  thought  it  a  splendid  idea  to  follow  the  boy's  suggestions  and  cut  de- 
livery coat. 

The  retaUers  got  together  an<l  organized  a  co-operative  deliver%-  associa- 
twii.  Eaich  feUow  promised  to  pay  $100.  They  instructed  the  committee  to 
have  a  diainterested  party  set  a  price  on  every  deHven-  rig  in  town  Thev 
agreed  to  buy  thow  at  what  they  were  worth.  They  bought  every  one  of  them 
and  gave  the  merchant  his  cash.  They  hired  a  manager  to  run  it  and  gave  him 
fuU  power  to  hire  dcHvery  boys  or  to  "fire"  them.  They  started  the  system 
and  cut  the  number  of  deUvery  rigs  from  fifteen  to  nine  waKons  and  sold  tht- 
rest.  There  is  some  saving,  isn't  it?  They  cut  Inter  to  seven.  Insteati  of  de- 
hvenng  all  day  kwig,  they  posted  notices  that  wagons  left  up  town  going  east 
at  9  a.m.  for  the  last  call  in  the  morning.  At  two  o'ckjck  in  the  afternoon  thev 
made  a  second  trip  in  the  same  direction.  They  are  saving  mun-power  and 
cutting  down  cost  of  delivery.  What  hapiK-ne.J.>  Instead  of  a  wwnan  wonder- 
ing when  Smith  is  going  to  send  that  liag  of  flour,  she  knows  that  wagon  wUl 
start  at  nine  o'clock  and  that  she  wiU  have  it  sure  by  nine-thirty  Two  or 
three  of  the  smaller  dealers  did  not  come  in.  They  were  compelled  to  come  in 
by  the  housewives,  because  the  housewives  said.  "You  can  always  tell  when 
you  are  going  tA  get  it  on  the  central  delivery." 

This  principfe  has  been  adopted  in  probably  sixty  cities  in  Wisconsin,  and 
It  «  a  success.  One  small  town  that  I  know  ofnnade  a  mistake.  They  operated 
with  automobUes.  There  were  too  many  short  stops  for  automobiles,  which  are 
better  for  kmg  distances.  EventuaUy  they  found  out  that  the  most  of  the 
patrons  were  best  served  by  horse  and  wagon,  while  the  ones  Uving  further 
away  could  be  better  served  by  a  car. 

One  man  said  it  was  costing  him  less  than  two  ^ts  per  parcel  to  do  his 
dehv^  in  this  way.    They  pay  in  proportion  to  the  amount  delivered.    The 
tag  feUow  pays  for  the  number  he  has,  and  the  smaU  fellow  pays  in  proportion 
aM)peratk)n.    How  are  you  going  to  do  it?    Retailer  co-operation,  is  the 
answer.   That  is  ho»  you  are  going  to  do  it. 

You  promote  fire  prevention  around  you.  Are  you  feUows  doing  anything 
to  etop  that?  A  fire  loss  is  a  loss  to  the  whole  community  and  not  onlv  to  the 
inaaraace  company. 

Last,  but  not  least,  you  should  promote  education,  not  onlv  in  business 
but  aB  kinds  «rf  education  in  your  community.  You  are  the  men  to  pronwte 
edu«^.  Why  else  are  you  going  to  prwnote  it?  You  people  talk  about 
nMMin«n»  wage.   I  thiak  everybody  should  have  a  fair  wage.   Looking  at  it  in 


aooUm-  way,  you  cannot  uum|wl  om  to  oootinue  U)  omploy  ■  peraon  at  any 
wage  unlew  the  (lemn  can  pniduce,  can  you?  What  are  you  going  to  do  to 
make  thein  pniduce?  Are  you  going  to  make  the  people  capable  of  earning 
that  wagec  Arc  ynu  piing  to  give  to  the  young  people  ot  your  community  the 
weapon*  whcrrhy  they  can  provide  thenuelve*  with  improved  and  profitable 
wagce?  What  ore  you  goiag  to  do?  Yuur  oMigation  in  to  educate  tHem  and  to 
itM  your  puhlii-  cwlucational  institutions  to  do  it.  Yuu  are  going  to  promota  it 
liecausc  you  ore  concerned  with  the  welfare  of  the  people  who  arc  not  iKrhapa 
efficient  enough  tu  realiie  the  neoeMity  of  theiic  thinga. 

You  should  gat  behind  your  library.  You  are  going  to  help  make  better 
streets,  going  to  help  the  women  dean  up  the  town,  going  to  do  all  these  things 
as  an  organisatkn  and  not  as  an  individual.  Beoause  you  will  do  it  as  an  or- 
ganisation you  will  get  some  better  results.  Community  Institutes  are  being 
heW  throughout  the  country.  They  have  a  three  or  four  days'  prognunma  of 
value  to  the  people  of  the  community.  This  is  done  throughout  all  the  states, 
and  I  venture  to  say  you  can  get  speakers  from  your  University  for  such  a 
movement.  ReUilers  prooKne  it;  th^  pay  the  bill  and  they  bdp  to  educate 
the  community.  Community  music,  lectures,  educatioa,  entertainment  for  the 
women  and  chiUren  as  well  as  the  men.  That  is  a  large  programme  be«des 
ycMir  business  and  your  tiu«ness  work,   (jet  behind  your  institutions. 

I  think  it  is  Henry  Ward  Beacber  who  tells  us  that  at  one  time  he  receivad 
a  letter  asking  him  to  suggest  a  minis^  for  a  small  town.  He  proceeded  to 
read  the  qualifications  required,  as  outlined  in  the  letter.  They  went  on  to 
say,  "We  want  a  man  with  this  and  that  qualificatkm."  After  they  got  through 
with  that,  they  wrote,  "And  thank  you  very  much  for  giving  it  your  attention." 
At  the  bottom  they  wrote,  "Be  sure  to  send  a  man  who  can  swim."  He  in- 
vestigated and  found  that  the  last  minister  was  drowned  crossing  the  stream 
to  can  on  some  of  the  parishioners. 

If  you  show  me  a  town  where  the  retailers  in  the  town  can  "swim,"  I  will 
show  you  a  Uiwn  that  is  worth  living  in;  that  you  can  make  a  good  living  in, 
that  you  can  Uke  pride  in  having  your  wife  and  chiMren  Hve  in.  What  do  you 
want  the  future  generation  to  do>  Do  you  expect  the  people  of  the  future  and 
<jt  your  town  to  be  any  better  than  you  are?  How  are  they  going  to  grow? 
They  are  going  to  grow  through  progress.  Progress  comes  as  a  result  of  the 
efforU  of  you  gentlemen,  you  snudler  business  people  who  are  the  mouUers 
of  the  public  opinion  in  your  community.  You  are  going  to  help  the  people 
to  grow  by  supporting  education.  You  are  not  going  to  say,  "I  heard  that  down 
at  Winnipeg,  but  I  won't  take  it  home.  Nobody  else  has  any  interest  in  it." 
No,  you  are  going  to  "swim,"  you  are  going  to  study  your  community,  you  are 
gomg  to  say  "I  am  standing  for  the  biggest  idea  in  the  world."  What  is  it? 
The  betterment  of  human  nature.  Talk  it  over  with  your  competitors,  get  to- 
gether and  practice  co-operation.  You  are  not  going  to  change  the  <M  ideas  in 
a  day,  but  you  are  gmng  to  do  something  which  will  mean  a  better  understand- 
ing with  the  people  of  your  community.  The  feUow  who  has  hitherto  not  been 
interested  in  some  ai  the  higher  things  of  life  is  going  to  become  something 
mora  than  a  mere  merdiant.  Study  how  to  hrtp  the  people  of  your  several 
eofVHtiwnitiea  groa  ssad  pfu^pw. 

Do  that,  and  you  win  receive  the  remuneration  that  comes  to  every  man 
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that  hM  a  pwrt  in  pointing  the  way  to  greater  nicceM  and  to  the  larger  life 
ni  the  people  of  the  community. 

And  thia  be  your  praiie,  as  the  years  go  by, 

And  enough  it  will  he  for  wniri  renown. 
You  opened  a  door  when  there  came  a  cry. 

You  builded  a  watt  whara  the  waU  waa  down. 
And  then  at  the  end  of  the  wayi  that  wind 

One  joy  will  tUy  through  the  world 'h  defeat, 
To  know  as  yo«i  go  that  you  lefl  behind, 

A  friendly  door  on  a  friendly  street. 
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CASH,  CREDITS,  COLLECTIONS    THE 
FUTURE  OF  YOUR  TRADE 


■T  O.  PKYOK  nWIN 


I  witnt  lo  iimkr  a  fvw  reiiwrkt  in  rexanl  U>  the  iritlit  an«l  ciilltctiiin 
pniiMwition.  Wo  arc  not  jpiing  to  attemtit  to  ipi  into  the  crwlit  detail*  in 
onlor  to  itivo  you  the  infommtinn  that  imihahly  iiomc  of  your  cTcilit  nmocia- 
tii>ns  tnight  nivc  ytni.  I  Khali  emWvor,  howevrr,  in  the  few  itMnnentu  I  have 
to  ({ive  you  su|{K«'i*»i<>n'*  taken  froni  ex|x!rienceR,  (Hirtiinilarty  with  the  itmaller 
nuTchant*.  that  mixht  lie  worthy  o(  your  consi<lemtion. 

The  tir»t  feature  that  we  would  diticuM  in  connection  with  that  ia  <iur 
cash.  The  prtiurani  says,  "t'aHh,  fredits  and  collei'tionii."  Perhapn,  an  NUKKetit- 
«h1,  oanh  is  lli«"  tirst  itmHiderution.  We  have  l>een  ixmcemeil  fi»r  a  Umg  time 
in  tryinjt  to  cttt  down  the  amount  of  credit  we  are  tfimiKMIwl  to  I'arry,  and  to 
stxniro  cash,  x"  I  do  not  think  then-  in  a  great  deal  of  disi-uwiion  ne(*eiuiary. 

Since  owning  to  this  Nesiion,  I  overheard  two  K^ntlemen  diitcuMinx  the 
ojish  and  cre«lit  pr<>|iosition.  and  1  hi*nnl  one  Kentlemnn  ask  the  i>ther,  "Which 
would  you  rather  have?" 

The  other  isentlenian  saiil,  "I  wouUl  like  to  have  a  t{ood  creil't  liUHineaa." 
The  first  one  said,  "I  would  rather  have  the  cMh." 

When  the  other  inquiml  why,  he  said,  "I  can  walk  down  the  street  and 
l»ay  n»y  bills  with  cash.     I  cannot  ik>  it  with  creilit." 

The  other  fellow,  of  course,  pmccetleil  t«>  Kive  his  sido  of  the  (|ueMtion. 
There  are  certainly  many  anttunents  which  can  lie  advanced  in  favor  of  certain 
kinds  «>f  crwlit. 

The  {MNnt  has  Iteen  raiwtl  as  to  the  cash  and  carry  system.  I  shot 
tie  very  glad  to  ^o  into  detail,  Imt  t  cannot  ik>  it  at  this  stage.  I  would 
simply  sta^r  that  over  in  our  state,  about  two  yearn  ago,  a  grocery  man  oon- 
ceiveil  the  idea  of  "Cash  and  Carr>%"  as  he  called  it.  He  reasoned  with 
himself  that  the  man  who  obtains  crctlit,  as  oom(>ared  with  the  man  who  {taid 
cash,  obtains  accomnnxlation,  and  should  pay  for  that  accommodation.  He 
reasnnetl  that  the  fellow  that  paid  cash  on  the  spot  did  not  require  any  book- 
keeping. There  was  no  waiting  for  the  money,  and  he  should  secure  the 
merchandise  for  a  little  less  than  the  man  who  Iwught  it  on  credit.  He  reason- 
ed  that  the  man  who  carried  his  merchandise  home  with  him  shoukl  save  the 
cost  of  delivery.  This  gentleman  started  with  that  idea.  He  was  running 
a  grocery  store  at  that  time,  and  had  very  Urge  crcdi.  lo.sses.  He  reoi^ganized 
his  grocery-  store,  a  store  in  a  city  of,  I  would  say,  approximately  18,000 
population.  He  advertised  this  plan,  and  then  he  began  to  study  very  care- 
fully to  see  how  much  he  could  give.  As  near  as  I  oouhl  find  out,  the  fellow 
who  bought  a  dollar's  worth  of  merchandise  could  buy  that  merchandise  for 
do  cenl&,  provided  he  paid  t'-'-  zstsii  and  carried  it  home.  He  started  with  that 
idea  and  that  seemed  to  be  good  policy.     He  went  a  little  further  and  dis- 
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tMpikrfieii  l.y  •  f,.w  i-mtR  Utwtw  thf  man  whi>  lK,.-Kht  ihe  mrrrhiin.li«-  and 
OMTiwI  It  tMnrn-  Anil  |Mi.i  cimh  for  it,  «mt  the  m«n  wh«,  |Mii<t  cnnh  f.»  th« 
mwchaiKlim-  ami  ha>l  it  (hiivcwi.  lie  triwi  »«  nra'  an  hr  cMikl  fnrtn  hiii  |>wt 
i-MKncnr...  an<l  from  ihr  ••x,KTi«>cr  of  othcrH.  to  .livi.lf  thin  at  appnixiniatdy 
thf)  nght  im.ji..rtion.  tie  ran  akmx  vi-ry  iimccs«<ully.  Hr  )>rKi>n  to  l«  inti- 
Utetl  liy  n  xrvat  many  mdiviilualH  in  th«-  cummimity.  ami  ut  thr  |)rim-nl  time- 
there  an.  many  «i<  h  i.U>r«..  Many  of  th.mP  K»^i|«„en  wh.>  an-  . .m/ltictinit 
thw  buHim-HH  mumtain  that  they  ar  r«liu-inK  th.ir  .•••t  .rf  MJImK  ..mHi.l.T«»,|y 
«niJ  that  it  in  w.M-th  whilo.  '•  j< 

Pnm  a  mmhamlin.r  who  has  U-m  cr«,.luctinK  very  MKTi"<Kf„||y  «  |,„si. 
I  Urr  ninvU-en  or  twenty  yoarH.  I  have  thin  wiKKi-«tion.  which  ...ntains  at 
Imst  f.KHl  for  thoiiKht.  ThiN  Kentlwwn  wan  confnmtcfl  with  that  |.rfKMH,iti<m 
and  wa»  a»(c»l  why  he  <li.|  m.t  a.lopt  this  meth.M.  He  wns  a  Kn^erv  innn  * 
he  recwved  a  larxe  nimi»>er  of  onlers  over  the  telej.hrme  hit.  men  t.«.k  ih.Ki.- 
onleni,  and  m  live  minutei.  or  mi  the  omverHati.m  W(«  ..ver.  and  the  iif.ler  wan 
placed  on  the  hi.-.  Imme,lialely  a  .ust.mier  «ame  in.  Th.«..  narro-  Httl«.Hm..n 
waited  upon  the  nistomer  ami  nmtintie<l  ho  f,n  thirty  mimites.  He  rais.-.! 
the  question  that  if  all  thoM-  thirty  cnisUmiers  came  d..wn  to  his  sUnv  whether 
.w  not  he  would  l.e  i.m.iK-lled  to  ad<l  a.ldttional  sal.-,  for.e  to  wait  i.Jk.i,  ihos.- 
fioople  m  iKTwm.  AssuminK  that  earh  one  of  then,  would  fake  mrnie  tu.ie  as 
they  came  m.  it  would  take  much  n«.re  time  to  wait  u|H>n  them  than  it  would 
take  U.  receive  their  orden.  over  the  teleph.me.  Ther..  wuk  qiiif  «n  arKument 
about  that.  There  ih  niom  for  arRmmTit.  I  ( .Ttainly  w.nild  mit  atten.pt  to 
settle  It.  A  diwusHion  is  xtill  RfMng  m.  an'l  men  whf.  are  men  han.lis«.rs  with 
yeara  of  exiHTienee  are  duMuwinK  it  from  Ih.Hi  viewiKiints. 

A  merchant  who  was  op,„«e.l  to  this  plan  said  that  lie  ,«-ferre<l  the  .Te.ht 
huwneM  to  a  cash  l.u.siness.  When  nske.1  why.  he  pr.Hee.k-.|  t..  .piole  hUIi.- 
tica  from  hiK  own  experience  in  the  ,.r€-<lit  Inisinesii  fw  a  jK-ri.Ml  of  years 
showinK  that  his  crHit  losses  were  a  fmcti.m  .rf  one  |K!r  cent,  ami  that  his 
cuirtomers  purchascl  more.  He  went  on  to  pn.ve  l,y  hin  statistics,  which  he 
suhmHteil  from  his  own  store.     He  is  known  as  a  very  successful  mere  hant. 

I  am  Kivinx  you  for  what  it  is  worth  the  inform«ti.)n  as  receivwl  fr<,m 
thcM  atores.  This  Rentleman  says  there  is  probably  a  tendency  ,m  the  iwrt 
of  the  cusUmicr  to  laiy  more.  There  i>  proUbly  a  (|Ucstion  in  the  mimi  rrf 
some  individual  as  t<,  whether  .w  m.t  that  does  not  lead  to  difficulties  localise 
ot  the  tendency  to  buy  too  much.  It  becomes  a  question  of  the  ability  f.f  the 
man  to  reinilate  his  credits. 

There  arc  certain  individuals  I  know  in  the  mtTchandising  business  who 
are  doing  that  kin.l  of  business— a  credit  businew-and  those  gentlemen  are 
endMvonnK  to  encouraRe  short  credits.  Then  there  is  a  tendency  sometimes 
to  thorten  the  crediU  by  giving  a  slight  discount  for  immediate  payment  on 
the  order.  I  think  there  was  a  gentleman  here  yesterday  who  gave  us  some  of 
hM  experiences  in  connection  with  that  part  of  the  program.  I  recogni«e 
at  thH  stage  that  I  am  talking  alxnit  a  decidedly  important  proposition  I 
am  not  gouig  to  attempt  to  come  to  a  strange  country  and  tell  vou  your 
conditiofMi  at  thu  peculiar  time.  I  venture  to  say  if  you  were  to  talk  to  a 
crcht  man  of  authority,  a  man  who  was  a  credit  man  by  profession,  you  would 
get  some  information  which  was  very  valuable,  and  that  would  far  exceed 
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what  I  might  |tvr  y<m.  H  1  van  ivt  yini  U>  wnU>  ikmn  i  frw  guMtlKNM  itm 
i^crning  ymir  rradiu,  and  to  |u  iwt  and  talk  tn  the  men  who  paaa  upon  jrour 
cradit,  or  are  intervatcil  in  ywir  wrtfarv,  I  tit>H«v«  ynu  will  g«t  th«>  credit  lyMciti 
explaineil  tn  yini  in  a  way  which  will  CMitt  ymi  wry  much. 

In  mir  iwrtirular  aUto,  th«  nwrrhantc  arr  mdaavfwini  as  rarrfully  and 
aa  cooMrvatively  aa  they  can,  and  ttill  aa  rafiidly  aa  poMitila.  tu  iharten 
the  Unw  nf  cradit.  I  famamber  in  a  certain  acriniltural  diatrict,  in  which  I 
happeaeil  to  be  en|a«ed  in  buiinew,  we  had  a  lettlement  nnce  a  year.  I 
ffitnember  when  one  marrhant  itartled  everylmdy  hy  wiyinK  he  was  luinR  U> 
require  a  aettlempnt  oftener  than  nnce  a  yaar,  muat  u(  the  nwrchanU  inld  it 
ciHihl  not  lie  ikMie,  and  moat  nf  them  difl  not  attempt  it.  Thia  particular 
merchant  ?  have  <n  mind  did  shorten  th»>  time  <it  credit,  and  he  did  it  this 
way: 

I  mmht  add  just  here  that  he  assured  me  he  lost  a  few  custumers,  and 
lirctty  Rnod  <iaca,  by  it,  Nit  he  iai«l  he  waa  sattaAad.  He  nmply  took  thr 
matter  up  as  a  personal  |mn«witinn.  He  found  that  the  farmara  had  been 
very  iiroapenius,  were  raceivini  high  prices  for  their  pmducts,  and  that  a  ireat 
many  of  them  had  more  rt>atly  cash  than  he  had.  Sn  he  said  to  them.  "My 
invastmant  is  incrcaMnx;  my  cnaU  are  gettini  higher.  It  is  requiring  consider - 
able  (ffort  U)  pay  my  !)ill«  and  to  carry  tlw  kiad  I  am  carrying  with  thr 
amount  of  capiul  I  have.  I  am  always  glad  tn  aa»mmu<late  my  friends 
and  patriMU  tn  the  ntcnt  nf  my  ability.  It  is  not  passible  for  me  in  this  cam' 
to  go  too  far.  althiniRh  I  want  tn  do  the  right  thing.  Don't  you  think  it  would 
be  fair  fnr  y»Hi  to  settle  with  me,  perhaps,  a  little  oltener?" 

That  man  tells  me  that  in  a  number  of  oaaea  he  succeeded  in  getting  a 
seitkntent  perhaps  twice,  where  he  had  gotten  a  settlement  once  befme.  In 
certain  stoTM  with  which  I  am  acquainted,  they  are  shortening  the  credit 
time  as  best  they  can.  In  the  institutitm  in  which  I  happen  to  be  intaivatad, 
w«  started  on  them  yean  ago.  We  gradually  worked  down  from  that  "once 
a  yaar"  pmpnaition  until  we  adi>pted  this  plan:  We  were  running  a  general 
store  in  a  town  with  approaimatdy  three  thousand  people,  with  a  large  mir- 
roiuiding  agricultural  district.  We  have  two  competitors  who  are  appitni- 
matelv  the  same  siae,  and  we  have  about  ten  small  stores,  perhaps  handNng 
one  »»  more  of  our  liqes.  In  that  oommunity  we  have  tried  to  get  our  credits 
down,  and  we  have  eventually  gotten  to  this  point:  We  allow  thirty  days' 
craitit  It  is  our  general  suggestion  that  thirty  days  ia  the  time  we  expect 
to  carry  the  customers.  It  is  not  necessarily  thirty  days  in  all  caaea.  If  he 
buys  on  the  first  of  the  month  and  during  the  month— the  sutentent  is  ren- 
•'lered  the  first  n(  the  next  month.  The  ctHtomer  is  given  a  discount  of  a 
very  small  percentage  if  he  pays  in  three  days,  which  has  encouraged  a  krger 
percentage  o(  our  customers  to  pay  us.  If  the  fdtow  does  not  pay  by  the  lAth 
nf  the  month,  wc  sute  that  we  arc  aorry  that  we  cannot  carry  the  account 
any  tonger  unleaa  ther?'  is  very  definite  reaaons.  In  that  caae.  if  the  nwn  will 
give  us  bankaUe  paper  with  a  fair  percentage  of  intereat,  we  accept  it.  Now 
I  am  not  going  to  say  to  you  that  we  did  not  kiae  any  trade.  I  am  not  going 
to  ay  to  you  tliat  you  shouM  do  that.  You  know  your  conditions.  I  am 
lining  yaa  of  our  cxpcricoGe.    We  actually  advtfliaed  uur  credit  larnis.     We 


gave  aa  our 


for  doing  so  that  oar  iatraatOHnt  waa 


and  that 


we  were  oompctled  with  tlw  limited  capital  wc  had  to  uae  mm  capiul  on 
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WTiiunt  III  th«  h«htT  i»rke  <■(  r""!*.     Wi-  wiHikl  Im>  very  nImI  if  m*  iyiuM  « • 
viimtniRUtf  any  pcrann.     We  iln»vp  •wnv  mme  kikhI  i-u»Uitn«ni. 

I  Hon't  watit  you  U»  tny,  "InHn  mixxiiitPfl  wr  lUt  that."     V<im  wdc  y<Hir 
cmHt  imn.     Up  knows  morr  sUiut  thin  i^mntry.     I  wraibl  MimiHit  that  yfni 
diaruM  it  wUh  him.     I  fmiwl  that  thr  larfi-r  HUirr«  iifiiially  cfc.  not  bNw  mi  much. 
»Hit  if  lh«'  HmAller  mnrhant  wmiM  (akc  th«-  mm<'  iwecautkim  an  the  largpr 
one.  or  the  whnlrMler,  h**  wimkl  l»r  very  mmh  lietlw  off.     He  ahnuM  not  only 
know  the  name  but  aomething  of  the  entire  history  ami  the  family  nl  the 
individual  who  aaeka  credit.     He  w»Hild  know  nimethinK  of  hia  |Mut  record  or 
practice*.     He  wouM,  of  wwrw,  know  hid  oix«i|i»»i<in.  know  whether  he  ownc<l 
hi«  home  or  whether  he  wa«  a  renter.     Then-  are  a  U.t  of  ficfiple  wh<»  mixhi 
he  willing  to  iwy  wh«»  have  not  the  aNIity  t»  pay      He  would  kmm  iiomethin« 
of  hi*  appmximate  imxMne,  where  he  hud  Iwfn  traflinx,  where  he  traikt  now 
Now  that  is  not  anything  very  Wfmderfiil,  it  is  only  the  information  that  pr> 
liably  yfiur  Johher  shouki  have  «»f  you.     If  we  went  inUi  the  creditH  half  a« 
carefully  an  they  iki,  we  wouW  fimi  cmiI  that  then-  was  |»roliBlily  a  xreal  differ 
ew'e  in  the  kMUM>H  in  the  c  r«lit  liusineKii. 

I  have  recently  lieen  Ulking  to  n  KcntletiMn  over  in  Wisconsin.     He  ha* 
been  in  a  imaition  for  yMU^  hamllinK  rretlits,  ami  hamllinx  them  Hucctasfully. 
A  few  ilays  liefore  I  came  «     here,  I  had  the  pk«sure  f»f  talkinx  ^>  »h»t  gentle 
man  for  a  while,  and  I  aakeil  aliout  some  credit  difficulties.     I  said : 

"What  is  your  experiemv  with  th*-  smaller  stores?" 

He  replied.  "There  is  one  thing  I  have  decidc«l  would  help  very  much 
with  the  felktws  in  making  their  ctillections  in  small  stares.  There  arc  a  great 
many  different  reasons  why  a  felk>w  ikies  not  pay.  P«ir  instam-e,  here  is  one  I 
have  in  mind.  A  fclktw  did  not  (my  bin  account,  and  we  foumi  out  it  was  a 
cnae  of  a  separation  in  the  family.  There  was  no  family  there,  and  no  one 
had  very  much  interest  in  the  credit  of  the  family  or  the  home.  In  another 
oaae  a  ntan  nfuaed  to  go  to  the  store  and  pay  the  merchant.  Th«-  merchant 
had  been  abusing  that  man  all  the  time,  sending  him  letters  telUng  him  U> 
pay  at  once.  The  merchant  was  in  debt  to  us,  and  we  wanted  U)  help  him. 
I  went  over  to  investigate  this  case  and  found  that  a  little  boy  had  broken 
his  arm,  and  they  were  out  so  much  money  that  it  was  tmpntaibic  to  pay. 
I  m^ht  add  this  was  the  family  of  a  laboring  man  who  had  rather  a 
limitei)  .income.  Just  previouK  to  the  time  that  default  had  Ijeen  made  in 
payment,  the  wage-earner  himself  had  had  some  misfortune,  and  he  was  out 
ol  work  for  a  few  days.  The  m^avhant  ottntinued  tu  write  him  'You  must 
pay  me,'  but  he  did  not  know  these  amditioiis  We  helpetl  the  felkm  up, 
and  he  began  to  pay  a  dolfaur  a  week  on  the  account,  and  turned  out  to  be  a 
pretty  fair  ctutomer  for  that  hmike.  He  mentioned  that  to  me  and  said, 
'It  is  a  pretty  good  idea  for  a  merchant  to  study  a  good  many  things  con- 
nected with  this  proposition,  and  sometime*  he  will  fiml  out  why  they  cannot 
pay,  although  wtttng.'" 

Take  up  and  discuss  these  probletn.^  with  those  who  arc  aiithorit  .,  in 
your  community.  This  is  a  serious  proposition,  aad  one  that  no  man  shouk) 
run  into  biindiy  without  knowing  what  he  is  doing. 

The  attitude,  the  activity,  and  the  actiona  of  the  merchanU  themselves 
have  much  to  do  with  the  future  of  the  commtmity. 


i- 
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Thta  M  tmr  ikmitiK  aaM^m.  I  ikwn*  i«>  fx|>miii  my  npitmimton  of  thr 
•imrtMy  that  hwi  hww  riiii>nil«i|  to  hoth  my  tnllniKUP  nn<\  mvorlf  in  tM« 
t-iHirtr.  Wp  <l<<Mrr  t«  eRfirew  mir  ii|>|>frcMtitin  i4  thp  onirtmy  «nil  the  hcArlv 
i-ii-<>|irr«titNi  .»f  >-«Hir  N|il«niliil  ■nrrtary,  of  ymir  ailviM>ry  Ixwnl,  ami  «rf  thr 
iniitttuiiim  in  whit-h  w»  arv  nm  xatlMnnl.  All  uf  ihcm  havr  amrkeil  haml  in 
hami  titwanlH  making  thia  |ini|iiiMithtn  (p*.  Wv  rralitr,  hh  wtII  aa  y.Hi.  that  it 
ItAH  Iwm  iMMMblr  fiir  uii  only  to  ntakr  niKunitiona  hen-  ami  th»w  tlml  minhl 
Itavp  onr  n-milt.  Wv  iiincf<it>ly  h.»|H'  that  tl  will  luivr  that  om-  rmult  to  make 
\-ini  think.  Niwe  of  mh  have  mailo  ilnmi  to  lirinn  onjirrt  ntrrrhamliiimi.  Wp 
havr  a  km*  way  to  travel  yvt.  InU  w«-  havi-  trini  au  far  an  wr  ctniW  Ui  bring 
to  ynii  thi>  oxinTicnir  of  othrr  |n<o|>Ii<.  I  think  it  wan  our  imnhant  prince, 
\lr.  Wanamakrr,  who  Mi>i  thi»,  "Kv««r>-  man  who  mtrm  Iniiiinnw  imiiil  walk 
thr  (lark  nm\  •»f  (>x|N>nrmf  akwc,  but  hv  nw>l  m»t  walk  in  thr  dark  all  <if  the 
tune  if  he  can  walk  m  the  liuht  of  the  other  fellow')!  e«|)enence." 

We  bring  to  you,  no  far  aa  we  i>an  aM-ertain  it,  the  e)i|ierienitv  I'w  what 
v.m  may  have  received,  if  y<«i  have  receive.1  anything.     I  thank  y»m. 
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THE  (;(X)I)S    HOW  TO  KNOW  THEM 
AND  SHOW  THEM 

BY  O.  niYOM  nwiN 

I  want  til  tril  y<Hi  (irtil  nn  «ii(irrtcncr  in  rntail  ituren  «hi<'h  will  ItmI  ymt, 
|N<rh«tm,  an  it  hna  It^l  iik,  tti  lirlH'Vf  thut  thrre  m*  mmw  vrrv  )tn|i(>rUint  fmintft 
that  n  HMin  whi>  i«  ncllinK  »  comiiXMlity  <ilMml<l  know  ahrHit  th«l  rtnummUiy.  I 
rmntmitrr  hrtv  thp  »t«iry  erf  a  nirl;  imyImini  »he  in  the  kind  'if  girl  I  wm  UlkinK 
jOichiI  yf»t(<r<lHy  ttlttrrn'tim,  whu  wnn  |t"vwi  a  »>oi»k  ami  |jm«-il.  (In>t>|ir«l  ikNrn  in 
a  •Uirr,  ami  then  rvfryUitly  h<»i»«l  that  »hf  waa  r>inR  t«i  (hKtininimh  hprnrlf. 
»lw  wan  MtamlinK  lH*hin<l  Ihr  anintcr  i«h«)rtly  \tetfrr  the  htiliilayii.  A  femininr 
inin-hMMT  (hy  wh«>ni  W»  |ht  i-mt.  of  our  i>un>-  .  we  nia«lc  in  the  majority 
of  ■toniti  tatiH'  walkinK  inU»  th«l  ntori-,  «n<;  .      .al  iit<»fi'  w.im  <liii|ilayint{ 


thr  inenhantliw  fitii ii-nlly  nhc  foiiml  4!ertr  m  .rti    tm  ««wMi   .  i.  '  '• 
She  kxikitl  ut  thin  |wrticularly  attractive  cli  •  !uy  l..'   i.oiiuu.ai. 
tivr  t<»  the  ••yiv   The  fijore  iihr  riianiimil  it,  I'w  iiv>r'"  *'.'j*.'  .•<  it 


in  th«i  amir. 
wa«  attrar- 
-anuv  The 
»ee  a  nr«' 
•u  ask  i>, 
'  .linx  to  the 


womnn  wan  of  a  curioiiii  mind     moHt  '   iniii;  '.    n .-  ntK.    Wh-n 
niece  of  iiK'rrhntMliM'  whirh  in  attra-  i.'  ■ ,    '  •  fi.4tnfBl  '■  i^  f'r 
"What  w  It  fciri*"    The  woman  look«»'  .<•  ii     'i.-.  *,  it>'i>r,  ■•i.i'  ' 
S«Im  |{irl  aaid,  "What  im  that  for.'" 

The  salen  nirl  henitatetl  a  momeu  'ms^m  ■«  ii  .  ,.  •  ,'•  ««ntirtly  itm  line,  «>ut 
of  her  (Icfwrtment,  un«l  then  for  fear  thi'  ft  «  -n  .  mifiht  ♦bi».»  nhe  wan  not 
"on  to  her  joli,"  ileri<te<l  "I  will  have  to  u"l  hr-  !<rm»thiii  '  n  u\  wul,  "Well, 
I  think  it  is  for  a  ChriiitmaK  |>resent  " 

Ami  that  wbm  all  the  information  that  thi.  ,..  .  ^{:\  iiu<i  to  uive  t*>  the 
pmapectivc  cuntomer.  Is  there  any  reaaon  in  your  mind  why  that  niRU>mer  w»r 
not  interenteil  in  that  ctimmdity.'  She  received  no  information  on  that  com- 
modity. 

Ami  ao  we  fimi  in  other  i-anei  that  it  often  become*  nocetwary  for  us  to 
know  something  about  our  commodities  in  order  that  we  may  talk  intelltf(ently. 
We  may  not  be  able  to,  like  that  fellow  who  ujjon  his  entrance  into  the  linen 
dcfiartment  to  serve  customerr,  was  one  day  compelled  to  wait  ujton  a  feminine 
purchaser  who  desired  certain  piece*  of  linen.  The  man  knew  (x^ctically 
nothing  of  linens.  The  customer  stopped  to  look  at  two  pieces  of  apiiroximately 
equal  n*e.  Onit  of  them  was  i>riced  111  more  than  the  other.  The  customer, 
looking  at  them,  said,  "Ye*,  I  see  they  are  both  very  attractive,"  and  then, 
pickinx  up  the  articles  she  looked  at  the  linen  very  carefully  and  said  to  the 
young  man,  "I  cannot  see  what  the  difference  is  in  these  two,  and  you  aak  me 
911  difference  in  price." 

The  fellow  was  not  going  to  be  put  down.  He  took  up  one  piece  of  linen 
which  was  the  most  expensive,  and  aaid  to  the  woman:  'Madam,  you  will 
notice  in  this  particular  piece  the  centre  is  in  the  middle  and  the  c^omcrs  arc 
"n  thr  pdg««  " 

The  woman  said,  "Oh,  yes,  I  didn't  notice  that." 
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And  that  young  man  was  supposed  tu  U-  a  Mieaman.  All  of  us  arv  not 
fortunate  enough  to  lie  able  to  respond  to  the  situation  quite  so  readily. 

It  seems  to  me  if  there  is  one  thing  to-day  that  is  absolutely  necessary, 
particularly  with  the  small  retailer  and  his  employee  to  enable  them  to  compete 
with  yonder  man  who  can  hire  an  expert  to  do  these  things,  it  is  to  know  some- 
thing about  h<iw  to  lay  our  proposition  before  the  customer  in  an  attractive 
form,  and  what  to  tell  him  about  it  after  we  lay  it  licforc  him.  I  am  not 
uUcing  entirely  to  you  men  who  are  laying  merchandise  down  on  the  table  for 
customers  to  pick  up  and  admire,  but  I  am  talking  to  anycme  who  has  a  |iro|>i>- 
sdtion  which  he  expects  to  sell  to  someone. 

I  heard  a  story  of  a  twrber  who,  it  was  said,  attended  our  friend  Billy 
Sunday's  meetings.  He  received  what  he  thought  was  very  much  benefit.  He 
was  instructed  by  the  evangelist:  "The  first  thing  that  you  do  when  you  go 
out  from  here  to-morrow,  you  pass  on  the  goo<l  tidings  and  hcif)  some  fellow 
get  ready  for  the  hereafter." 

The  felkiw  felt  he  had  received  much  lienefit,  and  he  went  out  from  this 
meeting  determined  he  was  going  to  pass  on  the  good  news  to  some  other 
felkiw.    He  had  nc»t  studied  how  to  properly  present  the  pro|Misition. 

The  next  morning  one  <>f  his  regular  patrons  came  in  for  his  usual  shave. 

"Want  a  shave?    All  right.  Bill,  sit  in  the  chair." 

He  went  through  the  preparations  for  shaving  him,  had  the  man  nicely 
'athcred  lying  liack  with  his  head  on  the  form  4II  ready.  He  pulled  out  his 
rasor  strap,  whip|>ed  the  rasor  up  and  down  in  good  shape,  put  his  hand  on  the 
customer's  head,  held  the  raior  above  the  customer's  thr^iat,  and  said:  "Bmther 
Mc  you  ready  to  die?" 

That  reminds  me  of  some  of  the  remarks  we  hear  in  our  merchandising  es- 
ublishmenU.  I  walked  into  a  merchandising  establishment  only  three  weeks 
ago  in  our  dty.  I  was  trying  to  investigate  some  merchandising  i-onditions  and 
was  concerned  with  this  particular  |>roblem.  I  walkLii  inUi  a  store,  and  inquired 
for  an  article. 

"You  handle  so-and-so?" 

The  salesman  assured  me,  "Yes." 

I  said  I  wouM  like  to  see  it,  and  he  laid  tht-  article  down  <»n  the  counter 
in  front  of  me  and  said,  "I  don't  suppose  you  will  like  that  kind?" 

Instead  of  saying  something  to  interest  me,  the  man  immediately  started 
telling  me  he  was  quite  ccmfident  1  waa  not  going  to  be  interested  in  the  propo- 
sition.   I  didn't  blame  the  fellow  very  much. 

I  walked  into  another  store  to  buy  the  merchandise,  lltat  felbw  brought 
an  article  ovar  and  put  it  down  in  front  of  me  with  the  remark,  "I  do  not  know 
whether  you  want  anything  so  expensive  as  that." 

Possibly  I  kwked  poverty  stricken. 

The  kind  of  things  I  have  mentioned  are  what  keep  peofile  from  becoming 
interested  in  our  propositions,  instead  of  sales  people  telling  something  inter- 
esting about  it. 

I  UiM  you  yesterday  something  about  a  very  practiod  way  of  meeting  a 
customer.  Promptly  show  him  the  merchandise.  Probably  this  is  an  insig- 
nificant remark  to  you,  but  to  those  of  you  who  have  studied  the  people  selling 
in  your  stores  it  is  not  anything  like  so  insigmficant  as  it  kmks. 
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I  walked  into  a  drug  Htore  Uut  liuinnHT  in  miarch  uf  ao  article.  A  coupli' 
of  young  feltowt  were  ttanding  there  receiving  money  an  the  repreaentatives  of 
that  store.  I  inquired  if  they  were  handling  certain  articles,  and  one  said, 
"Yes."  He  then  turned  around  to  the  other  fellow  and  remarked:  "You  know, 
I  think  Chicago  is  going  to  win  the  pennant.  The  last  wire  they  had  at  the 
office,  they  were  ao  many  runs  ahead." 

He  finished  his  conversation  about  the  hall  game,  however,  and  said: 

"What  is  it  you  said  ynu  wanted?" 

I  said,  "This  is  a  nice  store  to  keep  away  from." 

There  is  nothing  more  important  than  the  manner  in  which  we  meet  our 
ciutonKT  and  the  way  we  place  our  commodity  befprc  him.  If  you  walk  into 
a  store  to-roam>w,  the  way  in  which  a  commodity  is  laid  before  you  on  thf 
oountCT  has  very  much  to  do  in  determining  whether  you  are  attracteil  by  that 
merchandise  or  not.  Ynu  walk  into  a  store  and  call  for  an  article,  and  the 
fellow  throws  it  down  and  says,  "That  is  a  dollar."  You  walk  into  another 
store  and  the  salesman  takes  the  article  and  handles  it  as  though  it  were  wt^h 
the  full  price.   Compare  the  methods. 

Some  ladies  walk  into  a  store  to  buy  a  garment  and  the  saleswoman  pickis 
up  the  garment  and  hold*  it  like  a  rag  in  her  hand.  The  woman  is  not  going  to 
bf  interested  in  that  garment,  as  she  would  he  if  it  were  displayed  in  tlw  best 
form.  What  is  that?  Put  it  on  the  customer.  Relieve  your  customer  of  any 
oomtructive  thinking,  if  poutble — meaning  that  you  show  your  merchandise  as 
nearly  in  the  form  it  will  look  in  use  as  possible.  That  is  not  possible  in  all 
caaes,  we  will  admit,  Imt  so  far  as  possible,  show  how  the  comnKxlity  is  going  to 
Mfve  As  an  illustration:  A  young  lady  in  a  small  Wisconsin  city  was  working 
in  a  general  store.  She  was  responsible  for  the  sale  of  collars.  She  saw  people 
walk  up  the  aisle  day  after  day  without  looking  at  or  apparently  noticing  her 
aaaortment  of  collars.  After  a  while,  she  said,  "I  wonder  why?"  ^U)e  k»ked  at 
her  display  and  saw  that  there  was  no  contrast  of  oolora.  She  removed  the 
majority  of  these  collars  until  she  had  very  few.  She  took  a  common  piece  of 
purple  paper,  placed  it  beneath  the  white  collars,  and  now  she  had  a  contrast 
betweeft  the  white  and  color  instead  of  white  lying  on  white.  The  white  collar 
waa  traced  in  an  attractive  form — just  as  it  would  be  worn — on  purple  paper. 
A  costomer  could  see  the  figures  in  the  collar  and  the  customer  became  inter- 
ested. 

She  found  that  the  majority  of  feminine  purchaaert  would  ask  "May  I 
put  it  on?"  or  "Will  you  put  it  on  to  see  how  it  looks?" 

She  found  an  old  waist  form  that  had  been  thrown  away  and  displayed 
cellars  on  it.  She  did  not  use  a  white  waist  because  she  knew  there  would  be 
no  contrast.  She  increased  her  sales  00  per  rent,  by  merchandise  display.  If  we 
have  a  proposition  to  present,  we  must  present  it  to  our  customers  in  the  most 
attractive  form. 

I  might  stand  before  ynu  and  say  that  particular  lighting  svstem  is  one 
ai  the  most  brilliant  lighting  systems  you  ever  saw.  If  I  turned  on  those  lights 
and  you  saw  for  yourself  how  they  looked,  you  will  not  be  compelled  to  think, 
"I  wonder  how  they  knk?" 

I  might  take  a  man's  nocktic  in  my  hands  and  say,  "Fellows,  when  this  is 
tied  it  is  the  handsomest  tie  you  ever  saw,"  but  if  I  am  a  clever  salesman  I 
wouM  take  that  necktie  and  show  the  fellow  how  it  kmks.    I  would  not  wrinkk' 
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it.  for  that  would  damage  the  tie.    The  customer  knows  how  it  looks  and  need 
not  gtiCM  at  it.    Relieve  your  customers  of  any  conitnictive  thinking. 

I  was  in  a  small  general  store  in  Wisconsin  akmg  in  the  early  part  of  the 
fall,  when  a  customer  came  in.  A  young  girl  was  selling  merchandise.  This 
girl  wa>  oumpcllcd  one  time  to  let  the  customer  have  a  hunch  of  toothpicks  and 
next  time  to  sell  tooth  paste.  This  particular  time  the  customer  said,  "Do  you 
handle  certain  goods  by  the  yard?"  and  the  saleswoman  aasurrd  her  they  did. 
"I  woukl  like  to  see  what  you  have." 

Akmg  the  side  of  the  store  was  this  merchandise  wrapped  on  the  txiard 
wigcways.  This  saleswoman  walked  up  and  pulled  down  one  comer  and  said, 
"How  do  you  like  that?" 

Anotho'  one  was  pulled  d«iwn  a  little  pieoe  more,  then  a  third  one.  The 
girl  said  to  the  woman,  who  didn't  seem  to  he  interested.  "You  do  not  see  any- 
thing you  like  there?" 

The  woman  said,  "No,  I  «lon't  think  I  see  anything  I  like.  I  think  I  will 
1«>'<  around." 

I  was  standing  by  the  saleswoman,  and  she  said,  "Tell  ine  as  near  as  you 
can  why  I  didn't  make  that  sale." 

"If  I  cnuM  tell  yoM  how  to  make  every  sale,  1  coukl  make  a  million  a  day. 
The  woman  wanted  curtains  for  a  bedroom  window.  All  right.  You  stand  out 
here,  ten  feet  from  that  shelf,  and  let  me  pull  down  that  much  o*  the  comer  of 
those  goods,  and  then  tell  me  if  you  qan  see  enough  of  that  pattern  to  tell 
how  it  is  going  to  look  made  up,  and  what  it  k»ks  like  hanging  on  the  window." 
She  said.  "No." 

"There  is  the  first  principle  of  merchandise  display.  Relieve  the  customer 
of  any  effort.    I^t  him  see  how  the  merchandise  kx>ks  in  use" 

"What  wDold  you  do?  This  is  a  small  store,  and  we  haven't  fixtures  like 
they  have  in  the  city  stores." 

I  replied  that  I  would  get  a  piece  of  stick,  if  I  could  get  nothing  better, 
wrap  it  with  paper,  and  put  it  across  the  top  of  two  chairs.  "The  next  time 
anyone  asks  for  curtain  goods,  open  the  bolt  and  show  the  pattem. " 
I  don't  care  what  your  business  is,  show  your  goods. 
Take  shoes,  tor  instance.  You  may  do  what  a  wise  salesman  told  me  was  a 
very  essential  thing  in  sdUng  shoes.  He  said,  "The  first  thing  you  are  going 
to  do  with  selling  shoes  is  to  please  the  eye.  You  bring  out  the  shoes  and  the 
customer  says,  'I  don't  Hke  that.'  You  say  goodbye  to  that  and  get  something 
rise.  Please  the  eye.  Wbao  you  get  the  eye  ideased,  pIflMe  the  foot.  Whan 
you  h,<ive  the  foot  pleased,  when  that  is  comforUUe,  then  there  is  one  thing 
more  to  do,  please  the  pocket-book." 

I  leave  that  to  you  whether  or  not  it  is  sound  kigic. 
Moat  of  us  do  not  reatise  the  importance  <rf  ookir.  It  is  neediess  for  me  to 
say  anything  about  coktr  to  the  man  who  is  selling  ribbons  and  dry  goods.  A 
hardware  man  once  said  to  me  that  it  was  not  worth  while  telling  him  anything 
of  that.  I  suyed  in  his  store  seven  weeks.  He  had  engaged  a  young  boy  to  sell 
merchandise.  A  young  woman  came  in  from  the  country  and  wanted  to  boy 
paint  for  her  house.  She  said,  "I  wanted  the  oM  man  to  have  it  painted  before, 
but  it  was  a  preUy  cgqicasive  job  and  he  has  been  putting  it  off.  but  at  last  he 
has  decided  to  have  it  done." 

This  boy  said,  "All  right,  we  have  quite  a  nice  tot  of  paint  here  " 
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He  brought  out  hi«  |wints  ami  I'lKured  up  upiMroximately  the  number  of 
l«Uuns  it  would  require.  Then  i  heard  the  woman  aay,  "Just  how  would  you 
trim  that  houae?  t  am  not  positive  about  the  colors  here.  If  you  can  help  mr 
a  IHtle  bit  in  trimming  the  house,  probably  we  can  decide  on  it.  The  old  man 
ooald  not  oome  in  tu-day,  and  he  said,  'Anyhow,  maybe  the  people  at  the  store 
know  more  about  it  thui  I  do.'  " 

The  boy  locked  at  me  as  if  he  was  scared  to  death,  and  then  said  to  the 
woman.  "I  expect  we  will  have  to  leave  that  to  the  painter.  1  do  not  know 
much  about  that." 

Then  the  woman  said,  "I  cannot  decide  without  the  oU  man."  ifte  went 
out  of  that  ^tore. 

I  found  there  waa  a  painter  in  town  who  took  orders  for  iiaint.  Tht- 
woman  went  down  to  Mr.  Fainter,  who  told  her  how  to  decorate  the  housi', 
and  the  last  time  I  saw  the  merchant  he  still  had  the  paint. 

I  have  a  personal  friend  whom  I  went  to  see  during  the  Christmas  htriidays. 
He  was  upstairs  dressing  for  supper,  and  when  he  came  down  I  heard  his  wife 
my,  "Por  heaven's  sake,  who  soH  you  that  hideous  tie?" 

He  said,  "Why,  what  is  the  matter  with  the  tie?" 

"A  man  of  your  complexion  ought  never  to  wear  that  cokir." 

He  thought  <rf  the  man  who  sold  him  that  tie — but  not  in  the  right  way. 
^  Take  an  opposite,  a  woman  attending  a  isocial  gathering.  All  her  women 
friends  gather  around  her  and  say,  "Really,  that  is  such  a  becnmii.x  garment 
you  have.  Where  did  you  get  it?" 

"CHi,"  she  says,  "Mary  over  at  the  store  suggested  this." 

Any  real  aaaatanoe  that  you  can  give  to  your  customers  is  usually  appre- 
ciated. We  walk  into  a  store  and  want  to  buy  a  diair.  The  salesman  conies 
forward,  puU  a  chair  down  in  front  of  you  and  says,  "That's  a  good  chair." 
That  is  what  the  feUow  across  the  street  said  about  his,  and  that  is  all  the 
information  you  receive.  He  gives  no  reason  why  it  is  a  good  diair.  You  are 
compelled  to  accept  his  simple  sUtement.  "Why  is  it  good?"  He  gives  you 
no  proof.  That  is  his  opinion,  not  yours — the  salesman's  o|»ninn,  not  the  ctu- 
tomer's. 

My  friends,  the  customer's  opinion  is  formed  from  the  definite  information 
which  sales-people  can  give.  If  you  want  to  buv  a  chair,  what  you  should  knon^- 
is  what  service  you  can  expect  to  get.  Instead  of  being  toM  it  is  "a  good  chair," 
you  eiqiect  to  be  told  that  the  chair  will  give  you  fots  of  service  because  it  is 
made  of  oak  or  because  of  certain  improved  construction. 

Instead  of  saying  "Good  shoe."  say  "Here  is  a  shoe  which  will  give  you 
service  because  it  is  constructe<l  in  a  certain  way." 

Instead  of  saying  to  the  woman,  "Here  is  a  nice  coat,"  say  "It  is  a  go<wJ 
coat  because    .     .    .    ,"  giving  reasons  that  are  convincing. 

I  should  be  able  to  give  definite  information  about  whatever  I  may  sell. 
I  should  take  the  article  and  study  it,  in  cmler  to  be  able  to  give  definite  in- 
fomation.  I  first  ask  myself,  "If  I  were  a  curtomer  buying,"  in  this  case 
dMirs,  "what  would  I  expect  to  get  in  a  c^air?"  Perhaps  it  is  sm^cc,  pa-hapt> 
ooraiort;  most  of  us  Kke  a  comforublc  chur.  The  oonstructioD  of  it  m^t  be 
iatereeting.  The  benefits  I  would  receive  from  it  are  the  things  interesting  to 
me. 
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if  I  w.ff  KoinK  Ui  buy  a  sh«H-.  it  is  quite  |)rotMble  that  I  ihouM  wuit  it 
(wt  moat  of  the  time  we  hear  ctutomeni  lay)  good  looking.  Sometimea  we  My 
a  styliah  ahoe.  I  iihnuM  watjt  to  have  it  of  the  proper  material.  I  ihould  like 
to  know  how  it  waa  mMie.  not  neceiaarily  all  the  revolutions  of  the  machinery 
that  made  it.  Init  rather  tf  there  are  any  advantagea  Ui  me  in  the  way  in  which 
it  was  made. 

And  so  I  might  go  on  and  <m  with  this  idea.  One  might  make  a  general 
iUtcment  that  "it  is  reaaonabk;  in  price"  without  being  able  to  compare  it 
with  other  products  and  say  why.  That  is  not  sufficient.  We  must  have  defin- 
ite information  as  a  imaitivc  proof  of  our  sUtements,  lo  far  as  it  is  poaaible  to 
give  it. 

I  am  going  to  ask  you  for  a  moment  to  let  your  thoughU  revert  to  the 
dwiy  newspapers  that  you  all  read  on  various  occasions.  Across  the  head  of 
this  morning's  paper  you  read,  perhaps  in  red  or  bUck  charactara,  a  oartain 
tKimber  of  words,  coounonly  called  headlines.  They  may  have  lakl  there  waa  a 
great  storm  or  a  train  wreck.  Those  black  dr  red  linea,  as  the  case  may  be, 
were  placed  on  your  |iaper  by  a  man  who  knew  what  definite  informatkin  was, 
and  he  knew  how  to  present  it  in  an  interesting  way.  He  knew  juat  how  to 
boil  down  II  long  story  into  a  few  words.  That  is  what  definite  iiifomiatkMi 
means.  Instead  of  talking  to  me  half  an  hour  about  this  chair,  if  you  can  tdl 
me  quickly  in  three  or  four  words  what  1  am  going  to  get  out  of  it,  you  are  a 
salemian.  So  the  newspaper  man  boib  down  the  entire  column  of  this  news- 
papei^hi-  writes  acroMi  the  top  of  the  column  four  or  five  words.  You  read 
four  or  five  words,  and  you  get  the  sum  and  substance  of  the  entire  column. 
You  know  what  is  in  the  column,  although  you  did  not  read  it.  He  tells  it  in 
an  interesting  way  that  compels  you  to  read  the  rest  of  the  column,  if  you  have 
the  time.  There  is  a  much  larger  principle  ilhistrated  in  the  headlines  of  the 
paper  than  most  of  us  see.  If  you  and  I  can  foltow  that  out,  and  we  can 
because  we  can  see  the  newspapers  daily  and  study  how  they  do  that,  we  can 
learn  to  tell  a  cracise  story  in  a  few  words.  We  can  learn  to  tell  in  an  inter- 
erting  way  the  interesting  things  about  our  oroduct— what  it  will  do  for  the 
imrchaser,  and  why. 

And  then  we  come  to  the  next  step  in  selling,  "the  most  viul  selling 
poiat,"  which  is  the  moat  interesting  point  to  the  particular  customer.  Let 
me  tlluatrate.  One  man  buys  insurance  for  investntent;  another  man  buys  in- 
Miraace  for  protection.  Both  of  them  buy  the  same  commodity,  but  a  good  in- 
surance agent  wouM  not  talk  to  both  of  them  alike.  To  one  he  would  talk 
inveatment  and  to  the  other  protection.  To-morrow  morning  into  your  general 
store  come  these  two  classes  of  people.  I  am  going  to  apply  this  to  an  article 
we  all  use. 

Customer  Number  One  comes  walking  into  this  general  store,  walks  up 
to  the  salemnan  and  says,  "I  would  like  to  have  a  pair  of  boote.  You  know 
I  am  working  outside,  doing  work  which  is  hard  on  shoes.  If  you  have  one 
that  will  give  me  a  k>t  of  service,  I  want  it." 

Now,  this  man  is  interested  in  the  amount  of  service  he  is  going  to  get 
<iut  of  the  riioes.  No  salesman  or  saleswoman  would  think  about  talking  style 
to  that  roan,  becaoie  he  has  found  out  what  be  is  interested  in.  The  seooiKl 
ouatomer  that  comes  into  the  store  has  an  entirely  different  viewpi<int.  Perhaps 
he  is  a  young  inan  about  town  who  rather  prides  himself  on  being  well-dressed. 


"I  want  ahoea,"  he  wys,  "aomethinK  up-UMtate." 

You  ny,  "Y«,"  and  you  Ulk  on  that  |K>int.  "Thi»  is  the  newe»t  style,  " 
and  w  on. 

You  figure  out  that  man's  interest;  you  have  (uund  out  what  he  is  inter- 
ested in.  The  third  customer  tximes  limping  in  and  says,  "I  wonder  if  you  have 
a  soft,  oorolbrUble  sort  of  shoei'  F  don't  care  how  it  wears— I  have  a  lot  of 
trouble  with  my  feet." 

You  wouM  Ik  a  flnc  salesman  if  you  Ulked  on  "a  beautiful  shoe,"  and  how 
long  it  it  going  to  wear.  If  you  are  a  wise  man,  you  are  going  to  talk  about 
how  oomfortable  it  is  going  to  lie,  and  you  are  going  to  forget  about  unim- 
(MNtant  things. 

Cuatonwr  Number  Pour  comes  in  and  says,  "I  have  just  so  much  money. 
t!an  I  buy  a  pair  of  nhnen  for  that  money?"  He  is  interested  in  the  |>rice,  but 
all  four  are  Iniying  shoes. 

Try  ao  far  as  you  can  to  gel  on  the  other  side  of  the  ojuntcr.  Get  the 
i-ustomer's  viewpoint  and  find  out  without  asking  Uio  nwny  questions  what  the 
customer  has  in  mind  and  what  he  needs.  Previous  knowledge  of  that  cus- 
tomer will,  in  many  cases,  enable  you  to  serve  that  customer  in  the  \tett  way, 
liecauae  you  know  what  his  interests  are.  You  know  whctlier  or  not  he  is 
woriring  on  a  farm  or  in  town;  whether  he  is  a  minister  or  a  laboring  man. 
Prom  your  knowledge  of  merchandise  you  arc  able  to  talk  intelligently  and  get 
the  customer's  viewpoint. 

Mr.  Chalmers,  who  was  formerly  with  the  National  Cash  Register  Com- 
pany, tells  us  that  <mc  of  their  salesmen  who  had  been  a  most  successful  sales- 
man, when  asked  the  question  as  to  the  reason  for  his  success,  said,  "Nobody 
can  ask  me  a  question  about  my  commodity  that  I  cannot  rei»ly  to." 

That  is  exceptional  knowledge.  I  am  not  going  to  say  to  you  that  any 
one  of  you  men  or  perhaps  any  of  us  can  hope  to  Uke  the  large  lines  of  mer- 
chandise most  of  us  are  carrying  and  say,  "No  one  can  ask  me  a  question  I 
cannot  reply  to."  I  wouM  sincerely  like  to  have  the  opportunity  to  talk  to  a 
man  who  thinks  he  can  do  that  with  assorted  lines  of  merchandise.  So  near  us 
you  and  I  can  come  to  that  point,  we  are  going  to  Ik:  successful.  So  far  as  we 
and  our  staff  can  do  this,  we  arc  going  to  build  up  a  f<4towing  which  i;.  going 
to  be  pretty  hard  to  get  away  from  us.  Customers  like  to  deal  with  people  in 
whom  they  have  confidence.  If  you  come  down  to-morrow  morning  to  my 
store  and  ask  me,  "Do  you  think  that  chair  is  pretty  well  made  and  will  last 
a  long  time?"  and  I  bay,  "I  thint  w,"  you  will  go  away  and  say.  "That  is  a 
poor  felfew  to  be  in  charge  of  a  furniture  store,  'he  thinks  so.'  " 

1  went  int<j  a  store  and  saw  a  young  woman  put  a  leather  handltag  down  in 
front  of  a  woman  and  tell  her  the  price.  The  customer  said,  "I>>  you  think 
that  is  real  leather?"   And  she  said,  "It  looks  like  it." 

"What  is  the  idea  in  asking  $3  for  this  handbag?"  the  customer  inquired. 

"Well,  the  boas  marked  it  that  way,  and  he  gives  us  the  deuce  if  we  sel^ 
it  for  any  less,"  was  the  reply. 

That  is  the  kind  of  people'  we  expect  to  do  husinea*  for  us  in  our  stores. 
If  you  have  only  one  fourteen-year-oM  boy  helping  you  after  school,  make  that 
lx)y  intelligent.  Let  the  people  in  your  community  feel  that  when  that  boy 
tells  them  the  things  are  right,  they  are  right.   I.«t  that  boy  feel  he  knows  what 


hr  iH  talkinx  tlx'Ht.  m>  Uut  ne«l  Satimlay  whra  they  omii-  .town,  ht-  can  Umk 
Iho  cuiiUwncr  in  the  rye  and  wy.  "Worent  thme  pcw^hm  that  1  aoM  you 
•WJoouH.'"    (let  NimebiHly  who  will  mn\nn  cfmfitlencf  at  ycuir  cuKt4>fnen*. 

I  wallcMl  into. a  «tore  within  the  Uwt  few  weekn.  The  merchant  waa  one 
u<  thoM!  wh«»  realtaed  the  im|K.rUncc  .rf  the  human  element.  A  fanner  aune 
mto  the  iiuirc,  ami  the  menhant  ukful  him  mmiethinK  al«ut  his  child,  and  how 
the  ma.lH  were.    Then  he  wid.  "Well.  Bill,  what  can  I  do  for  you  tonisy?" 

You  know.  I  like  that.  A  lot  of  people  iay.  "What  nhall  I  my  ui  the  cut- 
Uwner?"  I  am  not  going  U.  tell  you  that.  PIcaw  the  i-uatomer.  If  he  wanta  to 
lie  ilapiied  «w  the  back.  Hlap  him  on  the  back.  If  he  want*  U>  be  "bowed  to." 
I  WW  to  him.  Pleaae  your  inutomer.  Thin  particular  man  greeted  hi*  customer 
and  iaid,  "What  can  I  do  for  you.  BiU?"  meaning.  "I  am  hen-  u.  .io  everything 
U>  aerve  you  U>  the  bent  of  my  ability." 

The  farmer  aaid:  "At  but  that  old  umkatovc  liumed  out.  I  have  been 
Kghting  for  a  long  time  against  buying  one  of  thoK  Ktoves,  Init  I  gucM  the 
'jig'  i*  up  now." 

"What  Wirt  i.f  uUive  do  you  want?"  aaid  the  hardware  man. 

"Look  hen-,  Tom,  I  do  not  think  it  neccMary  to  ask  me  that;  you  know 
I  cannot  afford  u>  spend  as  much  money  as  some  people  in  the  worW.  The  old 
woman  has  been  «loing  with  that  stove  for  a  king  time  and  deserves  a  good  one. 
Vou  know  how  much  money  I  have.  1  want  to  do  anything  within  reuon.  but 
ik>  not  want  to  give  more  than  I  have  to.  It  is  probably  the  last  stove  the  oW 
woman  is  going  to  get.  Better  let  you  select  the  stove.  You  know  better  than 
I  do." 

I  was  thinking:  "There  is  a  man  we  ought  to  have  before  the  people  erf  the 
oommunitv  to  show  them  .»ow  to  run  their  businesM.  Here  is  a  man  tiwvelhng 
nine  mile^.  and  he  asks  him  what  sort  of  stove  he  shall  buy  and  what  he  is  to 
pay  for  i-  '  No  doubt  that  farmer  had  been  dealing  with  the  storekeeper  for 
years  ai  i  years,  and  he  had  found  out  that  the  storekeeper  is  honest.  If  the 
storeke.  «r  said  a  thuig  was  good,  it  was  good;  if  he  said  it  weighed  a  pound, 
it  wngi  a  pound;  if  there  was  any  mistake  in  serving  in  his  cKtablishment, 
he  was  a  *ays  ready  to  back  it  up  and  say,  "I  am  goii  u»  give  you  a  squarr 
deal  "  Tlsat  is  the  kind  of  confidence  I  commend  to  you. 

i'ou  people  in  the  large  cities  have  not  that  swt  of  contact.  I  am  not 
overkMikini  he  man  in  the  large  city.  In  the  hurry  and  bustle  of  ti»de,  the 
citypeop!  >»ve  acquired  the  habit  of  shopping  quickly.  Those  of  you  who  deal 
with  the  r  al  cnisumiers  are  finding  that  the  largest  opportunity  you  have  in 
the  worM  i^  to  n^ider  a  service  to  your  patron.  If  you  want  him  to  depend 
upon  you.  you  must  study  your  commodity  so  that  you  may  lie  able  to  tell 
him  what  he  may  expect  in  service  so  that  he  may  not  be  disappointed  in  your 
sutement.  The  lack  of  it  drivps  customerK  away.  I  would  suggest  that  Wf 
analyse  our  merchandise,  that  we  teach  our  salespeople  to  study  liecause  the 
sales  person  who  can  talk  intelligently  about  a  commodity  ukes  very  much 
more  interest  in  Ulking  about  that  commodity  than  the  oAe  who  knows  little 
of  it.  One  of  you  knows  all  about  shoes,  and  you  push  shoes;  another  cme  hke* 
to  sell  furniture;  another  one  likes  groceries,  and  he  sells  gitx^ries  hecatMe  he 
knows  the  most  about  them.  l»ut  the  merchandise  down  before  you.  Ask 
youraeif  how  it  is  made,  what  particular  construction  is  there  that  gives  an 
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udvMita|{r  U)  thai  imrtii-ulttr  urtk'Ic.  Knitw  hiiw  it  iMimfiareii  with  other  artick-x 
(not  for  the  |iun*<>M>  <>f  kiWK-kinK  th**  oth«Ts,  Injt  f«ir  the  |>ur|MNii>  nl  UlkttiK 
mtcUigmtly  •hout  it).  What  gon  t«»  mako  inf»m-y  valuo.'  What  will  it  do  for 
the  ciMtofner>  Only  thi-  thing  that  it  will  tki  fiw  ih«-  ciHtomrr  is  the  interaitini! 
thing. 

In  a  city  in  Penmiylvania  I  tiwli-  this  kmil  of  a  xUumR-nt  liefurr  a  Ixxlv 
iif  lalesmen  anti  women  in  om-  of  the  larjp-  Kton-K.  A  ynung  woman  came  to 
me  and  laid,  "Mr.  Irwin,  I  kn«>w  you  are  fierfectly  all  right,  liut  I  do  not 
believe  it  is  |in«wiblc  for  a  lukitnuin  or  woman  in  th«-  average  iitore,  iwrticukiriy 
in  the  Hmaller,  to  lie  abk-  to  talk  intelligently  alwnit  their  merchandiw,  or  to 
give  a  c-UHtomcr  the  knowkxlgc  yrni  talk  aluml,  Itecaiiw  they  have  iwver  l»een 
through  the  factory." 

I  Mid,  "Perhaiw  yotir  statement  i«  right.  I  w«mkl  n»rt  attemiil  to  diMfHite 
it." 

I  j««t  let  it  go  like  that.  waitinK  for  th*-  •Hiasion  to  |>n!tient  itnelf  t<i  i»rov«- 
my  sUtement.  Ten  days  later,  when  she  had  forgotten  this  incident,  I  walked 
int<J  the  department  in  which  ithe  wan  handling  leather  goodH.  I  had  my  hat  on 
and  acted  as  a  ihopper.  I  walker!  up  to  the  department,  and  xaid,  "I  want  to 
took  at  thcMC,"  and  Hhr  showed  me  certain  leathtT  artick-s.  I  t<M>ked  at  them 
and  Raid  finally,  "I  am  looking  f<ir  wmiething  appropriate  lo  send  to  a  littk- 
xiiiter." 

The  woman  suggciiti'd  thiit  and  that  and  the  other,  and  finally  kid  down 
a  littb;  handing,  apparently  of  k«ther.    I  iwid,  "What  is  the  |»ricc:'" 

And  Hhc  said,  "That  in,  $li." 

Juat  to  see  what  she  wouki  nay.  1  asked.  "I>»  ytni  mean  Ui  tdl  me  you 
have  the  ner\-e  to  astk  13  for  that  hawibag.'" 

She  k)oked  at  mi-  a  moment  and  siid  "Ymi  do  not  know  what  you  are 
talking  aliout.  That  is  made  of  the  l<crft  cja*hly  ol  grain  leather,  and  hecauae 
«rf  that  a  woman  would  get  four  or  n\<?  ^tan  of  Mcrvice  out  of  that  hag.  If 
that  is  not  cheap  service,  I  «lo  n  H  know  what  is." 

I  said,  "It  may  lie  good  :  nther,  but  the  thing  itt  poorly  made." 

Then  she  picked  it  ui)  an.;  -thowed  me  how  carefully  it  was  sewifl  and  all 
ulwut  the  construction. 

"I  think  the  metal  on  that  will  tarnish." 

And  she  proceeded  to  tell  me  it  would  not. 

I  Hud,  "That  is  a  pretty  poor  fastenit^." 

And  she  demonstrated  the  fastening. 

I  said,  "All  right,  but  if  a  woman  will  Uke  that  handbag  and  go  walking 
•town  the  street  with  her  money  and  handkerchief  and  other  things  in  it  and 
the  handle  breaks,  it  is  gone." 

She  said,  "This  handle  is  fastened  on  secur^'ly.  Some  Iwgs  have  tiny 
rings,  but  this  one  has  this  advantage." 

Then  she  opened  the  l>ag  ami  said,  "The  inside  wouM  delight  th«;  eye  of 
any  woman."  She  showed  me  the  fittings  and  all  that  went  inside  with  it,  even 
the  advantage  of  the  small  purse. 

I  said,  "Those  that  I  saw  were  larger  than  that;  this  Uioks  unall  t«  me  " 
She  replkni,  "That  shows  you  are  not  keeping  up  with  the  styk-.    It  has 
lieen  a  long  titn«-  since  a  wjiman  carried  those  big  things." 
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JiMt  ti>  «ee  if  the  knew  all  •bout  her  other  lioaa,  I  esamincd  another  one 
and  aaked  her  the  «ante  questiona.  PinaUy  I  mid  to  her,  "Youm  lady,  I  coo- 
iratttlate  you  on  the  tnfonnatkm  you  have  given  me.  Have  you  been  throufh 
the  factory  to  get  all  that  information?" 

"No." 

"Where  did  you  get  it?" 

She  laughed  and  mid,  "I  gucH  you  have  me." 

Look  at  the  product  from  the  cuttomer'a  point  of  view— fram  the  other 
■ide  of  the  counter.  Look  at  the  produa  and  aae  what  it  will  do  for  the  cw 
tomer.  Don't  get  your  roerchandiae  in  and  put  it  on  the  iheU  and  hkte  it. 
Bring  it  down  aa  aoon  aa  you  get  a  new  product  in.  If  you  get  a  new  product 
in,  caU  your  emi^yeea  and  lay.  "Here  ia  anmethii^  new.  Come  and  kwk  at  it 
and  aee  what  you  think  of  it."  Tdl  them  wliat  the  aaleanian  who  aoM  it  to 
you  toM  you  about  it.  Be  aUe  to  talk  intelligently  about  your  commodity. 
You  will  buiM  up  a  fblk>wing.  and  Mr.  MaU  Order  Houae  is  going  to  have  a 
hard  time.  Your  patrons  will  aay.  "I  do  not  know  whether  or  not  it  is  right 
when  I  read  it  in  the  catakigue,  but  if  I  buy  from  Tom  Smith  over  there  it  U 
all  right.    If  it  ia  not  all  right,  Tom  will  make  it  right." 

Know  what  you  are  selling.  So  far  aa  you  can  show  every  individual  in 
your  store  the  selling  poinU  of  everything  that  comes  in  and  let  them  talk 
intelligently.  I  am  not  going  to  say  that  is  going  to  bring  100  per  cent,  suooaaa, 
but  it  is  going  approximately  in  that  direction. 

A  traveller  from  this  country  was  travdUng  in  some  foreign  lands,  and  he 
tells  this  little  story: 

He  started  out  one  morning  in  search  of  a  certain  famous  place  he  had 
heard  a  good  deal  about  As  he  went  in  search  of  it,  he  met  a  barefoot  boy, 
one  of  the  natives.  He  said  to  the  boy,  "I  am  trying  to  get  to  a  certain  ptace. 
Can  you  tell  me  when  it  is?" 

The  little  boy  stopped  a  minute,  then  he  kioked  up  into  the  man's  face 
and  said,  "Sir,  I  do  not  know  just  whan  it  ia,  but  thia  ia  the  way." 

I  do  not  know  just  what  your  problem  is,  but  this  is  one  of  the  ways  of 
attaining  success,  "knowing  what  you  an  doing  and  knowit«  yow  commod- 
ity." 


FACTS  A  MERCHANT  SHOULD 

POSSESS 

BT  o.  PtTOB  mwnf 

*  '"l-""*"'  ^  **"*  ^  you  for  a  few  nwnMaU  «b«wu  f«cu  tiMt  im-nhanu 
■hoald  pnMDU.  When  I  get  thniuih,  gome  gentlenMin  here  i«  ^oinK  to  maki- 
thk  tUtement:  "Irwin  Hm  been  nayinjt  'Yom  oujiht  to  know  all  aUnti  ihingn' 
ever  mce  he  hM  bsen  here."  The  lait  thing  I  am  gninfi  t<»  My  an  von  go  <iui 
<rf  the  door  i«,  "Go  home  and  kwm  all  about  your  buMncM." 

I  am  paid  by  the  Sute,  the  people,  to  go  out  and  find  <mt  atirnit  tht-  fellow 
who  doe*  not  know  all  he  should  about  his  buainew: 

I  say,  "Well,  would  you  hko  to  have  sontethinK  I>ut  on  in  this  town  undir 
the  auspices  of  the  State  University,  which  would  help  |)e.vk-  to  know  more 
about  their  liusineas?" 

"No,  I  guew  it  is  all  right  for  some  of  these  young  felk>ws,  but  I  have  been 
running  this  Inisincss  for  twenty  years.    What  d<»  I  want  with  it.> ' 

Of  courK,  you  understand.  You  have  to  Jh;  a  dipk>mat  to  meet  that  kind 
of  thing,  so  I  say: 

"I  undersund  you  know  oil  about  it,  no  question  about  that,  l»ut  «»ne  fait 
remains:  no  young  felkiw  in  this  community  is  going  to  sUrt  to  study  things 
until  some  of  you  older  and  mtn  succesafnl  men  Uke  an  interest  and  promote 
it.  Is  there  a  grocer  man  in  thU  houae?"  I  "spot"  his  line,  you  kmwi, 
whether  he  is  a  grocery  man  or  whatever  he  may  he. 

He  lays,  "Yea,  here  is  one." 

"What  does  it  cost  you  ti>  do  busineaai'  I  am  empk>yed  by  ihe  |««n»lt, 
you  know,  to  find  out.  I  see  y.ni  have  a  kit  of  suoccatful  merchants  in  this 
town,  so  I  would  like  to  take  some  information  to  some  felkiw  in  the  next 
town,  who  is  not  so  succeaaful,  as  to  the  proper  cost  of  transacting  Inisiness.  ' 

()ne  I  have  in  miad,  ns  an  illustration  (this  was  in  the  grocery  iHisinessi, 
said.  "Seventeen  per  em0." 

"Aha,  good,  you  are  a  good  merchant.     How  do  you  get  at  that?" 

"Well,  I  uke  my  expenses  and  I  uke  my  sales:  of  course  I. do  it  that 
way." 

"Sure,  that  is  fine;  that  is  the  way  to  do  it.  What  do  you  mclude  in 
those  expeaaea?" 

"Well,  everything  that  enters  into  the  business." 

"How  much  salary  doe«  this  firm  pay  you?" 

"You  mean  me?" 

"Yes,  you." 

"Why  I  own  the  business." 

"Sure,  but  how  much  does  it  pny  you?" 

"Huh,  I  don't  charge  any  salary." 

"Why  don't  you?" 

"Why,  I  own  it' 
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"Writ,  will  yvn  onnM  over  and  work  for  me  next  year  for  ntrthmi^" 

"Why.  cwtainly  not." 

"Why  arc  you  warldag  for  your  own  hudiMw  for  nothiag?  I  wmiM  not 
hnv«  a  buMMM  that  would  not  give  me  a  living.  If  it  were  Iml  112  a  month, 
I  woold  make  it  pay  113  a  month." 

Thia  raggeirtinn  i»  fmm  a  gnioar.  I  wa»  in  the  city  tif  Merkla  at  a  martinic 
>i(  the  Omcen'  AMudation.  We  put  on  a  cnune  ol  Store  Managanwnt.  I 
asked  the  grocer  what  it  cont  him  tii  iV>  IniMncw,  and  he  toU  me.  I  kxtkad 
away  towanb  the  wall  and  wid,  "It  i»nnut  be  'did7  So  I  want  over  to  the 
KToccry  (toea  to  aer  whether  ur  not  it  waa  oorract.  Aa  I  walkad  into  that 
hUnv.  1  noticed  that  hi«  wife  waa  ttanding  behind  the  counter  aetting  a  cuatomer 
«>nie  checae.  I  went  in  the  neat  morning,'  and  »he  was  eelling  annH;  Iwtter. 
I  went  in  on  Saturday,  and  the  wa»  imtting  aomi'  potatoea  in  a  bag. 

I  Mid,  "How  mtjch  d«»  you  pay  your  wife.'    She  in  a  pretty  gi»irl  clerk." 

"Huh,  you  tiet.     She  is  a  good  huatneas  woman." 

"How  much  time  does  she  work  here?" 

"Half  day:*  fvery  day  hut  Satu.-day,  and  <m  Saturday  »hc  i«  hen-  all  day  " 

"Who  tnkcH  care  «jf  the  houaewfirk  during  that  time?" 

"Oh,  a  little  girl  ciimes  in  and  kioks  after  thing*  a  Mt.  (If  nnirsi-  th«- 
wife  is  down  only  half  days,  ao  we  manage  to  get  akmg." 

"How  much  do  you  |iav  your  girl?" 

"Pour  dolkOT." 

"How  much  (fci  yiiu  pay  your  wife  to  wfirk  in  the  store?" 

"Why,"  he  said,  "It  is  my  atcwe,  and  she  is  my  wile.  She  ix  um  miuh 
interested  in  it  as  I  am.     1  don't  pay  her  anythkig." 

"All  ri^t,  that  girl  takea  your  wife's  place,  and  you  |iay  her  M.  If 
your  wife  were  at  home  and  you  had  the  girl  here,  you  wouM  (lay  her  $t, 
yet  you  pay  your  wife  nothing.  I  wish  your  wife  were  young  enough  to  come 
finder  the  ChiM  Labor  tows,  but  she  isn't.  I  think  if  you  appreciated  your 
wife,  you  would  pay  her  t4  anyway,  to  any  the  least." 

Things  of  this  kind  are  exceedingly  interesting  u>  every  business  man. 
There  are  a  good  many  ;ieople,  I  ftnd,  who  have  not  yet  found  out  that  the 
fellow  who  marics  his  merchandise  upon  cost  rather  than  aelUng  firice  is  still 
n  kmg  way  fnmi  the  baae  and  takes  an  awful  chance. 

Again,  there  are  a  k>t  of  felkiws  who,  when  you  ask  them  how  many  turn- 
overs they  arc  getting,  say,  "Well,  I  don't  know,"  or  they  tell  you.  "Five." 
and  you  find  out  that  ihey  are  figuring  the  turnover  the  wrong  way,  minnit 
the  sales  and  nists.  They  are  mixing  the  two,  and  they  fml  themselves  a)> 
well  as  you. 

I  shall  nut  attempt  at  this  moment  tu  explain  further,  as  we  are  au  fortun- 
ate as  to  have  with  us  at  this  hour  the  gentleman  who  is  to  address  you.  I 
shall  simply  ckiae  my  remarks  by  saying  that  I  lielieve  there  are  so  many  facts 
that  e\-ery  man,  large  f>r  small,  ttught  to  kmtw  abcnit  hiii  huiiinosK  that  I  am 
Koing  to  take  one  oeMiion  liefort-  thiK  ckiM-  <il°  ihe  coune  to  give  ynu  in  m\ 
humble  wav  what  I  have  found  in  investigations. 

I  am  cot  an  accountant,  as  my  friemte  demonstrated  this  morning  the>- 
were,  but  I  have  found  certain  thing*  which  are  vitally  connected  with  knowing 
Ihiw  to  run  a  Inlninesi*  projierly.     I  ho|>e  yim  are  not  frightened  by  accounts. 


you  mm  who  an  not  accuununu  (I  wt«h  ymi  all  w«m:  we  oMuiut  hmvv  Un. 
many  ct  tbma),  I  nm  gotag  to  try  to  show  ut  l«Mt  by  «  (rw  MOMtiofM  to 
■OOM  of  yoa  iMn  who  are  oompelM  to  br  your  own  buokkcrprr,  your  own 
pOflOT,  yoMT  ow«  wlHrnaa.  and  everything  vlte,  that  thw  are  a  few  thin«> 
vmd  by  niMchaato  to^y  which  are  udkng  thrm  rxaitly  huw  much  it  com*. 
Thare  are  a  law  wayi  in  which  yoa  am  determine  fuutty  what  you  an-  making, 
if  you  conduct  your  ba«neee  properly.  Now,  thcvt-  are  mrt  wonderful  theiirim 
—are  not  'up  on  the  ociHag,  but  right  down  in  your  path."  Sonu-  nf  thear 
tWaRS  are  of  go  much  importance  that  I  hope  within  ihr  next  few  Mwiont  to 
be  able  to  take  than  up  and  talk  for  a  few  momenU  ahnit  the  thinga  u  man 
ought  to  know  about  his  buaineea-what  ahnuld  enter  into  ««,  how  to  mark 
tht  goods  as  a  rsmit  nf  that,  and  the  thii«s  h«-  .luyht  t.)  know  to  MirreMfullv 
ooatral  his  *- —" — 
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BY  FRAHK  STOCKDiOX 

I  would  just  like  to  follow  the  thread  of  .thought  btought  out  by  the  chair- 
man of  the  meeting.  "Increased  SelUng  Efficiency,"  what  it  means  to  you 
all,  what  it  means  to  the  United  Sutes,  what  it  means  to  the  world  because 
increased  efficiericy  of  the  people  at  home  increases  the  efficiency  of  the  boys 
at  the  front.  I  am  sorry  to  have  to  say  to  this  audience,  however,  that  both 
in  Canada  and  in  the  States  it  has  been  brought  to  my  attention  on  several 
occasions  that  the  sales  people  who  sUnd  behind  the  counters  at  the  present 
time  are  in  many  cases  not  living  up  to  their  obligations  to  themselves  and 
to  their  firms  and  to  the  country.  In  other  words,  they  do  not  realize  the 
responsibility  of  their  positions  at  the  present  time  and  to  put  it  in  plain 
terms,  they  are  slackers,  nothing  more  and  nothing  less.  Down  with  us, 
we  talk  mainly  about  building  ships  and  producing  food,  but  the  problem  of 
food  and  ships  touches  every  other  problem  in  the  United  States  and  in  the 
world  and  the  efficiency  of  our  stores  and  the  loyalty  of  our  help  and  our 
own  loyalty  has  just  as  much  effect  on  the  production  of  ships  and  food 
as  has  the  loyalty  and  the  energy  and  ambition  of  the  people  who  are  engaged 
in  the  immediate  task  of  producing  ships  and  producing  food.  If  there  is  one 
great  lesson  this  war  has  taught  us,  it  is  that  the  interests  of  the  men  whose 
interest  we  thought  metait  nothing  to  us  comes  right  back  to  us  every  time. 
No  matter  what  they  may  do  in  Russia,  no  matter  what  they  may  do  in 
Europe,  just  as  soon  as  they  do  it,  we  feel  the  effect  of  it  right  here.  If  the 
wheat  crop  is  short,  we  feel  the  effect  when  we  go  down  to  the  grocer  to  buy 
a  sack  of  flour,  that  is  in  normal  times;  if  the  wheat  crop  is  large,  we  feel  the 
effect  of  it,  and  so  it  is  with  everything  in  the  line  of  food  and  the  line  of  ships. 

It  is  brought  home  to  us  time  and  time  again  what  the  actions  of  a  few 
Ijeople  on  the  other  side  of  the  water  mean  to  us.  And  if  there  is  one  thing 
that  causes  pride,  and  I  am  including  in  this  Mr.  Irwin  with  myself,  it  is  the 
fact  that  ve  can  come  to  Canada  and  have  the  people  feel  that  we  are  brothers 
in  the  same  cause. 

Now  this  series  of  meetings  has  two  or  three  purposes  pretty  well  defined, 
and  so  that  all  may  understand  I  want  to  remind  you  of  some  of  them.  In 
the  first  place,  this  series  of  meetings  accomplishes  its  purpose  if  it  causes  you 
to  think,  if  it  starts  your  mental  machinery  in  operation  and  maps  out  objects 
along  which  you  may  progress;  in  the  second  place  they  are  designed  to  remind 
you  of  a  lot  of  things  that  you  akeady  know.  Those  of  us  who  arc  responsible 
for  the  platform  end  of  this  meeting  realize  that  the  best  thing  we  can  do  for 
you,  ladies  and  gentlemen,  is  to  remind  you  of  things.  That  is  one  of  the 
T>rinciples  in  advertising  and  education,  to  remind  people  of  things  that  they 
already  know.  We  are  forgetful:  there  is  one  thin?  tliat  you  can  depend  upon 
and  that  is  that  the  public  ha^  a  short  memory.      Now  you  can  use  that  in 
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your  business.  I  am  using  it  in  regard  to  these  ulks,  but  it  is  a  cardinal 
P|^e  m  pronH>tmg  your  business  to  remember  that  the  public  hasTZi 
m«no^.  I  want  to  wnte  that  down  on  the  board.  "The  public  has  a  short 
SS^  ^  ;',rL°^  '^'  fundamental  principles  of  increased  selUng 
eflteency.  One  of  the  best  examples  of  that  fact  is  found  in  the  speeches  o? 
t^i^Zt^?^  Woodro^v  Wilson.  While  we  cannot  keep  in  mi^all  t£ 
Ume^  what  this  war  ,s  about-I  know  that  is  absolutely  the  case  with  us 

Z^^A       ^^'Vl'"!;''^^'  ""'  "^  ^''  *''•"«"«  °'  »hose  Russian^vo": 

th»  or  we  get  thmkmg  of  the  other  thing-Lloyd  George  and  President  Wilson 

Zv  t""  *T"**  "'•  '^'^  ^"^'  •'^P  *«"•««  ^  »he  same  thing.  pS 
caUy  the  same  thing,  over  and  over  and  over  again.    Why?    BearusTJh^ 

people  and  so  they  come  along  and  re-state  the  war  aims.  How  manTlimes 
have  the  war  aims  already  been  re-stated.  As  long  as  that  war  goes  on  ,^ 
^n  be  restating  the  war  aims,  and  as  long  as  youTre  in  busiZl  ^ ZlZ 
re-statmg  a  whole  lot  of  things. 

is  th^h?i,!l!^  '^^"  about  in<Teased  selling  efficiency  we  must  never  forget 
4iJ^.v  r  ^^  71^  "^°'"  ""  ^^^'  '^^  °"*»^«  «  the  same,  y^- 

ti^^'  1!°^''  ^^f  ^°^"  ^  ^"  ^  *^  '™«^-  We  had  a  grea  debate 
Sii^vTr?  ""  S""'"  °^"  ''"'^  ^'''^  "'  ^•'^  professcSlrom  the 
^^^Z2l!  -^.fT-  I^  ''^^  ''"'^*'"«  "^'''^'^  the  human  nice  had  made 
^b^^^V^'T'Tt^"^-  "^a^^l  debate.  There  is  someSg 
tobe«.d  on  both  s.d«  of  the  question  as  to  whether  or  not  we  have  made  a^ 
^og^.  but  we  do  know  that  human  nature  remains  the  same,  animated  by 
the  same  ideas.    Take  the  automobile,  for  example.    You  hekr  people  sav 

not  create  a  demand  for  automobiles,  that  demand  has  existed  from  rte  be- 
gnnnng  of  time  almost.    What  is  the  demand  for  automobiles.    Trd«^d 

tl  i^.^V^''"'  T  ^'^  "^*  ^"^**  ^  °°*  ^tisfied  yet.  Right  now 
thel^urance  Companies  have  come  out  with  a  rate  of  insurance  for  aeroplanes 
^^m  commercial  service.  A  definite  rate  of  insurance  has  been  «ta^ 
hrt«dfor  aeroplanes  engaged  in  commercial  service.  We  are  still  demanding 
rS^to  It  *™"r^tion.  and  if  you  have  anything  that  win  hd? 
people  to  get  from  one  place  to  another  in  less  time  with  less  effort,  the  de 

sZ.  the^^  f  'T  '"  ""u"""^  '°  ^^  ^  *°  '^^  them  of  the  fact^d 
show  them  that  you  have  something  that  will  satisfy  that  demand. 

I  want  to  go  back,  however,  to  this  matter  of  loyalty.  At  the  present 
tune  toyalty  means  so  much  more  than  it  ever  did  befL  That  I  v^S^ 
ZST"-  ??  '°^'^'^  °'  '""^  "">  "•''*  "^'^  '-hind  the  alJteT^^ 
Z  tS  r  I  "^l  *°.^  •*  °°  '^  ''''  *™P'°y*«'  to  mnind  you  peopk 
J^l  i!L^.^  f  ^?^"  '^  *^^'"  '°y**ty  to  you:  their  loySy  toThe 
SfgSf  *'  '^     '^  *°  ''"'*'■  "''*"■'*  "«••*  "°"  '*  patriotisnTof  thTv^ 

h.v'^Z.i'^T  ""  *r  '^"^  *^"'  ^'"°«  ^««'*^-  One  of  them  is  to 
Z2  S^  i"  r^-  .^''^  '^^^  ^"^  "°*  ^^^-^  the  whole  problem.  We 
^^2  T  °^y,P~P'*  ''ho  are  wilUng  to  do  things  but  people  who  a« 
able  to  do  thmga    I  am  gomg  to  give  the  remainder  of  the  tfanTof  this  dis- 
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;u8sion  to  the  increasing  of  selling  ability.      Our  friend  Mr.   Irwin  has  an 
uncanny  aptitude  for  getting  down  to  the  bottom  of  things  and  dealing  in 
fundamentals,  and  one  of  the  fundamentaU  that  he  dealt  with  this  afternoon 
.8  the  fundamental  of  the  use  of  merchandise;  that  seUing  is  explaining  and 
elaborating  the  use  of  the  thing  that  you  are  trying  to  sell  to  the  customer. 
I. would  like  to  just  dweU  upon  that  and  add  to  it  a  little  emphasis  by  sayimt 
that  the  thing  you  sell  is  not  hardware,  it  is  not  jewelry,  it  is  not  groceries 
It  IS  not  clothing,  it  is  not  shoes,  it  is  not  dry  goods,  but  in  the  case  of  shoes 
It  IS  shoe   satisfaction,  in  the  case  of  hardware  it  is  hardware  satisfaction,  in 
the  case  of  groceries,  it  is  groceries  satisfaction  or  appetite  satisfaction,  and 
that  appetite  and  that  satisfaction  varies.     One  man  comes  in  and  he  wants 
comfort  satisfaction  in  his  shoes;  and  another  man  wants  style  satisfaction  in 
hw  shoes;  another  man  wante  economy  satisfaction  in  his  shoes;  and  some 
feUow  comes  along  and  wants  them  all.     There  is  a  firm  seUing  clothing  down 
m  Chicago  and  that  puts  a  little  card  in  each  suit  of  clothes  or  overcoat,  or 
whatever  ,t  happen  to  be  that  goes  out  of  the  store,  and  I  want  to  read  you 
that  card.     "In  buying  these  clothes,  our  understanding  is  that  ycu  have 
paid     for  high-class  tailoring?    No.    All  wool  fabric?     No.     Up  to  the  minute 
style?     No,  not  that-"our  understanding  is  that  you  have  paid  for  satisfaction. 
Satirfaction     we  want  to  be  sure  th^t  you  get  it.       If  you  are  not  whoUy 
satisfied  with  the  goods  now  or  at  any  time  later,  we  want  you  to  let  us  know 
promptly  because  we  want  to  make  right  anything  that  is  not  right."     How  is 
that  for  a  creed?    Pretty  good  sized  business  buUt  on  that.     I  tested  them 
out.    They  do  just  what  they  say  they  will  do.    That  is  a  test  of  any  policy 
a  pohcy  IS  not  worth  much  unless  it  is  carried  out.    Our  advertisement  that 
we  would  start  here  at  eight  o'clock,  that  we  start  at  two  o'clock  would  not 
be  worth  anythmg  if  we  did  not  do  it.     So  the  people  buy  "satisfaction"  and 
we  want  to  keep  that  in  mind  always.    Also  that  the  public  has   a  short 
memory.     I  told  you  before  that  the  public  has  a  short  memory,  and  I  repeat 
it  to  you  again  that  the  public  has  a  short  memory.     I  am  employing  thr 
tactics  of  advertising  now.    The  advertisers  realize  that  the  public  has  a 
short  memory  and  so  they  just  keep  reminding  the  people.      Down  in  the 
N,       A.J''"'^.**^  *"  """""y  ^^^  advertised,  but  do  they  quit  advertising? 
No.    They  stiU  insist  that  Ivory  soap  is  99  and  44/100  pure  and  they  alao 
insist  that  It  floats;  and  then,  once  in  a  while,  they  come  along  and  in  one  of 
these  advertisements  they  put  another  and  re-atate  all  the  claims  they  made 
years  ago  about  Ivory  soap,  how  it  is  made,  why  it  is  pure,  what  is  in  Ivory 
soap,  what  Ivory  soap  will  do.  re-state  it.  because  "the  pubUc  has  a  short 
memory. 

With  these  points  in  mind  now,  I  want  to  go  into  the  matter  of  dosinif 
the  sale.  One  gentleman  suggested  that  I  elaborate  a  little  on  this  point 
and  I  am  going  to  do  it.  My  main  mission  among  retaU  merchants  is  not 
to  talk  retail  salesmanship.  There  are  about  six  other  divisions,  at  least 
five  other  divisions  which  are  enough  for  me  and  retaU  salesmanship  has  been' 
receiving  more  attention  from  the  peoule  that  have  been  talking  to  retail 
merchants  than  ahnost  anything  else.  I  want  to  explain  to  you  briefly  why 
I  meet  merchant  after  merchant  who  would  rather  I  would  get  busy  and  teU 
his  sale^jeoplc  what  to  do  Mtd  where  to  head  in  and  so  on  than  anything  else 
in  the  world.    That  is  what  they  want  a  tot  of  them.    There  is  a  good  demand 


for  it,  but  what  they  want  and  what  they  need  are  two  tt,i„„.      wu 

«de  that  I  have  gleaned  from  interviews  with  top  notch  sales  peonle  Th^ 

ZTl^  "  v""*:":  '^'''  '^"''''y  »--  *»'«"-  very  vatTble  sideUt 
Se^rsr^nT  t^T'  *''  "^''^  "*"  '-•<^-tally.  o^sales^sSp  -.2? 

"rv,  „^.    I,        »^''  ™   loronio.     He  didn  t  answer  me  directly,  but  he  said 

di?nr  nuTl  'Ke^rlTl  'V"'  '"'^"'  ^  -"  ^?"    I  «^.^  tl^    i 
fua  not.      \\  ell.    he  said,  "the  hardest  man  in  the  world  to  sell  tn  «,  =  » 

reason  a  lot  of  people  do  not  know  when  they  reach  the  cl^ne^i^     t W 
.8.  assuming  that  they  have  inteUigence  enough  to  Wif  h  werflw  Sje 

cashiers,  perhaps,  to  the  end  of  time,  unless  they  h^pLT  E  -^    '^'  ^ 
of  th^"JlS'rZ''r  °^  """"f  •  i'  ''^"«»°"K  the  minds  of  others.     But  one 

:^^e-£^» 

and  th^i  I  wLrlwtnd  IdTxhe^t  trrw."'"^^  ""'""^  ^^^  ^''^^•" 
said  that  the  hardest  man  to  sJu  wL^^h^  r^'^rwould'Lrtr  ^'^^ 
are  two  times  then  that  it  is  hard  to  know  when  you  have  r^hTthe  sU^ 

X'  rnTth'^ZT"  T'  ^'•^  "^^  "^-  *••'  -»«  i^  Wt  leTS 
talk  In  other  words  you  do  not  know  when  you  have  reached  the  til  «n^ 
point  unless  you  can  iret  some  exoressinn  f««,  ♦*.  J.  reacned  the  selhng 
mind  r«.rf«.     T*  expression  from  the  customer  unless  you  are  a 


.?!' 


Now  you  will  be  interested  in  this  man's  remedy  for  the  situation  when 
he  gets  a  customer  that  won't  talk.    He  has  a  little  strategy  of  his  own  and 
it  works  fine.    When  he  finds  a  customer  who  won't  Ulk  he  just  shuU  up 
like  a  clam  himself  and  proceeds  to  show  merchandise  and  he  stands  pat  on 
that  toe     I  was  very  much  amused  down  in  Coffeyville,  Kansas,  just  last  week. 
A  retail  jeweler,  who  had  a  right  angle  on  it,  said,  he  had  a  man  come  in  to 
buy  some  piece  of  jewelry  and  he  said  he  stood  pat  for  thirty  minutes  and 
finally  went  out  of  the  store  and  he  lost  two  customers  in  the  meantime.    Now 
that   is  the   exception  rather  than  the  rule.      The  average  individual   will 
come  across.    The  "Hub"  in  Chicago,  on  their  suit  floors— remember  that 
this  salesmanship  applies  to  selling  the  larger  items,  not  the  smaller  items,  you 
are  not  going  to  give  the  time  and  attention  to  the  smaller  items  and  they  are 
sold  witho(it  so  much  selling  argument— but  on  the  suit  floors  of  the  "Hub" 
in  Chicago— thsy  are  said  to  be  the  biggest  clothing  firm  in  the  world,  exclusive 
clothing  and  furnishing  store  in  the  world— they  have  a  distinct  policy  that 
when  a  customer  comes  on  the  floor,  the  sales  person  approaches  the  customer, 
perhaps  passes  the  time  of  day  with  him  and  then  waits  for  the  customer  to 
speak.     I  know  that  to  be  the  policy  of  the  firm  because  during  my  two  years 
with  System  magazine  I  came  in  conUct  with  an  investigation  that  was  being 
made  and  I  found  that  these  pilndpks  were  the  policy  of  the  "Hub,"  and  so 
I  went  up  one  dry  to  test  them  out.  "The  sales  person  came  up  and  he  passed 
the  time  of  the  day  and  then  he  stood  in   an   expectant  attitude  and  I  tried 
to  assume  an  expectant  attitude  too,  but  I  lost  out.     I  lost  out.     He  had  the 
best  of  me.    He  was  there  first.     I  was  on  his  premises;  he  had  the  drop  of 
me  and  I  could  not  do  anything  else,  I  either  had  to  turn  around  and  go  back 
down  the  elevator  or  tell  him  what  I  wanted,  one  or  the  other,  so  I  told  him. 
But  the  fact  is,  in  order  to  know  when  you  have  reached  the  selling  point 
you  have  got  to  get  the  customer  to  talk  back.    We  are  not  always  able  to 
size  up  the  customer  and  to  know  whether  he  wants  comfort  in  his  shoes  or 
style  .jr  whether  he  wants  wearing  qualities  or  economy  unless  we  can  get  him 
to  say  something.    Of  course,  I  know  some  people  who  try  to  size  up  I  :e 
customer  and  do  it  fairly  well,  but  you  must  not  go  too  far,  and  whenever  you 
decide  you  can  size  up  every  customer,  you  have  gone  just  a  little  too  far. 
A  man  went  into  a  furniture  store.  Us  daughter  was  coming  home  from  school 
and  he  wanted  to  buy  a  bedroom  suite.    He  was  a  farmer  and  'le  went  in  in 
his  everyday  clothes,  and  the  clerk  was  showing  him  the  bedroom  suites  aUmg 
the     row     starting     in   with  the  very  lowest   and    the     customer   did   not 
s6em  to  want  to  look  at  these  bedroom  suites  and  so,  as  they  passed  along, 
the  customer  saw  a  very  fine  suite  off  to  one  side,  and  he  turned  to  look  at 
that  and  said,  "What  about  that  suite  over  here?"    And  the  sales  person 
said,  "Oh,  you  would  not  be  interested  in  that,"  and  he  was  not.    He  was  not; 
he  went  out  and  bought  his  furniture  somewhere  else.    So  we  cannot  always 
size  up  the  customer  every  time  as  an  individual;  it  is  a  mighty  hard  propo- 
sition. 


And  then  there  is  another  thing  about  talking  too  much.  If  you  do  all 
the  talking,  you  are  gmng  to  talk  some  point  and  dwell  on  it  perhaps  that  is 
not  interesting  to  the  customer  at  all,  and  finaUy  you  are  going  to  raise  some 
p<Mnt6  to  which  the  customer  objects  and  then  you  are  spoiling  the  sale  instead 
of  getting  results. 


fl 

k/°  "fl"°".f^  **"*•  *''"  y^  '^  ""  *''*  »*"^"K'  y««  a'e  Hkely  to  go 
nght  put  the  selhng  point,  just  like  a  man  going  through  a  town;  he  is  liable 
to  start  from  a  point  ten  miles  out  here  and  go  to  the  town  and  go  right 
through  «.nd  keep  on  going  and  in  a  short  time  he  is  just  as  far  from  the  town 
as  he  was  before,  and  a  lot  of  people  after  they  have  talked  ten  minutes,  are 
just  ten  minutes  away  from  the  sale,  just  the  same  as  they  were  when  they 
started.  ' 

in  li  J''*'!-,'!^*""*,''^  **^''^y  suggestion,  and  that  is  keeping  the  customer 
m  line  until  the  sale  is  made.  It  is  a  very  poor  time  to  talk  about  the  weather 
or  the  war  or  anything  else  when  you  are  making  your  sale.  How  many  sales 
have  I  seen,  actually  seen,  killed  because  after  the  sale  was  started  in  a  right 
dtfection.  the  sales  person  began  to  talk  about  something  to  one  side. 

Another  thing  that  I  have  seen  so  many  times,  and  that  is  when  a  cus- 
tomer wants  to  turn  away  from  one  article  to  another,  the  sales  person  just 
holds  him  nght  to  an  article  he  does  not  want,  it  is  quite  evident  that  the 
customer  does  not  want  the  article,  but  the  sales  person  just  stays  right  with  it 
because  he  has  made  up  his  mind  that  that  is  what  the  customer  ought  to 
have,  when  the  natural  thing  is  to  work  along  the  line  of  least  resistance. 

Now  there  are.  of  course,  a  lot  of  sales  people  who  give  up  too  soon.  I 
toow  a  number  of  travelUng  salesmen  who  have  this  pernicious  habit.  They 
start  m  and  they  explain  a  line  of  merchandise  or  an  article  of  merchandise 
and  they  work  pretty  well  up  to  selling  point  and  before  they  close  the  sale, 
why,  they  just  jump  right  off  to  another  article  and  start  in  on  that  How 
many  times  have  you  seen  that  done?  How  many  times  have  you  done  that 
m  your  own  store?  Jump  right  off  an  article  in  which  the  customer  is  interes- 
ted brfore  he  has  finaUy  decided  about  it  and  put  it  to  one  side?  Either  close 
the  sale  or  dispose  of  the  article. 

You  must  remember  that  in  all  this  seUing  business  that  the  customers- 
everybody,  of  course  is  included  in  this-have  single  track  minds.  Only  one 
Idea  no  flow  at  a  time.  They  can  only  be  interested  in  one  thing  at  a  time, 
and  when  you  take  their  interest  away  from  one  thing  and  put  it  on  to  another 

^  ^  **'•*"*  •"  *^*  ^^  *'"°8  *°<*  *»ve  their  interest  in  the  other 
thing.  They  cannot  have  their  interest  centered  in  two  places  at  the  same 
time.  Do  you  find  successful  salesmen  putting  out  a  lot  of  merchandise  or 
a  hmited  quantity  of  merchandise?  A  limited  quantity  of  merchandise  always 
I  know  a  salesman  for  a  dress  concern  in  New  York  whose  firm  furnishes 
him  around  eighty  sample  dresses  when  he  starts  out  on  the  road.  When  he 
gets  these  dresses  he  goes  through  them  and  he  selects.  How  many  do  you  say 
he  selects  to  take  with  him  on  his  trips?  A  dozen,  that  is  what  he  takes  to 
his  hotel  with  him.  twelve.  When  he  goes  out  to  see  his  customer,  he  takes 
four,  and  the  bulk  of  his  business,  75  per  cent,  of  his  business  is  done  with 
four  dresKs  out  of  eighty,  and  he  is  the  head  of  the  list  as  salesman  for  that 
concern.  He  uses  four  samples  and  sells  more  goods  than  anybody  else  in 
the  empk>y  of  the  firm.  j     ««  m 

IJow  there  is  the  matter  of  suggestive  selling  that  has  akeady  been  sug- 

*r^^  ^^'  °°*  °'  ***  ^^^^^  *•***  **'**  P*°P**  can  do  and  one  <rf  the  things 
that  wUl  increase  selling  value  U  what  is  known  as  suggestive  selling.  I  was 
taUdag  to  a  man  in  the  furniture  business  in  Winnipeg  to-day  and  he  gave  me 


a  point  in  »UH{e8tive  sellinK  in  display  and  1  would  like  to  pass  it  on  to  aalex 
people  to-night.  His  suggestion  was,  or  his  point  was,  that  his  merchandise 
wa«  mixed  considerably,  that  he  had  curUin  goods  around  in  other  parts  of  the 
store  than  the  curtain  goods  department,  so  that  when  someone  was  buying 
a  bedroom  suite  they  would  see  the  curtain  goods  and  the  other  things  that 
belong  to  the  bedroom  and  it  would  suggest  to  them. 

Now  this  matter  of  suggestive  salesmanship  can  be  carried  quiU:  a  way. 
Of  course,  we  want  to  be  careful  that  we  do  not  Uke  this  matter  too  literally. 
I  know  a  young  man  who  went  into  a  Men's  Furnishing  Store  and  he  was 
just  new  to  the  business  and  nobody    had   ever  given  him  any  instruction, 
but  he  was  energetic  and  he  was  progressive  and  wanted  to  make  all  the  sales 
he  could.     He  had  read  in  a  business  magaiine  that  another  young  man  had 
adopted  suggestive  selling  and  he  had  reed  the  story  of  how  he  had  sold  a  man 
three  shirte  and  half  a  dozen  collars  and  then  the  man  turned  to  go  away. 
The  sales  ostensibly  were  at  an  end  and  the  young  man  said,  "We  have  some 
new  ties  just  come  in  and  I  would  like  you  to  kmk  at  them,"  and  said,  "Isn't 
that  a  beauty?"    And  he  sold  the  man  three  neckties  before  he  left  the  store. 
This  young  man  grabbed  a  hold  of  this  idea  and  said,  "That  is  a  great  idea," 
and  he  began  suggesting  neckties  to  everybody  that  came  into  the  store.     He 
took  this  illustration  literaUy.    Now,, we  have  smiled  at  this  young  man,  but 
I  cannot  bring  myself  to  the  point  where  I  can  really  say  that  I  have  got 
very  much  the  best  of  him.     I  find  myself  continually  taking  the  literal  trans- 
lation of  a  thing,  and  you  are  liable  to  find  that  in  this  business  short  course 
here.    You  are  liable  to  say  now,  because  that  man  downstairs  this  afternoon 
trimmed  a  window  with  dry  goods,  that  there  is  nothing  in  it  for  a  grocery 
man,  and  nothing  in  it  for  a  jeweler,  and  nothing  in  it  for  a  hardware  man, 
and  if  you  take  that  position  I  want  to  tell  you  that  you  are  just  in  the  same 
class  exactly  as  the  man  who  took  the  ties,  exactly.    He  took  it  literally,  but 
this  finally  came  to  a  climax.    One  or  two  men  mentioned  it  to  the  pix>prietor 
and  he  was  going  to  mention  it  to  the  young  man  but  the  young  man  was 
domg  pretty  well.     I  want  to  tell  you  that  whUe  he  was  getting  off  the  track 
a  little  bit,  he  was  selling  ties  and  he  was  increasing  his  sales.    He  was  making 
mistakes  in  the  plan  but  he  was  progressive  enough  to  adopt  it  and  to  do 
something.     I  want  to  give  the  man  credit  or  the  woman  credit  who  will  go 
ahead  and  do  something.     I  am  very  suspicious  of  people  who  do  not  make 
mistakes.     If  I  get  acquainted  with  a  man  and  know  him  very  well  and  he 
does  not  make  any  mistakes,  why,  I  begin  to  watch  him  pretty  close,  and  if 
I  had  in  my  employ  anybody  who  did  not  make  any  mistakes,  ostensibly 
did  not  make  any  mistakes,  I  should  bogin  to  watch  him  pretty  soon.    You 
want  to  look  out  for  the  feUow  who  does  not  make  any  mistakes.    Get  a 
Secret  Service  man  after  him  right  away  quick.    The  point  is  that  he  is  mak- 
ing mistakes,  but  he  is  covering  them  up  because  everybody  makes  mistakes. 
Now  this  young  fellow  made  a  slight  mistake,  but  he  was  cured.     A  young 
man  came  in  one  day  to  pay  a  bill  of  six  or  seven  dollars,  I  do  not  remember 
the  exact  amount,  and  practically  all  of  that  bill  was  for  ties,  but  the  young 
salesman  did  not  know  it.    You  know  the  test.    He  suggested  ties.    When 
that  came  to  the  attention  of  the  proprietor,  he  came  back  to  the  salesman 
and  explained  to  him  that  the  man  who  suggested  ties  in  the  story  in  the  busi- 
ness magazine  suggested  ties  because  the  other  fellow  bought  shirts  and  collars. 
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That  principle  would  apply  in  a  hardware  store  or  in  a  clothini  store 
or  in  a  dry  goods  store  or  in  the  grocery  store,  any  kind  of  a  store.     Por 
example,  in  a  grocery  store— the  grocers  complain  quite  often  that  we  do 
not  say  anything  for  them,  so  I  will  use  a  grocery  example  here— If  you  sell  a 
woman  a  pound  of  tea  in  the  Summer  time  when  it  is  ostensibly  for  iced  tea. 
that  is  a  good  time  to  suggest  lemons,  and  when  you  sell  the  lemons  then 
foltow  that  up  by  suggesting  grape  juice  because  grape  juice  mixed  with  lemon- 
ade IS  a  fine  drink  and  you  can  go  on  indefinitely,  one  thing  suggesting  another 
and  the  usi:  of  things  in  the  appeal  to  the  appetite.   I  do  not  know  of  any  class 
of  advertising  that  ha.s  been  raised  to  a  higher  plane  than  the  advertising  of 
food  products.     They  certainly  get  it  right.     If  you  want  to  know  how  to 
sell  food  pnnlucts.  ladies  and  gentlemen,  study  advertising.     There  is  where 
It  is.     You  get  one  oi  those  pictures  of  a  "Ham  what  am"  in  natural  colors, 
and  the  result  of  that  is  that  you  set  whoc     r  looks  at  that  to  yearn  for  satis- 
faction.    I  was  just  looking  at  some  advertising  of  shredded  wheat  biscuits. 
I  saw  nice  strawberries  in  natural  colors  on  those  shredded  wheat  biscuits  and 
I  saw  peaches  in  natural  colors  on  the  shredded  wheat  biscuits.     Were  they 
creating  a  demand?     I  think  so.     I  think  so.     The  very  fact  that  the  Shredded 
Wheat  Biscuit  Co.  of  Niagara  Falls  has  scld  more  wheat  in  a  wheatless  area 
than  they  did  a  year  before  is  testimony  to  the  fact  that  the  advertising  hits 
the  point,  and  there  is  a  chance  for  any  sales  person  to  get  some  real  infor- 
mation.   Grocers  think  they  do  not  have  anything  to  advertise.     The  average 
grocer  advertises  nothing  but  price,  the  average  reUil  grocer,  and  then  we 
turn  around  and  see  the  best  advertising  in  America  on  thai  class  of  merchan- 
dise so  far  as  I  know.     I  do  not  know  whether  the  advertising  men  who  are 
specialists  in  that  will  back  me  up  in  that  or  not.     Do  you  agree  with  that? 
Mr.  Kukn— Yes.  I  do. 

Mr.  Slockdale— The  information  that  is  to  be  found  in  the  high  class 
appeal;  in  the  advertising  of  food  products  arouses  the  inclination. 

Now  there  are  one  or  two  little  points  in  r^ard  to  selling  I  want  to  discuss 
very  briefly.  One  of  these  is.  after  the  customer  has  bought  what  the  customer 
wants  to  buy,  what  he  comes  in  to  buy.  there  is  just  one  thing.  There  is  one 
expression  that  I  hear  so  many,  many  times.  If  you  were  to  ask  me  what  was 
the  worst  expression  that  I  ever  heard  a  sales  person  give  utterance  to.  I 
would  say.  the  idea  is  found  in  these  words,  these  three  words.  "Is  that  all?" 
What  if  I  were  to  stop  here  and  say  "Is  that  aU?"  When  I  Uke  that  home 
to  myself  I  feel  stronger  than  ever  on  it.  Whenever  you  say.  "Is  that  all?" 
you  say  to  the  customer.  "I  am  through."  "If  you  want  to  buy  anything, 
just  go  ahead  and  buy  it."  That  is  what  you  say,  isn't  it?  "Now  if  you 
want  to  go  ahead  and  buy  it,  just  go  ahead,  you  are  at  perfect  liberty  to  do 
it"  They  knew  that  before.  "Is  that  aU?"  You  immediately  pass  the  in- 
itiati\  e  over  to  the  cu&tomer.  The  customer  has  to  take  the  initiative  again. 
Now  that  is  all  right  when  they  come  into  the  store  the  first  time  and  there 
are  certain  circumstances  under  which  it  is  better  to  let  the  customer  speak 
first,  but  after  the  customer  has  spoken  first  there  are  times  when  it  is  your 
turn  to  talk  and  that  is  one  of  them.  "Is  that  all?"  "Is  there  anything 
elae?"  We  had  a  few  expressions  that  were  a  little  bit  worse  than  that  this 
afternoon,  reference  to  them  by  Mr.  Irwin,  when  the  sales  people  even  went 
further  and  suggested  that  the  cufttomer  did  not  want  the  thing  at  all.    That 


w  not  ulennanithip;  we  ore  not  ulking  about  aalesnuuuhip  when  we  talk  of 
pwpte  who  uke  that  attitude.  They  are  influencing  the  people'*  mind^ 
acauut  the  good*  instead  of  for  them  and  «ale«nian>hip  ig  influendnB  the 
people  8  minds  in  favor  of  the  goods. 

■  There  was  another  point  brought  out  recently  in  regard  to  salemanahip 
Now,  of  course,  someone  .g  asking  what  arc  you  going  to  do  in  the  averagt 
store  in  th«  country?  We  have  got  a  lot  of  merchants  here  from  the  smaller 
town.  They  will  say  a  merchant  in  a  small  town  cannot  wait  for  the  cus- 
tomer to  speak.  Now  I  think  that  is  right.  I  think  that  is  right.  Don't 
Uke  It  hterally— if  you  are  going  to  follow  out  what  the  Hub  in  Chicago  did— 
(km't  remember  the  necktie  salesman  right  now— don't  Uke  it  literally— if 
you  are  going  to  follow  out  what  the  Hub  in  Chicago  did.  what  was  the  Hub 
trying  to  do?  Have  you  got  what  the  Hub  was  trying  to  do?  Have  you  got 
It?  What  they  were  trying  to  do  was  to  get  the  customer  to  talk.  Now  you 
are  not  going  to  use  the  same  strategy  to  get  the  customer  to  talk  in  the 
smaller  towns.  They  expect  you  to  say  something  to  them,  pass  the  time  of 
day,  and  expect,  if  the  man  happens  to  Ijc  a  livestock  man.  raises  fine  cattle,  he 
expects  you  to  say  something  about  those  cattle.  And  if  he  is  a  grain  man 
he  wants  you  to  ask  him  something  about  how  the  crops  are  coming  on  or 
something  of  that  kind.  He  expects  that  and  that  is  the  thing  to  do  and  under 
those  circumstances  you  do  not  havk  any  problem  of  getting  him  to  talk 
back. 

Now  there  is  another  thing.    Supposing  I  were  waiting  on  a  customer  here 
and  another  customer  came  through  the  door,  I  said,  "How  do  you  do,  Mre 
Jones,  I  will  be  through  in  just  a  minute,"  the  chances  art;  I  will,  be  through 
m  that  time.    How  many  times  have  you  heard  sales  people  saying  that 
'  Just  a  mmute,  Mrs.  Jones,  I  will  be  with  you  shortly."    Mre.  Brown  on 
the  other  side  of  the  coun   t  feels  then  that  she  is  infringing  upon  the  time 
of  Mre.  Jones  and  my  own  and  rather  than  do  that  she  will  go  somewhere 
where  she  won't  be  infringing  upon  anybody's  time.    The  number  of  customere 
I  have  seen  driven  from  stores  for  the  very  same  reason.     I  want  to  say— 
we  have  a  sprinkling  of  ladies  in  the  audience  to-night— I  want  to  say  that 
women   a.,    xwning  into  there  own  in  salesmanship,    including    advertising 
Some  of  the  best  retail  advertisere  I  know  are  women.    One  I  have  in  mind 
right  now  is  thi;  advertising  manager  of  the  Emporium  in  San  Frandaco 
That  18  a  store  that  has  made  wonderful  strides,  with  as  high  class  advertising 
as  I  have  seen  anywhere,  in  the  last  three  and  a  half  yeare.    Of  course,  at 
this  particular  time,  women  are  supplanting  men  in  many  places  and  s^es- 
manship  is  one  of  them.     There  are  more  traveUing  sales  ladies  to-day  than 
ever  before.    They  are  coming  along  rapidly,  in  fact  they  are  coming  akmg 
so  rapidly  in  some  sections  of  the  country  that  down  in  Texas  not  kmg  ago 
a  group  of  travelling  men  were  talking  of  cwganizing  to-oombat  the  evil    The 
street-car  men  of  St.  Louis  are  on  strike  this  week  and  their  strike  is  directed 
against  the  women  employees.    That  is  bad  enough,  isn't  it?    The  women  are 
piwing  themselves  better  students  in  our  schools.    As  a  rule  more  of  them 
aire  going  through  with  the  high  school  course  than  men  and  they  are  proving 
thmisehres  mighty,  good  studento  of  salesmanship.    There  is  too  much— I  do 
not  know  whether  it  is  up  here  or  not,  but  down    in  North    DakoU.— there 
K  entirely  too  much  rummy  being  played  on  the  road  by  travelling  satonnen 


I  wuit  to  Kivf  you  an  illustration.     I  happen  Ui  havi-  a  xalennan  on  the  rowt 
myMlf  KUing  a  mott  intangible  product.    He  made  up  with  aome  other  mIca- 
men  down  in  Oklahoma  not  long  ago  and  it  wa*  during    the    world  Mrieii 
bueball.  and  they  got  to  ulking  about  the  New  York  Giant,  and  the  Chicago 
White  Socki  and  the  man  who  works  for  me  did  not  have  much  to  «ay  and 
they  began  to  uk  him  quertiona.    They  were  fully  abMrbed  with  the  topic 
of  the  world  wriea,  it  did  not  make  any  difference  whether  they  sold  goods  or 
not.     I  am  Ulking  about  this  because  travelKng  salenncn  and  salesmen  behind 
the  counter  are  not  essentially  different.      They  were  talking  about  the  world 
nenes  and  they  began  to  ask  my  man  if  he  knew  certain  players  on  the  team 
Md  he  said  "No.  I  do  not  know  them,"  in  fact  he  did  not  care  anything  about 
baseball.    They  were  very  caustic  in  their  comments;  he  was  a  rube  for  sure 
because  he  did  not  know  that  and  they  made  it  plain  to  him.     But  he  is  prettv 
good  with  the  come-back  and  he  says,  "You  ask  me  who  is  the  manager  of  the 
Giants  and  who  is  the  manager  of  the  White  Socks;  let  me  ask  you  a  question— 
Who  IS  the  Editor  of  thf  Saturday  Evening  Post  and  who  is  the  Editor  of  the 
CaUms  Mataaint?"    Neither  one  of  them  knew.     Then  he  said,  "I  would 
just  as  lief  be  known  as  knowing  the  editors  of  the    Saturday  EMuint  Post 
and  CMer's  itapuin*  as  to  know  who  is    the  Manager  of  the  White  Socks 
and  the  Giante."    If  you  want  to  know  what  is  wrong  with  salesmanship, 
that  w  one  of  the  things.     We  are  interested  in  everything  else  except  our 
bunness  and  things  that  pertain  to  our  business.     We  refuse,  absolutely  refuse 
imnd,  to  use  our  heads.     As  I  said  this  afternoon,  education  is  about  the  onlv 
thing  laying  about  loose  in  this  world.    A  man  can  heve  as  much  of  it  as  he 
IS  wiUing  to  haul  away  with  him.     I  want  to  modify  that-that  is  one  of 
Morgan  Gray's  sUtements— I  want  to  modify  that,  some  of  us  are  willing  U> 
haul  away  more  than  we  are  able  to  haul;  I  am  one  of  them.    It  is  one  thing 
going  around  the  country  talking  to  meetings  Uke  this,  meet  men  in  their 
stores,  look  over  their  advertising  and  books,  meet  the  sales  people  and  every- 
thing bke  that  and  then  to  be  unable  to  carry  about  real  right  down  infor- 
mation. 

We  must  get  interested  in  our  business,  and  one  of  the  reasons  that  we 
■re  not  interested  in  our  business  is  because  we  have  not  been  given  a  start 
and  one  of  the  reasons  why  your  sales  people  are  not  interested  in  your  business 
as  they  ought  to  be.  is  because  you  have  not  led  them  out  in  the  right  direction. 
I  am  going  to  spend  just  a  few  minutes  on  that.  "The  pubUc  has  a  short 
memory,"  I  hope  you  wiB  not  forget  that.  I  am  going  to  put  on  here  a  fev. 
sources  of  information  for  sales  people  and  advertisers.  The  first  is  "Studv 
the  use  of  goods  by  your  own  family."  We  should  take  our  own  experienc^ 
mto  account  in  buying.  One  of  the  great  troubles  in  this  whole  matter  is  that 
we  think  that  the  ordinary  common  things  do  not  go,  but  the  most  successful 
advertising  campaigns  are  based  upon,  and  the  most  successful  salesman,  is 
ae  man  who  uses  the  most  ordinary  sales  arguments.  He  does  not  get  up  in 
the  clouds.  He  keeps  both  feet  on  the  ground  and  he  just  reminds  the  people 
of  the  things,  a  great  many  things  they  afready  know.  Even  it  is  obvious 
that  a  person  can  see  in  the  merchandise  what  it  is,  he  just  twnforces  that 
M^  makes  it  aoUd;  clinches  it  by  telling  them  what  it  is.  If  it  is  obvious 
that  the  «rit  that  he  is  showing  is  warm,  he  wQl  say  it  is  warm.  Don't 
take  anythii«  for  granted.    Remind  people;  renrnid  them  and  reinforce  their 


rf^.i  ^'^  «"•'«>"'«»«•"«  m  doubt.  I  w«,t  to  give  y.H.  an  illu-tration 
of  what  I  mean  by  iHnng  more  w  Iah  in  .loubt.  I>,  ymi  know  the  rcawn  whv 
>«  many  ou^thantH  overload  themielvt-s  in  buying  merchandiie?  I  want  to 
m„.r«^  ,t  T  "r^"*'"*"  ^heir  .tore  to  .ell.  He  ha.  conviction  in  hi. 
.n,n.i  and  they  have  d.mbt.  The  morcSant  ha.  doubt  in  hi.  mind  and  when- 
.•yer  conviction  meetH  doubt  it  i.  g-Kxl-bye  d.,ubt  if  the  man  ha.  any  per«m.lity 

,f,aul^?M  >.""/:«^''"y  »"'«  »'">'  »»>«  *^n«  thing,  and  go  a.tray  on  tW. 

-natter  of  buying  i.  because  you  never  make  up  your  mind  definitely  that  you 
<lo  know  what  t«i  Iniy.  '  ' 

l.y  younwlf       If  y.,u  want  to  know  how  to  .ell  dre.«»  for  a  little  girl    a«k 

■J^TJ.'I  ""^^  ""'"  ""'.'  ^''  "'  '^^  ""'•'  «*'•  '"  '''«  neighbour',  family. 
.  .k  her  what  ^he  want.  ,n  a  dress  for  a  little  girl  and  very  «xn.  you  will  find 
out  I  have  a.sked  a  number  of  audience,  what  kind  of  information  doe.  the 
<U8tomer  want,  what  doe.  a  woman  want  to  know  about  a  little  girl',  dre.. 
for  example  a  wash  dre.3.     We  will  make  it  specific.     What  doe.  a  woman 

are  fast    .he  want,  to  know  if  it  will  .hrink.  of  cour«;.  .he  alway.  wanU  to 

Imrf  to  LTVk  •  ""^"""f-  "  •»  "«»y  «*«".  «he  want,  to  know  if  it  i. 
.art  to  iron.     Whenever  you  have  anything  to  «.ll  that  will  Mve  people  any 

^„;  f""  VrK*^"'  u  u"?^"°"  ''•  ^""  ""■  ««"'*'  °"  **  »»«t  evenly  i. 
rying  to  get  through  this  world  with  a.  little  effort  a.  po«ible  to  get  d  Jred 
t^lts.     You  can  bank  on  that  every  time,  that  i.  a  trait  of  hun^n  n^u^ 

will  begin  to  f.nd  out  Mme  of  thcM  thing.. 

There  is  another  thing.  "Study  manufacturers'  literature."     Manufacturer. 

It  for.     Some  of  them  don't,  but  they  don't  get  very  far.     Tho«.  who  sUv 
on  the  map  know.     Now,  of  course.  ««ne  people  wiU  say  no  man  behind  k 

;^t?S  m  H°  h'"  k"'.!:  '^""•'^  "'  "'y  ''^»»-  P^"  «-  *««  -e  ho^ 
.hJII  "•er"'*!"*^'  ^"'  ^'^^  P~P'«  ''ho  have  .pecialized  in  that  merchan- 
hse  know  at  least  somethmg  about  it.  And  if  they  have  carried  on  a  succe«- 
ul  advertuang  campaign  they  have  found  the  right  selling  argumenU.  Put 
that  down  m  your  hat,  they  have  found  the  r  ,ht  selling  ai^ents  if  they 
have  put  over  the  sale.     Whenever  a  manufacturer  mak«  2ople  come  2 

rj:.:^t":;n  J°'  ^^;  *'^-  --•^«^--'  «-«  -rpoS.  .omewheie 
m  co^>pera  on  with  some  advertising  man  that  you  never  heard  of  and  may 

!«^  K  "^IL  ^u  ^°"  '^^^"'^  and  'nake  ca  tomers  come  into  your  store 
and  buy  goods,  when  you  know  deep  down  in  your  aeart  you  do  not  dare  to  talk 
^bstitution  to  them,  you  can  put  it  down  that  they  have  salesmanship, 
^ey  have  put  over  the  sale,  that  is  all  there  is  to  it.  they  have  put  it  ov« 

S^„  si^  ^"^  "^  '*  ?  ■"  "«'**  '^'  y°"  '^^^  ^"^^  't-  That  is  happen- 
ing n^ht  along  because  they  have  got  the  right  fundamental  selling  argume^s 
and  they  get  nght  after  them.  K"incnis 

^..J^'^J'i  ^""**'  ^.**'^'  °°*  ^°^  *8°'  I  found  a  man  selling  high-class 
«mdy,  and  he  was  putting  otit  some  mighty  good  literature  with  it.  and  so  I 
asked  hun  to  analyze  the  appeal  of  his  candy,  fine  chocolate  candy  put  up  in 
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very  line  Iwxca  at  Clm»tiTw»tiinf,  ..r  in  work  l>a.skei«,  cokirwl  Iwneit  and  au  on, 
one  of  the  boxes  coating  a*  much  an  the  candy.     'What  ii  the  appeal  (or  that 
•ort  of  merchandiM?"    The»e  are  a  lot  of  young  mt-n  who  ought  to  be  able 
to  answer  that  question  off  hand,  none  of  you  are  no  very  old  that  you  should 
_    ve  forgotten  this.       "What  is  the  appeal?"  I  asked  this  man  who  was  the 
head  of  the  co.jcem,  the  man  who  was  making  it  go,  the  man  who  was  selling 
«t,  and  he  said,  "People  buy  that  sort  of  candy  to  make  an  impression,"    and 
then  he  backs  up  his    suggestion  by  getting  out  some  mighty  fine  advertising 
literature  which  was  really  artistic  and  tht^  he  puis  such  things  as  this  on  it, 
"Don't  write  p  «m»,  give  her  these  exquisite  can.lie8."      "The  lx)x  charm* 
and  delights  from  the  moment  the  liox  is  seen  till  the  last  piece  is  gone." 
"From  the  moment  the  box  is  seen."    that  is  getting  the  key  to  it.     He  is 
selling  boxes  as  well  as  candy,  he  is  selling  fancy  ribbons  and  art  as  well  a.s 
candy.     How  many  of  you  are  selling  things  that  the  people  buy  to  make  an 
impression.     Those  of  you  who  are  selling  milUnsry  will  know  what  I  mean 
especially  those  Caro  hats.     Why,  oue  of  the  big  things  in  most  merchandise 
that  is  sold  is  ti'c  impression  it  makes  on  other  people  and  so  if  you  keei. 
that  thtmughly  in  mind,  yoii  will  be  able  to  increase  your  selling  value.    If 
you  can  make  a  woman  think  she  can  make  a  good  impression  in  that  suit, 
that  suit  is  sold  at  a  good  profit,  and  that  is  a  lot  better  than  to  put  it  in 
a  clearance  sale,  isn't  it,  at  a  price?    I  was  talking  to  a  man  the  other  day 
and  he  said.  "I  bought  a  book  on  merchandising  and  paid  flO  for  it."     I 
said,  "You  certainly  beUeve  in  business  Uterature,"     He  said  "I  found  one 
idea  in  that  book  that  was  worth  more  than  110,  just  one  little  idea,  and  that 
idea  was  this,    'The  time  to  sell  goods  is  in  season' "  (laughter).     He  wa.s 
thinking  of  profits.    You  can  get  rid  of  them  if  you  make  the  price  right;  but 
that  is  not  the  only  thing,  just  to  have  them  come  into  your  store  and  go  out. 
That  is  not  what  you  are  there  for.    You  are  there  to  get  a  profit  out  of  them 
as  they  pass  through  and  you  cannot  do  it  on  clearance  sales.     I  want  to 
elaborate  a  Uttle  sometime  on  this  matter  and  why  this  clearance  sale  is  such 
a  big  problem  with  you.    That  would  be  interesting  wouldn't  it,  if  we  can  get 
any  light  on  the  subject?    How  many  merchants  give  away  their  profits  at  the 
end  of  the  season,  all  of  their  profits? 

Manufacturers'  Uterature.     Here  is  another  firm  up  in  Worcester,  Mass., 
selling  rugs,  and  they  do  not  depend  on  what  they  know  about  rugs,  they  send 
out  and  get  the  advertising  of  all  the  people  who  handle  their  rugs  aU  over 
the  country.     They  had  a  prize  contest  and  they  get  the  best  advertisements 
of  the  best  dealers  in  the  country  and  then  they  put  them  into  a  big  book  of 
which  this  is  just  one  page  showing  the  exact  advertising  and  they  evidence 
the  practical   tendency  of  manufacturers.        They  are  in  contact  with   mer- 
chants until  they  know  what  the  selling  points  are.     They  do  not  try  to  sell 
a  man  a  rug  for  his  office  in  the  same  way  that  they  try  to  sell  a  woman  a 
rug  for  her  home.    They  create  conf-lence  in  their  rugs  uy  telling  people  how 
to  judge  rugs.    You  can  k)ok  at  a  merchant's  advertising  in  many  cases  end 
tell  just  about  the  character  of  the  store.    You  wiU  know  just  about  the  as 
same  as  you  do  when  you  meet  his  sales  people.      But  I  must  pass  on  here 
rapidly;  I  want  to  give  you  another  suj^estion  or  two.     I  was  going  to  say 
"Study  travelling  salesman,"  I  cannot  put  it  that  way,  but  a  tot  of  valuable 
selling  information  is  to  be  had  from  travelling  salesmen.    How  many  of  you 
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are  too  busy  to  see  traveUing  salesmen?  I  want  you  to  Uke  that  question 
home.  The  man  who  u  too  busy  to  see  travelling  salesmen  and  to  get  the 
information  they  have  for  him  is  usually  too  busy  to  succeed.  Do  you  know 
that  many  people  fail  in  the  reUil  business  because  they  are  too  busy,  that  is 
the  big  trouble,  they  are  too  busy,  that  is  the  big  trouble,  they  are  too  busy. 
I  will  just  put  travelling  salesmen  on  the  board  to  remind  you. 

Another  source  of  information  is  to  watch  sales  people  sell.     Study  your 
..wn  sales  people.     Your  own  sales  people  can  give  you  a  lot  of  good  valuable 
.nformatton.  but  don't  call  them  up  and  ask  them  for  it.     That  is  wrong  tactics 
Whenever  you  call  a  sales  person  up  and  ask  him  about  the  selling  points  of 
a  piece  of  merchandise,  they  fall  into  exactly  the  same  attitude  that  you  do 
when  you  come  to  write  an  advertisement,  and  that  is  bad  enoigh.  isn't  it? 
They  don  t.  know  where  to  start.     They  think  you  want  something  extra- 
ordinary, unusual,  sensational  and  never  heard  of  before,  instead  of  the  basic 
facts  about  the  merchandise.    That  is  what  they  think,  and  they  have  to  talk 
to  you  m  general  terms,  it  is  hard  to  be  specific.  But  no  one  wants  that  sort  of 
.nformation     They  talk  in  general  terms  and  you  do  not  get  anything.    But 
if  you  will  listen  to  them  when  they  have  a  good  hard  customer  on  the  other 
side,  a  customer  that  demands  information  and  listen  to  them  give  out  that 
information  then  you  will  get  some  gopd  selling  points,  because,  while  in  so 
many   cases   the  sales  people  do  not  have  the   information    about   the   mer- 
chandise they  ought  to.  some  of  them  are  pretty  good  judges  of  human  nature, 
and  sales  depend  upon  bringing  together  the  customer  and  the  product.    The 
product  must  fit  the  customer  and  the  customer  must  fit  the  product.     I  do 
not  know  hardly  which  of  these  you  can  get  along  best  without,  but  I  do  know 
that  the  sales  people  who  know  human  nature  can  get  by  with  a  very  meagre 
lot  of  mformation  about  tneir  merchandise  and  if  I  were  to  toke  my  choice  I 
would  say  that  the  man  who  knows  people  can  come  nearer  setting  them  than 
the  man  who  simply  knows  merchandise  and  does  not  know  people.    But  the 
man  who  knows  merchandise  and  also  knows  people,  is  the  real  salesman. 

Another  source  of  information  is  "Mailing  Catalogues."  the  best  text- 
^iOok  on  retail  selling  that  was  ever  published.  The  highest  priced  help  have 
written  them  and  they  have  extracted  all  the  advantages  which  the  merchan- 
dise may  have  m  order  to  cause  people  to  buy  goods  without  seeing  them  and 
lay  down  the  cash  before  they  get  the  goods.  Without  going  into  the  policy  of 
mail-order  houses.  I  would  Uke  to  suggest  that  the  descriptions  that  mail-order 
houses  give  of  their  merchandise  constitute  the  best  descriptions  that  in  my 
limited  experience  I  have  found  for  a  retail  man.  Of  course,  these  catalogues 
have  gone  up  100  per  cent.  lately  in  price,  these  text-books  on  salesmanship 
and  advertuang.  Formerly  you  could  get  them  for  a  one  cent  stamp  on  a 
postcard  and  now  it  takes  two  cente,  but  they  really  sell  the  merchandise 
and  If  the  sales  people  and  proprietors  of  retaU  storw  would  sit  down  and 
analyse  the  maU-order  catalogue,  they  would  have  a  real  business  short  course 
an  to  themselves,  a  mighty  good  one.  If  I  could  write  descriptive  matter 
as  they  can,  I  would  not  be  talking  to  you  to-night.  I  had  a  little  experience- 
weU  now,  I  have  talked  kmg  enough— thank  you  (go  ahcttd).  I  win  give  you 
just  thu  one  illustration.  In  the  first  place.  I  have  sold  goods,  actuallv  «ld 
Uiem,  just  by  reading  .Tuul-order  house  advertisementa.  I  happened  to  be 
down  in  a  Uttle  town  of  about  3000  people  in  Oklahoma,  a  year  and  a  half  a(p) 


D^JLn  ^^  "^i^"*'  ','"'  '"'*  "^  '""'  '*»«  ^  '^«  into  the  air  and 

^^t  N^  I  »n,  gomg  to  r«d  you  from  the  same  page,  the  same  adv^- 
ST  K  N"*'""*'"  the  simplicity  of  this.  Notice  the  directness  of  U 
Notice  how  specific  ,t  is.     "There  are  eighteen  good  reasons  w^  JTsJouW 

moved  about,  perfectly  safe."    Now  any  one  working  in  a  hardwire  stoTtf 

.No^r^'orrirr  ^--^  ^'"'^'^'  -^"^  --^^  ^•--'  -^--^  -^^  •• 

"1   Saves  getting  up  in  a  cold  bedroom. 

.„ ..  L,"-^""  ""^V^  ''^  •"  "  "'•*'  •^™°'"-  that  is  no  sign  that  you  like 
to  undress  m  one.    Take  the  chill  off  with  an  oil-heater  ^  you  like 

with'i^lhTer.'"''""'"  '^'"^^  ^°  •"  ^'"^'  "°^'''"«  «'«  -"  --P-- 

have'L^lZittntw^;.' g"  """^  '"°™^"^^    ^^^'^^  ^^^  ''"■»'--  -<^  -u 

••5.  When  your  range  gete  the  kitchen  warm,  turn  out  your  oil-heater. 

the  Jh     n  T^f  T  ^^"!f^^^^^  f<^  hating  to  go  to  bed  or  getting  up  in 
the  cold.     Be  t  of  all.  an  oil-heater  is  perfectly  safe,  a  child  can  light  it 

..r  M^"  !^?  *?**  '^^  '°°^  '"  '"""  '^^  ^»™»^  °r  heating  stove? 
8.   No  need  to  have  frozen  water  pipes,  an  oil-heater  cosU  so  little  for 
oU  and  does  the  trick.     Saves  plumber's  bills. 

is  it  ILyr*"  "'*!"  "''''^'^  ""^  *  *'"'*'*  P^*  '°  ''t"'^y  »heir  lessons.     Why 
is  It  that  thi>.tuet  room  IS  always  cold?    Give  them  an  oil-heater 

10.  A  frozen  auto  radiator  means  a  big  bill  for  repairs.     An  oil-heater 
will  save  draining  and  freezing.  neaier 

"11.   For  things  in  your  cellar  that  freeze  and  burst.     Think  of  the  time 
and  money  wasted  aU  for  a  few  cents  worth  of  oil  in  the  oil-heate!^." 

Vnw^h°l  '***"  "*.  ''^"^  T"""'  ^^'^  ""  ^^''^  "««  *hich  I  shaU  not  read. 
Now  how  many  of  you  will  senously  consider  this  matter.     Who  would  like 

S  .1  L"!!"^  '*"  •"*  °""'"*'"  "•''''  '^'  ''°'*^  "P  y°"  hands.  Eight  hands 
Now  the  hardware  man  didn't  see  all  your  hands.  It  would  be  unfair  toSfe 
grocer  man  to  sell  hardware  here  and  not  sell  groceries  but  the  first  time  I  ever 
«ad  that  ladies  and  gentlemen  I  sold  fo.  immediate  deUvery  three  oil-heaters 
toagroup  of  people  not  larger  than  on  that  side  over  there  and  I  got  five 
pro^)ects.    The  hardware  man  was  in  the   audience  and  got  the  prospecte 

then-  hands  and  some  of  you  who  did  not  hold  up  your  hands  have  been  remind 

!ii.f  1T»  "*  °":Sr*"  '^^  "^  "°*  **"'"«''*  °f  ^^'  ««d  there  are 
«ght  more  to  come.  "Then  we  wonder  why  maU^er  catalogues  sell  goods, 
and  we  go  around,  aimlessly  wandering  around,  don't  know  what  to  do  whei^ 

TS!!T.'^^  r  *"  '^1  ''^"-  ,^r'^'^  "•'*  *°  '^«*  '^'  ^  the  dull  hour. 
1  St.^K  "^^  "•**  '^'*  ^  '*"'^  ""^  ■  P'*^*  re-provided  for  them 

so  that  they  can  improve  the  time.  One  of  the  great  wastes  toniay  in  retail 
dutnbution  «  the  fact  that  clerks  stand  around.  Not  so  the  mail  orSer  house 
r  will  tell  you  something  about  that.  They  wade  through  the  maU  when  it 
TZr^Z  the  morning  and  then  they  know  what  to  put  the  people  to  work 
at  that  day.    They  do  not  waste  any  time  there.    That  is  one  of  the  advmn- 
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tages  they  have  over  the  man  that  sells  off  the  counter.  Let  us  economize  our 
time  in  the  stores.  Those  of  you  who  really  want  to  get  anywhere  to-day  will 
have  to  study  because  merchandising  and  selling  is  passing  from  the  stage  of 
yesterday,  and  the  man  or  woman  who  Mcoeeda  must  study.  No  longer  will 
we  try  to  run  retail  stores  without  preparation.  If  we  do,  we  are  lost  and  that 
is  the  reason  for  this  short  course.  I  am  glad  to  see  your  interest  and  I  thank 
you  for  your  attention  this  evening. 
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MODERN  METHODS  IN  BUSINESS 

BY  FRAUK  stockdale 

the  travelling  salesmen  they  L  get%<Xl£l  fr^J^T  'T 
WeU   Eaton  s  had  ,t  m  their  catalogue  for  sixty  cents.    Now  we  Z^T^Zi 

tW  ^  't^ir=y*'»«  «»*"»8  ««  i««t  the  same,  but  looking  different  a^^ 
these  we  placed  a  pnce  ticket  and  priced  them  %  centr!^  11  in  1- 

lUce  that,  and  put  on  that  ticket.  "cUty  ^te^.^"  ^  T^l? 
We  sold  aU  our  scythes  for  a  good  price,  and  those^tSSy  ZfkS  at^t 

JJ^ust  the  same,  cut  down  at^^f  the  pri^  ZJ,  Lt^^^Z 
McClary  s  enamel  ware,  which  Eaton's  would  not  have,  and  put  k^^^ 
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on-and  1  know  there  is  no  better  ware  made  in  the  land-and  we  say  to  our 

r?^' Jlr  'VJ°°^  "*^*'"  '^«"'y  it  was  a  good  article,  and  «11 
that  with  profit,  and  they  would  not  bother  about  the  mail  order  house,  and 
we  would  get  him  again. 

There  was  a  question  of  wire  nails.  WeU.  I  have  Uken  orders  from  farm- 
ers that  were  going  to  send  away  to  the  mail  order  house,  and  I  knew  the 
whote«le  pnce  was  higher  than  the  mail  order  price.  I  said  to  my  customer 
Here,  you  can  pv.  me  the  money  in  advance,  and  I  will  get  you  the  nails 
Then  I  wrote  out  the  order  for  the  nails  and  marked  on  the  order.  "If  meetinii 
Batons  pnce  so  much,  payment  attached,"  and  sent  the  order  into  my  job- 
ber.  My  jobber  received  the  order  and  credited  a  dollar  or  two  on  that  dial 
and  I  kept  the  customer  and  kept  the  money,  and  I  have  done  the  same  thing' 
on  beaver  board.  """k 

on  h^H  ^^if"^^  ^"^^  ^"**  P"'  ''°'^  "'»*'  «'•  t*°  points  here.  "Catalogues 
on  hand  He  prepares  for  the  battle  beforehand,  before  it  starts  He  pre- 
pares whoi  he  «  buying,  gets  the  points  from  the  salesmen,  all  the  selling  pointe 
he  can  get  from  salesmen.  "Wholesalers  co-operate."  That  is  real  co-ojir^ion 
^use  this  man  here  possibly  sacrifices  some  of  his  profits,  and  thrwhole- 

^Z  ^^  ::""■  ""Z  "^  ^"'  "^  '^^'^  '^•^  '^^  »  P"*  "P  to  the  whole- 

S^^^v  '  1"^  *''""'°/  to  com,  across  and  help  out  with  this  matter, 
to  back  up  the  suggestion  of  this  genUeman.  We  have  here  a  principle,  a 
n»l  principle,  and  it  us  this,  that  price  does  not  sell  the  goods  always  by  any 
ZTt:-  ll  'f  ^l««"«*nsh.p  that  stands  behind  them,  the  amount  of  sales- 
tT^ttl  f^**"  ^"'  with  them:  it  is  the  strategy;  and  it  is  a  case  of  knowing 
the  matter  of  meeting  mail  -  W  competition;  it  is  a  case  of  knowing  how 
It  «  a  case  of  knowmg  hui.  -n  ^ture.  But  let's  not  get  our  thoughts  too 
mudi  concerned  with  the  schen.es  of  meeting  mail  order  competition.  That  is 
good  m  so  far  as  It  go«,  but  behind  that  we  must  have  real  business  effi- 
aency.  Tonight,  from  this  platform,  we  have  been  talking  about  how  to  meet 
Z^°;S^  --Petition.  The  problem  of  figures  is  too 'big  for  me  to  ^t 
touch  on  tomght.  I  am  not  going  to  dabble  in  it  at  all,  except  to  this  extent 
wh«iev«  you  go  mto  figures,  go  through  with  it  or  don^start.  In  oi^ 
7^:^  ^°!!  Tf'"^  '°  '^'^  '"  ""'"^  *  ^^'^"''  ^^^  that  you  are  going  to 
te'S  ^r;.^'"^  ^°"  ''^''■'  '"^  ^•"-«''  "^  '^^  -^  -  ^-  ^^^  ^'t 
^y^^f  then  there  is  another  group  I  want  to  warn.     They  are  those  of  you 

ta  voTr^t^^  m'""  "^  "^'"^"^  ^'  °"'  ^"^  '^"^  °'  ^^'  y«"  think  has  happ«ied 
L  T«        •  ^^"  T  ^""^  "'  *'**'•     ^*  •*  ^'"'^"K  on  first  thm^ht, 

fool  themselves  with  the  figures.     If  it  does  not  look  .;  put  their  sal- 

aries in,  tiiey  do  not  put  it  in,  that  is  aU  there  is  to  it;  ...  does  not  kx>k 
nght  to  put  the  rent  in.  they  do  not  put  it  in;  they  cannot  bear  to  use  red  ink 
M  T.  '"  *  ^^*  discovery,  putting  down  deficits  in  red  ink.  Don't  be 
afnud  to  put  a  thing  in  red  ink  if  it  belongs  in  red  ink.  It  is  a  reminder 
tn  J!v^i  under  tins  blanket  subject  of  "Business  Efficiency."  one  is  privileged 
to  talk  of  anythmg  he  pleases,  and  I  am  going  to  avail  my«df  of  the  ^iville 

^^^Tr^^-L""^'  *°  "^  ''^^  ''^  "  »™^^'  "^^  that  is  yourpre^t 
^-^^facuon.  There  are  more  self-satisfied  merchants  today  thanlvw 
existed  ra  thu.  country  or  any  other  country;  more  merchants  are  self-satisfied 
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mighty  dow.  if  bu«ne«  is  anythinTS!  what^k  nl  T\  ^"^  " 
toe.  Dealing  in  bankrupt  stoSs^a tg^t;  .l^bu'n^'  i^v>V  ''* 
buiineas  men  are  not  failinir  now  You  Ho  LTr  "'"°**^-  "^^^  Because 
men  failing  now   do  v«^>    M^h.J  '^^  •"»>'  "P*^  of  business 

•bing  I  wmt  to  bm,  to  your  attoitta     I  „?      ^  l»re  i.  the 

Bore.     1  could  l«rth  wait     I  ™^  ?;  i  7"  °°  '"''  "»■  •»  "»'  ""'> 
c^    L       .    .  "Muiy  wail.     1  wanted  to  find  out  how  he  mn#1»  oicnnn    * 

profit    but  before  I  got  there  I  found  out  that  he  SLlf  d?  n!/?' 
normal  times  he  would  make  $25  000     I  thought  .fi,  1L  ^^^  '" 

on  •innnfm    u  ,j     ""f  •**'•"'*'•     *  thought  if  he  would  make  SlOnrm 

«-  have .  H^M  u-'iLrb^V^^/Lt."^  1""'  "i,":::;,' 

^.~,  the  u„  He  '^fz^iT^^^^zL^iTn: 

the  shoe  market  on  the  up  grade     He  cauphf  thl    i,  ,      J  ,        **"«*'' 

up.  and  it  went  up  pretty'Tpldly  for TwLle  dfd^t'^  '^ '^^°''.**  "™^ 
AU  right.  He  had  116.000  speSataLep,^fiT-«5^  Jl ,  I  "^f^  '^^ 
I  just  drew  him  a  picture  of^he  road  of  Lj^tir  T^l'T  '^''"^•* 
little  diagram  of  the  road  of  speculation  It  ^^!^^'  I  "*  ^  ^^*  ^^  * 
down  here  again  •  ^Peculation.     It  starU  down  here,  and  up  here,  and 


As  the  market  went  up  here  on  this  side,  he  accumulated  11/5  nnn«  ,    • 

profit.  What  ought  a  man  to  do  with  ihat  «R  fWn  !l,,  5^  »peculative 
think  he  ought  to  invest  it  in  i^gh^^'J^T'l^l^  ^^!^  °°  ^°" 
sane  merchandising  man.  will  take  that  s^^eor^*  ,C  ■^'""^  ."  ."»»•  '' 
priced  goods?  If  he  does  he  wUl  have  uTwlr^^  and  invest  ,t  in  high- 
down  on  the  other  side,  and  ^e  Tso^  Z^^^'^       ^  "^"^  *'*'  ""« 

;»vi^e5.ooo  pi^fi,  he^u  ^:e  «^z;^fif^:^*  u^tr^ "" 

lo«  lowing  that  year,  on  the  other  side  <JT  hT^W  ^  S^tT  *  ^"^ 
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Brothers,  wholesalers.  They  have  changed  their  terms  of  discount— now  are 
you  getting  this— they  have  changed  their  terms  of  discount.  Their 
discounu  are  more  Uberal  for  ten  days  then  they  ever  were  before. 
In  other  words,  business  men  who  have  any  vision  are  beginning  to 
see  on  the  other  side  of  the  hiU,  and  they  want  to  have  their  bills 
m,  collected,  for  the  time  is  coming.  Is  that  the  correct  interpretation 
of  that?  That  is  my  interpretoUon.  They  never  told  me,  and  if  I  had  asked 
them,  they  would  not  teU  me,  of  course.  But  that  sounds  to  me  to  be  the 
sensible  thing.  Have  any  of  the  firms  up  around  here  been  increasing  their 
discount  for  cash  or  ten  days?  Watch  them,  they  will  be  doing  that  some  of 
these  days  if  it  is  possible  to  do  it  at  all.  They  will  shift  for  the  shorter  time. 
Of  course,  we  have  had  a  great  time  cutting  out  the  discounts  as  much  as 
possible.  But  this  is  a  reaction  in  the  other  direction.  Speculative  profits. 
I  want  to  bum  that  into  your  minds.  How  many  of  you  have  been  making 
speculative  profits,  and  then  thinking  you  made  it  as  merchandisers.  Specula- 
tive profits,  ladies  and  gentlemen,  on  an  up  market,  will  be  lost  on  a  down 
market,  unless  you  take  care  of  the  profits  you  have  made,  your  speculative 
profits.  Victory  Bonds  is  the  place  for  them,  one  place.  I  want  to  tell  you 
frankly,  if  I  had  a  speculative  profit  in  merchandising  today,  I  would  put  it 
into  the  best  security  in  the  world,  Victory  Bonds  or  Liberty  Bonds.  I  might 
put  it  in  shorter  time  bonds  if  I  thoughi  things  were  going  to  right  themselves 
real  soon;  I  might  put  it  in  bonds  that  I  could  convert  in  shorter  time,  but 
there  will  be  no  trouble  in  converting  these  into  currency.  Pretty  good  co- 
lateral,  anyhow,  aren't  they?    I  think  so. 

Then  there  is  another  thing.     How  many  of  you  feel  mighty  proud  you 
mcreased  your  sales  last  year?    How  many  of  you  are  proud  of  that  fact? 
.\  man  that  did  not  increase  his  sales  last  year  more  than  20  per  cent  ought 
to  be  ashamed  of  himself;  he  has  not  been  living  up  to  his  opportunity  in 
dollars  and  cents.    How  were  conditions  here?    I  have  not  kept  tab  of  the 
conditions  here.     Were  prices  going  up  last  year  considerably?    Yes.     Did 
they  go  up  20  per  cent  during  the  year?    How  about  that?    Yes.    All  right, 
if  prices  went  up  20  per  cent  and  you  mado  20  per  cent  on  your  sales,  we 
will  put  it  25  per  cent,  your  business  held        own.      To  sell  as  many  articles 
as  you  sold  before,  you  would  have  to  increase  somewhere  between  25  and 
•iO  per  ?ent,  just  to  hold  your  own.     Now  it  is  a  shame  to  say  this,  but  I 
have  to  tell  you  the  truth.     I  met  a  man  the  other  day  who  had  $70  000 
business  the  year  before  last,  and  $82,000  last  year,  and  he  was  telling*  me 
he  had  a  nice  increase  in  his  business.     I  began  to  figi  e  out  to  him  what  he 
had  been  doing.    When  you  compare  this  numth's  sales  w.th  the  same  month 
last  year,  and  you  see  an  increase  of  20  per  cent  or  25  per  cent,  and  you 
say  in  a  knowing  sort  of  way,  "We  are  coming  along  pretty  nice,  aren't  we?" 
I  say,  "No."    You  will  have  to  be  on  the  lookout.    You  want  to  be  preparing 
now  for  the  time  that  is  coming,  and  you  want  to  be  holding  on  to  those 
customers,  holding  on  to  what  you  have  got,  and  adding  a  little  more  to  it 
if  possible.    Someone  will  say,  "Well,  the  increase  in  prices  is  keeping  people 
from  buying."    Down  with  us  that  is  not  true.    I  do  not  know  whether  it 
is  true  here  or  not;  but  the  increased  prices  is  compensated  by  increased 
wages.     Everybody  is  making  money.     Wheat  $2  a  bushel;  everj^hing  on  a 
farm  is  rising;  big  prices  for  grain;  every  man  who  works  is  getting  big  wages; 


head  above  water  except  by  battling  hard.  Let  me  rive  yoTan  ilSLtfr 
I  an,  Koing  to  get  pretty  close  to  where  a  lot  of  yJTuve  right  n^w  A ^nt 
a  drug  store  had  been  in  business  fifteen  years     »?««?»  \T^^ 

morning  to  sweep  out  the  sto.e  and  puTth'^Let  Ti  Lf^  S^^' 
fountain  man  a.d  the  other  clerk  in  the  businesr!:SvS.t;rbSrcul^ 

m  the  morning.  A  travelhng  salesman  got  off  the  train  at  the  station  ^Iv 
«id  was  on  his  way  to  the  hotel  and  stepped  into  the  st^  a^d ttw  his^d 
oistomer  m  there  sweeping;  just  dropped  in  to  «y  "HeUo^„T''G^  Mc^ 
mg  to  h,m.  and  as  soon  as  he  stepped  into  the  store  the  merchaT«t^s 
bn^  up  against  theshowcase  and  came  up.  fadng  the  traveClT  and 
he  said  As  I  have  been  sweeping  along  here  thi.  morning.  I  have  b^doiS 
some  thmkmg.  I  have  been  thinking  of  this  for  thTu^twoTthT  yZ^ 
and  I  want  to  put  the  proposition  up  to  you.  If  there  is  any^nlXtTn 
answer  this,  you  ought  to  be  able  to  do  it.  You  have  bera^fn^s  te^t^ 
oovenng  this  field  for  the  last  fifteen  years  to  my  kSe^«  yITI!^ 
v^^  hundreds  of  merchants,  and  som^  of  themThS^Les^^  m'T 
If  anyone  can  answer  my  question  you  ought  to  be  able  to  do  it    anTfche 

rn        :    .f„r^^*  ''*'"'  ^^  ^^^'^'  'uniiture,  or  any  other  business 
^1i  '*•'*•    ^"^  ''  ^"^  ^'^  '^'  business?"  and  the  tra^uSTZ; 

ST^'haT'  tS"  ""'  ^'^  '''"'"  "^  ^  ^^-  for  a  m^ft  Ld  he 
said.     You  have  asked  me  a  question  and  a  mighty  big  one.    I  am  ^ing  to 

«swer  .t  by  askmg  you  another  question,  a  seemingly  smaU  queSmT-Wh^ 

were  you  doing  the  first  time  I  came  into  your  store?    That  was  fifSn  vi^I 

J«o  this  spnng?-    And  the  merchant  could  not  remember.    AndTj^e 

n^'1^'  T'  '^S"^  "^  "^"^'^  '"  ''''  ^y^'  '^^'  '"">«  first  time  IsSp^ 
into  your  store,  fifteen  years  ago.  you  were  doing  the  same  thing  you  We 
domg  this  morning.  You  were  wielding  the  wea^n  of  a  janiton  You  l^ 
sweeping  out  the  store."  There  was  a  minute  of  intense  silence.  B^  t^ 
tmie  the  pomt  had  penetrated.  The  merchant  began  to  reali«  wSt  w^I 
wTx^ng  with  the  drug  business,  and  then  the  travel^^sIsZ  LJ^Th^ 
IS  nothmg  wrong  with  the  drug  business,  the  drug  SnessT^S  J^^o 
better  aU  the  time,  the  trouble  is.  in  your  case.^ere  is  ^X^^ 
^e  dnigg^t.  something  wrong  with  the  dru^st."  He  say..  "YouTtr^^ 
to  fight  competition  with  a  broom.  You  have  just  as  go,^  a  chawHiS^ 
today's  competiti^with  a  broom  as  a  man  ^th  a  iSTand^  h«  te 
the  trenches  m  France."    He  said.  "Business  is  highly  spedJS    ju "  a" 
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w«  u  highly  •pecialued.  You  cunot  hope  to  meet  the  competition  of  a 
•nan  if  ycm  sweep  oat  your  store  while  he  u  studying  his  sales-sheets,  «n- 
aly«ng  hu  trade  territory,  getting  in  touch  with  his  community,  going  out 
visjUng  other  stores^  to  get  new  ideas,  figuring  his  expenses  and  his  turnover 
ana  his  profit;  trainmg  his  saleq)eople  and  buying  with  a  knowledge  of  what 
thMe  people  can  seU,  and  what  the  people  of  his  neighborhood  want."  There, 
ladies  and  gentlemen,  is  the  fundamenUl  weakness  of  the  average  retail  mer- 
chant, lost  m  the  details  of  his  business.  Probably  he  is  not  sweeping  out  his 
store,  but  with  all  due  respect  to  the  importance  of  records,  I  want  to 
quote  again  what  another  man  said  when  I  tojd  him  this  story.  "Why,"  he 
said,  'that  »  not  so  bad,  sweeping  out  the  store:  there  are  other  things' that 
a  man  may  do  m  his  store  that  is  worse  than  sweeping  it  out."  I  said.  "What 
for  inttaace?"  "Why,"  he  said,  "whenever  a  man  gets  back  in  his  office  and 
puU  te  thirty  minutes  on  his  books  when  customers  are  coming  in  at  the 

.^  l!!"'„  ^^  "'^  "'**  '"  *****  """^  **^  sweeping  out  the  store."    I  said, 
W^?      He  said,  "When  a  man  sweeps  out  his  store,  he  gets  a  chance  of 
meeteig  hu  customers,  but  when  he  gets  back  to  his  office,  then  that  chance 
istort       But  the  point  I  want  to  make  is  this-whenever  you  do  |6  a  week 
work,  how  much  do  you  expect  to  get  for  it?    How  many  men  facing  today's 
competition  are  doing  in  your    stores  work  that  would  not  earn  in  another 
man  s  store  more  than  tlO.  $12,  tl5  a  w^?    How  many  of  you  are  doing  the 
work  of  a  janitor,  and  expecting  the  reward  of  a  merchant?    How  many 
of  you  are  doing  the  work  of  a  bookkeeper,  a  910  a  week  girl,  and  expecting 
'^Wf~  o«  •  merchant?    How  many  of  you  in  the  drug  business  are  work- 
y  rTl  *  prescription  case  and  expecting  the  reward  of  a  merchant,  in- 
stead of  the  reward  of  a  pharmacist?    How  many  in  the  jewelry  business  are 
worldng  at  the  bench  and  expecting  the  reward  of  a  merchant,  when  you 
should  only  expect  the  regard  of  a  mechanic?    How  many  of  you  pack  the 
boxee  m  your  stores?    How  many  of  you  dust  the   cobwebs  in  your  store 
or  dust  the  goods  on  your  shelf?    That  is  the  point  I  want  you  to  consider, 
your  own  time  in  your  own  store,  that  is  the  biggest  job  you  have.    Every  man 
that  runs  a  store  has  three  or  four  jobs  on  his  hand.    I  can  divide  them  briefly 
mto  two;  one  job  he  works  for  himself,  and  the  other  he  manages  the  store 
I  know  a  lot  of  people  who  are  the  finest  employees  you  can  imagine,  but  they 
aianot  manage  themselves  or  anvhody  else.    Do  you  think  a  man  can  get  by 
today  without  management  in  his,  .tore?    What  is  your  competition?    We  wiU 
say  yours  is  a  specialty  store.    What  is  your  competition?    Departmental 
store,  mail  order  house,  chain  store,  four  kinds  of  stores  today  outside  of  the 
general  store,  and  that  can  be  classed  with  the  specialty  store.    What  are  the 
dOTOtiunating  or  the  outstanding  characteristics  of  departmental  stores,  mail 
ordCT  hou^  and  chain  stores?    Management.    Real  management.    Men  who 
stady  the  fine  points  of  the  game.    That  is  what  is  the  matter.    They  may  not 
be  any  brighter  than  you  are,  but  they  are  employing  their  time  in  the  right 
way.    Management,  that  is  what  you  have  got  to  have.    Every  departmental 
store  IS  a  coUection  of  stores  under  one  roof,  under  one  management     The 
maU  order  house  is  a  coUection  of  departments  under  one  roof  doing  business 
by  maiL    The  chain  store  is  a  oollectipn  of  stores,  not  under  one  roof  that  is 
where  it  changes,  but  it  always  geU  back  to  this,  under  one  management 
Are  you  managing  your  store  or  are  you  just  working  as  a  bookkeeper  who 


aeed.  a  m.n.««r?  Are  you  a  bookkeeper  in  your  .tore  that  you  need  to  man- 
Me:  or  are  you  doa,«  work  in  a  .tore  which  U  not  weU-directed.  b««a.  ttel 
Uno  oneto  direct  it  That  i.  a  big  jol^to  direct  it.  JurtT^^ 
•tore,  where  you  are  the  boM  and  your^lf  the  emptoyee;  wparate  wumM 

oneof  ^  r«lb«  pomu  m  merchaadi^.  ha.  been  .treMcd  here  «  much  tonSJ^ 
I  jurt  nt  bade  and  h.tened  to  Mr.  Irwin',  .plendid  talk.     I  thought  ^  he 

it  TZ"""  ""  "?"'  T*  *°  **•"*  people  i.  to  set  your  bu«ne«i  7Z  ^ate 

G«r^«^S    7  **  *!!f*/°"  '^"  '"'°*  *•"»*  y«"'  »'"«'««'  «  doing. 

Get  everythmg  ete  separated  from  your  bu«nes.  and  then  you  will  know 

what  your  bu«ne«  i.  doing.    Otherwise,  you  do  not  know,  'if  I  JJ^^ 

Sri^I^^TL  J"!r*  '°  ""^^  *'»'  invention,  of  Thomas  A.  Edi«>n 
rLet™-  H  '^d  talking  machine,  and  «  forth  look  Uke  thirty  cents. 
Ihave  m  mind  a  machme  I  would  invent.    That  machine  would  b:a  «lf. 

2S?iZ!?rK  ^^;!??  "^'^''^  "  ""*"  ^  •^'^  off  once  in  a  while  and 
watch  himwlf  go  by.    No  bid.  would  be  accepted  for  the  first  machine. 

Then  there  is  another  thing  about  this  business  of  running  a  retail  stort. 
Lw  Tw/*^'*'  °'-  J*^*^"  ""'^  ^''-  "y*^^  ^  ~«  «  '-t-i'  'tore.  DidTu 
another  hour.  One  hour  he  has  to  be  a  pessimist  and  the  other  an  optimist 
What  do  I  mean  by  that?  I  mean  that  a  man  who  buys  goods  must  be  a 
^«t  or  he  «  not  a  good  buyer.  I  mean  that  a  ,4n%I  sells  go^ 
must  be  an  optim«t  or  he  is  not  a  good  seUer.  Is  that  not  right?  One  must 
have  enthusiasm  and  the  other  must  be  cold-blooded.  I  am  going  to  give 
you  a  very  bnef  .Uustration  here  of  what  a  man  said  to  me  was  the  essential 
dement  m  busincM  or  the  fundamental  prindples  of  business.    He  gave  them 

Sr'^rr^^.ri.'^cTtra; ^p'  '  ^"  "^^  ^"'  '''  '""'^  ^^  '"^  ^^^'^     ^-' 

BUY  IN  COLD  BLOOD 
CONTROL  YOUR  BUSINESS 
SELL  WITH  ENTHUSIASM 

Sl^il^**^  ^'?^'  '^^  **"  **'''  enthusiasm,  and  then  I  put  something  in 
between  there:  I  put  a  compass  in  between  there;  the  thing  that  m)uld  help 
him  to  loiow  that  he  was  selling  the  right  thing.     I  said.  "Control  your  busi 

w  .^°^1  ■"'''  •"'"*  °"*  *^**  *'  ^^'^  *"'«»''«•  Too  ruany  metdumts 
buy  with  enthus«sm  and  sell  in  cold  blood.    Now,  is  that  right  or  isn't  it 

?S!    .  r*  '*  •'^«*'*'    ^"y  '°  ~'^  ^''^-    S«"  ^th  enthusiasm. 

Control  your  busmess^  Whenever  you  get  those  things  reversed,  you  are 
gone,  you  are  lost.  Overloaded  stores  teU  me  that  people  are  buying  with 
^thusuism.  Look  at  salespeople  sUnding  in  the  doorway,  waiting  fw  some- 
body to  come,  and  wondenng  why  they  do  not.  Sdling  in  cold  bkxxi:  that 
is  the  reason  the  goods  sUy  there  after  they  are  bought  in  Urger  quantities 
than  we  wanted.  What  is  wrong?  Let  us  get  down  to  somTfunimenuS 
lJ^*^^^^'°^u°^:  .^°*   I  "n  going  to   switdi  off  to  something 

admission  to  you  now.  and  1  am  not  going  to  do  it  for  your  benefit,  but  more  for 

SLTL'^^^S^v^'l^'t^*"-  Whenitoo^estoreUil'C^tl^ 
Canada  has  us  badced  off  the  boards.    I  know  mhenot  I  qxak.    Yon  m^ 
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here  in  Qu»d.  have  u.  twcked  off  the  bnmb  when  it  come,  to  retail  or- 
gmnii«tioo  We  have  orgaaiMd  our  hvdware  men  tofether.  ud  our  jewelry 
m«i  together,  and  our  grooen  together,  and  our  dry  goodi  men  togeUMr. 
and  you  have  organiied  your  communitie*  tog-ether.  But  I  am  not  going  to 
•top  there.    You  have  made  a  great  start,  but  I  am  going  to  give  you.  baaed 

on  my  obeervation  of  organiiatioM  or  aU  land.,  «id  in  all  paru  of  the  country- 
I  «n  going  to  give  you  a  miggeetion.  Your  oiganiiation  to  far  haa  been  de- 
voted to  leguUtive  purpoM*.  ahnoat  whoUy.  I  think  that  i*  correct,  i.  it  not? 
LegWative  purpoee..  Now  you  are  at  the  parting  of  the  way..  A  very 
«na^l  part  of  the  battle  of  competition  can  be  run  by  l(«i.lation.  You  can 
with  Icgiilation.  .Ump  out  evib.  but  you  cannot  counteract  ability.  Get 
that  now.  You  can,  with  legiaUtion,  .tamp  out  evil.,  but  you  cannot  nipprew 
or  counteract  ability.  Now.  if  you  keep  that  thoioughly  in  mind,  you  wiU  be 
OT  the  way  to  reach  .uccew,  a  big  succew.  a  micceM  that  will  take  u.  in  the 
bouth  many,  many  year,  to  attain.  In  fact  we  have  not  rtarted.  You  have 
got  the  machinery  here  for  real  work  akmg  the  line  of  merchandiring  eflici«icy. 
the  making  of  better  merchanU.  You  have  got  the  machinery:  all  you  have 
lo  do  u  to  put  the  right  greaMs  in  the  mill  and  keep  it  going. 

Of  the  many  retail  men  I  have  met  engaged  in  organiiation  work.  I 
itnow  the  gentleman  of  whom  I  am  about  to  speak  will  be  here,  but  I  am  goins 
to  aay  it  anyhow;  of  all  the  men  in  retail  work  who  have  had  a  real  virion  a 
real  conception  of  what  the  retailers'  problem  is.  and  how  to  meet  it  throi^h 
awocuition  work,  Manitoba  has  a  man  a.  their  Mcretary  who  ha.  that  viidon 

1  .  *^^TT^  "  °°*  *™°*  ^  *"  •"*"  *°y  parUcular  good,  but  I  am  hoping 
that  It  WiU  do  you  a  lot  of  good.  becauK,  as  you  recognias  its  effect,  you  will 
back  up  Mr.  Curie  m  his  efforts  to  reach  out  over  this  Province,  and  for  that 
mattw  the  influence  will  be  felt  all  over  Canada.  And  it  wiU  be  felt  in  the 
United  States,  don't  you  forget  it.  Wi«»n«n  will  know  a  great  deal  of 
Manitobam  the  next  rix  months.  There  are  representatives  here  from  the 
various  Provinces  to  the  west  of  us,  and  the  influence  of  Canada  in  this  short 
counie  IS  going  to  be  felt  there.  I  am  not  going  to  plead  with  you  people  to 
get  behmd  Mr.  Curie.  1  just  want  you  to  use  your  oommonsense  judgment, 
and  when  you  do,  you  will  get  behind  hin.  and  the  things  he  is  trying  to  do 
and  u  doing  now. 

I  would  not  be  doing  this  subject  of  organiution  juatke  if  I  did  not  at 
this  tune,  when  we  are  enjoying  not  only  the  hospitaUty  but  the  backing 
and  the  labor  of  your  Provincial  University  here,  if  I  did  not  recognize  what 
that  means  to  you.  Instead  of  trying  to. say  anything  now  to  you.  I  want 
to  quote  to  you  what  President  MacLean  said  to  a  meeting  since  I  have  been 
her^  He  said,  "We  want  to  parallel  Wisconsin,  and  the  aim  of  the  University 
of  WisconMn.  which  is  simply  not  to  be  o  State  University,  but  to  have  Wis- 
consm  a  University  State."    See  what  that  means. 

I  want  to  take  this  opportunity,  as  this  wiU  be  the  only  one  we  will  have 
for  a  thing  of  this  sort;  I  want  to  take  this  particular  opportunity  to  crystalliae 
your  minds  and  bring  them  to  a  focus  on  this  problem.  Utilize  your  local 
organaatiwis  and  your  State  universities,  and  any  other  organisations  that 
you  can  use.  but  this  will  be  your  principal  organization  in  promoting  and 
carrying  on— "carrying  on"— that  sounds  familiar— in  our  days  now,  doem't 


l-t^?T»  5^  «^  on  or  •«  ym  going  to  .top  h«re:  that  i.  th, 
qu«t,on?    It  depend,  on  you  men  «d  women  who  have  come  here  to  thi. 

««>  the  «p«taKe  you  have  obt«ned  in  these  meeting.;  you  will  bring  pwplr 
b«k  here.    If  you  go  out  .nd  jurt  talk,  and  they  do  not  «e  «,y  r^u 

?I?  ',!!L^'*  ■•^!.y«"  '«•»''  »  »'«««'«  «  boortlng  •  thing,  but  there 
u  no  UK  boortmg  .  thing  that  doe.  not  have  Kwnething  in  it.  I  beliwre  you 
inen  are  getting  real  valuable  niggertion*.  and  if  you  will  uke  thoM  nigges- 
tion.  and  put  them  mto  um  you  are  going  to  derive  a  great  deal  of  benefit  out 
Of  theM  meeting.,  and  k)  I  am  going  to  conclude  here  just  by  recalling  again 
to  your  attentKm  use  the  machinery  that  you  have  in  your  kx»l  towns;  *aw 

^K-  J.u  "Jl*'.  *^.*'  ''^"^  •**  "  "'^  **»"  "«»«•  to  »>*>P  you.  Get 
behind  this  Univer«ty  in  anything  it  wanu  to  do  for  reUil  merchants,  and  you 
win  find  that  you  are  doing  a  bigger  job  than  when  you  keep  books  or  siraep 
out  the  store  or  dust  off  the  shelves,  or  even  wait  on  customers.  Ye..^ 
even  better  th«,  that,  you  re-arrange  the  store:  even  better  than  when  you 
figure  out  those  expenses;  even  better  than  when  you  train  your  sales  people 
even  better  than  when  you  figure  your  profiu.  the  best  thing  you  can  do  is  to 
carry  on.     I  want  to  thank  you.  ■./««•«.»» 
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WHAT  MERCHANDISE  TO  CARRY- 
MARKETS-CUSTOMERS 

BY  flAlIX  STOCEDALB 

DnJjr.r!)*  *"J"'"  "1*  r^'***'  "««=»*«>«'  by  the  m«,  who  r^t  out  th« 

yJ^  «m*tWn.  »kT^  oonfcnmty  with  the  prognunm..  I„t«id  of  riving 
you  iomethinK  that  hM  not  yet  been  touch«i  upon,  I  .m  toiu  to  <»Bti.«! 
^Sr^"'  thi.  morning  by  Mr.  Irwin.  iTr^  ^^'^  ^k  .S^Ie 
^WUy  of  your  good,  in  your  .tore.     He  Ulked  lo  you  thi.  morS.  ^ 

l^epmWem  of  having  your  good.  «:ce«rible  to  the  cu.tom«  i.  JTm  to 
Porunt.  becauM  aU  of  thi.  acce«ibiUty  bu«neM  doe.  not  get  anywh«e  untoL 
.t  get.  to  the  good.-that  i.  the  end  that  i.  K.ught.  and  «  1  am^STt^  iS 
U.  you  th»  afternoon  for  a  Httle  while  about  .to^  i^rai^J     fZ  UllSJ 

paper  down  there,  and  in  the  courM  of  our  converMtion  he  uid  to  me  "The 
Sh'^Tk^  "'  ^"•'°"'  ••  P*"*"    ^  '^'^  ^  "k  him  what  hT  meant  b^  tJat 

^  i.  o«t^  W  r*  *^™.  "**  ""*°"'*'  J"»*  *«Kh»»  •"«»  •tic'",  that 

rSiSir^d  .t  oV  "^  /°"  "e  in  place,  where  the  customer  .tiU  con  inue, 
nSt\^  !  '  ''°"  '^  °°*  """^  *°  ^°*  merchandbing  at  aU.  All  you 
need  to  do  .8  to  .Uy  on  the  job  wid  take  care  of  the  money  But  wherX^ 
you  get  an  automobile  n«d  or  a  railroad  running  th^h^your  city  "wij 
from  your  store  and  to  it.  the  «>  paper  sUge  of  bu.ine«  i,  ^t.  "" 

of  t^'^^^^^^^y  "  *^™"«  •"  ever-increasing  and  important  p^ 
of  the  job  of  merchandwing.    You  can  put  the  blame  on  the  varSyTtore  tf 

advertuiements.  The  best  advertisement  is  a  satisfied  customer.  The  second 
b^themc.H.ndise  itself,  and  then  the  rest  follow.    We  will^ot  ^t^ 

tW^mS^Tf  M  r"  *'  »'*  •"""  *  *^'«="«'i«n  like  the  calendar  discussion 
S  TrS  f^r;  I  r  ^"' Jr'  "  ^'*"'"  '*>«"™«  »'-*'  -«  *-"!  have 
was.  perhaps,  one  of  the  keenest  specialty  salesmen  in  the  United  States 

Surof'ttXinV'^^'""'*'"^  ^°'"'"'*^  °*  *•>«  AssociatS^  AdvSng 
CTulw  of  the  World  for  two  years,  and  from  that  side  I  got  the  various  anrii 
onthe  specialty  problem.  You  cleared  the  atmosphere  up  c^nl^e^birt^; 
n^mg  but  you  did  not  settle  the  problem  excejt  in  your  o::i;5;vid„2 
oues.  ThCTe  was  no  unanimous  vote  on  that,  and  there  is  not  likely  to  be 
The  fact  of  the  matter  is  that  the  calendar  is  good  in  iu  plaol  ^^d  tlmt 
apph«  to  anything  else  under  the  «,n  that  is  usS^  adv^tiST'  ^t  X 

teU  you  about  Mr.  Garver.  of  Strasburg.  Ohio,  the  :nan  who  did  in  one  year 
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•b,r^£j^  iSr  '•_.""  .^"^«^''  •»««»  th«e  figure.:  th««  i.  «rt  «,^ 
-•cure  it^A!rin?JT  ^^J^^"'^'^  «""«  and  uMd  them  mit  ny«Iy  to 

Htore  worth  while.    W^S^  l   '**  S  ?™  TIT  '"'^  '^  «  »  h.^  "X 

not  lOtcr  the  /act  that  Garverl^  i!^  7         .       **"'  P*"'  *"•*  '»»»  d«« 

«>««i  into  thiX,  bu^^ha.^  teS^Z      "^Z  'l'  '"'  •*"  ""^  ""^ 
No  /ailiiw  abfl«t  ^r.^    u  ■"'  '•"■  ^hri-tma..    He  caahe.  in  on  that. 

thing  worth  whL  ou    ^  th  J^  T    ^^  '*'  '"  ""**  "'  ^•^«'  »>«  K«t»  '«'ne- 
If  vou^  in  ro  /  ^-    ^  *«»  to  !«•  that  on  to  you  a.  an  idea 

thou«nd.  of  doJten.  are  wa^  on^^e.:^.'*  '^  "^^  «""  ""^  '«^  »»«» 

-  hot^to'rd^enL'lZl'lo^^U"  ''"  '"T"'^''  ''•^'^"'  *■'"*  '"^  ^  -PP-' 
languages.  T^e  s^J^irv™  """^^  '^P"  °'  '^•'-  '"^•'*"«  ^^^' 
canTi  nea^^^^T  hTbo"^^^^^  """^^  appropriate.     I  thmk  you 

.H«n,»ed  f^r  aZ^J  W  ti.^   Tk     ^"  T*'""  "^  ""^^'''''K  '  ^ave  heard 

you  brought  ourf^iTy  tT  •  wL^'^.*  f!„o ""  T  '"  "^  '^'''  ^*'''  '»*"'• 
your  books  ar^  n,.».^        ine  way,  you  fellows  who  are  not  uking  notes  in 

Chariton    Iowa     V™.  »...  „  k      .4    Vi'    ^         ^  ""^  ""^^  ***  Lanmer,  from 
«nion,  lowa.     yo<j  have  heard  of  him  if  you  have  read  Primer,'  /-i      u 

technical  and  disheartening  Zjt^  ^  ZZy  ::7'::::';:tZ^,' 
HO  far  as  we  know,  this  job  of  retail  merchandising     ^  Tik  nf  T    1' 

course  of  lectures  that  were  given  up  there  not  long  ago  and  thev  re.ra,H«lTi,! 
lectures  a.  worth  KOQO.  T  might  tell  you  incidentX'  ^t  th^l^^  wl 
taken  out  of  a  little  black  book  just  about  Uke  this'  Grt  noU  j^  .^ 
medaute  on  them  and  hold  fast  to  them.    It  i,  not  the  thi^^ ^^t 
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your  heads  that  count  so  much  as  the  things  that  you  really  use  in  the  manu- 
factunng  process. 

I..  ^5"?u'  "*''*  ''I'?^"^'  ^'""^  '"  ^-^y'^  "^'^"^^  «  a  big  job  for  a  man  if 
he  didn  t  have  anythmg  else  in  the  world  to  do.  Then  in  addition  to  buying 
the  merchant  has  to  know  how  to  display  goods.  You  are  going  to  have^his 
afternoon  just  an  example  of  what  kind  of  job  that  is.     Then  there  is  the 

St  ,^^"T*'  r°**'''  "''"^  '"*'  '^  ^  ^°^  »"  '^^^-  And  then  you  have 
TthT^    \  ^^^^r'  *•'*  "^'*"  °*  *^°'*«^  »»«'?  «"<!  training  them. 

If  that  ,s  not  a  man-sized  job.  I  do  not  know  what  is.  Why.  it  is  a  real  job 
to  know  how  just  to  know  how  to  meet  people  and  how  to  impress  your  per- 
sonality on  them  so  that  they  won't  go  ahead'  and  do  worse  than  they  w«dd 
.f  you  were  not  there.    And  then  you  have  got  another  job  that  is  a  ^eJ^e 

ll^.V'        .""T^^-.    ^t  is  retail  advertising.     Retail  advertising  is  less 
than  50  per  cent   efficient  m  the  States.    I  do  not  know  how  it  is  up  here 
In  other  words,  fifty  cents  of  every  dollar  is  wasted.     Now  that  is  conservative 
„h"1"°1       f  °"  '^^"^  *^  *"•  *°*^  "^  y°"  '"^^  '«*™ed  the  jobs  of  buying 

ship.  Elbert  Hubbard  says  that  the  salesman  has  the  world  by  the  tail  with 
a  downhU  pull.  In  other  words,  the  man  who  can  sell  goodsf  his  succell^^s 
sure.  If  I  just  knew  what  you  people  wanted  this  afternoon  and  could  sell  it 
to  you  I  could  make  a  good  deal  of  money,  if  I  were  just  salesman  enough  to 

e^  i„15w/°"  jVr'  "^*'  ^°"  *"*  °°'  *'^"«''-  After  you  have  made 
Swi,?  ?^,  T  ^  J  ^^''^  mentioned,  then  you  have  got  to  make  good  and 
tell  this  feUow  here  this  morning  that  wanted  to  know  about  that  20  per  cent 

L*nn°   ^°!J  ""?    ""."^  *'"  '^**  '""°*  ^'^^^  20  per  cent,  and  enlighten 
1^  on  ,t  and  make  it  clear.  I  wiU  be  one  of  your  most  interested  listener.     I 
vnll  have  my  httle  notebook  on  the  job  from  start  to  finish.     I  never  heard' 
anyone  ask  any  question  any  bigger  than  that  one.     If  I  would  undertake  to 
answer  that  I  would  want  five  periods  of  one  hour  each  and  then  we  would 

tZT%  1^"^  u°w,^  *•""  '*'^"  ^""^  '  ''""^'^  P^^^'^'y  be  as  brief  as  the 
^fu  !.r^^  P."'^*"^  ^'*  *°  '**«  P°^t  ««  *l"'<=Wy  as  the  average  man 
would,  but  that  IS  the  amount  of  time  I  would  ask  for  it.  I  merely  want  to 
impress  upon  you  the  fact  that  the  man  who  makes  good  in  this  job  has  got 
StJ%T'tw"H"'-.°'''T^  individual.  Most  of  you  men  are  in  competition 
with  firms  that  dmd.  this  work.  One  man  is  the  buyer;  another  trsdns  the 
salespeople:  another  does  the  advertising  work;  another  does  the  accounting: 
and  still  another  one  does  the  figuring  of  profits;  another  man  does  the  displav 
worl^  but  when  it  comes  to  one  man  coming  up  against  all  these  you  have  got 
a  difficult  proposition.  I  am  not  saying  this  to  discourage  you.  but  I  do  not 
want  you  to  take  this  responsibility  too  lightly. 

If  you  want  to  learn  the  merchandising  game  and  get  all  of  the  best  points 
possible,  don  t  go  to  the  retail  merchant  to  get  it,  go  to  customers;  go  to  piLle 
"^  ^*  u^.  u*  *°°*^-  ^^**"  ""erchants  are  liable  to  assume  that  a  thiT^is 
nght,  but  the  customer  will  say  just  what  it  is  and  what  it  is  not.  And  w  I 
have  taken  occasion,  whenever  I  could  find  the  opportunity,  to  meet  with 
groups  of  customers.  When  I  say  "customers"  I  mean  women;  I  don't  mean 
men.  because  the  woman  is  the  purchasing  agent  of  the  home.  If  you  get  aU 
your  merchandising  information  from  a  mere  man  you  will  get  just  about  one- 
fifth  as  much  as  you  ought  to  get.     The  other  four-fifths  is  left.     Talking  to  a 
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SZ^^Jir?  "!!  ''•"'•  «^^«  and  presidents  „f  the  iocal  dnb.  in  a 
SIL^  T'  ^  T'  *'^"'  ^'^^'^y  «"'""»«  to  introduce  the  «Sert  o?  .l- 

in«»r»«t«i  j!/^  •     ^  '*°'"*'  ^'"*  soniebody  who  is  not  particularly 

for  uZ  .h,  *     J       *"  "^  "  "°™'  ""«•  "'«y  have  h«l  .  bunt  day 

S^l™^.;^^      "."'"'*  "'<"'»»Ji»  on  <ke  counter  tl«t  I  c„  kS^.Ttt 

P<»pl.  .™.  y„„  when  yrdl-.t,,.  ■'^".^"S  S  iS^  T"  ""  T  """ 
and  not  buvini?  thinw  i  h.A  .  J_I       ,!  "'^^  °*  «™"8  ">*«  *  sto'e 

to  worlf      H«  ;..  „         ^         ,  ••w  mtniaeas.     1  nat  is  the  only  way  to  get  him 

-we  IJiuZtur'si^r  considerable  size,  and  if  your  store  is  an  average  store 
n"  hTleTa^irirouSt  rhT"^  °°!:i  "^'^  your^lf)-7you  do 
ar^nge  it  so  thafylr  I'll'^oT^Jtear  ^Y^fLr^  ^,1 
as  much  as  five  ordinary  clerks  can  sell.  ""*  **" 

,»opfe  Who  p.„  a  „^.^.    Why  aM  M,"^^  ^^  ^Si^.r.^^i 
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off  the  sidewalk?  For  one  purpose,  to  Ret  people  to  go  by  that  store  and  I 
t^  hlr.  "•«\'"P'«>«?-  Talking  about  the  curinrof  a  weaktL«'  i^ 
tro  hundmi  people  pass  that  store  after  the  sidewalks  were  cleaned  off  wtere 
only  one  hundered  had  passed  before,  that  store  was  worth  ^Iv  teS 

^t^  i  r  f  *'^''  •^  *°  •*  '^'«'  "<»  *hen  you  begin  to  Aovel 

fC  tim^  «        T  '^^'^  **•"*  *"*'  P"~^  '^°™.  the  rent  i.  worth 

four  times  as  much  as  ,t  was  before.  That  is  what  you  pay  for  locatiT 
When  you  get  mto  a  town  of  3000.  or  4000  at  least,  how  do  ^seH  p^: 
If  you  know  how  things  are  sold  you  will  know  how  they  are  rm^  iZTS 

yjT  """f'  '"x,^  ^"^  "'"  ''"''"  '^"'^  '^^  "«  sold^becau^  rentes  bS 
on  «lhng  value.    How  do  they  .ell  lou  down  in  my  little  vilW   a  sut^ 

th^3  D"  they  sell  them  at  so  much  per  squareLt?  No.tJ^d^t^S 
them  that  way.  You  sell  farms  by  the  acre;  you  do  not  buy  to^  Zp^- 
by  the  acre  or  square  foot.  How  do  you  buy  it?  Front  foot!  thris^Sv 
U.  you  buy  .t  by  the  front  foot.  Why?  Because  of  its  frontage  vllue^v- 
has  U  a  frontage  value?  Because  people  pass  the  front.  Wh^rsl^deft^t 
^«  th^  '  "arrow  front?  More  room  to  display,  more  room  to  oTh  ^ 
when  they  are  gomg  by.     Certainly  it  is  -that  is  aU  there  is  to  it      You  ha^ 

S'Tk'L':;^"  r'x  .^'n  "  •?:?!  ^''•'^' '"°'''  ^^'p'^^-  -  ^^^  ^^^^ 

«ia  oacK  here.    All  nght!     Now.  if  that  is  true  when  you  rent  a  store  it  k 

f^J^d^  "^^^h      T  "^r  *^"'  **°  '"^  '«>*«^'  °"«  60  f^  deep  Lllo 
T      \^^°^^^  ^  ^*t  «l"are;  that  is.  the  first  has  1200  squJ/feet  and 

t%rrosrmrey7^"^-     •^^^^''-°^^^-areona<.mer.'^;^crrLS 

for  thl'l^'/^^'?''^  '•'*  '^^'°"*  '^"''^  *=»'"8«'  ^  '""Ch  a  square  foot 
for  the  1200  feet  and  so  much  for  the  900  feet;  no  getting  around  ^t 

Mr.  Stockdale—Thax  is  a  peculiar  condition. 

5/wfen/— That  is  right. 

condiSonf'^*'*'^^  **"  "°*  *''^"'  ""  ^"""^  '*•  ''"*  ''"^^  brought  about  that 

Mf.  KeUy-With  all  due  respect  to  this  gentleman.  I  think  he  is  wrong. 

mv  nS^H  f f  **^-;^*'  r»  i"«t  J«*ve  Winnipeg  out.  There  is  no  doubt  in 
TZ  7Z  ^*";°^«t,gatmg  approximately  a  hundred  and  fifty  cities.  TOs  s 
the  fim  exception  I  have  found,  if  it  is  an  exception.  The  fronteee  is  the 
^mg  that  determine  the  rent  very  lai^ely.  I  w^t  to  tell  you  S  th^  ^d 
rent  for  but  I  am  gomg  to  get  an  opinion  on  that  before  I  put  it.  If  tWs  stole 
here  (li»0  square  feet)  rents  for  170  a  month,  what  will  the  other  olfe'^t^^ 
Student — $100. 

Mr.  StMkdak—tlOO.     Let  us  have  another  guess. 
5/iMfef»/— What  is  the  population? 

are  ^^he'l*^-'"'"*-     '^'^  "'  "^''^  ^^^  ^^  ^'^^  ^^^  °«ther  of  then. 
Student~tl50.     I  would  give  »150  for  the  900  square  feet. 
Mr.  Stockdale— Let  us  have  another  idea. 
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Sr^^*!'"  r* ''' '"^"«»- "^  ^''-'^''^-"t  stores? 

A  moving  picture  theatre  would  n^eTiLi'?™'?**'''  '"^  ^""'^  ''^  ^»'""- 
a  clothing  store  would  ever  go  intoT  ^l  ?  '  ''"•'*"«•  *"**  **  *«  "««  "keU 
of  business.  This  (900  fj^  ^u  d  be  ^r^".;'  "^J****^  '°  '^'  ^'^^^  «"«' 
store?  It  would  be  adapS^oTa 'e^el,^'^'''.^^  '"^  '^"^^  ''-^  "^ 
fru,t  store,  pretty  well  adapted  for Tny  kinToVT*^  ""^t'  "^"'''^  ^'°'^' 
matter  is  we  find  certain  clLes  of  h»^  busmess.     The  fact  of  the 

classes  in  deep  buillj    l^^lf a^urTh'"  T^'  •'""*"«^'  ^"'^  ^-^- 
into  it.     What  will  he  the  rent?  "'^''*  """^  "'  ''"«"«"^  ''•-»-  ?"t 

5/iMfra/— $140. 

Mr.  Stockdale~$lio. 

canthe^"'-'"  '""'^  "^  ^"^'"^  ™  Pav  the  same  percentage  of  rent, 

Mr   StockdaU~\o,  but  they  p^y  pretty  nearlv      Ti,-    ■ 
[Jroposition  at  all;  this  is  dollars;  »L         I  ^'     ^'^'^  '"  "°'  **  percentage 

this.  All  right.  I  will  til  you  w"  .t'wa^  """"if^^  '""  ""^  -^«-  -^' 
were  about  equal  as  far  as  stitc  r  Lli  '  ""*-»"»■  ^^"'^  the  buildings 
not  put  here  for  you  to  tike  L  of  E  T'  T*""'"'-  ''''^^^'  ««»■■-  ^'^ 
make  and  the  only  pointTha^  aHow^  ""''•  '***  ''"'^  P°'"^  '  *«nt  to 

get  thoroughly  in'^Jnd  is  t^t  tlti::'  to  mke-the  point  we  want  to 
do  not  care  whether  these  rem  for  a^n  T*t  ^'^^^''Wy  rnore.     Now.   I 

an  equal  amount  you  a^^l^n^elJr  """""^  °^  ""*•  "  ^'^^^  ---t  ^^^ 
want  to  get.  Now.  we  ha^^^^f  7ruSnJT  "^^  ''  "  ''''  P"""P»«  -- 
things:  Because  of  windows  and  bl^lf  ^"^ '«««  is  because  of  two 
the  same  thing  that  we'r^dTscu^rg":  il^lTo" r^"*-^^^  "^ 

people  who  pass  a  location  give  it  its  value  ,„T'  ^^  """'^  ^"-^  '^'^  °f 
will  pass  all  parts  of  this  stL   and  w^      '  ^'^  ^^^  ^^^  '""'•«  people 

I  think  we  are.  '     ^  '"^  "^  P'"«"y  ^^^  on  it  too.  aren^we? 

Now,  in  the  average  store.  60  feet  deen  and  9n  t^*      ^     u 
go  more  than  half  way  back'    Or   wh^T  ^     .  '"^'  ''"*  "'^"y  I^P'^" 

half  way  back  in  the  avenge  sto;e"  T  h^  "^^  "'  ^""'^  «°  ^"^  '^- 
t^nth.  one-fourth  and  one  mfn  asks  what  c^  TIS^V'  """*"'•''•  '"^- 
.t  an  average  store,  the  store  you  drop  in to^, iTth.  7*^"^  ^  '^^'^ 
<»penence  in.  All  we  are  trying  to  getTis^l  •  ,  ^^^  ^'^  ^*^^  ^^ 
anything.  '  ^       ^^^  **  '^  ^^^  pnnciple,  not  trying  to  define 

-l/r.  5totWafe_That  is  what  we  are  talking  about    th.   t 
5/«ie»/-lf  a  general  store  with  about-the  store  arrangement. 

li-     o.    ^.  7  **"  grocenes  to  the  rear— 50  ner  r«,f 

.Vr.  Stockdale-It  a  general  store  and  groceries  tnTh  ^^ 

fjf  the  stores  I  go  into  and  the  peoole  I  m!I!^  ^^  "^  ^  ^  "«t. 

take  the  middle  figure,  one-fourtr  We  XL""  """'"^  "''^  '•''^'  '  ^^'^ 
store  after  store,  jewelry  store.  Irdwa^  I^L  d^T^"""  """•"•  ^  '^^'^ 
any  number  of  other  stores  wh^rrthrfil,?  '  ?..  I  "^  '*°'^'  '^^  ^^  and 
of  the  people  do  not  go  .n^'Z^'^ZX  Z^'  Mlt^^'r  7^'"^'^' 
little  figunng.    if  only  one-fourth  of  th.\^  i '  ^  *"     ^°'''  '«^^  ^  a 
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Isn't  that  right,  four  to  one:  there  are  four  people  visit  the  front  part  of  the 
store  to  one  the  twck.  Awume  that  figure  it  all  right-if  you  want  to  ukc 
another  figure,  that  is  all  right-don't  worry  about  tiie  figures,  just  follow  the 
Illustration,  four  to  one. 

Student— Thmi  is  not  correct,  three  to  one. 

Mr.  Stockdale— The  fourth  that  go  all  the  way  liack  havt-  to  go  to  this 
l>art  too.  the  front  part.     I  want  to  urge  all  of  you  to  check  up  all  these  things. 
Student— I  thought  you  meant  doing  basincius  in  that  part  of  the  store. 

Mr.  Stockdale-Th&t  is  ri-ht.  if  you  have  a  question  in  your  mind  bring  it 
forward.  '' 

Student— I  am  right  on  that  basis. 

Mr.  Stockdalf-U  you  separate  it  into  two  .stores,  yes.  If  there  are  four 
jjeople  in  the  front  part  of  the  store  to  two  in  the  l«ck,  how  much  is  the  back 
part  of  your  store  worth?  You  have  flOO  square  feet  back  here.  How  much  is 
It  worth  as  a  selling  space  under  those  conditions? 

5»i«fc»«-Perhap8  you  don't  need  it  for  selling  space;  perhaps  you  need  ii 
for  a  warehouse.  If  they  don't  buy  in  the  front  i)art  of  the  store  it  is  worth 
M  percent. 

Mr  5tocWofc-Twenty  per  cent  on  170  is  $14.    The  front  part  is  w.,rtli 

«6  and  the  back  part  tl4  on  the  ^is  of  seUing  space.    Your  point  is  all 

nght.    It  dqiends  on  what  you  use  it  for.     We  have  already  decided  what  to 

use  It  for  the  number  of  people  who  go  back  here.    That  telU  the  story  of 

what  you  are  using  it  for.    It  tells  us  that  you  are  using  it  for  storage  space. 

airf  that  doesn  t  amount  to  very  much  as  selling  space,  but  there  is  a  wide 

difference  between  a  warehouse  and  selling  space  where  you  can  get  people  to 

pass  it-a  mighty  big  wide  margin.    That  is  one  of  the  points  I  want  to  get 

clear,  one  of  the  pmnte  we  want  to  get  clearly  in  mind  is  that  this  part  of  the 

store  IS  not  used  right  or  it  would  not  be  that  way.    I  stepped  into  a  icwelrv 

store  in  Wmmpeg  this  moming-what  is  that  big  jewelry  store-Dingwall's- 

and  all  of  you  who  are  interested  in  store  arrangement  can  get  some  good 

pwntere  if  you  go  into  that  store.    Not  because  that  is  any  better  than  any 

other  Illustration:  that  is  the  only  store  I  have  been  in  since  I  have  been  in 

Wumipeg,  and  I  would  like  to  refer  you  to  this  practical  illustration.     Le»  mt- 

tell  you  in  the  back  part  of  that  store  the  lights  are  burning.    The  bright  part 

of  that  store  is  right  at  the  back.     When  I  stepped  in  this  morning.  I.  and 

people  who  are  there  to  look,  just  naturally  graviute  back  there.    People  will 

gravitate  to  where  the  light  and  interest  is  just  as  surely  as  the  moth  wiU 

gravitate  towards  the  flame. 

That  applies  to  lots  of  stores,  and  if  you  go  around— one  of  the  things  you 
may  do  yourself  while  in  Winnipeg  is  to  go  around  all  sorts  of  stores  and  see 
what  IS  doing.  There  are  even  a  tot  of  people  in  Winnipeg  that  ought  to  visit 
the  other  stores.  Let  me  urge  that  on  you.  There  is  enough  information 
about  store  arrangement  in  Winnipeg  to  run  this  whole  course  all  the  time  if 
we  had  just  somebody  to  go  out  and  pick  it  up.  Infor  ition  and  education 
IS  the  thing  that  lies  all  around  us.  My  shortcoming  is  that  I  do  not  have  a 
basket  big  enough  to  carr>'  it  away:  I  don't  know  what  yours  is.  Do  that  if 
you  have  the  opportunity,  and  you  will  find  out  that  people  are  getting  value 
out  of  the  hack  of  their  stores  by  the  arrangement  of  their  stores. 
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to  cut  off  and  «y  that  that^L  i'A  oj  the"  t^T  "^T"  ^*'  '  •""  ""'"•^ 
curtomer  out  of  five  back  th«*     i?  •  ^'  "  **^''  **>''«= «'  *«  Rct  ont- 

addition  to  storaKe  Ft\hatl,4  V.eT:'  "r''"'^  1  '^"'"'^  «^^^" 
don't  we?  We  get  storage  and  sJ4bufwh^wi^'"  "^**''"'  ^  '*"^''- 
we  get  only  tl4  worth,  whereas  up"n  thil  1^  *^"'"''^!'"'  '""^^  «nd  sellinK 

much  for  storage  as  it  is  for  selling  s^wr^Jilfl  .f/  '*  '"  *""''  '"»"  «^ 
a  month,  ladies  and  ge„tlen«n  to  !^^L  k"  "'*''"  •*^-  T^irty-fiv,.  dollars 
Po«ribly  t3«  to  be  c^ed  H*  vou  ..T?  ''^*"«"«'"«  that  su.ro  right,  a 
doing  very  good.  T^^do L«  ^  ^l.''.^  ""'^  «•">  »20  of  it  y«,  will  U- 
what  you  earn  that  way  'c^^?,,  ^n  ""'„  ^  X'  "  •^'  *""  ""^'-•-• 
If  we  can  just  get  things  thoroushlv  1^^  u  "  '^^  «"*"=  '^'  *«  "" 

efficiency  and  increase,!  kLwlXetwil  "I*  *"*'  ""^  ''''"*  »'>'  '""eased 
assertion  that  f„,„,  ,5  ^^^t' ^^5^"*  '"  "^^  ''''  """  ^^  '"  «  ^-"-'n 
the  last  16  per  cent,  to^^r  1^T  T^u  ' C^  '"  •™«"'«^turer's  burines.. 
words,   three-quarters  of  his^si^  .,  !.  "^""^  ^**  ""'«^=  '"  other 

business,  and  then  when  it  ^mt  to^VrA  ^  "^"^  '"e  expense  <rf  th. 
of  the  latest  sUtements  1  haTii  wL  1^  ^  '^"^  '"''■  '"  ^  ^'  -"'t.-^nc 
profit  on.  Now.  if  he  goes  up^  ^^  ceT .T-'"^'  ""'  "**  ^'  """'•^  his 
W  per  cent,  o.'  .  effi^cy  and  Lfh?;!;;  f  ^  'T'  '^  ''"  ''^""'^y  «^ 
coming  to  him.  How  many  oTyou  a«  ^v  TJ"'  ""*  "  ^  «^»-  'hat  is 
c»mc  up  and  ewer  yorcLts  a^d  exp^^'^LV'the;'?';    "''*  ""'"'  °^  y^ 

=:::^whi:frs- -^  :^i2E^\^""-^ 

aver.^         oth^ise^^  ^ Id^ot Xt  a^lfi^  el^jgh^trr 
and  the  selhng^tuTatl^XO.  Z  ZLtf.Zl^'  '  '''  ^^^ 
in  the  L'r^or7c:ri:L^r"  *'"*  '^^-  -     ^'  -  you  going  to  p.u 
5/wte«/_What  kind  of  .store  is  it? 

ciothi^^2:^*^;^irj:Livr'  "^  •''--^  ^  ^-•^'^  --  - .. 

«ood.  but  it  doesn-n^pTy  t  Z^^^  T."  "^'  '"^"^  ^"^  «  P-^'v 

Hnes.  not  because  I  want  to   ,^^  ^^r  h         '"'^^'°  «*^  ^'''^  °"  K*"*^' 

care  *hat  kind  of  a  store  t  Is      Rc^t  oJ      T  "^^  .^'  *^"  "^^  '^^  '^°  "ov 

5^-fc«^eneral  store  '""  '"'  ^^  ^''""  '-  «--P>e. 

in  thfbafro/t^^sLS"^'  "'^  "  ^^^'  ^"-     ^'-t  -  you  g„i„,  ..  ,.„, 

5/i«fei«/— Groceries. 

Mr.  StockdaU-Yes,  that  is  very  easy  to  solve,  isn't  it? 
^^^5/«t«._Where  are  you  going  to  do  your  marking  u,>-sorting  up  and  all 

;»  do"^^':^^^  are  w.  ,,, 

n^e  he.  as  strong  as  lean.     I  wJt  to  .Ty^ir  n^olirS  JenTth^ 


118 

^r^l'lT'.h  ^r.  ~^Jl"^*  ***''  '*"  '^'  •"»*  **"  y«^  'rf  continuous 
travel,  m  the  State,  and  the  Province,  of  Canada,  nine  store*  out  of  ten  are 
simp  y  good  storehouses  and  nothing  more.  You  cannot  «y  they  are  anythine 
else  but  good  wareroom.  Now.  that  i.  putting  it  plainly,  but  putting  it  true^ 
and  what  we  n.«i  is  a  sellmg  room  or  a  merchandise  room  and  not  a  warer«wn. 
VVe  will  never  have  a  merchandiw  room  as  long  as  we  make  it  a  wareroom 
and  we  will  never  have  a  wareroom  if  we  make  it  a  merchandidng  rtxnn-the 
wo  of  them  do  not  combine.  We  have  got  to  have  a  place,  a  wareroom  to 
take  care  of  our  stock.  And.  when  we  sell  goods,  that  has  got  to  be  a  selling 
space.  A.  long  as  you  sell  directly  out  of  goods  that  you  have  stored,  you  are 
mixing  your  wareroom-your  storeroom  and  your  selling  space.  What  we 
need  m  stores  of  this  country  are  stock  rooms  or  warehouses,  whatever  you  please 
to  call  them,  and  then  we  have  .jot  to  have  our  stores  that  we  pay  good  monev  for 
arranged  as  selling  space. 

Now.  on  that  one  point,  if  you  want  to  know  how  to  arrange  a  store  and  will 
Kive  the  amount  of  attention  that  is  necessary,  and  study  it.  I  can  just  refer  you 
to  the  oest  example  of  store  arrangement  that  I  have  ever  found-you  find  them 
everywher«^-the  variety  store.  The  variety  store  has  got  then,  backed  oflF  the 
map  so  far  as  I  know.  The  chain  drug  stores  are  next.  If  you  want  to  f  nd  out 
how  to  arrange  a  store  go  to  the  chain  stores  and  to  the  big  departmental  Stores 
and  some  of  the  specialty  stores.  That^as  a  specialty  store  I  was  in  this  morning. 
The  variety  store  has  taught  the  people  to  buy  goods  in  a  certain  way.  and  if  the 
avCTage  man  does  not  display  them  in  that  way  then  he  is  going  to  come  out  the 
little  end  of  the  horn.  I  don't  know  what  you  think  about  it,  but  I  think  I  am 
talking  about  one  of  the  big  vital  things  in  selling  merchandise  here  to-day.  How 
many  of  you  people  here  toniay  have  gone  into  a  variety  store  when  you  did  not 
have  anything  distinctly  in  you  mind  to  buy?  Hold  up  your  hands!  And  this 
IS  an  audience  of  men.  You  did  not  go  in  there  to  loaf,  did  you?  No,  they  do 
not  have  any  loafing.  I  had  better  touch  on  that  loafing  busine^— anv  of  you 
afflicted  with  loafers? 

Student— I  was  wondering  if  there  was  any  particular  principle  to  adopt. 

Afr.  Stockdale— Yes,  we  will  get  to  that  in  a  moment.  I  want  to  touch  on 
this  loafing  business  before  it  slips.  Did  you  ever  know  a  store  that  had  ver^• 
many  loafers  to  have  a  good  trade  of  women?  Women  are  the  purchasing  agents 
of  the  family.  Now.  put  two  and  two  together,  and  if  you  allow  loafers  to  loaf 
m  your  store,  then  good-night  for  you,  and  it  is  a  bad  thing  for  the  town.  The 
cigar  store  is  the  only  place  you  can  get  by  with  a  loafing  proposition— the  tobacco 
store-that  I  know  of,  and  the  pool  hall.  I  was  bom  and  brought  up  in  a  store 
killed  by  loafers,  so  I  take  this  seriously.  Loafers  actually  killed  that  store  dead 
as  a  mackerel.  They  just  came  there  and  chewed  tobacco  and  spat  where  they 
pleased,  and  the  women,  they  traded  where  they  pleased.  I  think  that  is  enough 
on  that  subject. 

Now.  there  is  a  general  principle  of  arranging  a  store,  and  when  we  get  thus 
matter  of  store  arrangement  we  are  f  oing  to  have  no  end  of  questions  to-n^orrow 
fcM-  the  question  box.  I  think  so.  at  least;  but  there  is  a  general  principle.  Put 
your  staplrs  in  the  back  of  your  store  and  your  nmelties  or  new  goods  in  the  front  of 
your  store.  .New  goods,  not  simply  seasonable  goods— I  mean  the  goods  you  are 
mtrodudng.  You  are  introducing  new  goods  all  the  time.  There  isn't  a  season 
hut  what  something  new  comes  on  the  market,  either  a  new  modification  of  some 
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old  thing  or  something  that  is  entirely  ne»-     r..t  .k~. 

W  part  that  you  w«.t  people  TZ  radvmL  ThT-w  "  '""*  '"  !!;* 
good,  up  in  frunt  at  the  right  season  of  the  v^r^J  *  J°"'  seasonable 
to  have  to  change  the  front  of3r  .tore  of  JT-nH^  IT^"  ""**  ^"^  "'  «°''"^ 
change  of  dre«:  it  will  serv.  wTcS^e  ^d^  "  "''"  "^  ^""^  "^  '^"^"^  ^  ^ 

■r^^'^^JZ:TriTy.t'^^\^'T^^  ««f  •"  ^''^  ^-t  of  your  store.  Why? 
wUl  be  more  P^^le  fn  the^Hf  v^^'t^*'  "^'^  "'  '^"'^  *°  «""-     Th«ie 

certain numbro?the:;,areCndors^aTth7f"^^^^^^  ^''^  '"'  ^"^  * 
very  man-  if  you  arrange  vour  stnr^  «L      ,       V  "^  °'  y""""  ^^^^-     ^ut  not 

a  man  hak  troubleTgm.r,,^!  ^^^^  ^^  ""^^ '"  Coffeyville.  Kan«u, 
hold  goods  in  hi:  E^t"  Ifhaf^L  r^lu  '  "^T  ""^  ^"^  »"""- 
solution  of  that  pmblem  was  to  out  iT^hi  ^  "*  ■'"  °^  "'"  P"*^'""?  The 
would  go  down  Tfter  T^e  gL'^lrwel  I  rj,"  ""  ^'^"'^  »»^t  people 
'^ders.  I  said.  "Put  in  som'rSdr-  Hetjd^^ha  T  "  '^"  ''"''  ™" 
of  clothes  pins."     I  said  "ThproZ  "e  said.    I  have  just  got  in  a  carload 

part  of  your  basem^t ''  That  isThri  ""T  '*"^  '"  ''"  '*^"'*'  *^  ^^e  back 
your  store,  and  ^^n  thit  dol't  'f  T"  "'  ''"'"^  ^^^'^  *°  ««  ^-""'^ 
around  in  it  cannot  Splly  his  ^1'"'""^  '"  ^""-^  ^^'^  ««'  '-P'e  to  go 

in  the  drygoSS^iha"  ilTfl^  ^H  ." '  "*""' ''°°"-  "r"""  ^^  y°" 
floor,  in  this  front  pa^of  yo^^e  ^Sf  ^T  'eady-to-wear  on  the  second 
di«  in  the  second  Soor  of  your  store  aMZZ"^""  '^  ^''''^^  ^''^  '"^-*^- 
things  in  the  various  parts  of  vour  If^r!     u    '^^'^  ^  ^°  "P"     ^°"  "»  '""P'^y 

warm  display.  What  doTme^  tTl'"''  "'T  "^  °'  '"^^  «^  "^  « 
remember:  that  makes  a  XpW  "tU,  .rj™  .'^««P^y?  Jhere  is  one  thing, 
warmth  to  a  display  and  Mth^J^\^,  "  ~^°'-     ^°'*«"  '*  *•>»*  Pves 

There  was  not  ThU^lSy^l^ZT^  '"^^  ^""^  "^"^  °'  *''•'  -^""J  ""«• 
underwear,  boys'  clothing  a„5^u  ttT^TVr  """^  ""  '^'''  "^  "^'^"^  -"<» 
of  the  Store,  a^d  it  look5  dLd  tw^t^v  w^*"  '"'^  "^  *"'=''  '*'* 
one  person  out  of  ten-I  believe  I  wou'd^^e  in  L  """'  '""^  '""'  ''°'^'  ""* 
twenty-went  more  than  half  way  S  in  th^  .  '"^  "°'  **"^  P*^  °"^  °* 
dry  goods  and  he  had  80  pe^  ce^^of  hi^^^  ''     ^  *''"  ***^^  ^*^«  »»«  ^ad 

his  dry  goods  side.  beTurhe  w^  2  eSh'  tTo^^tT VT  ''''  *"^  ^"'^'^  *- 
back  and  because  he  had  a  rest  room  upsS  He  h^  ''"^  ^'"^  ^'^^  ^^^^ 
ment.  and  people  who  went  to  thal^nt  .  !         *  ready-to-wear  depart- 

his  Store.  'one'haU  theTl^nthoTme  ttoTstT"'"'  "^^  ^  ^'^  '^^^'^  ''^ 
there  he  got  50  per  cent  of  the  nl^^ift  n  v     ^*  **"*  *°  ^''^  '«*  "^'  » 

and  othe?  departm^'upsS^k  at  !^f  ^^  ""^  T*  "*'  ^'^  ^'^  «*^^ 
side,  the  clothing  business  he  waTLt  th^  '^  ^'-  '"°'^-  ^  *»>*  °^''^ 
Get  your  sUples'in  the  U^k  pl^^^li^t^;:"  ^ZT^-^''^  °'  ^"^  "»*• 
business  Who  create,  ,uiteaChinrm"L:Sron/JS°^WeTk::iSCS 
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fot  people  m  the  t«ck  of  the  ttore.  He  lud.  "I  get  pretty  nev  all  tiie  people  in 
the  back  of  my  tore."  On  being  asked  the  rtmmni,  he  aid.  "I  keefra>Wwater 
back  there  -thi.  wa>  in  the  lunmier  tinie-"and  advertise  it."  Just  a  simple 
expedient,  but  it  did  the  busineiB  all  right. 

Now.  there  are  two  kinds  of  places  to  put  goods  in  a  store.  One  of  them  is 
rtielVfcs,  and  the  other  is  counters.  One  of  them  is  for  the  clerk»-get  thi^-on* 
fand  of  store  arrangement  is  for  the  clerks  andanother  kind  i#  for  the  curtoroer^ 
How  IS  your  store  arranged?  The  shelves  are  for  the  clerks  and  the  goods  on  the 
shelves  do  not  sell  themselves  at  all.  The  shelves  are  for  the  clerks.  Now.  how 
much  of  your  store  IS  for  the  clerks  and  how  much  of  it  for  the  customers?  How 
many  m  this  room  have  70  per  cent,  of  their  njetthandise  put  where  people  can 
»ee  It  and  handle  It?  Hold  up  your  hands!  Five.  Now  you  begin  to  see  what 
IS  wrong  m  the  selling.  Shelves  are  for  the  clerks.  I  will  venture  that  90  per 
cent,  of  the  merchandise  represented  in  this  room  u  on  the  shelves.  10  per  cent,  on 
the  counters,  and  then  I  will  be  conservative,  won't  I?  Is  that  right?  Ninety 
per  cent,  on  the  shelves.     In  other  words,  the  90  per  cent,  of  your  goods  has  no 

I  don  t  have  to  tell  you  how  strongly  merchants  have  put  this  up  to  me.  th 
merchants  who  are  really  doing  the  business.  The  Kress  Store  in  Arkansas  City 
Missoun.  that  is  a  variety  store,  one  of  the  live  ones  of  the  United  States.  I  wu 
m  thai,  store  and  talked  for  an  hour  with  the  man  who  is  manager  Sf  it  "Why  " 
he  said,  "this  display  is  the  thing  that  wills  our  goods.  We  do  not  have  to  have 
sales  pec^le;  all  we  want  is  bundle  wrappers  and  cashiers."  Now.  you  folks  who 
have  nothing  but  bundle  wrappers  and  cashiers  and  cannot  help  yoursehret.  why 
not  display  the  merchandise  and  let  the  merchandise  do  its  part?  Now.  somebody 
IS  pMng  to  say.  "Tlxat  is  aU  right  for  little  things,  all  right  fpr  Httle  things,  but  do<» 
not  do  for  big  things. 

5<i«feii/— How  about  a  store  without  a  counter,  have  samples  all  around' 
now  about  your  groceterias? 

Mr^  StocfcWe-Groceries  on  the  cafeteria  plan?  I  have  not  investigated 
tnat.  You  can  use  shelves  to  a  certain  extent  if  you  get  the  people  next  the 
•Mves.  but  when  you  stand  up  next  to  the  counter  and  the  shelves  are  back  there 
It  doesn  t  seU  your  goods,  that  is  sure.  How  many  think  that  people  buy  off  of 
shelves  behmd  the  counter  to  any  considerable  extent-I  mean  from  the  fact  of 
the  merchandise  being  on  the  shelves?  We  have  four.  How  many  of  you  are 
gn)cery  men?  All  those  four  that  voted.  All  grocery  men.  There  is  the 
answer.  People  will  took  across  and  see  because  the  groceries  in  the  package 
show  up  and  you  can  see  something  about  groceries.  That  point  is  weU  taken 
because  it  sells  some,  but  it  will  sell  many  times  as  much  if  you  can  let  people 
ckJse  to  them.     But  what  abont  hardware  in  boxes? 

Shident—Doa't  people  get  close  to  them  without  a  counter? 

itr.Stockdale—Sttn.  The  argument  against  the  shelves  is,  getting  the  goods 
on  the  shelves,  m  boxes,  where  you  cannot  see  what  they  are.  In  groceries  you 
take  them  out  of  the  boxes  and  put  them  on  the  selves,  and  to  that  extent  you  can 
use  shelves.  Shelves  around  the  side  where  people  can  get  to  th«n  is  a  met^jd 
of  display,  and  m  the  grocery  business  you  have  a  better  opportunity  for  that  than 
:n  any  other  businessi  know.  But,  generally  speaking,  for  all  classes  of  stores  the 
shelf  is  the  thing  that  is  hindering  the  selling  of  things.    What  we  want  to  do  is  to 
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YOUR  HOME  TOWN— ITS 
DEVELOPMENT  AND  PROSPERITY 

BY  rSAlIK  BTOCXDAU 

This  morning  I  am  not  going  to  diacuH  mercJumdi«ng.  except  incidentally 
I  prnume  you  men  here  in  Manitoba  have  not  yet  felt  the  preuure  that  we 
are  feelmg  down  the  Sute..    I  «n  quite  sure  you  have  not  felt  the  extreme 

"T^o-r  '  *''*  ^"^  *•"  ^****'  '"  »''«•  ™*t^  o*  «»«nmunity  develop- 
ment. The  reason  w.  like  some  of  our  Sute.  you  are  expanding  all  the  time. 
Your  country  >s  undeveloped  to  a  certain  extent.  But  while  you  may  not 
be  feeling  the  pressure  as  much  as  you  might,  that  pressure  is  exerted  never- 
theless, and  It  IS  simply  because  the  pressure  on  this  side  is  taken  off  by  a 
relaxation  or  expansion  on  this  side  that  you  do  not  feel  the  clamps  comi  ig 
together  on  you  in  the  towns  of  Manitoba.  It  is  a  good  bit  like  your  security 
with  the  profits  at  the  present  time.  It  is  a  sort  of  false  impression,  becauii 
the  tendency  of  our  country,  the  trend  everywhere,  U  centralisation.  Winnipeg 
rtself  IS  an  example  of  centraliiation.  ,  Almost  half,  nbt  quite  half,  almost 
half,    the   population   of    Manitoba   is  in   the   City    of    Winnipeg       That 

in'^T'  il"''  •''  \  ^"  "^^  '*°""  ^  Mimieapolis,  f7  example, 
and  I  find  down  there  a  real  thriving  town.        I    happened    to   be   down 

•°  pi  ^'**''  .  Minnesou.  that  is  a  town  south  of  MinneapoUs. 
tJSV\  "  "^^J^"-  «  "W*^  then  Minneapolis  itself,  but  ifyou  go 
t  ^  J!  ^7"  *•"  "^  *^**  **  "  *"  *^»'^'  *"  »^e™8e  town.  They  seoti 
t  tlf!^  "^  ^  ''""^  *""•  *"*'  '^'y  "^  °°t  growing.  St.  Peter  is  going 
backward  m  population  while  MinneapoUs.  the  last  five  years,  has  «lded 
10,000  people  a  year,  just  as  regularly  as  ckjck  work.  The  point  I  want  to 
make  «  that  this  community  problem  of  people  is  a  mighty  important  thing. 

A.u  J^^  •"  ^^"^  ****  P~P^«  *t  ^°^^'  ™  building  up  yourtown 
and  the  desirability  of  a  town  as  a  place  to  do  business  is  not  measured  by  ite 
size.  Get  that  thoroughly  in  mind;  not  measured  by  its  size,  but  whether  it 
IS  moving  forward  constantly  or  going  backward.  Of  course  to  stand  stiU  is 
to  go  backward,  because  the  world  moves,  and  those  who  do  not  keep  step  fall 
behind  the  procession  just  as  surely  as  those  who  stand  still;  those  who  walk 
dowjr  or  travel  slowly  fall  behind  the  pn>cession,  just  as  surely  as  those  who 
stand  still.    People,  that  is  the  thing  that  makes  communities  and  people 

IT^rn'^^frK  I  ^VV-^^  "  '"'^^  °°'  '""^  *«°'  ''««»  "-^^  Point^to 
!„n^         ^    ..L^'^  ''"''*"^  *^  *^*  °^^"  "^«  o'  the  street  in  that  town. 

^IZn"^    ^^'  ""^  f*""  *°  *°^  °"'y  *  ^«^  y««  '^<>-  that  man  U 
WMth  $50,000  a  year  to  this  town."     I  said,  "How  do  you  figure  that?" 

Why,    a  gentleman  said,  "the  enterprise,  the  ambition  and  the  push  of  that 

man  means  that  wealth  is  distributed  to  the  hands  of  other  people  at  least 

to  the  «tent  of  150.000  because  he  is  here."    Did  you  ever  thini  of  a  man 

bong  worth  MO  000  to  his  town.    Why.  there  are  lots  of  men  worth  $100,000 

to  their  town,  .f  they  are  worth  one  penny.     But  one  man  cannot  be  worth 

much  to  his  town  unless  he  succeeds  in  keeping  the  other  men  there,  and  that 
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«  what  he  wm  doins:  he  wu  »^^t^  ■ 

^"t  -nd  oringing  into  th«t  town  iZ  «  TT^''^  "^rchant;  he  w«  renJhiw 
h«i  to  bring  in  .pprox^a  °ry%J^"oS,  tn"^^^^^    Not  «0.000.    ITo^J 
Wped  hi,  town  to  the  extent' oVKSb'^tL""'  '""'T""'  ""'"  ^^  ^^ 
'rf  the  good..    The  n«n   who  bri^TiaoS?  ^".u'^/'"'  °"  »''^-  '"«nnn 
out  of  that  must  come  hi,  margin  ^i,!.-^  ^^^  "'  '^«n«»  »«  town 
"  JO  per  cent  of  hi.  ^C^'t'^t  l^wT^ri:;-'''-"''-  *^  ^^  pC 
•n  h«  town.     That  mean,  something  toX tttr^^  •*"'  •"'"  circulation 
hardware  bu«nes,  then  the  people  Iho  work        k^"""*''     "  '"'  *'  *"  the 
pro«mately  the  total  «Urie,Tw.  .tor^  ^k"  "'»  «'^«-^nd  they  get  .p. 
that  ..  |1B.CM».  on  IISO.OOO  bu,in«.     S^    rJ!"""  "^"'^  '»  P"  '^nt. 
•Ijocery  .tore,  part  at  the  dry  gn^T'stJ.      T    ^/'^''  P*"  «'  't  at  th^ 
the  .hoe  .tore  and  part  at  t7eS     S^  •*?.".  "if.  ^'^"^  ''«"^-  ^^  «' 
and  ao  the  man  who  can  keep  »eo,I  -iT'     ^''^ '•"''''''d  «  interested  in  it 
who  i.  the  man  in  the  ave^g^  ^ U"  kZ  th  "  '"'/""  ^'''«'^'-     ^n^' 
who  come  from  towns  of  500  up  T 10  TOO !^    ''*'  "^^^  '"  '"*"'     Vou  men 
•Joe.  that  town  exist  for?    Thit  town^  T^  '  '"""^*  manufactures,  what 
that  i,  to  distribute  men.ha?dt   and  I  ^f""*""''  '"'  ""«•  ''"^.  -^ 
only  »rry  I  cannot  impress  thiT„«,„  Ju      "'  ''""  '°  ™'''  this,  and  I  am 
am  only  sorry  that  I  ^nTot  hlve'The  urel^;'  °'  '"?  •""•  '"  V"-  town?" 
<loctors  and  the  lawyers  and  theTtel  '  en  l^'r  ""^  *"'  '«^»''"'  ''"d  the 
who  cater  to  the  people  in  your  town  T  i™.,,"  '"'T"'^  '""''  *»  the  men 
and  My  to  them  frankly    "G^eTT'  "'"^  ^"'^  "''«'  to  have  them  here 

;h^  .could  not  get  along^'wifh^  ^  bufTlaTJ^r'^V'^  *"  ""'-"-"^ 
'•toy  m  town.    Vou  stay  in  that  to;n  b«ir  tl  /°"  ^"'"'''y  '^''y  you 

and  are  doing  their  duty  for  themse^^^n^r      *  "''*"  ™^hants  are  there 
™n**ndising  moves  In.  the^^l  ^v        '~""""™'y"    Whenever retLi 
;  for  a  moment.    One  nlre  t^'^oT /.^  0^'\ 'I'  '"^  '^-'^  ^^  C 
whoever  that  store  moves  on.  it  takT  w^T'^k      ''""""^  °"  »^*  ~™«r. 
■n  that  store.    It  takes  with  i      hSSr.  V"*  '*°P'''  *^°  1"  the  work 

thaje  people  would  earn;  it  J^LaZl7LT.  f"'"  ^'^^  ****"'  *"«'  ^^^^^ 
P-^d  for  that  building.     That  is  I  r^'Xn  ,h  ^'^  »»»«  «"t  that  would  be 
because  one  individual  would  go  ^wa J  «„?         u"^"""  «°"  ^'^^V-    S™Ply 
.nto  the  game  store  and  take  his  IT  th^     T*^""  •"'''^''^"«'  w«"W  come 
when  the  business  goes  away  whe^'hlh    "^^^  ""'  "^^  ""y  difference.  C 
or  the  stores  of  theTrger  dU^   thi  thr""^  ^^  ^  ^'''^  '"^«  <^der  ho^ 
that  building  is  for  rent  the  3  S  c^ToA      "  *         *""^  '"^  '""''  ^"'^  *»>^ 
-ng.  that  also  is  gone.    Why.7or4l  slv""/""*  ""'  "  P"'*^  '«"  ^'^^^  buil^ 
something  else,  but  mark  you  this   when^t^:      T°  ""  "***'"'y  '«"t  it  for 
and  there  are  not  takers,    he  re^';  7n2Zl      "T  "  ^"^  '^^  °"  *"«  ~n.er 
of  the  amount  of  that  .'tore.  Tt  ^t  cCw^f  '^  '""^  *'"''""*  ^'  '^^ 
Immediately  there  is  a  dosed  store    andlf' J"'''    '  .^»  ^^ow  you  why. 
wtole.  this  man  over  there,  who  ow;s  the  ^^^  -  "^"^  '^'''  ^^^^  *  «ttlc 
stead  of  ,150  a  month,  I  will  mak^Tllt  "^d    T  't  ''"'•  "^'''  "^«"'  -" 
fellow  back  there,  who  is  about  to  Lwti  T         ""  ^'  '^'^  '^''  »»'«  Ot^- 
*>wn  to  ,125."    Go  into  a  town  Jd  L  '^^^^y''•  "'  -"  "ave  to  come 
can  rent  them  for  far  less  than  wS«7ou^H     ^  """'''  '"^  ^^  yo" 
.n  town  is  interested  vitaUy  in  IZZ  StnTSirthr^-   -^^^  "^ 

"°K  nere  this  mommg.     Those 
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|teupl«  whi)  worked  in  that  «turc  in  that  quarter  of  the  tuwn,  wheru  do  they 
live?  Back  in  the  reudcntial  part  of  the  town.  ThoM  hoiue*  were  wipportcd 
by  the  itore  on  the  comer.  They  move  away  when  the  bunnew  goes  away: 
they  have  to,  or  reduce  their  sUndard  of  livtnx,  one  or  the  other,  and  w  they 
move  on;  they  won't  reduce  their  iiUndard  of  living,  and  ao  there  are  three 
or  four  empty  houMw  back  in  the  residential  part  of  the  town.  What  doe* 
th»i'  mean  to  your  property.^  Have  we  a  real  esUte  man  here  thii  morning/ 
Well,  moat  of  you  have  dealt  in  real  estate  more  or  lew,  and  you  know  that 
the  value  of  a  piece  of  real  eaUte  depcndii  on  what  you  can  rent  it  for.  .  Ii  that 
right?  All  right,  when  the  rent  goes  down,  the  value  gne*  down.  I  have 
•een  that  lo  many  timet,  and  «o  fn>m  thf  standpoint  of  community  prosperity 
we  are  supposing  that  IIAO.OOU  of  Imsincs*  geu  away  from  you  that  you  ought 
to  have;  I  want  to  show  you  what  you  are  missing.  That  IIM.OUO  businesi. 
must  pay  interest  to  the  bank:  he  does  usually,  a  man  that  i*  running  a  busi- 
ness like  that. '  He  not  only  pays  interest  in  the  bank,  but  he  is  a  depositor 
in  the  bank,  and  he  helps  to  uphold  that  bank,  therefore  the  banker  is  inter- 
ested. Everybody  who  works  in  the  bank  is  interested:  everybody  who  hai> 
stock  in  the  bank  is  interested:  everybody  who  owns  property  is  interested, 
whether  residence  property  or  property  on  the  main  street:  business  property, 
but  we  have  not  finished.  Every  young  man  or  everyone  who  wants  a  job 
is  interested.  Take  out  three  or  four*  jobs  and  competition  enters  in  and  we 
know  what  the  effect  of  that  is,  don't  we?  Take  away  that  tlfiO,nOO  business, 
and  if  those  people— some  of  them,  perhaps,  will  sUy  in  town— if  they  don't 
nwve  away,  and  then  they  are  interested,  so  there  is  no  way  you  can  get  at  it 
but  what  people  are  interested.  And  then  insurance  and  taxes,  taxes  espec- 
ially, just  a  few  dollars  that  ought  to  je  in  this  paved  street  out  there  that  ih 
not  there,  there  are  a  few  dollars  that  ought  to  be  in  that  new  park  we  are 
planning  to  buiW,  or  planning  to  improve,  a  few  dollars  that  never  geU  there, 
never  finds  iu  way  there,  and  then  there  are  a  few  dollars  that  never  gets 
into  the  contribution  for  the  home  town  band,  the  home  town  band  suffers: 
swne  taxes  that  never  get  into  the  school  fund,  boys  and  girls  that  go  to  school, 
they  have  to  make  their  sacrifice:  there  are  some  contributions  that  wouM  b<> 
handed  over  on  Sunday  morning  that  never  find  their  way  into  your  church, 
the  new  church  you  are  planning  to  build;  well,  you  don't  build  many  new 
churches  when  there  are  buiklings  for  rent  in  town,  not  very  many.  Then  there 
is  advertising;  he  spent  some  money  for  advertising.  Over  here  is  that  poor 
struggling  newspaper  man,  one  of  the  biggest  and  most  important  dtisens  in 
your  community  if  he  fulfils  his  mission,  and  let  us  not  stop  there,  if  you  fulfil 
yours,  don't  forget  that;  he  cannot  be  anything  in  a  community  if  you  mer- 
chants do  not  fulfil  your  responsibility;  you  cannot  have  a  newspaper.  Any- 
body with  a  grain  of  commonsense  that  will  stop  for  a  moment  to  analyse 
things  will  see  that  you  cannot  have  a  good  newspaper  in  your  community 
unless  you  merchanU  support  and  use  it.  You  have  got  to  get  behind  it, 
and  one  of  the  regrets  of  this  meeting,  from  my  standpoint,  is  that  I  did  not 
get  a  mix-up  with  you  on  the  subject  of  reUil  advertising.  What  Idnd  of 
competition  is  it  that  is  worrying  you  today  at  all,  that  gives  you  any  concern, 
advertising  competition  or  non-advertising  competition?  Have  you  any 
competition  that  is  really  giving  you  concern  that  is  not  advertising  compet- 
ition?   Have  you?    Why,  no.     It  is  the  big  departmentol  stores  and  the  mail 
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«»mn,unity  than  any  othJTm,  A,m^^  !!1  T"  "  ^'^  •»^«  '^  the 
".unity  f«:tor.  It  f.  there  Vh^  leTT^tl^'^'  "''  ^''""  •"«  -  •  cnm- 
'»"  you  do  for  the  town.  Th«r.rrmen^Lr"r  '"  '"*"  '">'*  '»>"  *" 
•^d  their  enterpri*,  .nd  their  e^1„"^'Td  ^^^  '"'n  '*"''  ''"'"*~- 
your  town,  but  it  i.  the  other  W^f;./  '  '*"'  '    ■"  >"*  «"  do  for 

Uke.  the  very  vitahty  out  „Ta  tow^  cornpeffon  tha,  «p.  the  energy,  that 
"J  your  .tore  and  find  tit.  Ly  Tper  Li7i ""  ?**"  *"'  "»^-  -'"""' 
of  doing  »>u«nes..  then  you  ^o^ld  Z:  XHia  n!!l  T*  "'^""  "^  «*» 
you  would  move  away.  The  aven^  TnHK.  .  .  T  *"  ''""'  *"*"  whenever 
retail  merchant  nn^an.  to  his  tow„  "*'  ''""  ""*  '"•"^'^»»'-  -»««»  th.- 

^"tot;  r:r  nTi;;;j^':,;;rvr  r  ^^^  ";^  -^"  -^•- 

the  other  merchants  on  the  oth«  ,Tde  S^the  ,  ^"^  ""'"  '"'"  "*"'*  '»«»» 
'^mpetitor  in  the  «me  line  whl^v  *  t  ,  "'"**•  •^^*"  '^^^  he  be  your 
-ybody  el«  in  the ".rnlmTy      l^^^^^^  T*  '""  '"*  ""'  "^'^  '»«" 

the  town  or  if  you  mu«t  ke^  the  reuS  ?Z\  ^"^.r""  '""^handising  in 
•rf    the    community   as   a  Thoe    v^    -r  ''^  '"*"   ^"'  '^e  benefit 

'>nly  are  you  inLcted  Tn  Jl,fn"„,lj:'':, "  h*"*^  *'"'^'  '"'^  "«' 
hut  you  are   interested   in    the   profit.  fZit^.t  t    J^""    •^""'' 

>'ou  are  interested   in   two   placed  w J  J^'*'*! '""';''"*'''"'^=     '^"'^^'' 
■-^y  in  one  phu*.  in  keepinjT b:^"!  I't^hot"  ^^tL'ir^"^ 
Vou  can  write  up  to  it.  the  mattw-  «#  „    "'."O".*-     what  does  that  mean? 
Trenton.  Missoun'   they  have  ^J^r^L^^'T*'""'  °'«'"""^«™-     •^'wn  in 
right  word.   "inaukuraLT  wrtTTt^'cL^^T"'  u    ""'"^  ^""^  '"  ""^  »he 
coined  a  new  sloZ:  it    s  the  Uvim  Th     '      ^'  ''  '*"'  P"'*^  '^''''1. 
have  he«d  for  a  long.  long  t  me  irf^TtCt  ^  ^ommon^mse  of  any  slogan  I 
community  building     ItUoDlil  Z!fT^^      ^""^ '"""  ^'^'^  *^»h  "8«'d  to 
of  12,000  people  t  J^w^k^for"  C^^^lT  ""^'^^-     '*-'"«  ^-- 
store  had  never  even  met.  ^d  wou  d  nLTi.        "»««««•  «^  ---  Wg  dry  good, 
the  street,  the  manager  S  t^orh^  o"      ^V':^^''^''  '^  »'^  had  ,net  him  on 
town  that  could  ^^M  gc^^^L  h^'"1J;''7  "^  ^^'^  »'"«'  «'  ^hem  in 
been  there  for  appn,ximlrfw:^'^^'",Jd^,^t^'-"t  stores.     He  had 

seen  his  competitor.     I  was  ama,«rt      t  ^^  '"*'*•  '"''^  "^ver  had 

lo«ng  out  toTtown  ofl'y^"^"^  SoTo^.TT'  '•"*  '*"*  ^^^  *- 
they  had  to  acknowledge  it  f^nSv  ^nfT  ^  v.  .  »  """*'  ""^  '*'■  '»  *«»^= 
f*  if  they  co^ld  iust  gft  Lt  s"oL  f™„  T'^t'  '  m^'^'  ''°''  ^"^  «'  '^""^ 
••Get  acquainL  with'your  LtSryo^^^'uk^Tm':"  T'  '"^  '^  '''• 
thw  morning  who  is  on  such  terns  with  hu  ^    .  ^  ""^^  *  "«"» 

comes  over  and  helps  him  inv^TLT  ««"P«t'tor  that  his  competitor 

his  competitor  invS^^^Tis  1^%^'^  ^L'"'  '^  r  '"^''  ^"^^"^'^^ 
ordinary  common  horseL,se.  sl^^uld^A.^eUn^'^r'  commonscnse.  just 
until  they  cannot  see  the  value  nf  h»i^       ^  '^"^  competitive  struggle 

U  is  bJuse  theytvt;otL:gh\^'TthT^7^^^^^^  ^/  -t?  I  tSk 
that  is  in  your  minds,  if  it  ever  /ets  to\^H„»       «        7"^"^  machinery 
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jealousy  into  tho  wheels,  cliiKKinK  up  IhitiKs.     If  wt-  just  Rt-l  rid  of  that,  wt 
will  get  somewhere.     You  want  to  keep  the  jM-ople  in  U)wn.     When  this  trade 
Koes  away,  as  1  said,  the  young  jK-ople  go  with  it,  mid  there  is  another  claiih 
of  people -I  do  not  know  whether 'they  are  migrating  much  from  this  terri 
tory  or  n»)t— thcTc  are  two  kinds  of  piiiple  who  leave  Uiwn,  Imiadly  s|icaking. 
they  are  iK>oplc  who  have  money  and  j)eople  who  have  energy,  and  in  going 
right  to  the  Ixittom,  they  are  the  same  things  s<j  far  as  the  community  is 
concemwl.     The  elder  jjeople,  they  have  stored  up  their  energy  in  the  8ha|ic 
of  money,  and  the  younger  in-ople,  they  have  their  energy  all  ready  to  ex- 
pend, but  whenever  any  of  it  goes  away,  you  are  losing  energy,  you  are  losing 
the  real  encrKy  of  the  aimmunity.     I  ilo  not  know  whether  you  have  much 
trojihle  with  people  making  a  nic-e  fat  stcK-k  and  then  journeying  to  California 
or  somewhere  out  on  the  Pacific  coast.     I  met  a  man  from  Iowa,  that  is  the 
great  agricultural  State,  and  I  nxle  on  the  train  with  him  for  a  i-ouple  of  days 
from  El  Paso       You  sec  we  can  go  up  in  the  train  from  Chicago  in  a  couple 
of  days,  and  it  takes  a  few  days  to  get  down  to  Texas,  not  to  8i)cak  of  the 
Pacific  coast.     I  journeyi-d  with  him  for  a  <lay  and  a  half,  and  we  talkctl  of 
why  people   vent  away.     1  had  already  leametl  from  the  North-western  Rail- 
way Comprny  why  jHX)ple  go  to  California.     They  sent  out  one  of  their  keenest, 
Ijest  paid  .'  -  omeys  to  Kiwa  to  see  why  jieople  went  out  there.     They  have 
got  vision  enough  to  sec  that  whenever  the  i)eople  or  the  kind  of  people-Ret 
this— whenever  the  kind  or  the  standard  of  j)e<}|)le  is  lowcretl  in  Iowa  by  the 
moving  away  of  good  people  and  the  coming  in  of  me«Uocrc  jK-ople,  it  is  »»d 
for    the  railway;    the  better  the   [leople.  the    Jx-tter   it   is    for    the   railway; 
the  better   the  iicojjle,    the    In-ttcr    it    is  for  your  town        They  wanted    to 
know    why     people  went  away.       They   sent   him   out    there   and   he  came 
liack  and   said  one   thing,    "(WkmI   n«ds."     I    have  mentione.1   this  already 
several   times.     "C.ood   roads."    This   man    I    nxle   with   was  an   intelligent 
farmer,  highly  intelligent,  above  the  average.     What  did  he  do  out  there? 
I  asked  him  what  he  did.     He  was  a  great  amversationalist.     He  txjuld  carry 
on  one  en<l  of  a  wmversation  for  hours  at  a  stretch.     It  was  a  great  relief 
to  me.     Also,  he  was  a  stu.lent  of  history  and  a  great  Sunday  school  man. 
I  would  interrupt  him  every  once  in  a  while  and  jog  in  a  question.     I  didn't 
care  so  much  who  his  sons  and  daughters  marrie<l,  or  about  the  history  of 
Western  Illinois  and  Eastern  I.jwa;  I  «lidn't  care  so  much  about  that,  but  I 
did  want  to  know  why  people  went  to  California.     I  .lidn't  have  to  ask  him 
why  he  went  there;   I  asked  him  what  he  did  when  he  went  there.     Find 
out  what  |je.)ple  do  when  they  >;o  to  a  place.     You  cannot  get  into  people's 
brains  to  fi,.;!  -n,!  what  th-  intent  is.     We  do  not  try  U)  get  into  his  brain,  or 
don't  have  him  tell  us  what  his  intent  is.     The  chances  are  if  he  tried  to 
tell  us  what  his  intent  was,  we  would  not  get  anywhere,  but  we  judge  from 
what  he  .loes.     He  motors  every  day.     He  owne<l  five  machines  in  five  years 
you  know  the  ty,)e.  the  fellow  that  buys  a  new  one  and  throws  in  his  old 
one  every  year,  an.i  it  had  cost  him  at  the  rate  of  ${()()  a  month,  to  be  exact 
It  c-ost  him  $«20()  for  five  yiws'  upkeep,  not  counting  what  he  had  invested 
in  his  automobiles.     Now  you  know  why  he  went.     He  went  because  of  the 
good  roads  more  than  anything  else.     You  think  it  is  the  climate:  a  lot  of 
people  do  anyhow  think  it  is  the  climate  in  California,  but  that  is  not  what 
takes  people  to  California.     We  think  it  is  price  that  sells  the  mail  order  house 
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to.);  that  lauw-s  thr  mail  or.lt-r  homte  t..  iiell  tf,„His      I,  i    „  ,  . 

ten  y.,u  why.  s.,"hatTwn  Zu    .  '«"'"">''"•»"<'"  i«M  "ixht.  an.l  I  will 

ten ;,.  w^u  Lr  ;^r,^^::c  rr  ^.ru!'^:^- . 'r;; 

anywhere,  but  the  average  town  outtheni  '""■'■  ^""'*"  '"*   y""   ''''^■*- 

tw..  u.  ..ne.  whe.  he  irih::';" J t  ^ ;:^ ;:i.:'v''';,;;;!t ^^^^  -- 

•t.  ami  realize,  nowadays  many  mmtakes  ,  ^  ••■"'Kn.r.e 

.nan  has  a  er....n..U  L.re  ^^  C i":' :„^  ^   .r'l:;'  t' •  C;:'7  " 

higher  price  th«  the  mail  order  house,  iil  ^^11  a  lowJr  «  '"""T  "I  " 

and  get  just  as  much  as  he  would  if  the  mail  order  houseWL  norThJ^      r 
have  not  much  paUence  with  a  man  who  has  not  «>t  «  m^  not  there     I 

Automobile  Khedules  uid  train  schedSJTai  W  ti.         *''"«•"*'  <»^e«nce- 

thmg  that  w,n  cause  people  to  buy  trom  m«l  order  hou^is  toTeav.^e 

r^oTe  «i  'Z''  •^"^  ^^^'  to  your  town  and  thenThe;  htvT.Uy 
at  home,  and  what  an  interesting  book  they  have  to  read  think  of  it  Jh.. 
interesting  book.     I  saw  a  mail  carrier  with  a  tot  on  W J  Sc  do^  I  ,  '" 
one  day^    I  k„«.  what  he  had  on  hi.  back,  but  iTuJ^'l^t^,  tT^^  ^^ 

their  Ford  machines,  just  to  hear  what  they  will  lav  to  ^  it  fh-Tk 

thing  new.  and  K.  I  said.  "What  have  ^^tZr   Z^^'j^'Z. 

taWe.?      I  thought  I  had  him  whon  I  adced  him  what  did  he  ^.ean  ^^f 
But  he  was  „,ht  on  the  job;  he  was  there  with  the  come-bacr  Z^6 
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bu^ness  «  ,ood  when  the  snow  fall,  deep  and  people  dot^et  ^"   ^^ 

m  towns  are  just  as  economical  in  many  cases  as  are  people  in  the  co^ 
aveiaTe  "utTlTof  tr'""^  '  '°  "°'  ^'^^  '•^^'^  areT  ec^noSSrcT"^ 

;  =rr.rtivr.frj:nt;r;^^^ 

r  tow  a^IotTtoC  tSrr*-J!r^  is  a  mistake  a  lot  of  ^^  '^,: 

SZ      .  T  ^*  '^^^  «~^  "^»'  "d  they  do  not  get  anywhere 

he^S^l  V?'^  '"^'"u  ^  ™''»  •^  ^"^  City.  MLmri-K^    w?^ 

hni'*^it    rthil  oAh  T^  '*  "  ''•"^^  '^'  ^'^  City^'w^^^ 

^a«sas  City.     They   have  a  Santa-Pe  road,   double-tnujked    and  an   int^ 

urban  hne  running  through  the  town. 'and  i  wa.  theTf:;'  y^  Z>Z 

he  grass  was  growm,  up  between  the  tracks  on  the  public  squa^ot^o^h 

to  pasture  a  cow,  I  am  not  going  to  exaggerate-l^^t  thegra^^ZlS 

fnZ^'t  "^  'T  \^  °'  .reen  aspect  to  one  «de  of 'the  puSc'^Z 

you  see  the  grass  growing  up  between  the  tracks,  you.  may  know  that 
tracks  were  either  laid  there  too  quick,  or  there  "  <  soJthingTpS  ^ 
they  were  laid  If  you  do  not  have  enough  tmvel  on  the  ro.7to  kS^  tS  ^ 
growing  up  between  the  tracks,  don't  put  down  a  track  road  Zole  1^? 
usually  do  It.  but  that  was  a  dead  town.  Why?  They  S^' Sy  t^ 
tmnsportation  fine,  but  Kansas  City  just  reacL  right  ouTov^Ze  ^ 
of  transportation,  and  just  pulled  the  very  vitaUty  out  of  th^  to^- ^ 
what  was  the  vitality?  Nothing  more  or  le«,  th«x  they  got  thTSaS  tiu»t^ 
all  there  was  to  it.  If  you  are  near  to  Winnipeg.  If  of  y^J^i 
^d  yo,^  transportation  to  Winnipeg  is  not  very^.  dL't  p^^^^T^ 
money  from  a  merehandising  st«,dpoint  in  building  a  road  to  VfSj^ 
because  you  are  building  a  road  for  your  customs  to  travel  ov^^Tt 
what  you  are  domg.  to  travel  away  ftom  your  store,  just  as  sure  as  yTa^ 
a  foot  high  This  town  nght  north  of  Kansas  City  is  Piatt  City.  Missouri 
They  had  been  gettmg  along  pretty  weU  up  there,  because  a  railroad  runs 
aossways.  and  they  did  not  have  any  good  connections  to  Kansas  City 
the  only  way  to  Kansas  City  was  over  roads  not  direct,  and  they  were  getti^' 
^  fine,  then  Kansas  City  decided  to  build  an  electric  line  up  in  that  dirS 

i^l^  tbe /County  Court.  Piatt  City,  and  I  was  talking  along  these  lines, 
^d  after  I  was  through  he  said  to  me,  "I  certainly  feel  very  keenly  about 
the  thmgs  you  have  been  talking  about  today."    He  said,  "Two  years  ago 
my  property  was  worth  such  and  such  a  figure  in  Piatt  City,  but  today  I 
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should  be  glad  to  sell  it  for  fifty  cents  on  the  dollar."  Why?  Because  that 
inter-urban  railroad  had  just  taken  the  vitality  out  of  Piatt  City;  Piatt  City 
didn't  have  a  chance  in  the  world.  They  had  been  lying  up  there  asleep 
at  the  switch,  just  talking  about  their  trwie,  because  they  could  not  get  any- 
where else.  The  kind  of  road  you  v  ant  is  one  that  starte  in  the  heart  of 
your  town,  if  it  is  only  a  town  of  five  hundred,  and  runs  out  here,  and  nobody 
knows  where  it  ends.  If  you  have  a  road  so  that  nobody  can  say  definitely 
where  it  ends,  then  you  have  got  a  road  just  for  you;  that  is  your  load.  That 
IS  what  happened  at  Kansas  City.  We  can  say  it  ended  at  Piatt  City;  it  is 
getting  .  .ther  indefinite  now. 

While  I  believe  that  the  right  community  spirit  is  a  factor  in  holding 
trade  at  home,  I  do  not  believe  it  is  an  argument  for  the  merchant  to  put  up 
What  do  you  think  about  it?    Any  more  than  it  would  be  an  argument  for 
me  to  put  up  to  say,  "Now,  I  have  come  up  here  at  the  instance  of  the  Uni- 
versity, and  they  are  paying  me.    Now,  genUemen,  it  is  your  duty  to  come  here 
and  listen  to  me,  and  when  I  ask  for  questions  it  is  your  duty  to  ask  ques- 
tions.   It  becomes  your  duty  now  under  the  drcumstances.    You  are  inter- 
ested in  the  University,  and  the  University  is  paying  Mr.  Irwin  and  myself 
It  is  your  duty  now  to  come  here  and  partake  in  these  things.     It  does  not 
really  matter  whether  you  get  anything  out  of  them  or  not."     You  wouW 
laugh  at  me  and  the  farmer  would  laugh  at  you  when  you  talk  about  his 
duty.     Mr.  Curie  may  talk  tliat  way;  that  is  aU  ri|^t;  he  is  not  deKverinR 
goods  here  from  the  platform;  he  is  the  general  manager  of  this  store.    Now 
you  put  yourself  in  a  very  similar  position  when  you  go  talking  about  duty, 
don't  you?    If  I  come  talking  to  you  that  way,  you  would  say,  "Well,  he  is 
afraid  to  stand  on  his  merits,  'sent  to  talk  to  us.'    He  is  trying  to  swingins 
some  outside  things  here,  and  make  us  think  it  is  our  duty  to  do  them  " 
You  merchants  cannot  safely  use  the  duty  argument.    Your  newq>aper  can 
«or  you,  but  be  carrful  that  you  are  not  mixed  up  in  it  so  that  nobody  can  say 
that  you  are;  not  that  you  need  be  ashamed  of  it,  because  it  is  absolutely 
sound,  and  sound  to  the  very  core,  but  people  do  not  like  to  be  treated  with 
in  that  way.    The  salvation  of  the  town  lies  in  your  efficiency,  and  your 
efficiency  depends  upon  what?    I  am  going  to  say  it,  and  I  want  you  to  get 
it;   it   depends   upon   organization,    real   organization.    The   committee    has 
already  been  appointed,  and  things  are  under  way  in  the  right  kind  erf  shape, 
through  the  agency  of  the  community  club.     Is  that  what  it  is  known  as* 
"The  Community  Club?"    The  "Social  Service  Club,"  that  is  it.    You  have 
already  appointed  a  committee,  and  the  organization  has  been  eflFected.     That 
was  done  only  yesterday  to  help  towns  along  the  lines  that  I  have  indicated, 
and  along  many  other  lines.     You  see  a  town  has  to  be  a  good  place  to  Hve' 
and  a  good  place  to  make  a  living.      This  Social  Service  Council  is  going  to 
help  the  towns  of  Manitoba  to  become  better  places  to  live  in.     It  is  up  to  you 
to  make  them  better  places  to  make  a  living  in.  They  cannot  do  that  for  you, 
but  they  can  help  you  perform  one  big  part  of  it,  and  I  would  not  stop  here 
to  say  that  a  town  is  better  because  it  is  a  good  place  to  make  a  living  in 
than  it  is  if  it  is  a  good  place  to  Hve  in.     You  have  got  to  have  them  both. 
East  St.  Louis,  Illinois,  is  a  good  example.     It  is  just  across  the  river  from 
St.  Louis,  Missouri.     It  is  a  good  example  of  a  good  place  to  make  a  living. 
but  a  poor  place  to  live.     You  have  read  of  the  race  riots,  all  <rf  you.     What 
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Zl  ttrf  r  ^*"'  ^""'  ^'-  '-'''''''    '^^'^  ''*-««''»  «  ">»  of  factories  ffl  the* 
and  those  factory    men  were  eettinE  aloM  fin*.-  ♦*,„,  "*-'""«,  in  tiwr«, 

they  did  not  ha7e  any  Social  IerS"c^  S^^r'    Why^^hir'didTorr"''   ""* 
Kood  churches  and  schools  and  civil  leagues  or  Irks  in  St  S^  T  ''•^^ 

could  not  have  them.      Why.'     BecausTth;  reSl  h«  ^*^''-     ^^ 

The    Socia    Service    organization     can    accomplish    a  grit    dS    for    v^- 
It    can    help    a     ot,    but    you    have  pot   t«  u^t,.  .  .  ^°^' 

<.wn  retail  n.erchants'  organition  That  S  the  oC't''"'  *'"'""''  ^''"^ 
the  good  work,  because  yL  can  help  'ol^y;';  t'o'^  b^'SLTy.^^.nit 
.f  you  are  go.ng  to  really  lift  it  and  hold  it  up.  every  nnStT^.; 
almost  ever>-  merchant-there  are  a  few  that  y^  wTne^t^  to  ^^7 
mth  you  and  that  is  one  of  the  things  aboutX  "rga'^^lt^TSl 
would  like  to  present  to  you  very  briefly      Do  not  sav  t3^^^  J 

an  absolutely  .„.„i™  thing  S:.e  I  go  in^it  irrvXdJ^s.'":;  ^ 
^t,  .  wiU  come  along."  Many  time,  that  is  merely  an  ex^b^uJ^f^ 
know  that  old  man  Smith  over  on  the  comer,  who  L  b^Tb«^tW 
or  a  long  tune,  has  been  against  everything  of  a  commun^  ^t^e^  1^ 
hey  knew  h.m.  and  would  be  as  long  as  he  lived,  and  the  Z7ho^o^Z 
town  of  getting  rid  of  his  antagonism  will  be  wh4  the  ^LT^^e^'^Z  S^. 

'firthkt :  u '''  *'' ''  '^"^  ^^  ^^'  "^«^-  N°-  i-t  fo^  t  ir  fen';  • 

find  that  fellow  commg  m  and  doing  a  lot  of  harm  simply  because  ^Te 

rhe  best  organ^ed  tow    »hat  I  ever  struck  has  one  man  that  &ht.  th^  ^n 
the  t.me.  from  start  to  rmish;  he  fights  them  from  S^nLtg^LMd    .^S 

meTa  T  H  '"'  ''  "  '  ™^''^  «~^  *"'"«•  "^  keepTther^riglt^'th'r 
metal;  they  do  not  go  to  sleep.  That  is  Neosho.  Missouri.  If  thL  n,Tke  the 
least  shp  up  he  magnifies  it.  and  advertises  it.  I  sometimes  am^^Un^  to 
K.ve  hnn  a  httle  credit  for  that,  although  he  does  not  earn  .t  SI  is  lust 
trymg  to  be  as  contrary  as  he  knows  how.  ^ 

I  talked  to  you  Ust  night  on  self-satisfaction.  Self-s«ttsf«:tfen  is  liable 
to  be  a  permanent  thing,  instead  of  being  merely  a  temporary  tti.^-  it  * 
liable  to  become  chronic,  a  chronic  blind  diseas^-self-sat^Sn  ^'e,^  . 
more  to  it  than  mere  self-satisfaction,  and  I  went  to  Webster  t;Try  to  ^d  a 
word  that  wou^d  express  the  disease  of  towns,  and  I  could  noX  fiS^anyt^ 
«.  I  just  coined  a  Word  myself,  and  I  am  going  to  pass  it  on  to  you.  YfTu 
want  your  dictionaries  to  be  absolutely  up-to-date,  right  up  to  the  mhiZ 
take  this  word,  and  when  you  go  out  put  it  in  at  the  prop^  pla«  and  put 
your  defimtion  along  with  it.  because  your  dictionary  is  nor;p^oS;trunr^ 
youhave  this  word  in  it-"Smugosity."  That  is  a  combinati^  of  fgno^^ 
superstition  and  self-satisfattion.   not  ordinary  ignorance,   but  igno^^^f 

^L  ri^ht""'"™'^  .  *  '^^''"  ^^'  ''"^  '""^  ^°  «°t  "^^-^  ^hat  is  <S 
cumi«  nght  now  in  towns.  Then  with  superstition  you  have  a  certain  num- 
ber of  people  that  are  always  looking  back  over  their  8houlders.Tnd  "  W 

"  *^"**'y™P°^^We  '^^til  they  are  forced  into  it.  They  stub  tL  t^ 
very  often,  because  when  a  man  is  looking  back  over  his  shoulder,  he  is  nearly 
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oHhl'In '  t  ''Vr  •"  "  '"'*""=  •'"'  «^W-«tisfaction.  that  is  the  greatest 
hU"-  savs'-W"*  ""°  "1r  ob^rvationsfor  the  PennsylvaniaTtS 
rmrg  i»«*5  says,  What  >  worse  than  bdng  self-satisfied'"  Elbert  H.,hK-,^ 
the  next  week  said.  "Dear  Ras.     Deep  down  in  you    hlrt.  y^^know  t^ 

iiinT Jti:fi:d  •''  '^''^  "'''"^  ^''" ''  ^''^  ^"^^ »-'"« di;^:rsfi';rhit'^ 

•>«ng  satisfied  Whenever  you  are  entirely  satisfied,  it  is  all  over  isn't  it> 
All  over,  but  the  preaching  at  the  funeral.  *  ^ 

I  have  already  talked  about  the  spirit  of  a  town,  that  when  the  business 

fn^ead^T  "„'"'"  '""r/"^  '"^  '^•^'-'  ^"^  '-^  ^P'"'^  "^  thrto.;  Now 
mstead  of  caU.ng  upon  Mr.  Curie  to  give  you  this.  I  am  just  going  to  quoT; 
a  thmg  that  he  sa.d  last  night.     I  am  going  to  use  it  from  now  on      I  nev^ 

thrthlt  "*?  '  '''\"  '  ^""  ''*"''  '^  '*•  ^"'^  ♦'-'^  ^-^.  that  7do  no  quTe 
th^that  a  town  without  spirit  is  like  a  body  without  the  spirit;  it  is  iust  a 
can^  or  a  corpse.  That  is  pretty  raw.  but  it  is  just  exactly  right  It  s  the 
spmt  that  makes  the  town.    Take  the  spirit  out  of  the  town  and   t  is  d"st  t^ 

le  2Jt  V  H    f  •''  '°  ''•  "''''  ^^  ''"«*■    "^^t  '«  *»»t  we  need  in  a  "w^ 
find    t\  »!r^  """'•  ^"'^  ^^"^  y""  «^t  •"»"  ^  town  you  can  very  readTv 
find  what  that  sp.nt  .s.     It  is  the  team  work  spirit-that  is  what  w7want  tl 
day.    Team  w,>rk  is  a  sign  of  sanity,  so  the  scientist  tells  us.  and't  ^in^^ 
.s.     You  can  demonstrate  it  if  you  want  to.    A  man  that  does  not^  eve 
mteam  work  ha.  a  slight  touch  of  Paranoia,  a  slight  touch  ofTnrn  tv      El 
bert  Hubbard  used  to  teU  the  story,  and  I  always  like  to  give  him  Sit  for 
.t.  of  h.s  visit  to  an  insane  asylum-you  have  perhaps  he^d  it    but  ft  is  al 
ways  apropos  to  this  subject.     He  had  a  friend  ihere  who  was  a  kel    ii  the" 
msa^e  asylum.     He  had  charge  of  a  number  of  inmates,  and  heTit^  to 

ILd  heT-  Vr"  '"  °"  '"^'^^^  '^^^-  -^  "^^  *-t  there  to  T"  him 
a^d  he  found  he  was  not  in.  They  told  him  he  was  out.  He  had  t^ntv  of 
these  patients  out  for  an  airing-<,ut  for  ,  nice  walk-and  s^  he  dS  to 
go  on  out.  and  he  started  on  out  and  he  met  his  old  friend.  As  he  w^  Inl 
alcmg  the  way  he  was  thinking  what  a  terrible  thing  it  would  i  Td  S 
a  long  chance  he  was  taking  going  out  there  with  twenty  of  these  in^ne  me^ 

Ji!!I,r  f.  ^"""'^  ^^PP^  "  ^''^  '^""'^^  «-^  took  ft  into^^rheLTt 
d«nohsh  him.  even  if  they  did  not  have  any  arms,  knives  or  pistols^d  hi 

whft  T  :•  ^  "°"  "'  *•'  ^'  *°  "^^  to  him  privately.  'L  you  .^li^ 
what  a  long  chance  you  are  taking  when  you  go  out  with  twenty  ofTh^ 
ellows  here.     They  might  get  together  some  Ze  and  tear  yo^  Lb  f^^ 

to  tl^iS;  Ju  "  Z^l  'V'^  "^"^  '?^  "^^  P-'"--  -ak^nlrshuSe^ 
)11  u  •     ^    ^^^  ^^^^  ^"^t  laughed  and  said.  -You  are  a  little  off 

I  to..  I  ™  „„hi«  on  Mr.  Imi.'.  „bi«  !».!„..,».,  ^l^Z^J^ 


ifif 
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If  you  want  to  live  in  the  kind  of  a  town. 

Like  the  kind  of  a  town  you  like. 
You  needn't  pack  up  yoar  clothes  in  a  grip. 

And  start  for  a  farewell  hike, 
For  you  will  only  find  what  you  leave  behind: 

rhere  is  nothing  that  is  really  new. 
It  is  a  knock  at  yourself  when  yo„  knock  vour  town 

It  IS  not  your  town,  it  is  you. 

(kxxl  towns  are  not  made  by  men  afraid 

Less  someone  else  gets  ahead. 
If  everyone  works  and  nobody  shirks, 

You  can  lift  a  town  fnwn  the  dead! 
And  if  while  you  make  vmur  personal  .stake 

Your  neighbor  can  nuike  one  too. 
Your  town  wUl  b»  what  you  want  to  see; 

It  is  not  your  town,,  it  is  you. 


■uim 
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SERVICE,  CUSTOMERS,  AND  THE 
GOODS  THEY  NEED 

BT  nUNK  STX>CKDALB 

of  yL^^a^Z"7  '°^  '"*'.°'  ""'  ''''^°^  '^  merchandise-  display 

^tZ  ;^  T"'"^  ^"^  '^"'^  °'  ^^''^  P~P>«  *ho  lid  the  most  u„SyTr« 
^thl  T7T.  *"''  r*  ^'-y*-^.  y-  could  hardly  make  h2  or  tSi 
to  them.     I  don't  know  whether  he  is  right  or  not  but  I  do  want  t^lv  tS 

one  pnnaple  of  merchandise  display,  he  at  least  had  the  goods  out  wherfth^v 

can  be  ««,  and  handled,  and  that  perhaps  may  partly  acCnt  for  ht  suc^t' 

1  cannot  find  language  strong  enough  to  impress  upon  this  audien«.  fh„ 

absolute  necessity  of  displaying  merchandise   Kei       out      Vol  *"**"7  ^^^ 

room  and  use  them  out  there  you  would  probably  get  along  better  in  Im^j^ 

T^  iTt  Us^serttj'  tf  ^  "-^  "^  "^  -  rpLy^rcLdS; 

shelve  r^t  to  bin.  t  ''  "^^  P*""*'  ''°'^'^"'  "^^  ^he  use  of 

SmrStorJ^  tt^  ^fi    n'''^'  ***~"™-    ^  «°»  *»^''  P«'«t  f™-"  the  Owl 
l*ug  Store  on  the  Pacific  Coast,  a  chain  of  stores,  and  I  have  comoaredi 
with  many,  many  drug  stores.     I  find  that  they  aim  to  keT  ^T^T? 

what  that  means^I  have  a  space  here,  this  is  my  shelf  and  I  put  on  that  IS 
a  do«n  .terns.  Th«  U  not  very  uniform,  but  it  wUl  serve  tLllZ^i  Zt 
a  doien  .terns  on  the  shelf.  Now  I  will  ask  myself  how  iZ  v^STat  d^ 
•tans  last  me  m  my  store.  I  will  ask  the  proprietor  of  a  s^r  ''Whv  -^ 
wiU  say,  "that  dozen  items  wiU  last  you    saVamTth  •'    JT  ^L    ^ 

ofTeinnii^-^r-  ^»'^-'  He^^^tto'j^^t^^r^'r 

2u  tv^  F^  ^*^"^'  ^'  ^""'^  •^°"«^  °"  »»«  "helf  for  a  week  Now^e 
will  say  that  we  get  enough  on  for  a  week  and  we  wiU  leave  W  «f  ♦k 

can  bring  two  other  items  of  merchandise  of  equal  size  anH  Jm~..^=-  j 

put  them  right  on  the  shelves  here.  If  they  ilZeT^  Z  "^^'''^,  ""^ 
vou  ran  tn^iA,     vT  v  .  J  ^  Happen  to  be  smaller  or  larver 

you  an  modify.  Now  what  happens?  The  shelves  are  for  the  clcrkTre- 
mcmber  that,  the  shelves  are  for  the  benefit  of  the  clerks.  Selves  M^A  Z 
counter  are  for  tie  benefit  of  clerks  and  don't  go  very  far  io^^J    ir  . 

and  since  they  are  for  the  benefit  of  clerks.*  fhy^^^tTtrt^rt^h^eS 
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ST^Hn  X  Tt<ir  ;5:7"^*  «^^^a^ol  a«u^  when  th« 
StarTr^hlJil-  u  *^"'"'  ■"  "^"y  P**"""  »nd  ^alleys  in  business 

a^e  hJl     T^"*'  r''*'^  "'"^^y-  "'«"  "-h-  ^hen  dmp  down;  tZe^. 

Then  IS  the  tune  to  put  ra  your  slack  time  so  that  you  can  wait  ™  ^7!,!?  .' 
number  of  customer,  with  the  fewest  number  of'^^w"  m"  t ^^-Trl 
common  sense  appUed  to  budnes.  and  the  man  who  Tave  meTlLt  Jm ^Z 

•tem.  as  the  average  man  standing  behind  aX  ^^^     xS^Z  Tl 
he  can  wait  on  customers  more  rapidly'    W?,™t  i^^!  rrf  t^         ^°?.  ?"i 

s^rrhar"/"™'"*''  ^•^  ^•^  ^•'^^^  ^woLTd  nVL  n^vCLni'tS 

store,  that  is.  for  store  merchandise     ll«.  ;t  f«,  ^.•■.  i  •       '^  * 
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ha.  the  best  atranged  hardware  store  from  that  stand  point  that  I  have  ever 

^his"'r  tia";  h'r  '".f  "  "f""  "^  '">y^''*"«  '"  ^»''  '^^  ^-'  »>«  does 
Z  »1  Iwo  i^  ,^  ^"^  ""  '*"*"  "^  ^  «^'"  *•««»'»•  "«^  ^  high,  in  fact 

he  has  two  steps  so  that  he  can  step  up  and  reach  his  top  shelf  and  doesn't 
have  t3  move  a  ladder  along  and  he  certainly  has  his  goods^ut  in  in  a  c^ 
manner.  Of  course,  now.  the  thing  that  will  apply  to  hardware  stores  will 
apply  to  any  other  store  and  I  will  just  continue  a  little  further.  Int^nL 
a  hardware  store  we  have  got  to  recognize  that  the  har  -ware  stor.3S  a 
number  of  th  ngs  that  are  not  sold  very  often  and  are  sold  to  particuIaT^^ 

^W  ^r  "^^  '°  ^"*  '*'*^  °"'  «"  **"«  *«  t^  to  interit  the  genera 
puW,c.  and  that  .s  one  reason  that  hardware  stores  can  break  over  the  gS 
niles  of  store  arrangement  and  arrange  their  .«♦  res  very  much  as  th^r  like. 

S;illv%H  "^  ""^^  l"!  ''™^"'  '"  °"  '^"^  '''*'"*^'«'  '"^^  'l^ite  a  bit  aS  they 
display  their  wares.     They  are  also  clging  in  on    .  number  of  other  storS 

«  course  hen.  IS  another  thing  about  merch.,  ^diHoig  that  I  want  to  cal   y^r 

attention  to.     I  have  found  a  number  of  people,  espedally  a  few  years  Z 

lutlv  1  H  TJ?  '^"  ^"'"*^  "'"'"  "^  "  ''*^""'**«  "^'^  ««d  they  were  abso- 
wW  .r  *'";^  ***  ™"  **  '"""^  "■'^  '»'"'•  that  is  all  there  was  to  it.  that  is 
w^hV         r  it'"'!!;'-       ^'^''y'       °'«"'»y'      The  most  dignified  building 

tf^t  r-.         J  ^7*:^"°  '"'^*  '^'^•'^"^  '^''""K  •"  the  United  Sutes  than 

that,  built  on  .y  and  10c  items,  because  they  knew  the  value  of  display     And 

hey  are  extending,  extending.     We  have  one  big  store,  the  Cresley  cLpany 

n  Chiogo.  who  have  gone  into  25c  and  60c  items.     They  are  not  goinVto 

I'Z,  t^  «T  ":  T  "''*"  '^P'"  '^»'«y  "«-  '-«d  -t  that  thTca^ 
extend  their  field  and  they  are  doing  it. 

I  want  to  give  you  an  idea  or  two  on  store  arrangement.     If  you  have  a 
diy  goods  store-are  piece  goods  on  the  right-hand  side  or  the  left-hand  side? 

Iv^J!!^-!^  °"''  '^  ^^^  °^^"-    "°*  "^y  °*  yo«  have  a  drygoods  store 

that  don  have  piece  goods  in  the  f„>nt.  that  is  what  I  want  to^?  at?  cZ 
anybody  teU  me  why  piece  goods  belong  to  the  front  of  a  drvgoods  store?  I 
thmk  I  can  teU  you  why  they  don't  belong  there. 

AfercAan/— Better  light  and  lets  people  see  tl     «fx)ds. 

th.  cf '■  ^T'^^V^y  ''.*''*  '^^y  argument  and  that  is  an  argument  against 
the  store  Itself.  If  that  is  the  way  the  store  itself  is  made,  alter  your  a^e- 
ment.  It  is  against  the  principle  of  store  arrangement  if  you  cannot  getThe 
light.  I  was  m  a  store  in  Tulsy.  Oklahoma,  the  other  day.  a  new  storef  a  fine 
new  Store,  three  or  four  blocks  in  width.  Piece  goods  w<ie  in  that  sto^  D^ 
you  think  piece  goods  were  on  the  first  floor?  How  many  of  you  were  ever  in 
a  departanental  store  that  had  piece  goods  on  the  first  floor?    Hold  up  your 

^  ^*«  \r''  ^'^  ^  °"^'  ^'  *•**  ^*^ton  Store  in  Chicago,  has  piece 
goods  on  the  first  floor.    What  is  your  example. 

AfercAoiK— Robinson's  here. 

Mr^SkKkd^Right  here.  I  want  to  explain  why.  possibly  it  can  be 
acplamed  too.  the  reason  why  the  R.ston  Store  in  Chicago  has  piece  goods  on 
the  first  floor,  it  is  because  they  make  a  .hive  on  piece  goods,  they  want  to  be 


tas 

known  as  the  "Piece  (Irindx  «<tn«."  «/  ri.- 

at  the  expend,  of  all  ot^  WinX     h  StT=  "  ^  -"^  r"'"''  ''•'^^•*'  «"«*' 

cWve  them  hard?    They  dnv7o; J  J^    J^^?*.'"  """  '"'''^-     D«  'h<T' 

here  who  have  drygoSsVrareTvirt^";^"rHr,7  ''^  ^""  '"^ 
to  push  the  sale  with  all  the  ^^^,  k.      *^'.  '""^^    "  y<^  »"=  ^OrinR 

Store  i,  doin,.  then  the  fim  fl^aTrii^t    i^  ''"*'  '^''  "  '^'  »«^" 
•toodfi  that  is  all  right  but  we  IZ.?  *    •,      ^°"  ■"  8pcciaIi«nK  on  piece 

the  people  in  this  'uJi^^ci live  CTn'-Tr^'r  T  I!"'"  ""'"y-     P-'^Wy 
and  they  only  find  tZ^lZZ  oTJ,    t    Tl^  '"T**^  depm^ental  .towi 
on  the  first  floor.    nJ^y^^  ^Z^  *' ^V"^' ^""^  ^^  ^^^ 
that  i.  «lnK«t  a  unifS  w^^J^^*''* '^"'^ ''~'°'  the  third  floor. 
-ent.1  store.    wZTZ  ^TT^  ^n.T,  l^'^'  »^-  "  ''W- 
departmental  store  has  on  S^e  fim  flL     m       *^^'  ^'"'  "^y«  '''"t  a 
P«>poirition.     Here  we  ha^e  the  f^t  ^  J^r7  l''^  "*  ""  '^"    '  '"^ 
the  fim  floor  valuable.  d^'tSey'    InTlH*  'T?  "  ^r"*'  ^^^'^  »»^« 
much  is  the  first  floor'  worth  in^«nt„  S^Su'T  "'.^'f^"'  ^ow 
proximately  50  per  cent     Th*  fi-T  n     "*™I*««  wjth  the  other  floors?    Ap- 
would  rent  for  ateurS"  pJtnt^f  ^^  11^  ""''"  °""°^  circun»t«.c^ 
they  going  to  put  ^o  "  ZT^i^t  Za^TJ^^'-    "^^  ^nd  of  goods  are 
if  they  are  going  to  pay  thLT^*?    "S       *^  ""^  "'''^  P"*  ^''^  ^here 
its  m,t.  and  th«  th^aTgL^to  aJ^orLT'  !^  "^  ""^  «"^  "^^^  ^ 
They  «*  going  to  pZ  Z  wf^S^!l  ?u'"'''  ?'  °'^"  «~"  P^V  theirs. 

the  novelUes  down^here  an"  so^ 'Zt  of'Tie '^^  '°""  *'^*"' 

restourants  now.     I  am  ouotin^H^^™  T.  departmental  stores  have 

apply  to  my  store."  ^t'tS  THS^S^,*^  ^°"  "^'  '"^^  ^^^^-'^ 
store.  Now  a  great  many  ^^.^^^1"™^''"'  '"'"«'  ^  "-^ 
they  have  them?  Top  nL.^^'IC^^'^  ^^^'^  ^««  <1° 
that  store  anyhow,  to  take  the^l^  ZL         .  ^^^  "rtamant  for  in 

it  is  not  run  because  th^wwt  ^  iZ  T""'  *°  ''^'^^^  the  people, 
grocery  deDartmenTJ^il  ^  to  go  mto  U.c  restaurant  business  usually  A 
siwcry  aepartment  comes  m  to  a  deoartmental  stnr.   »_j     u        """•"/•    a 

the  grocery  department  usuaUy?  aWT ^.e^'.K  .  '"''r  ''^  ^"^  '^^ 
the  same  principle.  Just  to  show  v^tt^^' T  ,''*'  *°P  "**"•  "^^  » 
man  said  "In  L  g«.^  st^  p„rvo^l,^"^^"  *"  *  "^^  »**«^A 
Now  the  rear  of  yo^^re^"*?^"',,*'^'*^^  department  in  the  rear." 
stor..  and  that  is  L  pHncSleTTt^tLp-^Ty  T.  ^i^f^^ 

merchandise  game  you  ^t  i^twZr„^"  «et  one  of  the  principles  in  this 
get  it  thorouS;;  irJSlTSS^urtX"  ^J  Zr  Z"^'  '''^'  «  y^ 
theory  of  the  principle  that  the  c^^rSj^l"^''  '^^*^**  """^  ««  °n  the 
your  store  for  the  customer  LT^  J  fl^^^  -re  going  to  arrange 
stores  are  arranged,  in  the  main  tb^  ^  aZSf^  1°"  T^^^  ^^^ 
That  is  a  fact,  isn't  it?  ThTare  l^L^T^'  'T  ^^^  ^^^People  finit. 
customer  second.  I  wL  i„  ^Ttn^^^^^  '"  ^''^  salespeople  first  and  the 
the  other  day.  t  a  dx^^sL  TSwriTtS  Oklahoma  dty  of  about  10.000 
with  books  on  and  the  mTwas  ^Z^T^^!^  ^''^  "^  table 
:W  I  have  put  the^riT^^SrS^Se  itiet^i  "^'•"  '*'  '"•'• 
m  fact,  r  have  sold  mor^  this  last  mJ^hlu      r     ^  """*  '^  ''^^^  "«»«. 


^*^ 


117 

you  carry  boolu?'     I  had  been  carrying  book,  for  four  or  five  yam.  fnit  tbe^ 
didn't  know  it." 

You  and  your  merchandiae  are  Uke  the  young  man— in  many  caM  you 
M>d  your  cutttmiers  and  your  merchandiie  are  tike  the  young  man— who  threw 
a  ku.  to  hu  girl  in  the  dark.  He  knew  what  he  wa.  doing,  but  she  didn't 
You  know  what  merchandiae  you  have,  but  the  cuatomen  don't.  Of  course 
now  I  am  not  going  to  apeak  too  strongly  here  «t  all  to  a  feltew  who  doem't 
know  what  merchandiae  he  has  got  in  his  own  store.  No  use  to  talk  to  him 
a  itufred  club  ia  the  only  way  to  waken  that  man  up,  a  man  who  doean't  know 
hu  own  stock,  but  I  have  been  in  a  number  of  stores  where  the  merchant  did 
not  know  of  his  own  stock  and  then  he  wondered  why  the  Mail  Order  houses 
were  getting  as  much  buainesa.  He  expected  the  people  to  know  more  about 
hia  stock  than  he  did  himself,  and  he  expected  them  to  come  to  his  store  and 
buy  goods  m  preference  to  the  stock  that  is  here  being  explained  to  them. 

1  am  coming  back  to  variety  stores.  I  cannot  go  anywhere  else  fpr  basic 
mformation  when  I  talk  store  arrangement.  One  of  the  best  variety  store 
men  that  I  heard  speak  for  sometime  said  that  from  thirty  to  fifty  per  cent  of 
his  salCT  were  to  "lookers."  that  U,  those  who  came  to  look  and  remained  to 
buy.  How  many  of  you  have  gone  into  a  variety  store  and  got  out  without 
buying  something  tliat  you  didn't  intend  to  buy  when  you  went  in?  I  have 
tned  It  a  few  times  myself.  Even  though  this  audience  is  largely  of  men,  how 
many  of  you  have  ever  gone  into  a  variety  store  when  you  didn't  expect  to 
buy  anything  in  there  and  were  not  in  there  to  kiaf  but  just  wanted  to  go  in 
and  view  the  exhibits,  how  many  of  you  have  dropped  into  a  store  under  those 
cmnimstances?  Hol<i  -p  your  hands.  Ladies  and  gentlemen,  a  dispUy  of 
merchandise  wUl  inu.  vbody  any  time  if  you  let  them  walk  in  and  have 

It  understood  that  the  ^u       are  not  going  to  bother  them  to  buy.    One  of  the 
weaknesses  of  the  variet>    store  is  its  strength,  strange  as  that  may  seem. 
Those  clerks  who  are  behin, ;  the  counter,  so  many  of  them  do  not  care  whether 
they  seU  goods  or  not,  the  people  just  ramble  round  there  and  buy  goods,  more 
than  they  wouW  otherwise,  because  the  merchandise  u  there.    There  is  one 
pomt  I  want  to  emphasize  again  and  that  is,  those  of  you  who  are  selling  bigger 
Items,  you  say  "People  won't  pick  up  a  suit  of  clothes  and  buy  it."  I  agree  with 
you.  that  is  aU  right,  absolutely  aU  right.    People  are  not  going  to  go  round  and 
see  a  suit  of  cfethes  hanging  up  there  and  say.  "That  is  very  nice."  and  bring 
It  over  to  you  and  say.  "Wrap  this  up.  here  is  your  t28."    No.  they  are  not 
gomg  to  do  that,  but  just  apply  this  personaUy.    Don't  you  like  to  get  in 
even  if  you  are  buying  a  suit  of  clothes,  and  take  a  Uttle  survey  around  and  get 
some  definite  idea  of  what  you.  are  going  to  buy,  and  when  you  have  k»ked 
around  the  stock  you  know  something  about  it.    Don't  you  think  you  hav* 
started  the  sale  before  the  sales  person  comes  in  and  helps  you  out,  that  is,  to 
help  you  out  with  the  service  end  of  it.  but  you  can  go  around  and  perhaps 
find  the  style  of  suit  or  the  fabric  or  the  cloth  you  want  and  that  much  of  the 
sale  IS  done.    No  matter  what  it  is  the  merchandise  helps  with  the  sale,  when 
It  won't  accomplish  the  whole  thing,  and  no  piece  of  merchandise  is  too  big  to 
help  with  the  sale.    When  you  get  a  very  hig^y  specialixed  piece  of  merchan- 
«hM,  then  you  have  got  to  put  some  real  selling  talk  behind  it.  when  you  get 
Uie  nght  kind  of  merchandise.    People  don't  ask  tor  it.    We  may  have  some 
hfe  insurance  men  in  here.  especiaUy  a  man  who  never  bought  any  life  insure     e. 
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it.    You.  in  th.Tou.^Xit^'^   lifT^  ""*  '^  •cqwint.d  with 
you  ,0^  y^r  SSJ^T^  '  ""••  **  y*~'  ""^  '^y'"''  didn't  you. 

baying,  like  to  h.ve  .  little  bit  to  «Tm  Z\ti^  L  Jd    h  '^l'  ^'^ 

before  u.  helpi  u>  to  have  that  wy.  '^  *"**  •*•*  mcrch«mii.e 

pre-^hTt  horiTyratin  T^  Sci^'Hr''"  ^'  '"^  '"-'■'  '  '^"^  ^ 
I  «id  that  color  «^  J!!^?',..    ^  ***  ^  ^'^  °P"''*  ^»  P"h»P«  when 

.u«  tryo^'Th:::htTh;  :•;:  it?utSy'^t::.trT  "•^'^ « ^ 

«  upetanding  nJlo  think  of   tlT^u^^.^^u  wf  J^^T^^  ''^ 

^«  y^^t  ^rtiLnortr  !^,^''-»--  w.™s'wTXk/:nj 

the  .t^S  hTthitT^;   X^  T'  '5'  tempexBtu™  nus,  no  matter  ;here 
everything^  cold     '^'  v  *•  ™'^'*^  ***'  *''«>«^«^  V^"  K«t  there 

an^hep^^~^i,~S;ifii°irr  H*'^^^^         ^^'"'^  »»«'  '''^'«^'««1 

itrLrx^'%r,::ttt^-i:,-T"^^-  ^°"  »^^^'- .t^ 

Hvet  Si  LZZ ii  ^rel^" Jr7h  ""•*'--''°«»  -^o  is  one  of'^he 
Ohio,  AdvertisinVciuh    .t  ^'.  ^^°  »  President  now  of  the  Cleveland. 

town'o?fiSjTL^bu^rTL'nr'%'^"  °"*  "  Willoughby.  Ohio,  a 
years.  Krttllt  «M  ♦I^  *  ^"  '**"  *°*  **"*  "^'^  ^mP  door  he  has  had  for 
iSStnrpuTi^'^t'^J'l'^^^.T'"  <^-  with  the  J^^, 
feDow  that  che^^  tobacco  Wt  c^  n,^our  .S.!'  «  mce  duipe  ^d  the 
to  thrn,    >Uow8.    He  make.  h«  ^^  u^  '^^     ^"    "'  '^  merchandise 

sales  of  ribbon  that  we  likeNSusTtl  r^^^         f^"    ^'^  "^°*  ««^*  ">« 
get  the  right  atnu^hi'^,^S^,n5~P^^^*-f^them.c^^^ 

cliMv4v "    n*  — L       '"""""•       ne  Buu,     We  have  watched  it  orettv 

cloiely.      Of  cour«.  when  you  talk  about  displaying  goods.  somebSywmtS 


deter  m*  U  1  A^  .»...     i.  .  li.  .  •""  ■^■y  *•*"  '^  «•  not  souw  to 

f    ■  ywu.    II  you  go  to  otber  stores,  I  want  to  tell  vou  fmnktv  »k.»  ;* 
I  thank  you. 
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ADVERTISING  IN  A  COUNTRY  NEWS- 
PAPER TO  GET  THE  BEST 
RESULTS 

BY  F.  PKATT  KUHH 

The  iMt  speaker.  Mr.  Irwin,  has  brought  out  *,  many  ,x)ints  I  vn»h^  u> 
talk  abcmt  .n  regard  to  the  advertising  of  a  country  store  in 'a  Z^ry  .^p^ 

in^t'rrg^'i:;^"''"^'-'^"-'^^-^^^^ 

.mX  ^e^,   f      '^''^"L*"'^'"^'*"*'  whether  he  he  in  the  Sy 

he«.*.Il!iri.*"  '"1!!!!!  •"  ?^"*  ~*  '"  *•'"  '^^'y-  I  «™.  more  or  !««.  a  .tnmger 
^^y  havng  been  m  Winnipeg  a.few  month..  Being  alway,  «udyi^ 
™Mon.  why  for  .ucce«ful  merchandising.  I  wm  interested  in  watching  Vh7,«,y 

tZi  rr^  ^  whom  we  bought.  The  other  night  riie  told  me.  m  to  one  of 
S  ^LTT"^*™^  to  be  bought  from  any  more.  I  «ud  I  thought  he  w^thl 
S^rr^I^^V^u  *"""""••  She  said  "No."  He  u«l  taring  up  some 
times  and  ask  her  .f  she  was  «iti«fied.  but  he  Ulked  more  than  he^erforl^ 
«d  he  ««  going  to  do  things  but  didnt  ddiver  the  service.  The  o^S 
n«^t  plugging  away  and  delivering  good  service,  and  he  is  the  miS^I 

with^""  ^'!  ^'  ^"^!!  "^"""^  *°  ^  '''*  P«~«^  *««h  the  reuuler  ha. 

r^fS?"     "  ""*  '*'"'  '"'^"*'  •"•*  '^'-  '"^"  "--^ht  that  s;; 

whoHtrJTthi'iS  ^  *™.'*  *""  '~™''*  '^''"  ~™'«  here  was  to  a  newspaper 
«*o  ttked  the  be.  way  to  improve  their  paper.  Here  we  are  .tudying  the^t 
way  to  improve  reta.1  stores,  so  the  combination  of  improvement  «rf  nJwpapm 
and  the  .mprovement  of  retaU  store,  and  their  advertising  look,  very  good^^ 
future  of  Manitoba  retail  merehanU  uid  advertising  Z\  whole 

Best  R«!;;|'s~ll\'Srf  J'*''"^"^  •"  •  '^"^'y  ^^^^^  «>  «•»  ">e 
Mest  RMuHs,  but  shouW.  I  believe,  be  amended  by  adding  "And  What  to  Do 
Before  Advertising  in  Any  Newspaper."  n  i  tthbi  lo  uo 

The  consideration  of  even  this  one  subject  could  with  profit  uke  up  a  whole 
wedc .  time,  so  my  talk  to-day.  being  confined  to  le«  than  anhour  i^l"  b^ne^ 

wtiat  I  actually  tell  you  by  word  of  mouth. 

We  give  the  fruits  of  our  knowledge  and  experience  and  try  to  inspire  you  to 
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territory  cor Jrsrri\u:::ttM^ 

Pjofit  .«ch  one  in  i,  and  it  is  thi.  cil^ "iX^  wTnlS    ^ThT;?'';' 
to-day  for  our  own  protection  and  future  growth  '  ^"' 

community  .n  whirhe y^ "^  If^!  ^^7  u'  ""  "~""  '""^'''^^  «  ^"e 
with  the  hLe  mtchi^t-rnd  hetSnUn 't^^T """'^  ""  ""^  '•^""'^ 
with  whom  they  should  d^-  L^lf^;  M"';  "^"^  "  ''''''  "«*«"  °"^- 
stragglers,  ami  in  the  general  brScd^wnTt^.l^"""""'*'' """""""  ''"* 
suffej^and  not  least  thL  who X^toirrtZTre  ZT^  "'" 

and  ^ZeTZa^reTnT  T  T"  "7.  ™"^  ''"«•  "^  '^^'^  -  "«  «tc.k. 

each  nearby  villaue  wh«%»nniv  ,k      !  ^    ^  ''■'"'  '"*"*'  "■"""■'^Pondents  in 

people  ^^[tS  and  3  ^^r  riu^  '"'rT  ^'  '""'^^  ^"  •»'^' 

interest  in  the  adverti«ng.  whic^Tto  a  iI^Te^  Suu  th7w    .,"""  *'*""' • 
and  makes  it  an  e«>«,mic  pos«bility  toTubST  ^     '^       """'  "-*'"""^-' 

oniyr^lL'^ptnir^itSdr^'wir"^^^^^^ 

and  they  are  all  weeklies.  **'"'"»*«.  Brandon  and  Portage  In  Prairie. 

26  are  in  towns  of  between  301)  to  400  people 
IJ  are  m  towns  of  between  400  to  500  people 
i2  are  m  towns  of  between  .-JOO  to  1000  people 
'«« I"  towns  of  between  1000  to  2000  people 
and      4  are  m  towns  of  between  aOOO  to  MOO  iwople 

news  and  kxal  adverti«™«;»l     W^'  u  *  °^*'*' ^°"'' P*«"  ^'th  kxal 

and  reads  in  part  as  follows-  "»™»"  ^Newspaper  IJirectory  ,.s  mteresting. 

/».  fiiT^  7^*"'"  **^  R«ieU  was  cbown  haphaaanily  from  our  uauer  fiko 
(we  file  every  important  paper  in  CamMla).  awl  anvotL,  L  fiTl,      .'^'^ 
might  be  analy«rf  in  the«me  wa~    -«•  -V  other  of  the  Mamtoba  towns 
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Looking  over  a  current  issue  of  the  Banner,  we  find  that  a  half  column  of 
teca  news  notes  .s  devoted  to  each  of  six  of  these  surrounding  towns-^U  S,S. 

v'^re^rc^r-"  '*"•  ^'  ^" ' ''  ^ '''  -'^  ^^^^' "— ^" 

to  a!^^/°"'!!  remember  that  I  said  the  title  of  this  talk  should  include  "What 
to  do  befc^e  advertuang  in  any  newspaper."  By  that  I  mean  if  I  were  a  merchant 
.n  a  small  town  waiting  to  make  business  grow  through  adverti«ng.  V^Zl^ 
and  analyse  myself,  my  store,  my  stock  in  t«»de  and  my  possible  Lrket  in  t^ 
^  and  temtory.  so  as  to  make  my  advertising  effectivVwhen  it  sta^  To 
an^yze  one  s  self  .s  important,  because  not  all  men  can  succeed  aloi^e  ««^e 

.un.i?"'«tTt  1"!'*'  I  ^'  ""'~'*'  ^"°'***'  "'^  ^"•'^^'y  ^'  ""-h  more 
Nur.  ly.     So  let  me  emphasixe— put  m  writing  your  analysis  of 

Yourself. 

Your  territory-. 

Your  store. 

Your  competition. 
Speaking  of  territory,  here  is  an  advertisement  clipped  from  a  local  paper  of 
an«n  who  does  not  advertise  in  hi,  «itural  market  nor  E«  he  an^lyS  1^*^ 
pective  market.    Just  see  what  a  foolish  aigument  this  seems:        ^""''"^^"^ 

brea^'^l!;!!fr  °!*'^*J!'T  I  will  send  a  valuable  recipe  which  will  make 
^'  "SZ!^  d'gest.ble.  free  from  fermenUtion:  needs  no  buttennilk."  «,d 
so  on.  Numerous  unsohated  testimonials  from  medical  men,"  etc.  "Just  cut 
^ouce  and  enclose  p,^ffice  order  for  26c  to  Grafton  St..  Dublin.  £Z^' 
In«g,ne  results  coming  from  that  advertisement  when  the  Food  O^xtroller  s 
^Z^^^^°^-  "^^  '*'^'  ^  "—  «o-.  «>d  here  is  a  man  that  wLs 

^^a7Z^  A^  T'^  "''  "^'^^  '^'  '^y  ™"«'  »"*«  *«  Canada  supplies 
free  of  charge     As  advert.smg.  that  is  not  good  advertising.     I  have  aiither 

^S^  i  Tnr  ""^  '  «"««"-^  inches-f  rom  a  country  weekl^.^S 

i>own  a  well.  Then  Smith  goes  on  to  say  he  has  coal  and  wood,  harrows, 
gjuwhne  tractors,  cream  separators,  does  tinsmithing  and  plumbing   and  lisS 

the  top  Stay  out  of  advertising,  because  he  would  p«A.bly  get  no  re«ilt..  He 
h«  not  obeyed  the  fundamental  principles  of  advertiring     He  haT^t^^eaJly 

rkrtSi^rrSi  ;::^r"'""'  ^  ^^-^  ^"  ^"^  -^^  -^  -  --- 

.     T^"" /'**  '^"''y  ^y  ^^^-     I'd  divide  the  year  into  seasons;  this  does  itself 
ahnost  automatioiny  so  far  as  selling  some  article,  is  concerned.    But  few  smaU 
town  merchants  have  more  than  a  hasy  idea  of  what  could  be  accomplished  by 
forcing  seasons  a  Uttle  ahead  or  a  little  longer  compusnea  oy 

7^Z'T^^^'-     ^•^^''"^'^•^°-    It  win  Uke  a  few  evenings  to  do 
Now  you're  ready  for  your  advertising. 
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wh.7^!r*.,*^»^'!,*  •'""''''  '"^'"" '"  y°"'  *°*"  •""^  t«^tonr  You  know 
what  AouW  sell  best  dunng  each  month  of  the  year.     Your  pr^ts  or  hZe 

S?  hTI*?''  "^^^  »"«estions  f^m  you  a.  to  what  you^^^^eX 
^should  buy.  As  we  indicated  before,  there  i.  no  way  more  effi^„*^ 
^y-dvert«mgm  your  local  paper.  There',  a  homey  interest  in  evSy  k^ 
o£  a  weekly  .naU-town  paper  that  does  not  obtain  in  the  big  dty  ^.^ 

f^v^r^^  knows  everybody  else,  or  at  least  knows  of  them,  and  in  such 
?^v^  h"^  ««"««ndmgs  it  is  not  ham  to  «cure  attention  and  inter^  ^ 
VKled  you  have  news  m  your  advertising.  *^ 

fi«h  ^Z  "^^  ****"  "^'^  **'  February,  for  instance.  One  week  talk  about  fresh 
fish,  another  syrups,  jams,  canned  fruits  to  supply  the  pantry  shelves  that^ 

^J^anda  samphng  of  r««lts  by  yo,.  women  customers  ;Tother  a  ^ro" 
advertwed  bnmds  of  teas-Red  Rose,  Salada.  Blue  Ribbon,  in  5.  10  and  20.1b 
y'^^'S^tittaf «1"^  T  wiU  be  goin,  stn»«  abou't  sp^  U^e  ^', 

Let  me  digress  here  enough  to  say  again  that  I  aim  this  talk  to  be  insoirational 

I^toTl^'^^J;-  .P''»»?^«»«°'y«>"-^'il«tohave^hr7^^ 
mto  a  le««n  of  advertuang-wntmg.  display,  etc.    Let  me  give  you  a  few  poin^ 

In  wntmg  advertising  remember  these  few  cardinal  points: 

1.  Be  truthful  first,  last  and  always. 

2.  Make  a  straight  statement  of  what  you're  selling 

3.  Then  quote  the  price. 

4.  Any  details  you  believe  interesting. 

5.  Then  where  the  foods  can  be  secured. 

6.  And  in  small  space  concentrate  on  one  or  two  items  only, 
can  wril^J!^'^"''  ^  -^T  of  you  and  a  .mmon  school  education  any  one 
can  wnte  adverting.  It  u.  when  you  forg-t  these  thing,  and  tr/  to  use  hi«h  brow 
SE3;,T^!,*°  use  &ncy  borders  in  «.e,y  ad..lLc  type  ^d^^t^^ 
tibaty«aTl  fan  down.  To  my  nund  many  advertisement.  aJe  writt^K^Ho^ 
t*^?^  ~^*^°°*  "  ""**  ^*  instinctively  you  have  no  faith  in  them  ^ 

^^^r"  T:^  «li«^  to  the  m«.  who  makes  a  plain  sUt^^^ly 
and  distmcUy,  and  whom  somehow  you  tnat.  "«r.y 

KneS^^r'  ^^'u^.  **"'  ^°^  P^**  h-  to  work  with.    Cut  out  a 

the  pnnter  to  set  .t  up  as  cloudy  as  po.«bfe  in  that  style;  and  helldo  tie  rest 

and  Sl'^ill"'  '*"*  ^J^''^  >««»  «cept  to  Miy  that  a  liberal  adverti«ng 
and  sa^es  eduatjon  can  be  acquired  by  taking  three  m«g««ne.-Pr,wTI? 
Ad,ertmntandSeUing,^dSysUm.    The  whole  tot  woSS^^^oTjJear 

ment^'iw  ^  *^''!".°''  '"^^  ^"^  ^^^'^'  *«*  »»»*  » i^  the  commence- 
ment  of  what  you  must  do  to  complete  a  sale. 

When  your  prospects  have  their  attention  caught  and  interest  around 
through  your  pnnted  advertisement  you  have  only^SUd  the  b^^^ 

What  about  your  windows?  They  diould  be  trimmed  in  keeping  with  the 
art.d«advert.«rf  and  have  good  display  card,  in  them.  wlSf^deJta 
must  know  just  what  you  plan  to  do  and  be  "solid"  on  the  idea  for  aSle^^ 
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ad.  fll^'^t^  pt;eeti.':;,««r  •  »-"  •  <^  «ood  p„»a  0*  your 
'PtdMl  buUetio  board,  and  Joa       ^^  '^^^  ""  °°  ***  «*"»«'  «  «  • 

tbe  ^^^tl^'^S^:;^^  -d  the  .eon-  ^ 

«Uing.    Here's  oner  '^**"*^  ®*»«    "d  hii  original  method,  of 

over  the  Hon*  and  outfir^iito^^'^  ;j^^ 

theng.    Theyoungmancameak»rtS^!ir^  *^*"P'"'''~^ 

are  the  only  ones  that  count  *»^^«  and  who  beheves  that  finished  sales 

Apply  it  to  the  work  <rf  your  own  derV  on  fi-k  J 
white  fish  is  certainly  nice-  iJinlUZl^  ^  u^^'  ^"  J"""  ""y*.  "That 
t«t.  Doe.youry.^^^S.^S*^*^'^*'"  No^«»n'«the 
"A  nice  way  to  d^S  S^  KS/^  ^'S'  ^'"  *"  ""« »»  «y. 
the  redpe  in  the  Govemm«t  6ik  bScI!^^*!**"/"^'"  ""d  show,  her 
f«>ranice«iuceandasS«rf^jL™?L!T*^  It  «n« 

selling  two  or  three  nS^n^*^' "«*• '^^•' «"'»'«••  «^>t  a  chance  of 

al.JS'tl^tiSSS^^^J^-^ 

besuccewful.  "*    '^ '^  "'^ '*"»'"«>««' to  the  fiaidwd  sale  win  not 

The  printed  word  will  cnate  a  <li«i>«  ;«  ♦v-     •  ^    , 

r»d.««lazeadine,.to«»^riUy^"  ^^Z^^"*  r"  ^^ 
natiooaUy  adverti«d  KnT^  *»•»  y«>  offer,  pwticuhulyrf  your  offer  i.  of  «»e 

C-2?Si:'cS£^;rSSS..T'™'^*^'  I  n«n  suchMnesa. 

"°»««m  the  big  papers  oonriii^ovZ 

andtry  and  coon^^S^Sn^a^^"  ""^^  •"  ^ '"«' ^"^^ 

"hows  that  you  handle  the  leid«I''°^°*"'^^"*'^-    '^ 

In  fact,  the  most  niccesrful  local  advertiwiB  b«t>»  A*.  »^      • 
newspaper,  i.  that  which  Kak.  up  with  th^TJp^ ^* '•^'^  "  "™*^ 

To  analyse  this  talk  now  as  a  reminder— 


146 
op  your  advtftUM  «jth  l!ISZ     V^  ^^'  ^'*^  "*  *™*  •h»y».  UnUns 

■A.^'r^'  s^.'^ttstr  •^s-.i-ni'  •^  "^ 

lower  oott  than  any  other  method."  «1"««t  lurnover  at  a 
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'^'"'^'PI'^^^PJ^^R-riSlNG-ns  VALUE 
TO  DEALER  AND  CUSTOMER 

W  f .  FSATT  KUHH 

biisinesi  are  most  commonly  ZJT^Zl^^'T'V^  '"'"^  °^  "^'l*™ 
back  up  and  simplify  the  JrlcZtH^t^'"^  *''"*'""«^  «""P^  »" 

adveSnrri.TrHotZTi^tiS't'r!'^'^:^^  '"^  ««-' 
dollars  and  cents'  "^'^^  me-what  good  does  it  do  me  in 

planned  advertising  ^  understand  the  far-reaching  effect  of  well- 

^First  we  diagno.  the  b«sine«,  of  the  manufacturer,  who  «.„s  on  us  for 

-^^T^Tzr.::^:';^^-^^^^  -^  hi. 

Po«.ble  market  for  his  good,,  and  wharhei:;:t;::;yrj;rer~^^^  '^'^' 
O^  Z::^^^^^  ^:^^  f  advertisi;,,  and  seUing  i„ 
out  plans  and  supply  estin«t«^o^  »^n«at.on  of  160  people-to  study 
results.  ^^^       ""^  "^"^  *»»»  't  *o"W  cost  for  such  and  such 

Sometimes  analysis  and  study  goes  on  over  a  n^~i  ^ 
nutfket  is  right  to  be  advertised  toPoT .  T  '^  °^  ^'*"  '*'°'«^  ^^e 
have  in  mind  now,  wked^^.^f J^T  ^'  "  "^^"^^  whom  I 
ready,  before  the  P^XkS  J?  imi7^°«rl*  '^"  ^«^  "^"^  "«  *" 
go  into  the  xnarkeTwithT^r^^  "^  '^•n^'  P~P"'  '™^«'»  '"^  hi"'  to 
Italy  in  competitive  lil^^udXTSiut'i*  'iC  '"^  ^7^  "'' 
market  we  had  already  worked  un  7-1  ■ "    ^™  *~'"  »*"<'y  «>'  the 

be  needed.    Thar^JaT  ^  "^  *^'^'  '™>^  «»n*tta^ 

wa.  m«le  under  wretcT^'Lta^.  c^j^efoL     ..?T  .T  '^^  ""*  ""'^ 
food  factory  conditions.     Male  L  iSlr— ^  »  n«de  under  pure 

hair  tucked  up  in  white  caps   notltJ  ^^^  "*  **'*«^  "  ''"te. 

people  that  cild  run  l^T'f^^co^n  "^^T^'™^  »»>''  fo^^-    The  «une 
p^^^j^  sucn  a  factory  could  not  f«,l  to  understand  advertinng 

with^"t'j;vts;:f Thit  7:srz:^:  ^  "^  t^^  "'"■^  -^^  -«-« 

cannot  be  adv^inraS^i^^c^"^'  •'  "°^  ^"-""^^ly  meritorious) 
ason^r:f;:ti;j:::L^err,"::^  '-  ^-^^^  -  -^^  -   'Manitoba 
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to*^  of  Ru«ell.  Manitol>«.  with  a  p^^tion  of  80.^  T""""  "''"  ''"' 
'«u«nK  7«)  copies.  wa«  taken  as  an  ^«m!^^^!!L^.  ^'  ""'*  "  *•**''>'  •«'•«■ 
other  than  that  it  was  repr^ut^l'TT  "'  """  ^"**'"'«'  '«--" 

towns  in  the  Pn.vinc-e  of  mSL  whl^e  v  "^  ''"■"  "^  **"''•>'  "^'*''"»»- 
papers  pubUshe,!  in  townsT„"r^^.«r  7  ""'  "^  '^*^  '"'*'  "^  ^ft  news- 
of  1000  and  less.  "'"'"'  """"'»'"'"  «re  foun.l  i„  «,m,mmitie. 

and  th^rrnC^e::;;.^'^^^^!:^;  rr-  --^*- «--» 

likely  to  he  used  have  a  coi^c,  "1.  ?*"  '''"  '™''*"'^  '"^*"'"-''  »""«» 
favorably  influenctJthe  Zin^.f  Jhl  ?"  f  "''"  ^OO-which  .lircc.ly  and 
advertised  lines.  '  ^''^  storekeepers  of  Rus«-II  who  han.llc 

of  t,^^^  ':z:^]z:rZi:'z  rr  ""^'  •"-^  '•-  ^-^^  -^^- 

affecting  your  store    is  outtinaT.  ""^  surroundinx.  and   that   is 

advantiJof  iX't^rZ::i^:zz:z  z- '"' '  ^"" "" ""'  '^•"• 

advertising,  as  I  sugeeste,!  veste^Lr "  ^  following  ,t  up  in  your  local 

KCt  fro.  it.  and  that'^he  ;'anr.ti  rntlZ  tfi^  ''"'''  "^  '-^^  ^° 

shoul?ra;.s^t'"'t^p^J;rh";::Tati:?'; ' "''  ■^■^"'■^•"'^'  ••^^^  ••-'  -"-«-« 
-p^  .1^  f  ::v:: -r:;e=-^.r  r -;:rr 

Cxjods  well  advertised  are  half  sold"  is  »n  „w  ^ 

•s  insUnced  by  a  recent  investi.,,*?.!  ^  /  '*^  '^ayng-how  true  it  is 
Al>so.utely  1«L  HdrnsrSTergire^'r^eJ."  """r^  ""  -"'"^  ™^-- 
at  11.00.  looking  like  a  Gillette  had^^n  1?'  "  ""^"^  '^'  »  ^^'• 
mission.  One  merchant  had  tw^tV^  L  u'r^  '"  '"  '^■'''  ""  ^^"'- 
sellin*  dozens  of  Oillette  outfits  ItWoiaVr  «T  A  fl  • '"  ^y^—"'''- 
confidence  in  the  buyer's  mind      The  rn^l  '^'•^'^>«ng  had  produced 

^trongparen..  whow'^ldgual^tJ^hrSt:!:;^^^^^^^^^       ^^  -^ 
wead^ert^'  "'""""^  '"'^  '"'*«"-  -"^  times  among  the  .4  other  lines 

-ma^kf^ir  ti^T^/rharaZr-^'^-  '-^-"•-"™  -  "--V 

the  Vi:t'TB::!nran^"  r^^^''^  .^^"-^^  C.,vc^ent-it  sold 
Canada  i^  b«...ingTfiTh  e^  i:;'^;::;"^,;;;  l*""-  ^  .--  --  hogs, 
the  Government  is  pursuing  ^  "'^*'  '^  campaign  of  education 

aW^^'rn-celvaVZS;'  X"T'  ^'^'''^  '^  ^«^''>-  "^^  ^"' 
advertising;  the  campi^s  ^^out  IL  1.^"^  ^''^  ***^  ''^  "«'■""«' 
pmspects  who  c-ould\X  STtUiZ  T  '''?. '"'"™"'"^  advertising  is  selling 
m  fn«„  some  of  the  l7«est  mTir  h  ''  """'"  '^^'^  '""^'  ^^'"*«^''  ^^ej 
-o  have  never  studi^irroLTrdv'ri^gTnrhar:^^^^^^^^^^  ^  *^"- 
\ation-i     H    ^.  .^'"^*«"t«t»«Co«uiBer 

consu^TTa  better "t  "  uL^'X::'::^'.''''^'  ""  «'--«'  '"'^ 
t^e  way  thr.gh-.t  rep.ces  .,  ^^^  :;^  ^     l^Xt^l^t^ 
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war  omhl«r..  Tt.  "~™'«'y  necesMry  t.  toy  in  busineH  in  the  face  of 
war  problems.  The  manufacturers  could  not  iret  a»>v  fr™«  ♦»—  J  " 
remember  recently  the  Pood  ConimlW  !«-^  £1  ^  ^-     ^°"  *"" 

tone  that.    You  will  abo  remember  that  only  recently  the  pHc^t^Z 

quality  or  nackuw  »M.k*    »u    _       *  w«Ke.     iney  can  be  cut  m 

soaring.  *  M"  Kept  the  price  of  numberless  producU  from 

and  advertising.  ""««»  up  lo  ine  present  on  promotion 

P«rv'!!L*^Z'^"  ""  '^ri^  K*-'l»  Cold  D„..  ™„^u»  Ii,.k 


t2,000,000  a  yew  is  what  he 
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^»^rigley    Jr.  wa.  a  travelling  lakrnan. 
■Peid.  now  advertwng  chewing  gum. 

EHridge  Johnson  waa  a  machtnirt  at  CamhriM,    w  v     u 
now  the  Victor  I»hoiK»r«nh   ^^a^  \.      y-Mnwen,  N.Y.    His  inventron  i« 
•n/i  «t..*    ^^^  ^^^P"' ""**'*  •*'«rtMni  runs  over  i2nm«« - 
«oa  that  saves  money  on  the  cost  of  th^  n«--..i      .  •  ,  T^  W.W».CW)  a  year. 

;;;«  not  a^vertis.  to  that  eSi^lh^Sf  ^SlST^y^  l^^J^ 

contract  is  that  eve^^^^H      j^*  '"'*  advertising.    Part  of  the  Ford 
by  them,  so  a.  toX  t^  ISu J   '^''^"^*  "^'^  "^^  "'-''  *«='«te,. 

Humph^y'S^sJhvln^S  a^'pn^J  X^'T  '"^  "-"^  ^  ^"^  -'"-• 

:;brn:t;rher sf?:-rr^^^^^  ^^- - 

what  it  means.  '^'''''  «>  'hat  you  all  k«>w  the  name  and 

..-'LU^^Jr^w^l-Xort'lS^  -  and 

tribuUon  is  from  manuJ^uril^  ^i^^TZ~l"",  '"'  "^'"^  *'" 
•umer.  The  manufacturer  ^eTun™^^^  '^'"'  "^'"  ^  «*" 
depend  that  everyth^gT  ^TtothT^  "*"'"*  '^"»*  "'^  "'"""^ 
retail  and  to  ^co^Lum^^'^^^  ^'"Sc^  TovVh  ^'T''''  ^  ^''^• 
direct  to  the  consumer  by  urina  n«Zl~l  overhead  road  and  goes 

^«d  other  advertisiiTcJ  aTTrnSTpSs'^V^K  ""'  ^"^^ 
the  K.bber.  his  traveUers  calling  on  them  T^f  ZTh-J  r  u**^*"  °" 

facturer  to  the  r^ailer  you  will^llv  fi«^  ^T  .      '     "*  ^"^  *''*  »"«""■ 

If  he  has  no  good  t^rpaTlT^  t,  iH"^"""*  '^"^^  '"^^  ^^ 
again  through'the  n^^^fS^ Z^^'i^Z^Y"^'  «"-'"«•  '"''^ 
the  campaign  is  carrien;'S:'c^^"';^.'^,*„''"l''^-^-«^  ^'''^ 
sometimes  to  know  of  the  advorti^  «!*  L.       .  ^°^  ""^  *^  surprised 

Using  to  con«,mc^  Itht^hTrS  !S  ^  ^'^  «^"«  '"»»  '"is  adver- 
manufacturers  figure  Tut  tilt  thrL^"™""^"^  "^'^  y*^-  ^^^y 
back  to  the  reuSTfrioS;  b^L  r^,  """  "^^  '™™  *'«  ««''"'"«^ 
•natter  of  fact  in  the  d^f^^r/    '^  *''„"  ""  """""^  ^°  ^'W-    As  a 
to  sen  your  lines    •'if^ou^,/'^^^'!?  "^J'^  ^'^  """^  "^^  «°  «>"nd 
and  he-ronly  order  LHw^hd^^rt  r,"!"!.  1!  '"^  '^^'" 
goods.    Create  a  demand  fn>m  theTtaite^d  h  ^  ''%*^"""*'  ^"^  '^"^ 
and  the  Jobber  orders  frrm.  the  ^^J^'  f,*  ^  '"™  »^,iobber. 
«oing  to  be  advertised,  and  the  d^^^a^„J       ^^**l  "^^  '"*  ""« 
The«  are  no  two  plaris  of  ^^^i^^,^^  "^  '^^^^  « 
way.   ab«)lutely   none.     Everything   ZirT?*  ^  ™^'  "P  m  the  same 
season  they  start  in   to  ^^{Zl  T     -^  «»««»ered  in  relation   to  the 
at  in  competition.    pS  ^^   l^'^'J"  '"^  prices  the  goods  are  sold 
WW  vMr<  »„j       ^  u      '°7^**'  "US  war  has  upset  all  calculatkms  of  nro 
war  years,  and  must  be  considered  on  ti.e  basis  of  tlT time.      ^■**°"'  **  P^" 
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th«g  that  we  have^  and  perhap.  the  qu«tioo  box^T^^  Z^ 
that  you  want  to  know.  ^^  win«lu«§ 

I  thank  you.  ^ 


lAl 


COMMERCIAL  LAW 

«T  W.  H.  raoiMAH,   K.  C. 

'"*rei«>  law  with  the  matter,  in  S^Sh^    '^        "~*  "^  •"''j~»  "'  '^^ 
undmund  it.  relate  g.^r  tLJeruK^  ??  •ntere.ted.  and  which,  a.  I 

tabled  by  [he  f^n^Lt:"LtTJ,^^::z  •^-^- . '  *"  -^ 

;«-,  of  a  fom»l  lectured  ailSiTh:^*'?;"^  ?'?•  ''  '  ^'  ''  '"  ^"^ 
be  too  technical  on  ,he  «de  2^^  da^,  JS'  ^  '"*  *""f"  ^»»»  '»  "'^ht 
-nark,  might  fa,,  .hort  of  the  oS  tt^Twetvr^J"  ""'  '^^'^  ""^ 

n^  JSe";  '<;^he^r  ^ntTnt^;:;^-  ^"  '''  ~""-  "^  "  ^ 
be  explained  by  him  at  the  cl«LT^  ^^  ""  "  *^  ^»»»  bad  to 

"'  c«.  ten  yj  the  meaX^ti^':^'^/^  the  conation.  He  «id. 
plainer  if  I  ^  the  follow,^  ilusTrltZ^'  l5^  '**'''"  *•"*  ^  ""•  "»''«'  " 

that  would  not  be  a  phen^jl':^  TnTif  I'^^wT  ^r  •"•  **"  '^''*'' 
on  the  ro^d^,  that  would  not  »x.  a  pheZenT  dt^  "T"'  '"  '  *'^ 
«w  a  thistle  by  the  road«H#  th.»  "  P'^'n^nenon  either,  and  again,  if  you 
but  if  you  «w  1  oow^'''o„''S.^,"^,  *-"  -»  be  a  phenom«L: 
would  be  a  phenomenon"  *''  *""^  *"*"«  "'''  *  bini.  that  really 

that^^rtlo^  STSTn^lJ^-;^  .^^^'  •-'^"  -"^  -tlemen. 
unle«  he  has  some  familiaiJtywiT^i^  ^u"'  '™'™"«^  *"''  *'«"«'*=v 
oiplc  that  enter  into  ev«^'y  ^n^?h^"  '"""^  '^'"  """  "^  P""" 
u«  that  unless  a  businrmj;  iHcqT.intlS^tnre^"  f"  "'  ~^''  ~""^ 
he  .s  serKMisly  handicapped  for  the  tnL^^T^^^l^^  '"  "'  ^'"' 

in  daily  use.  and  needful  to  b^  t"^b^  ^effi''-?^^^^^  '^  --'"«■-•  '- 
"f  his  business  training  and  eduLZT    "^  "™'  ''""'"^  """  ''^  «  P«« 

r.gn'X^a^irn'.^SlTn^^^rEt^^^^^^  ^^  -^^  *"  ^''^■ 

Provinces  and  in  many  of  the  Am^d!^  Eng  and  and  m  all  the  Canadian 

Frauds.  It  was  pZJ  for  the  d^^  T  ^  ''"°*"  *^  ''''=  »^*"te  of 
perjuries,  and  the  Ss  in  numirS^h^  ^'^'"'''"'^  '•"=  «m,mission  of 
to  enforce  certain  kindTof  »!!!!L?  ■  "  "^"^  '^^''^  '^'  •'  y«>  wish«l 
into  court  ^ttL.:^^^^'^^''''^  *•"*  ^"^  """-"l  »>""« 
of  these  sections  that  I^  s^Ik  ofTSioTT'  u'hI''  '•'""^"'-  ^^ 
vsions.  but  I  will  refer  merely ^on^o^^t^^Thl  '^  ""'"'"  "'  ^^ 


1^ 

il 
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.ief.«ftr.„ttr;;:M;:7;„:tr"r  '^  *  '^^  "•  '*"-'*^-' '-  '»•«•  •^-^''t 
.-ym«...  and  I  am  u^bt'trdoir  v.;th^T;::";„"M"r  r  ^  """^ 

Ciirlr  iKifin*  lo  question  whether  h.  i  .  ax.  ?  ^'  ^""•'  ■"*'  "r. 
«hr  tradesman,  did  y,ni  out  U  i^^.i  ^  '""^. '^  '"•*'  '^'  P"«"««  ^ 
Hhall  be  enforcJlNe  u'ljTthc^  i.Tnl,^'"""  "^/"'^  '*''  "*  •""^»'" 

^.  ..£ant  a  p..e  ^Ma:  ^th^t  ^^ ^ ".^ ^Jy^- ^  ^^^^^     ^'V 

^-  •>^ht'"tJ^;r:a^i:nL^:trjrs^  -*?  r-  -- 

un^  then,  is  ...mo  note  or^c^ld«rin^Sti^rr' ^'^^^ 
|H-ni)n  wh..  18  «H.Kht  t..  U-  made  liable.  '     "^^  "^  **^ 

Kive  hi  ITw/Zt^L'  'S;';    "'^  "r"*"'^  ^««--.  »-vided  that  you 

c^mencc VyTnmTexrMonS'  'Inthe  J^l*^  ^  "^'  "^  ^•'*  ^"^  »  »" 
you  find  that  his  s<.rvilx.s  a  rno/^.    f    ^  "*  '^  "  "^**'  '^  »''^'*  """^h, 

ract  that  «  not  to  b.-  p^^formed  within  a  ye^r  ^11  no^TSi^      T' 
there  .8  some  note  or  memorandum  of  it  sia^l.  T  \,T  .u  ^  *"*^ 

the  derlc  will  seek  to  make  hable  if  het  dil^i  \lT^J.l  ^T^J"^ 
«ng  you  dismis.s  the  clerk,  and  he  is  he\D\S^.ini^\  T    "*'*'  *"*■ 

not  reUined  in  your  service  for  the  r!^!^-  *™*"  "^"^  ^  ''^ 

doesn't  it  occur  to  voT^w  VT  .        'enuumng  nme  or  ten  months.     Now. 

e^l.tentbrnrr.shtlV,XlrS>'"''^^  '"-^•^-  '^-^  ^ 

sum  r.sL'r;r:  s;;^  Tr -i^re^^  -  ^'■.^ — ^^ « ■-- 

in   linnn     -n,  "«rger.     i  am  mdebted.  we  will  say.  to  Mr    Curie 

m  »U)00.     The  amount  is  due,  and  he  U  «>.i«i^   . 

Curie,  concedmg  for  the  moment  tha*  ».»  ;-  tt.     __    *  "     "*'•  ™'- 


1  wtinl  th«(  rttmining  hundred  (b>ilM»  ti.... 

•urrly  when  I  g.ve  yJ^^XmiiJ^    T  "**  ""         '  '^y-     "^'^  <-""^. 

What  «  H  you  have  Ze  'y'  ^^^Ji^  L  Sj;  Z."  """  'r''"^'  """•"" 
•«on«.'     You  were  undt-r  duly  JTv  „,r«n^  T  ""•""  ""'  '"  »«^'- 

me  the  r«l  of  the  ,Iebt."  /„  L T^  7;*  7,  T  """  '*'"'  ""''*•'  •'"'"  •"  '«v 
I  h-ve  to  pay  it.  Now  the^  ul.th.nVrtn  '"?'  ""  **"  ""y""""'-  «-' 
there  i.  the  ordinary  ,^m,ip,e  ,  i^^  ,2  "  "  7'"'  "'  "'-"^  «'"•«"  this.  nin. .• 
«tW.ction  of  .  J^.  But  J^ZliTM  lTT\  "'  "  "'"*"*''  •"""  *"  ""' 
«nd  I  h«l  «Md.  IZ.  I  will"  vTy"*  tl.  iii"  ,'*'  T'"  ■'''^'  ""•  •«'»••• 
not  di«.harge  the  debt,  and  in  L«  .h  .  .?   '  L'"''    -^'^    *  "^'^•-  '^al  d,H^ 

pocket."  and  he  take,  that    thl  Th^.       .f^    '    ""  """^  J"'''''"*'''  "«t  "f  my 
other  1.00.  becauae  Mr.  CuHe  "^  1«  J^'.^^'T^  '"  "  '""""•'"•"  "^  »»>•• 
h*  got  the  kn.fe.     The  knife   s  Ztl^X  ?^2"  ""*""""  '""^  "^"^-y-    ^►'^•n 
•omethioK  for  giving  up  the  1|«T     If      ^         "'"•  '""  '«'^«'«hcU-«  h.-  has  got 
Curie  a  cheque'  for'iSo     h^t  J'^u  ^i'^*""' 'V''?  '  *^''  «'^-    ''r. 
only  other  way  in  which  th.  liSty  ^tld    "  "T      '"   •'"  '""""     ''*"■ 
•nd  a  few  other  nn^thod.  that  I  have  LT^.    .       ''*"*'^^"'"«  ""tHide  of  ih.^. 
fn>n,  Mr.  Curie  acknowlerWn.  th.rh         ^       ?"  '"  >'""'  '"  "'  ^•'«'  «  ^^ting 
the  debt.     That  w.n.,d  «l'L7tte    l;r'?r  ^'^  •*".'"  ^""  "'-^nce  o^ 
.f  the  Manitoba  Bench  Act.  borr:;;:dtr::;  t.::';:.:^.^.'  ""  '"  "  -'"•" 

of  law  that  every  businr'n;;;^;.^!:;:':;,"'^"'"''  "•"•  '""^  ""•  ""«--•» 

Pefch  wa.  de«™u.  of  getting  gj«,?  „„  ll'^iT?'  'K"^"  ^'^  '^''  ""'"«■  "' 
satisfied  with  Pelch's  fi.Lc^al%S„g  and  he  .  Z  ^  '*  """  *""  "'" 
■"W.  "Ye..  I  can  refer  you  to  Mr    pl*  V'^"'  '"^  "  reference.     Pekh 

affair.."    Pai.ley  w«7to  Pr.1,         ^^T'"=  '^'"•™"  ''""*''  ""  •'"'"t  my 
«»n  replied.  "Ye.  TIL  ^r,:i"'h?f  ';'"  ."^  '"  ''^'^''■'  *"--      "-^ 
him  have  any  good,  that  he  wanu*'    TK  .    IT"^^  t.ustwrrthy ;  you  can  let 
to  be  fabe.     On  the  nrenjth  of  i    P.iJL^  „;?r,i;', '""  '^*"  ''^  ''^'^- 
on  credit.     Pelch  failed  to  nuike  ™«™     .  <r        I       ^''*'  quantities  ,rf  goo-ls 
whether  Pai,Iey  had  aluu^™!!!^"'*  '"r**^"^'  '''"''  the  qu«ti.:n  amsc- 
thi.  que.tion  were  P.tTyZ.Z'Zll':^  '^"'""".    N-.  ,up,«.ing 
an.wer  it.>    1  am  going  to  invie  question    f^     ''"^"'  *'"''  ""*■  *""'''  >""' 
you  to  apply  your  comLu^  to  tS  ^^  S"  ^^^r 'x '  """  ^"'""^  '"  *«•' 
you.     S«ppo«ng  thaTqu«Srj^t  yZ  0!;°^  *""'  ^  T  """^^  '^■'*^ 
a.  to  whether  Paidey  the  menW  L^T,         '^""'  ^""^  ^^^  *««  '«»'ed 

an  •-«^-<>«y  buSquestTcTti  y^ha,f.;trT  ^'T^'  ""^  "* 
and  principle,  of  logic  Suppt^fng  Z^u^^J"'  ""  **"?  *'  ''^  common««se 
handle  it?  upposmg  you  had  to  cope  with  it.  how  would  you 

->  ySlt~dL^y''l^L"^^"«  ^''^  '"^"^-tion  and  acting  upon 


•■P.i  w   '"'"'"""•~^«'  ^^«t  '!««'  not  ">»wer  it;  that  ig  saying  to  Pauley. 
Paisley    you  are  too  confiding;  you  OnnM  have  nuule  other  inJettigatt^v' 

I  wa*  entitled  to  go  to  h.m  and  adc  for  thi«  information.  He  volunte«^ 
«n.M  acted  upon  it.     Now  I  make  my  claim  for  d«n»g«."  °"™»«*«"t. 

{h,e*ticn-l  do  not  think  he  would  be  able  to  claim  damages  unlr^  he  got 
s.mii.  papem:  he  might  moraUy,  but  not  in  the  law.  k"  uni  .«  ne  got 

Mr.  ZVawMji-UnleM  he  got  it  on  paper?  Leave  that  out  for  a  moment- 
I  w,U  come  to  that  in  a  moment;  the  question  is.  "Why  shouM  PaiiT^.' 
clarm,  as  agamst  Prtseman?"  • 

(V*<«N,  -I  suggest  that  this  man  l^came  an  aider  an.!  abettor  to  this 
man.  obtainmg  goods  imder  false  pretences. 

Mr.  Trmeman—No,  that  woiil.l  not  meet  the  situation. 

Questum  I  think  he  would  have  a  claim  against  Freeman,  in  case  Free- 
man  participate.!  in  the  fraud,  otherwise  not.  .   "  «»«  rree- 

Mr.  Trueman-fiow,  i.  that  sound?  You  att>  dealing  with  this  just 
e^ctly  as  a  lawyer  might.  «.ppo«ng  this  case  had  never  beJn  decided      C 

or  frS"^"     "'  ^^"^  »»»  "th«r  «"«  to  get  the  good,  by  mi«t>pre«mUtioo 

be  ^■J\'Z!^:,'2Lz:^ " ""  "^"""^  '«'^^  '"-^^  -^^  ^^ 

QuesHoH—Would  you  pftjve  he  was  telling  a  lie? 

Mr.   Trwman— That  is  admitted;  he  knew  it  was  a  false  ■t>f«m«.»    k... 
what  c«,  be  said  on  behalf  of  Freeman?  tatement.  hut 

^</tra^He  didn't  put  anything  in  writing. 
^  _^  -Vr.  TrMemun-So,  I  will  come  to  that  in  a  moment;  that  does  not  di.po« 

Qiieslion~Did  Freeman  sccept  any  responaibility. 

FraJ^'n  lHHT"^'^''  "  '^^°*  "~^  *°  '*•    '«'^  t»>»t  the  argument 
Fremum  makes.     Freeman  say.  to  you.  "You  came  to  me  ««1  yo?«tel 

ril^t       *■"'  '"  -statement:  what  duty  was  I  under  to  yT^  3^ 
faUe  natement.  but  there  i.  nothmg  in  this  for  me;  why  shouW  you  hoW  me 

Questum-^Hi:  was  morally  accounUble.  but  not  penwnaUy  responsible 
«i    ,f '  J^T"r~*"  "****"  "^  ''*•  y*»"  '«"  »*»  "^d  the  quertkm  of  mor- 

Uum  morabty  That  was  the  argument  made  by  Preem«,.  but  thT  «3 
brushed  It  a«de.  and  said  this,  which  seem.  comLu^'lS  c^  S 

act  upon  It.  and  he  acted  upon  it  to  his  k«.  and  we  hoW  that  you  are  l^ble  " 
TentL»t  A^^*"  r?'  ^'"P«^« _r"'«'««'t  p.«ed  an  Act  known  a.  Lord 
tiT^l^  I  "^  T^^  '"  '*"  "«"  °^  Gaorge  IV.  It  provide, 
that  If  a  statemait  «  made  as  to  U.e  credit  ot  another  pereoo.  th™  ThH 
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the  ^'rs^rhTsL;  nfi'r'^a  "^  '"'=  ^'^^  '»^* "» -^'^  -''" 

ycH.  en.  *  ''"  '•^'  ■"'1  y^"  «w  «tahlirf,  that  wyway 

Well,  then,  we  come  to  aomethiiw  fliu.    — ,«  . 
•re  p«B„g  over  .  number  o/Z^u  rlSl^  ^!?.  **".""•  ««'^»«»«n.  *« 

Art  i.  to  be  found  in  nU  S^  ftT^J^^lT  f-  ''*'  '^*^  °^  ^^«^  Act.  Thi. 
of  Good.  Act.°X^"  i^l^  iTSt^ir^vr'^-  *"  t'  ^""'  ^ 
contrwt  for  the  Mle  of  good,  of  the  JSuT^  LT^  '"  •ub.Unce.  that  no 

able  unJe«  the  purehai^^*  *jS"!  ^  *^ '*'  "P*"^*  »»»"  ^  «rforce- 

i«J-t  P.y'nenniSl'rl^vra^'^T^Sprti^^  J'^U,'^"'  "^ 
■oW,  or  unlen  there  u  a  note  or  a  m™/^  ^^  P"^  "'  ^  ""^^  » 
«Wned  by  the  party  agL^t  wLJ  "^™*~^"'"  ">  ^^  of  the  contract, 
agent.  ^^^  ^""*  ""^  '^'^^  '«  »"««ht,  or  by  his  a,,th.»i,ed 

of  the  purchase  fJ^J^l^''^^^^'''''^:^  ^e  makes  -urt  payment 
no  difficulty.  B^^^o^STSlnT  ofT  '  S."'  "^-  *'^'''  ^'"^  ^•'*-  " 
«mply  have  the  b^^^Z^.'t^  t^'T'  "  T"^'  """^  ^^^ 

n»non»ndum    in   writing    «i«i«l^^„^       ^l  ''''     '"erehant    has   no 

in  ^TitinK  of  th.  coZct^  LZ;  "^"^  '^'''  ""  '"«~'~ndum 
«nnot  be  enfbreed.  Y^ ^^  ^L'^T  "T.  »-^«  »  «»tr«:t  that 
quanUty  of  flour,  bacon,  or  w^t^  L^.k  "*•  ''*"=»^"«=-  »««=  ha.  a 
you  at  ceruin  pr^cT^M^  CuSLStr  »  'f°*"^*«'  *»  ««>1  the«  to 
h«  sold  to  you"^  m«.y  Ja^oflS  "  "Sllv  J''^"''; '"  "^  ^''"^  "« 
hogrf,e«l.  of  moiaM.     Heirol«-S^'i,^  ^^  '^'^  "'  '^"'  «»  ""^y 

it^^ZaXSLtr-^-  H^-Sr^i^tty^arn  ::^^ 
goods.  N^  L  irj'uSra«r;errs  "•"  r  j-^  '^»  ^^^^ 

he  riKmld  be  able  to  deal  with  tL^n^  hSL  7"*^^  ^  ^'^'^'  '^^^ 
num.     He  finds  that  hrmlde  a  ^i^^  *'"  "  *°  intelligent  buanes. 

writing  of  the  ««?lt:  «^%"y  rtJciT'  sr"'"*u? :"— ^- « 

of  the  goo.ls  in  his  onlerTS  «tti^  Zf^'  •"'  "^  '*^«  ""^^  «  ««» 
««n  it.  when  he  would  havVbL^b^t^ l        T^"^  '^  "'^  ^"^^^^ 

..«^puttoagreatdeal':r:,X.^al^''L?::S^.:^^  "' •- 

he  ha.  a  contract  he  i.  not  able  tHrfS^'rlZT  tT^\.  N«verthele« 
of  section  tt  of  the  Sale,  of  Good.  Act  ^^         pwrchaser.  becau« 

P-**«^-Would  a  witn«  to  tha;  sale  make  any  difference^ 
a  memorandum  of  thi.  <»nt«ct."    tL  p^^^TtS't  -yT^^^^i"  Z 
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3L^!iil- "**!:"  ^™*^'^°'**"*«^ '"">»"«?    I  do  not  Kke  your 
uwM  UKra  oc  me.      It  mii^t  be  becmuae  of  delicacy  <rf  feelior   or  f«ir  «# 

result  that  there  u  a  contract  that  cannot  bToforeed.    WeU    uit  ^t^ 
U  r  ""^l  ''  "  "°*  "•*'  the  law  call,  "void."  H^  moLv* ,^<^SS^ 

hy^ r  ^  -?~«^,««««^  "Mr.  Curie,  we  h«l  .„  agreJ^t  ySfy* 
by  which  I  wa.  buymg  the  followmg  good,  from  you.  aJd  at  thi  «K^ 

^1  i  ^*"  ^^'^  ''^*  *"*«•  "*  "JtoBether  too  high;  fo-  inrtancT  I 

can  buy  my  fcur  at  such  a  figure;  I  can  buy  my  rtareh  at  .SiTfi^  " 

T^t^Jte'^^"'^^-  Tb«.  ,L  iould  have  atn!^^ 
m  wnung  of  the  contract,  even  though  the  purcha«r  was  quarrelling  with  Z 
contract,  or  was  seekmg  to  repudiate  it.  becawe  you  then  SouwTJeT m« 
r  tThLTT^t  of  the  term,  of  the  agreeLnt  bet  J:::^  M^  Cu^k Td 
™ljr^^'  ^  "^^  "*""''  "^'^  ^  «™P"«d  *ith.  You  can  get  «« 
««~™ndum  at  any  time,  provided  you  get  it  before  you  bring  S^np^ 
rtTta.  memorandum  can  be  very  brief.  All  that  it  ncSomUdL  bS  ^ 
of  the  purchaser,  the  name  of  the  «1W  the  subject  matter.  for^^tanceT^ 

vided  the  pn. .  haK  been  agreed  upon.  If  the  price  has  been  aitreed  ««>A  \Z, 
h^e  got  to  have  it  in  the  writin,.  You  want  tr^ticTthTa^ng  Z ^ 
been  agreed  upon  between  you.  you  must  be  sure  to  have  in  tte  w^tiT 
-cause  ,f  ,t  does  not  contain  the  full  agreement  arrived  at  b^tweTZ* 

market  price  for  the  goods,  and  the  writing  will  be  sufiident. 
'.£'X^1^>^  ^  •  cop,  „,  .^  o,^,  .,u,^^  „.  ^ 
-Vr.  rriMwow-That  would  not  avail  a  bit;  it  has  got  to  be  "siBied  hv 

^ir  M^  C    t^.  ^'r^^'"  ^  -"""^  -^  t^  wor^'^ti: 
section.    Mr.  Curie  could  enforce  contract  against  the  purcha«r    prwided 

-jned^purchas^  in  turn  could  not  enforce  the  S^t^^iJ^t  hi^" 
T^  agr««nent  .s  enforceable  if  it  is  signed  by  the  p«S^you  i2?^  JX 

<?i«.rft«m-Supposing  I  placed  a.  order  in  a  Montreal  house  to  deUver 
m  three  months.  I  have  a  copy,  but  I  did  not  sign  it.  At  the  SS^  a  wed^^^ 
s«  weeks.  I  tel^ph  cancelling  thU  order.  What  po^ti^am  I  in  tf  f  «T 
m  my  telegram.  "Kindly  cancel  the  oHer  placed  with^^  on  such  a  ite"?     "^ 

Ur  Tnuman— Then  I  think  you  are  bound  because  they  have  a  writing 
«Kned  by  you  that  will  be  «,„nected  with  the  writing,  that  L^:::grb^ 

QnesHon— How  atn  I  going  to  cancel  an  order  without  admitting  it? 
»iKHi^i.^"^*~^°"  are  not  obliged  to  c«.cel  it.  becu«  it  i.  not  binding 
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QMeslion— Just  refuse  the  shipment? 
Mr.  Trueman — Yea. 

SeaSl^tSliSecTdS"'*'  "^'  "  "  """  «'"-"'  ^''^'  -<^-.  "«t  would 

n^d^rrh::;:^Li;t:tot?oJrhe"r  v^^' ""'  ^--^  •••'^  ^ 

.eeking  to  cancel  or  repudiate  tlTe  Z^t  ""'  "  ^''^'  ''''  "'^ 

ch.iolS^'ty^-V'^''^  ''«'  ^^  »  the  first  instance  to  the  ,H.r- 

Mr.  Trueman — Yes. 

Professor  Osbome-Wiuii  is  the  diffefw,ce> 

cancet^^r^-e^^rnc^l  ^ISerTtLeJe  Ts"J::i:i"1;  ThT'-^"^-  ^'^'^ 
or  connect  with  the  subject  n»tter  ;£  the  c^tra^"*  '"  "^  '""''^  *"  ^»'"* 
^ro/«,or  OsbomeS^ppcmng  he  «id.  "The  onler  of  yfesterday"> 

tory  of  lawyers     You  «n  Zke  Sif^l^^      **"'"*  ""^  '"^^  *»>*  t«^- 

themaelves  must  have  what  lawym^l  "  ^^  /  '"T"  "'  ^^'"«  '" 
with  the  other.  Here  is  the  J7JlXr.  Cu^  bSc  ^Tk  J""'"""''  ™^ 
Uin  good.  «id  certain  prices,  and  the  nam.  n^  \^  u  '*'*'«»«  »"  «^- 
^^  Then  «ppo«nK  SHaTlt  B„Z^  if  dZ^,'  ""'  ''  '^  * 
"PJ««e  cuicel  the  order  of  yerterday  "^BrvT^l  ^  '''*™™  ""•"*'• 
the  connection  between  the  WSL,^  Zf  "^  *^'^*'  *"  '"""^ 
Curie  ha.  on  hi.  book  with  this  teljj^    '  **"'  «'  5^  ««  re«i  what  Mr. 

teki^?^"  I  -end  yc^u  a  teler-m.  you  have  not  got  my  «p«ture  on  a 

thet2iL^--y:i,-titt'^^ 

Qwrti—    Supposing  I  gave  the  telcfnun  verbally 

you  ^''!:z:r^:::T.:^JT^:,  ""*  '^^^^  ^  *> «--' 
s«t  Mr.  cSThTrhb  sl  Sn!;:!'  ~'^-  ^  **••«""  **»»- 

«ncel  order."  that  was  the  iU^S^  fS^hatTJiS'.Si:'"^ 

"  ^r::iTt:"'^~~-'^"^^ 

v"«*««»— Would   this  cover  it    "Dnn't  .h;^  ..  .i 
in-tructions"?  '  *  ''"P  "°t*'   y™>  '••ceive  further 

0««««.-Th.t  is  simply  hoMing  up  the  order;  they  canttot  ship  it? 

^  •AhTTTtll^^S'^iL^^.t^'^L^^^  Sw«Ung 

oontmct.  The  chimney,  were  ri,i^/.Jr,^^Tr^'T!^/''' 
them  the  purcha^r  declined  to  rjr^^  L^b^^^"  ^~J^ 
r«Ubythe«ner.andhewrotea,etter.ayi^^Tw.fetL:fi;:^i^ 
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which  I  purchaaed  from  you  at  tmiO-0   for  tK-  »„ii„ 
then,).     It  w..  held  that  the  Ietu?"«^;  .„«."*  "•*~'"  ''^^•»« 
him.    Chief  Justice  Earl  JTinXt^HU  U  '"«««"dum  ,a  bimi 

he  bought  chimney,  at  ^r^Jlh^  p^^   tl'™n""''r  *''^'' •«^™»« 
purchaser  wa.  ^^eSng  to  re^S  the^^^tm^t  ^    '^'u  .  .^'''"^«''   *»"• 

as  I  have  said,  made  up  of  .cv«^»^„„   ^.t  ?k"  ^'!^.  "  '"«"«n>ndum, 

pn«pectus  which  set  c^t^the  ST^der'wh^h'"  k^^^  """  "^^  "'^  '^ 
He  had  another  book  a.ll^^:;^ttT^':2T  "TJ^*"^- 
IMammond  «gncd  his  name  in  this  booVTa™  b^t^'  ^  1  ri.'u*'"^ 
not  a  sufficient  memorandum  becau«  "  e  io^^K  '***"'«"  there  was 
their  add,««es."  was  not  s„ffi„™^,y"c«^L^with  ^h  "'^  ^^h^. 
aU^e  contained  the  term,  under  which' th?<SSit:i'  b^^gTr""   ^'''''' 

that':::,er'^f^/[;;Lr:^tThaTo:;'''  ^^^  •  "^"  '^"  -^  ««^- 

.ound  a.  .^  cance^tionEr^--  S;:.:^^' y!!; Sd^^T 

«r.   rrueiiwti— That  is  dealins  with  annth^  ^      . 
contract.     He.  in  that  letter.  has^T  aL  X^    pt*"'? '  ""^  ^'^  '**  '^ 
Mr.  KeUy.  that  I  want  a  Heini,^ Z^^^iJ^  ^T^l"^:'  '"  ^• 
not  to  exceed  tfiOO.    That  :,  mv  offer     vl  "**""  **•**•  P«* 

by  letter.     It  ,«ome.  a  clo^^Tn^^^^^^^  ^'  -«Pt  the  offer 
niade  by  the  offer  and  acceptance.     f^X^  ^  T.T^  "^  *^ 
because  the  offer  ha«  been  tu^ed  in  to  a^Xrt^T^ fl^"  *"''  "f"' 
e-../H«-„ow  would  you  treat  a  case  ^iTaTT,  ""^'      '' 

-n  y.  and  ^  f«.„.  ,ere  were  "nT^? --;---  -^-^ 

Questie»—It  you  send  a  telwram  it  a>n  k.  ^» 
•>ffi«  and  get  the  origuuU.  buHZlg^t  wa.'^TJ"  f  •-'^''  »°  ^"^ 

a.  wJun^^"""^"  •"  '"""«'*=  •  "^t""  ««  be  printed  just  as  well 

companv.  and  they  ta.rSrt:;;^o"er1'i:e"Kr^  ""'  "-'  ^'--  -^'»' 

a^ent  ^  si^TTouTJ^  tlt.'"^TL"':Sr ofV^  "'""'->  ^  >'- 

the  perron  to  be  chaned  th««with^^^  "'•'"**  '*^'''  "S«ncd  bv 

".i.ht  1  h.„  i„  rt.d»,  d»p™^,,  *  "°"»""  "«■»,  Iho.:  ,1,.,  i^no, 
Mr.  rnemum—You  an  the  purchajer? 
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Qft^Ht^ — I  am  the  purchawr. 

J#.  rr^-And  you  have  ««„«,„  o^er  am.  the  good,  have  arnve.|> 

V*^*'*on —  The  goods  have  arrivKH   »•.     «;. 
them  to  hold  ship.^.  ard  thT^'L^^r'^'"^  ''"^  '  '"^^  **'«'  '- 
reftwigghipment?  *^  *•***•  •=**^  »'""«.  »«ve  I  any  grounds  for 

getting  the  very  go<rf.  yTSSrf         T  '^'*'  "'''^'  *''""•  •»"»  *'  y««  a^e 
-^tuWet.ZtrsenrcJ^J^rrpn^-",-J^e  then,  and  .  ,,„ 

sut^*"^-'   """•*'  '-^*  •»  •^"''^  whatever  for  leaving  then,  at  .he 

the  only  way  y^  can  rejirth^  XT^^S"  .^'If^r  .L^d"''*  ^"^  ''''''' 
that  went  to  the  very  root  of  th/mnt.     "'.^  ''  ^"^  ^^  "ome  warrant v 
For  in««c  ther^7t^i^  o'  Z^^''^'^^ J""  '"  '^^'^  '"e  goo<ls. 
Uon  with  .  «ie  of  hop«.  X  n^wIT^'     ^J""    "  ""^  *"  '»""- 
-id  to  the  KUer.  "Hav^  your  hZ^»^  t^*  '***  """^''^  "^  »»>*  hops 
replied.  "No.  the^  have  J'    "Weir^TT;"'  ""l!  ""'"""• "    '^'^  -"^^ 
have  not  heu,  treated  with  sulphur  I  tJn  h      T*"^'  "''  '''^  "^  '^ey 
n»de.     Wl^thehopsarrivVt^eoLh^H    '"'ilfT-     "^^  ■*»«  was  then 
««<•.     It  wiu  held  ^P^hZ^l^^^T""^  v'"'  •"'P""'  '"'1  »-«•" 
the  written  contract  Jd  not^  ^LTt  Vl^  '"  '*^*='  **'*  'f*^*'  'ven  though 
u«d.  becu«  the  .Uteme^t  S  Xhur  L?  T,!!"'  '"'""^  ""*  '"^^ 
e«ence  «rf  condition  |«cedem  oJ  the   ..i!!!^*  *^  '«**^"  ^  ^^e  very 
titled  to  «y.       ..-n^  v^^Ltn  uocTTT';  I""  '"^'»«*  *«"  «•- 
»>ecn  broken.  «Ki  I  um  ^itS  to^^.l  !^''  ^  '^"^  «»»«-  ««ods  has 
the  agreement,  and  he  was  not  obliJS^  L^  the  h '  """  r''"*^  '"  '"^""^ 
Thero  w«  «,  effort  n»de  by  fflr  P^  ^^T  *"'  ""'  '"'  *^^ 
Steven,  .bout  the  year  IgSTto  S^vfth™""^^  ^"*^''  '°^  ^'^  ''>»'i'""- 
-.nely  that  "A  contn«.t>«^  Th^^lJ  ^T  TJt"'  ^^^"**  "^  ^"^-''-' 
not  be  enforceable  unless  th«^  TjZr^t  ««Hi.  for  »«)  and  upwards  should 
it  i.  opposed  to  meroantileiSt  ,X^e   ^TtTs"^!!^"  '^«''  •--"- 
m>  embodied  and  fixed  in  the  lawThT^^hJ^  u  '^'^  ^^at  it  has  become 
^  it.  Pl««  m  section  6  of  .^r  ie^'dLSTAl"'       '"~^"''  ""^^  '^  ""* 

yo«?!SCrJ^tt>u"r'?^t  rS^""'  ""^"*  ^  ^^  K^ve 
next  morning  I  would  stop  payment  i  that  l^T'  """^^  "^  ™"^' 

ift-.  rn«««ai»— That  would  have  no  ^.^  i 

thing  given  in  payment  or  in  part^J^       ^"**  ''"«  »""  ***"  ^^le- 
writing.  «•  tn  part  payment,  and  you  then  do  not  require  a 

of  the  good,  which  Ihave  puroh^  ^A  ^  °"'**  ^^^'^  »  n«morandum 
it.  «.d  1  «g„  it.  Supped  he^  ^  i:  T  '*•!?«'  "«  •*«  "«  to  sign 
against  him?  ""*^  "**«•  n«t  ri„p  the  goods.    Have  I  an  acti^ 

•«»'•   Tntemam — Yes,  you  have.  horaiKP  ;»  »,„    v 
the«i.  enough  th«,  to  show  what  the^^S^*   '""  ""^  '^  "'•"•  ""^^ 
<?«»«««-H«  i.  the  agent  of  the  wholesale? 
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w  not  there,  what  action  can  I  talS  " '    *  ''^^  *'"  ™°"«>' 

^*^'^^etZrZ''^l!ZZ^^''  '■•"  "*'"*'""^=  '"*"  i-  action  i- 
Questum—He  may  have  |5  in  the  bank?      • 

and  sr2:;;^rrsLw  n^pT  "^^  ■"  *•"'  •*-'  --^  ^^  ••  -.,*.„. 

fmm  that  by  «yi„g.  "i  did  Ct.  .^T^hl  ^^of"'  ~""  ""*  ""P* 
necewanr  for  you  to  show  the  crimi^l  ST  "~~'  '*  *°""  »* 

and^1;:;ha"elrS:i;r>  ^^^^yf^^^  y-.  and  pay,  the  caah. 

<ivili^;j;n.;r''""  **"  '°"'  ^^^  •«^"»'  "^  »'y  -n^inal  law  and 

^^^^'Z:^StS:^Zys>  ""'•'  ^"^^  -^  "'  -"  Vou  ther, 
•opJi^'J"^'"'^^  •'  ""  ^•^•"'~'  ''•''*»»y  'here:  you  are  dealing  with 
^p«e,l««^,,  a  signed  a«,e«nent  to  pay  i„ter«t  on  an  open  account  nece. 

Mr.  Trneman — This  is  the  rule  aa  ir»  {«».»».«  i.- 

to  hay  gone  into,  becauae  it  h^tinZ^tTt  ""^*  '^'*  °^  ""^ 
nUe  U  that  a  debt  doe.  r>oth^Z^\^ iTvl  "*"•.  I^  °"^^ 
an  ordinary  Jo«.  of  money  doe.  rT!^^  ^tiSi.  ""^  **"  "**«*• 

bear  int«rt-you  know  wLt^  I^t  .tltSt >'  T*"*'  '^^^  **  ~* 
are  the  tradesnen  and  »»  h.  JT-!!^  -^  ""  ^  ""  y*""  "iebtor,  you 
ing  over  ^^S^^  ^^  ^H^-  "»^«j"«l«  »'  acco«.u  ^. 
a.  to  how  the  acoo^taS..  ^^^Tl*T*"r  '^'^  "» 
counu.  and  we  find  there  i.  a  ^.m^nTto  yJ^oJ  S^^^T'''  ^  '^- 

:  rr.that^^.i^X'r  ^^^^^-^^y^^z.:^., 

have  an  a^eeni:;;"  ^  ^  u^Tic^a  ""'™  ''''  *^  «y  «  >«• 
fixed  or  pre^ribed  time,  the^;  j^mT^  ZuT^  ""  "^^^  ^'  ' 
ages  by  way  of  interest,  if  the  mS7y  7^dat^     «H«rt-award  dam- 

rh^ira7e:tvrwX.'-j-S 

«.^  the  debt  or  ac<^.U:^dnS  .I'S^jr tSr;^.  "xifr 


lei 

"I  d«n«d  payment  of  L!Lt.  ^^^^S'ttfJ^Jcn^'iT*"  "^"^• 

intemt  will  be  ch«Ked.  -ndU^  l.™^^  ^  ""  "™''"«  ""»•  »»»i 
not  come  throoghl^tJ^ti^  y^'  t"  "t*  "^  '''"^«'''  •"*>  *«'' 
^^  ™ut    "^-^^  time,  you  an  charge  him  interest  on  that,  couhi 

I  wd-  «n;:7ir  i.  'pai^it  "^iiiirtiii:;"'  r^  '*'"*^'"^  *•«"'  '»>- 

notified  that  if  the  isocount  ir^tpJS  at  /u^'^^^'r^""^  ^'*"  "^'  •'^^> 
I  Win  d««„d  interest  fron,  y^^  Z^L'^t  TjH^nl:^'"''  '"''  *""'  '""^ 

n-we.  j^TL  ^;e:''f;rTru,idr«"ff  H^wT^  '^""  ^^-^'> 

a.  to  whether  or  not  the  letir  wJl^jJ  V^*""*  ''l"^^'"^  of  fact 

nuui«,i.init.,f  ^w/.^eviden:rthr^::Lv':5^;ri:tr  ^  '^"•^  ^^^ 
with^c:s^Jlthe*^,^o^l^t  L*:^"  -"^  "*'»"  •^"'^  -^  ''«— 

any  value?  ''  *"*  "*  «=«nAtKms  on  the  back  of  that  I^ter 

attention  to  the  conditions  on  the  back  *>cumtmt  calling 

(>««/»«•— In  suting  interest  would  you  state  8  n«-  n-„. 
per  annum?    I  am  just  using  the  figure  eiglT  «  P*'  «*"».  or  «  l*r  cent 

«y  J^'alT'""'^*  "*"  rate  is  5  per  cent:  it  would  not  be  necessary  to 

order^^aTtl^^-pnrill^hn^^"  "1  •"'^^  ""  -''-  -'«  »"* 
a  chance  on  it.  who  ™^  7^1^  '  '*"*'*  '*  '"^  *"«  '^'^  ^"'J  taking 

ditio;:i:oJ^;X;;^;^^,rhr^^,«^'^  ^-^een  them  that  this  i.  ««,. 
bo««^:S^"b<^i  to  XTt^?^  °"  ^  """  ^•-^  '*  »  «»^^'^.  the 

««.^^rir„^r«::r:j  s  t^^f  r  "^  «^  -^  ^"-^  ^'"^ 

o*  that  wouW  th«  be  to  nuSy  the  L^f  A.?Tt^'  ">**  ^''^  «*-» 
o«ndu«  must  contain  aU  tT^  JZ^Lil!  '"'^  before,  your  mem- 
ment  was  that  condition.  "*•««««».  and  part  of  the  agree- 

-^•i:^^  -  the  1st  April. 

delivery  untU  the  Ist  April;  it  ^l^n^iJ^L  J°"  "^  ~*  ^""'^ 

make  delivery  on  the  1st  A^  ^^  "  ^  warehouse  and  they  wUI 

Jj««f*^f  ^  tasve  them  the^.  I  wouW  have  to  tak^ 


i«r 

rc^oo/we  .^^^1?^,;^   **  ""  *«^»y  »»^=  yo«   w,.uld  b.  «. 

.hipMSr^y!^",;^ru  i"  ""•  "*"■ '  *^  •'""  *"  ■"•  »»«y 

to  rei«t  the  good..  SetTuV^Tj^  *?:  "  ~*  ^'"^  "^»^  >"" 
preme  Court  of  Washington,  the^  of^ZL^'  !  ^  ^"^  '^  ^^ 
fCoodn  were  oriered  to  be  «nt  bViST  TJSJ^^"  "™***''  *'««'  "» 

(>**5//«»-He  could  not  come  on  to  them  for  -  hj«    ' 
rate?  ""  "*  "•«"  '«*  a  difference  in  the  freight 

i^r.   rneman—h  aeems  to  me  it  could  work  it^tf  o...     v 
If  you  want  me  to  ukc  these  k»H«   v^Tk  ^"^  ""^  "y. 

the  freight  rate.  otherwiJi  re^t^'  .^°"  '"^^  *°*  '"  P->'  '»^  <«««««*  ia 

a  birrrpS;^  n?  w"rt.^«  ^^Th^isiir^- "~  «"-•-. 

ceipt  of  the«  goods  to  pay  a^tTrite    J  ST^.T*  """*"• 

.r^.?t^ibr.truiSL^?-^'^-^  -=^  -: 
«>t  at;»^^rr7j  :;^f  rj:  r  ^-^rei^^rr- -^^'ir^  - 

appointed  a>  an  agent  to  enter  into1«L^^       ?  '°°^  »ie  waa  not 

cha«.  he  wouki  wmte,^     S  ^^^^  -uch  -  that  a.  p„,. 
it?  ^*  *'~"  "•"•  to  be  oommooaenae,  wouWn't 

Quesiiom — I  shouU  thmk  the  man  wm.u  k- 

C.P.J. w^jkn. „  wiu:'r:«r to^te^r * ^"-^ -"-^ - «- 
empk,yme„r::r;;:*:;r^c;:  ^1?^  t  ^^^ 

come.  witWn  the  «»pj  of  hfa  ^SL^  .  T"^  P~^«^  »^  ••«cy 
adjust  that.  «»P«  <'»  h«  empfayment.    I  think  that  prindpte  WoS 

Q»tsti0m-mth  regMd  to  N.S.P.  cheques,  what  .ten.  w^lA 
a  cheque  is  turned  down.    Any  tawv-r  Il«7-       v_^  T**"  *  ™«>  take  i« 
bedoneis  to  get  judgment.  ^        ^  *  '^"^  to  ha.  ««I  .U  that  c«, 

was  given.  The  cST'c^Hr^draS  ^ tTS' jlr*^  "^  **  ^- 
juength  of  a  d,eque.  and  at  the'ti^'^X«  »  g^en'^'!!'^'  ?  ?* 
then  It  IS  obtaining  goods  under  falae  prefab  J^^^  there  are  no  funds, 
cuted  criminally.  prewnoes,  and  the  party  may  be  prate- 

Qut^iom—U  he  ha.  a  dolbr  in  the  bank' 
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Mr.  Tnteman — Well   vou  «•«  .^    .  .1^ 
have  o  p«ve  th.t.   *"*"•  ^^  «°  ««  •»  th.t  «  bm  you  ««.  but  y<H,  would 

O»'ili«t-Vou  would  have  to  prove  that? 

cl«|e.  You  c«uK,t  «o  into  r^^'r^^'Jl  I^l.?*  'tf^them^.ve,  dis- 
nothin,  there  but  the  doUarTu  STL  !^'  ^ ^°"  •»«»»*•»  you  had 
what  a  man',  intent  is.  buT^ouC  .t^  .  ?'^"f"*"    ^^  <«»ot  Uy 

what  the  intent  was.  ^"  tne.  a«  a  concIu«on  of  law  baaed  on  the  facts 

i/r.  rr«««««-Thew  JZuTk!^  '^'  **"*  ***"  **  criminal? 

Ouesti^      ^^^™«^»»*«ne«ptonation  there. 

^^^^,  wouia  go  ami  draw  the  money  before  that  cheque  wa* 

war  oonditioo..  right  toancel."  •*"*"«"■  "'Py  fr«n  «»  houw.  "Owing  to 

^''J^"^^^t:TJLL  '^^Jf  '  "-^  -1  t^  cannot 
tract  to  pennit  it.  If  you  have^  ^^T  *^  "»n««nent  in  the  oon- 
^"^J^-oHght^riS^i^^^'^Sul'y  ''^'"*  -^  -  ""• 

and  P-yifor  them.  ^'°^*'  •»  «""  m  wd  geu  the  goods 

««eonther«d.andyouaufl«S:?^r  "  "^  ~°^"-»'«»;  -Vou  can 


£ 

^ 
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RETAIL  STORE  ACCOUNTING 

BTJORlf  PASTOR.  C.  A. 

«i  B-  ^^  P"^  °*  "~  •>*«»*«»  lor  me  to  miOnm  you  on  the  tubkct 
^  ReUU.,' Acwoau  it  wm  be  impoeriW.  for  HK,  to  do  morTS^  e.^^ 

^^Z^  »r*'''^rS^J^'^'°"^'~^»«-  I  •»»"  therefore  confine 
my  mnark.  w,thm  «K:h  bound.,  wd  wiU  endeevor  to  .o  interert  you  that  your 
further  invesUgatwn  mto  detail  wiU  follow  a>  a  matter  of  courw.  "•'J'™" 

However  mall  a  commencement  marks  the  inception  of  a  retail  bmine«. 
^.^  !r  II^T'^u'"""**  '•*"  P~P"  ««ounting  entrie.  immediat^^ 
y^nLrS*^'"*'  •  r^'^  Wept  «t  of  book.  i.  not  juat  a  iJo^ 
your  deahng.  with  curtomer.,  but  contain,  recotd.  of  the  whole  buwneM.  Thufc 
you  exp«.d  money  on  rtore  fixture..  «ock.  ™nt.  advertidng.  and  ,^  ZJ 

3e2rjr^    '""*"•""' '^P'~**°y°^'«^-    Aatimegoe.^ 
people  will  owe  you  money;  you  will  owe  other  people  money;  you  have  dodinn 

term  paymenU:  and  it  u  quite  impo«ible  to  carry  aU  thi.  in  your  hid^Thu.  we 
»ee  the  necewty  for  an  adequate  accountinf  .y«em.  *nu«we 

menZ^.^*^  '!^' "°'~  *^  ^"^  ramification,  erf  bu«ne«  which  I  have 
r^??     ^-  **  ""  "  ~°**^  *^  P'^P"  '°™'  '»  »  "tt"Jy  impo«ible  for 

amantoobta.natrue.utementofhi.fiaanci.lrtanding.     I  .to  not  doubt  but 

««eu  and  habUme.  or  a  rtatement  of  your  affair..  Now,  if  you  had  the^ 
penen«  I  have  had  with  me«:hanU'  accounU  you  will  know  that  thi.  quertion 
of  makmg  up  a  rtatement  of  affair,  i.  not  by  any  me«u  «  eav  ••  it  toota^U 
may  «!em  ea.y  to  say  you  have  got »  much  money  in  the  bank  and  «  much  money 
omng  to  you  and  you  owe*,  much  money  and  the  difference  i,  what  y«i^ 
worth,  but  th«e  are  more  oon«derations  than  that.  A.  an  example  of  what  I 
^'  ^^  !!J*A  ^"^  *  tnortgage  on  your  property,  the  interert  on  which  i.  pdd 
to^elrtofAugu.t.  At  the  end  of  December  you  make  abatement  of  ^ 
affair..  You  annot  make  a  true  .tatement  unle«  you  take  into  account  the  fact 
^t.„tere.t  ha.  accrued  from  Irt  of  Augurt  to  the  3l.t  of  December.  An^SS 
pomti.  In«muice^  You  pay  your  In««nce  premium,  in  advance.  We  will 
T^  Tf^'Z^  P'^'™  '^  *'  *»*  ^^^^ber  and  take  off  a  .Utement 
11»1»H  ""^"^J^  ^^^  P«id  P"»«i«n«  for  policie.  which  are  ^^ 

y^  sta^^tT"  :irV''  "™'"»^  ^^  "*  '^  premiumalen  a^in 
your  statement  is  wrtmg.   To  give  you  another  example,  an  actual  experiencTl 

If  he  had-dicd  It  was  undoubtedly  good,  but «,  long  a.  he  i.  Uving  it  i.  only  worth 
U^  actual  «.rrender  value  of  the  poUcy.     I  give  you  the«  inZce.  to  ^^t 

"  prit;T^u  "^  "^•'  ""*  "^  '*«  **'^^'*^  '^"•^  -  -^»s 


18ft 

«d  1».P  tb«„  by^.S'eS^^*:^f  J^^y*-  book.  p„,perl> . 
nutke  •  lUtemcnt  of  your  dU^nt^J^  ^ .  "*°™',*'»'  y""  *•"  b*  able  to 
<B«c«It  ^  you  thM  toTJo^T  I^'       ""?•  ■''~"  "^'y  be  no  more 

•y««."  f  .«le  entry  Hm  b«.:  SS^^'.  .^^J!!'^  "?••  ""^ 
•ccooato  .r.  Icpt  on  «  pvtial  mad^^^l  ^T^  ,^.  ««)unting  by  which 

ton«k.o*th.TL„itio^t'fu.T:S^.';r;„  .  T^  '"'^  '^^  ^'"^ 
oat  of  it  ""«"'•■**"»»«  he  •houWJeave  the  word  'syttCTi" 

•ooottnto  th«  Miount  they  my  wu««^.^        the  credit  of  your  cuatomen' 

rving  rf«t  to  the  twoTpSroi'^'^"ss.'2S',Si^''';r'r=  ^~  •" 

entry  it.  i~-         »«  uwiMcuon ,  and  that  u  exactly  what  double 

for  cash  your  loods  becom*  Umm  »„^     *««»"•  nave  oeoome  greater,  or  if  you  sell 

ti»(iimi..  A farth. «i«riiri^. ^."'"^  "*"«"•»<» •r^<te to 

to  mgiwt  that  the  employee,  of  anv  of^^  -L^J«^  ilt  '  '  "■  °°*  «°^ 
know  that  there  is  nothi^liS^'XTjS^jJl^l^trf '  ^'  ^"  »" 
other  tUnn.  it  is  the  d«tv  n*  ,«-!/  ^T"**  "  '  *°°^  »hing  to  have.    Among 

to  not  place  temTta^~,lJ.J",^;*°°^' '^^ -^  *°  ^ 

*«ferifyoul»epyourownbor,^y7ei^o,^Zin.^"  "^  '*" 
•«oant.  to  a  cmlitor  or  having  owrfToLTot^IZ^i^i!!*  ^L^**' °*° 
to  you.  "w  one  «  your  own  debtors  imderpay  hit  account 

hi.a^^i^^^'^^tilStSSr"?''^    Th.  man  Who  keep. 
,  umut «  rocker  for  putting  on  copies  of  h»  biUs  a^inst  his  cus- 


Abo  there  u  the  ntufaction  you  have  if  you  require  •ccomtnodatlaB  ffnm 
your  b«ker.  «.dtl^  much  better  r.Un,  you  «  IStL^^^^ 

P«n*rly  kept  iiet  of  booke;  Md  one  very  red  «lyw,tMe  « the  iener.1  .Urfaction 
Uua  your  «cau„u  e«ble  you  to  ««ly«  the  pS,  .md^^^^Z^ 

P^en^and  plan  lor  the  future;  wd  proper  «xo«ntin,  wiU  enable  youlod^  thaT 

It»m«eth«,  h-rtory;  it  i.  not  enough  to  know  what  h^ 

thouW  help  you  to  plan  what  ihouW  be  done.  .y«wm»n» 

^  «  ^u**' "^i  ■**•'"*■•  """^  ""^  "^  "^y  «*.«>•  «rf  t»»  wwrt  of  a  trader's 
njht  or^  He  d««'t  buy  right."  but  a.  a  matter  of  fact,  while  riS«  of  the-.- 
TL^  TT* '"  "^y™~  caa-  out  of  a  hundred  if .  man  i.  running  Aort 
of  ready  cadi  the  rauon  ii  inadequate  accounting  runmngwon 

The  rtatirtic  of  the  bankruptcy  courU  of  both  the  oU  world  and  the  new 

go  wrong  by  poor  accounting  than  by  poor  wlennanship  or  bad  buying 

Now  thi.  double  entry  haiancint  ■ytWn  reeu  purely  on  two  axionu.  Tho«. 
o^ you  wbohnve»tud.ed geometry  wiflrecogniae  them,  via.:  "IfequZ^iSS 

Tf^^llfbalanX  f.  :^.::^^.'^  ""  "^"^  ""  '^'^  ^^-^  »«*^"« 
ExampU — 

^  C 

»* «»    Cr tau  Dr MO 


I>r. 


B 

•»)    Cr. 


tso 


O. 


too 


.K-  ^T!JLif"""'*'^°"''*PP~"*'^''y«»«~*Ai.tobeadrtrtortoDu. 
the  extent  of  «».  you  debit  A  and  credit  D.  Mak.  ««h.r  ti^uSTin  wWch 
Ci.  debtor  to  B  for  MO.  debit  C  and  credit  B.  Md»  B  dSTtoATor  Si 
I'^lT^r'JT^'J  you  take  thoae  balaJ^S  l^^  IVS^ 
id^^lJ  *iS^ '^  •*  *=~"*' ^  •»  *^»  "^  D  180  credit,  aLli^ 

add  tboae  c,«ht  bd«Ke.  «id  debit  b.kuK«  you  win  get  equal  totirhaH 
the  pnnaple  of  double  entry  bookkeeping.  ^^ 

Double  entry  bookkeeping  i«  theoretically  dealt  with  by  what  we  odl  journal 
entne.  A  ,<«m»l  entry  i.  the  recort  n»de  of  a  tnumct]^  in  ^.Ta  teT^ 
^Ll  "^  ""''^^.  "^  '"'^'''^  «d  i.  ««  up  in  «,chTmL«^M  to 
«aWe  the  proper  bookkeeping  entrie.  to  be  made  by  poeting  to  a  ledger;  J^Z 
journal  entry  a  always  accompanied  b>-  an  «pf.*Jir  ^^ 

We  wiU  suppose  that  you  aeU  180  worth  of  gooda  to  John  lone..  Th.  H.«i 
tr««ction  i.  that  John  Jom,'  ««»„t  i.  incriSTSjft^^*^  ^Jt 

creaaed  lao. «,  the  entry  is.  John  Jone.  i.  debited  180  and  M^h^Sb  oStir 
Example — 

John  Jones q^  ^^q 


Merchandise  Sales . 


Cr.W) 
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•«t  by  which  eve^r  tnumctkJTw^ ^l^T^  t»*«tKMU  .y,t«„  o*  bookk.«>. 
^^^                  7«.  lor  iiwM,  good!,  the  ntxt  entry  would  he: 
John  Job...;.;." " »>■  «» 

)^«fo«t  to  mdte  every  trJ^^i^'^jL^^  ^""  '^"      '  "^  «•««*'  if 
*-«»«l"«»tly.  in  modem  bookkeeoin-   ™  nLT^      ^'^'  '"'  ''  '^--o  ^ 

w.U-Btthi.unnej;^^^;;^;:^';^^^^^ 


r< 


.t  IT,   '..•( 


.  .  ' —  «"mK  CTieci  lo  every 

»«kiiif  of  crbon  «,  that  when  you  I^HJ.  T.,     ~  "^     '""'^     ''  "''•  -^ 
'or  your  outomer  «d  put  the^Xn^v       .1  "^."f  '^^  "^  '«'  -^  ""^  or- .  ..i 

the  month  or  the  end  oT  the  m^^^^^^T^  ***  ^'*"  ™»'*'^  •»  the  en.,  of 
point,  however,  i.  that  thi.t^'tT.tST^ir'^y'"'' your  Wlh.  The 
"»««««•  W,^  with  -«i1LrtlSt  J^  I!?"  .  """^  '»^*  ^'  ""l'"*- 
»«t  to  your  curtomer'.  ordiiry  wiri:^^ .  v*^***  «^  ^*^  »»»'  binder 
f-od.  «d  bin  him  on  the^o^  dSftT^  v   ^IT*  *"  '"^  ""^-  his 

hflhag  d»et.  which  i.  kept  in  your  led^T^l^  that  on  to  thi.  monthly 
WNr-K«hM.^'Xetbe^.t^SS^J.;"^.  Thi.  monthly 
«rt«,  paper  to  make,  duplicate  Atth^J^JT^  you  m«ert  «  piece  of 
•  b.D  r»dy  m«le  out  forT  ««k\^  end  of  the  month  you  thu.  have  go. 
•««thly  bin.,  .nd  «^  ,£  ^  ^."^jr  ""'^''-  ^°"  '^<'  '^ 
?»»P^Wow)  Thi.  i.  where  yoHtyTal^hl^J^r"^'*''"''''""-  <«« 
been  teffing  you  about.  Inatead  of  nSriL  .  !^  '^^  '°^'*  ^  '»^'  1««^^ 
to  your  kdser  of  every  ,,S^ZT^\^  *^*"**  i««»»  entry  tn  be  po8te,l 
thi.  "«pituktio„\2^^dZ^  .r  ^*^  "^'^  ^-^"^  yoStTe 

the™,  the  toui  amount.  ^  ^ci^,^'',"""'^  '^'  «*  ««»«•«  ctZ^^ 
"onth.     (l\«tingtoe;^*^^^i;"y°"'^*^»«alesd^^ 
«y  irood.  to  y^'and^rj^e'^ij   L"^"^  '^  -"^  «WS^ 
mch  aa  tUa  (ahowing  ipecimeni  ^   i        '*.**^'  yo«  «ive  him  a  cndit  alio 

-  -p-  the  two  a.^  -^wis^rst-Sitii-  ;s2::t 


MB 


u.  your  ctutomer.  and  your  »la  dip.  mk  in  exact  agreement.  u>d  the  danier  of 
yo^  cttttomer  having  an  incorwct  biU  i,  .lmo.t  Xunatrf.    Th«  v^fcl 

S  ili  tn  !i  WIl        TT^   r^"*  °"  "^  '«^'  «»  the  dHt  Which  i. 

right  next  to  th«  biUing  iheet.  thia  having  been  placed  next  to  the  cuatomer'. 
-»um«thel^.    That  i.  your  debit  po.ting.«dev:^cJi^^n^ 

the  total  of  the  recapitulatioa  to  your  "Sale."  account  in  the 


£MiM^<»— 


SliV 
No. 


SALES  RBCAPITULATION 


Th.  ^^^^  !  •'"'^  ^  *  J°"™^  «'tOr  recording  cadi  receivw) 

The  mo«  modem  method  i.  that  in.te«l  of  posting  fn,m  the  joumalT^ 

iLL  J!?v  '^'^^'•''"•^*"P»*«t*»'«ditofthec2^  Thi. 
c«h  book,  however,  ha.  to  a  certain  extent  been  di««ttad  by^T^u.^ 

."iiite  S^)      ^"'"^'  '  •*'~*^  '^  "''*^''  yo«  -e  on  the  bo«d.    J£ 

pi-ioun*^"  really  adapted  from  the  oW-fadiioned  original  journal  I  have 
•ln»dy  .poken  of  by  which  every  entry  couW  be  jourmSLd.  ^  cntil 
journal  and  dejt  with  that  way.  but  it  «ve.  the  ^vZTjS  jSTh^pSJ 

^J**  ,?l!^J°''"J°"**»'^*^-  Thi.  C.A  column  ha.  t^Jw^toS 
itJt  J^^'tJ^JT"/."'"™  ha.  MO  placed  to  the  c«dit,  NoHS 
1^»  *^  :*^!°^'°'J°'"J"«»'««»«'t.  Wewiniuppo«»that^ 
next  trai««rtK»  i.  that  you  have  paid  the  X  Y  Z  Manu£acturii«SMO^ 

$S';^ii^^'^*^ru?^*"*^***«*«~-    Thedd,iVtoXYZi. 

the  t«n«cti«.  We  get  equivafent  deWt.  and  cr«HU.  You^  nm^ 
^|««ctk«.  0^  whatever  kind,  through  that  .^ 

««  colunm.  here  for  it.  you  c«»  make  further^lnTTou^  J^^^ 

you  wwit  or  you  would  rimply  uae  the  ledger  account  colu,m^„rn!^ 

The  point  about  thi.  .ynoptic  journal  iithifc    At  the  end  of  the  month  vou 

te«rfthe  Item.  oortecUy  and  your  addition,  are  right,  the  total  JSu  in  UhL 

cohanna  wiU  equal  the  total  craditi.  ^^ 

Now  you  take  theae  and  port  them  to  your  todgK.    Take  the  caA  aooount 

tojd  of  your  crmBu:  the  bd««  dKKdd  be  c«h  onS^iri^ 
o^er^jox^tj.    And  as  you  have  portl  item,  the  total  cr^STonScr^jS 


\i^ 


m 
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kdg«r,  htt  General  ledger,  utd  hi.  Creditor,'  Mfer.  Hii  Gena»l  wwT»Il 
W^  in  w|^h  he  record.  .,.  hi.  tnu.«ction.  oSTh«rc::LS^.SSLS<^ 
that  i.  to  my  tnimcticn  connected  with  hi.  capitiO.  hi.  profit^  hi.  ■jTS 
P«^^«d«.yp«,pertie.hehold«.    The  Cu.,Z^' lecJ^J  S^iS^S 

^rr«:T.t-rs-tt?.jrror^S^^ 

A  ^ing  to  the  plan  I  have  outlined,  you  have  this  hillinc  sheet  fut«wrf 
yJZi^  ^«oth^.heet  behind  «,d  a  piece  of  car  J  ^b^SSJ^ 
you^^tethuj^etupfrtm.^ 

or«n«l  b.nu«  d»et  tt  ton,  off  at  the  p«foration  and  goe.  to  your  c«.Sn«  \^ 
your  ledger.    The  whole  thing  check,  itxlf  right  throucfa     It  i>  «>  ^moJ. 

they  can  eaaly  ceane  to  exi.t  if  you  are  careful  about  it.  ™»™«""  "»t 

.«««  "".fj^  *°  "WO"  that  a  man  ha.  rtarted  a  maU  retail  buaneu  with 
««»  cap.t.1  to  begin  with,  and  that  he  ha.  kept  his  book.  bTSuhT^^ 
whole  year  through.  I  ju.t  want  to  give  j«m,  an  id«  a.  to  h^w^  \«^^ 
up  a  .Utement  from  hi.  «t  of  double  entonTbook.  At  tLTZl^  !^  ^ 
takes  off  a  "Tri-i  n.u.^  ••  .u-  u  •  ^^  «»«•  At  tbe  end  of  the  year  he 
t^     u         ^^  »•>««*.    tha  bemg  a  rtatement  taken  from  your  book,  in 

^^xTrZt."^' -^  «- ^"^ '^•^  ^''^  •»  >^- -'i  that  ^^^^ 

You  win  realiM  that  aU  debit  entrie.  are  not  nece««ly  a«ete.    If  you  oav 
out  money  for  expen*..  it  becomes  a  credit  to  your  cad,  and^uirei  a  ^ 
pondmg  debt  to  "Expend '  acwunt;  and  exp«i  i.  not  an^lTTthe^ 

^^    ^!!1°^  ^ '''«='*«^ '^  ««  « -l-cimen  of  a  rimple  tSlbS^ 
whK*  »  «,ppo«rf  to  be  taken  from  thi.  «t  of  bookiu  ^^ 

Example — 

TRIAL  BALANCE 

SS*^:::::::=:z:::::::::::: L, '"" 

Sale.  ^^ 

Jr^" : -- - laooo 

PurchaMS,  mduding  freight. gogo 

ExpenMs ^,0^ 

s*>*ri« ''~'"    laoo 

Debtor. 2^0^ 

Creditors '■ "  " 

f^  «"in,. :.:::::  iwo    ^ 

^^ V TOO 


tlSMO    118600 
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He  qwit  fSOO  in  expewe..  pud  out  lUW^li  T^  *?^'  •"^••'"ted  to  »jsm. 
»*  book.  •n»«nt^S:^o^'S^t;i^*'r  '^"  "'^'^  »«  "'•"  «» 

«rily  do  „.  however,  b^rif  ^^^.ZT'  ^  "^u"^'  •"^■ 
have  gone  to  another's  account  it  woSrwJ  debit  to  •  customer  which  should 
but  the  n»in  point  abT^Ttii  ^cT?.  t?  "^'  ^T  ':*''"^''  ""^  '^*''«'-»= 
P«»ve.  his  book,  are  right  J^tU^  Z^^^  '""^''  '*"*  *'"=  *"•'  '-"ance 
You  now  see  «K.ther  ^vi^tL^pl^'J^'T  ^^  ""LiT""  ^"^^  "•>  *-^ 
you  p,^  your  annua,  sU^t^c^^'^^y'lSrwh  T"''' '  V""^  '^""^ 
money  or  not.  but  can  also  tell  how  v^Th.T  ^  ^'^^^  y""  ^^^'^  '"«'!«' 
Profit  and  Lo«,  sutefnem!^  ^^  '"'''  "^"^  "•  "*  «"'  make,  up  this 

PROFIT  ANr3  LOSS  ACCOUNT 
Dr. 

Stock  at  beginning  of  period   $  4,000  Bv  Sak>  ^'" 

Purcha*. g|^jQp  "y  =*«■ $12,000 

I       o.    .  •IS.MO 

!-«»  Stock  at  end  of  period    .     4,fi00 

Grow  Profit .     i*^^ 

«1*»,000  

===  SIAOOO 

Salarie. *  ,  q__  „  '^~~~~ 

Bxpen-e. ZZIIZZ       m  '^* «  *•«» 

xet  Profit 2.200 


•  4.000 


t  4.000 


First  of  all  we  show  our  sales  have  hnm  «f)nn.i 
mU, .  .lock  of  .40M,  „  „  ,ta^  „„,  ^  O^^JST    .T°  """^  "" 

*Kk ...  c™...  ^  ,<„  ^,  .^.  ^  ^^  umtisrji::^:^'^'^ 
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h^chwvd  up  to  your  Profit  and  LoMaouwnt  the  MOM  fnrth--    i.    .   .. 

Npnaiag  and  the  pufT±Mc8  made  iincii.  JH— \!!!  ^:  ^^  *^ 

"»  end  of  the  periodM^UZt  t^Z!^  "^ ''^^ 

vm  MMMMi  .w  .v^^         ^  ""*  *"'  9°^*  V^a  hsve  Kdd  have  actiullv  m^ 

entry,  a  debit  a««n.Tr^r     i^  ^^^r!^.?*^  ;^  !  ^^'^^  •^  *~^' »•  <»~^ 
nlar^  Kt^  but  now  we  find  we  have  spent  MOO  in  expend.  liaOOin 

SSHSH— -^^^^ " 

I  have  no  doubt  aU  you  gentlemen  think  that  is  a  very  nmok  .t*t««<-.» 
Of  oooTK.  m  an  hour  it  is  hardly  ponible  to  rl«.i  «»».  ♦^  •  J^  «t*tement. 
in  keeping  a  «t  of  booUs  S^eTX  ^^e^'il  J^^  "»'"^»'»  "^ 
apply  aU  the  way  thmugh.  Y^ m^yl^7^\^'  '*"'  "'"''  '^°°P'« 
and  determine  your  separate  exo«i«  foT^l^  »  ^  "'**^  '*'~^*  "P 
All  that  is  neciaryTToLS^^i  7'  ^'  ^*'"*'  '^^'  *"=•  °»'>*'  ~P«»e- 
synoptic  iou^Twhich  3rhar:i:'f  TpSl!r^\'^  """™"  "  »"* 
«P«mtely.  If  you  do  this^u^S  JT^bteTTS  ^.  "^  ■^'"'* '^  *""' 
-how  these  expend,  cjpare.  and  ^t1>r^ZZZ.^l::°'\"^ 
been  unduly  extravagant  in  anv  nartic.I-,  IflT^r  **  ^ne^^er  you  have 
future  ecoi^ie,  ilf^bl"         ^  "*"  "*  "^'  «"'*"«  y*""*"  "  ^ 

Another  thing  you  are  enabled  to  do  with  tki.  d-»«.       j  i 

out^  Jit?    tT"  ""^  'V"  ""'P^"«  ^  «•«'  «»'  ^henTou  c^Tj^^ 
for  th.   «  they  sell  thmg,  in  pretty  much  the  same  mtio  year  .STy^  T^ 

.nu.ll  profit,  which  would  change  it  for  that  r^  ^  ^'  °'  *  ^*^ 

Now  to  get  back  ta  our  trial  balance.     We  have  dealt  with  the  stock  at  th^ 
the  Profit  and  Uss  account;  we  will  now  make  up  our  BalaToe  Sheet. 


Example- 


Attets 
^Jivton .^  >^iiw\ 

...      I  ■"•— « AMI 

'''«* .    4fl00 

„..,.  17900 

S8700 


17a 


BALANCE  SHEET 


Creditor*... 

Capital 

Net  Profit 


Liabilities 


•5000 

2200 


tISOl) 


I72QU 


«  the  order  i„  which  tS^Te  C'  ^TcSy  7JS::d'^TrZ:r'  '?'*""  '"«» 
"»Hk  quicke«t  come  firtt.  and  »  on  irZ^^Ir^"  J  "**^  ^^^  ^"^  «>" 
«terthatfinita.an.«et  liw  ^  L^^SJT^*''  '^  *»  ^''^  «"' cash  and 
^  next  item.  TheHe  h.?e^hlt  1Z  ^hT"*  "^  """'  '^  ^"^  *"^  " 
b-W.  that  is.  our  invent^  i'tZ  T^^t  ^  "v  tT*"^^""  *"«'' 
•nto  account  on  the  P«rfit  and  Lo«^uT'?L^^l*^"'''  ^  **"  •^"«''» 
of  what  we  call  current  «^     rlTr!^  T^»  ™*k«  a  total  of  17200  worth 

"Pelting  the«  current  aS«J  he^of TL**"  ""'  °"'  '"  *'»»  '™""'^. 
d«^«  with  your  y»^J^Xl^lTrl  ^^T*'  "  '"'"=  ^'"^  y«"  »- 
current  a.«U  are  as  agairit  yZZ^t  hlSht^  7"""  ""  "^^  *'»^  ^^^^ 
«.ppo«ng  it  was  „e«s«,ry  to  Uk^^tJ^t  Wo-.  TT  ^  »*  "^le  to  ^, 
liquid,  and  consequentTwe  put  thL^  tT^TJLu''^  "''^'  '^'^  "'"'^''  »  '«'l^ 
•re  called  fixed^u  for  tlTr^  tlT^^*""^  "  "'™''  "»«*'•  Pitting 
running  your  business'  I^::!  ttrThe*^^  rj?"'""  ""  ^'^  ""^  "^ 
«U«1  "fixed"  assets  because  the>  are  ph^Ty  fix^^'wr.t  ''''^  "^  ""' 
fixed  asset  from  an  accounting  standpd^but^l.'T^  wheelbarrow  may  be  a 
-«Utobeu«edinyourbuisnes«and3.^h.     L  ***^     '^"'P'^  '"«»"'* 

current  asaets.  We  thus  f^tTel^^i^.'?"^"' "^*»"  *»«"«=» '«>ni 
«  »7200  and  fixed  lifiS.  N^xt  J^t^S.  ^f  ~'  °'  "'^'=''  ^"^  ""^^•• 
due  to  creditors.  This  we  pkS  oTtll^.i^  ^^"'*  *"  '*^*'  »*«»  ''°«"nt 
which  with  capital  «000  a„^Tn,t  .SS^"^^,:? ^  l^"^  »--«  '"eet. 
thus  prove  that  you  made  S2200  S  SiLStT  ''*'^'"*-  ^"" 
more  than  you  were  last  year  and\m.r  ZIT  a\  ^°"  "'  *""''  «»00 

you-not  only  proves  it  17^^  IZ^  ""t  '^  **=^'  P™^"  ^'"'t  to 
year  after  year  to  see  exactly  I^^Sl^Z^  ^""  "^'  '*  *"^  ««Wes  you 
are  if  there  are  any.  ^      ""  Pn^ressmg  and  where  the  weak  points 

so  fo^idable  as  many  Ule  thi^S^  birasl^Lv' J^/'^^'^^  »  -t 
for  me  to  go  sufficiently  far  to  give  you  all  thl  If^  J^'  "  "^'**'y  impossible 
keeping.  Now.  the  CanadS,  S  Mell  ^  "'I  to  reaUy  te«A  you  book- 
book  of  a  simple  ^yniJT^^li^'^^,^^  have  published  a  text- 

^taaers.  It  was  done  at  th™^"'of  J^^ct^i^ '^''^.P''P^  ^'^ 
Institute  of  Chartered  AccountH^  i^llt-E"!**  ^^l'  A.«oci.tion  by  the 
^-tofm.  and  theforms  I  Have-^  ^— -^^^-^  J^m 
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17A 


TURNOVER  -FIGURING  PROFITS 
PERPETUAL  INVENTORY 


W  FLITCHM  SPAILUIO.  0«Mn| 
■V  Co.,  WbaiMf 


MwMfw  HiitfMa't 


These  Mibitxtii — all  thnw  n#  »k.~    i         . . 
while  time  doe,  «.»  pemri  u,  ^ZSTTnil'^::  T?"  "^^^^^^  •«. 
"wkc  „y  deuil  touched  on  «  cJL  !!  .       kI*     '         '  '  '^"  ""'~^  "' 

privilege  to  «»  i,  thi.  pZ  ^Tn^^tl^J^'  "^«*  it  ha.  been  my 
»'oi:;U.  «embl«J  he.,  S^Ce   Untl^  JT  ^'T"^  "^  out^-towi 
•"inded.  with  pencil  and  pad    JSlTThL     k    u*"'*"**'  ■*  "'"*«»•'   «P«.- 
«..wer  to  the  p„>blemH  thrc;JS^u'y  ^,  T  ''^'^'*  "^  «l'«=«tinn^ 
Education  iind.M.h.«ii      ^~""''  "*'"*»  ^^  "«  your  humnes.. 
BuiKmuon  undoubtedly  contains  the  mtammr  »«  — 
on  t-alfcd  upon  to  »Jve  today  not  onlvin^TT       ~"''  *^'  questions  we 
and  natiomU  affairs,  and^  iu^T  !r     ^  ^l"^'  '^^  '"  '^  community 
had  to  do  the  past  y«^  4ull3i»  t^S^  """'''"*  '  '^'^  """  »»« 
duty  ol  "every  patiotic^^J^  ^"^  ''""  T^-f  "•  ''*  '»  *-*  the 
him^^lf.  deeply  ami  constrST  ^n^J'^J^     *^  ='^"  »«  ^h*""'  for 
affairs,  for  the  success  S^^^^lt'nl'"  T"  *'  ""^  '^  "-  «~"''^''' 
-umty  u.  Which  he  lives,  and  he  must  J:i^d™u.  tj^ZSefhint  "^■ 

-d^^-^^Tui^-!-----  .ccnr^itrunder. 

the  iL::«r  r«^Tr  it"  ^sruTt^r-^  t^^  -her  o,  .^  ^ 

"T^ct  ««r.r.  to  conclude  conS^  ST^™"!?*  '^  '^'W  home  the 
«t  as«,u  u,  frem  forming  co^SS'  JL^  i"***™*"'  "^  '^'*««: 

the  principle  or  the  ha«c  fac^St^b^!;;**        **"'"***•  '~'*^  «»  to  grasp 

The  word  "turnover"  mav  be  a  <v>mn.~«'    « 
expr«rion.     "Hetailing"  in^t    asr^^rl^  "**  '*^'  '»-»  "•  «  '^ 
oW  expression,  and  ol  ^0^^'^^^%^^  "  .^"•y.  '»  "«»  »  very 
fnend  "Webster"  has  to  say  2Z  iTj^  ,u7T"     '^  '-^  *hat  our  old 
things,  as  "the  act  „f  turnii  over  "  explains  it.  am<mg  other 

-^^'^•^  Z^  ::'Zt'^, '"  '-^  "''  '^^  -^  "-••  and 

»*n«ual.  either  parSTir  «.ZJ^^  T^  '"  "  "^^'  "»t^.  evolving. 

on  events  of  war  "    T„  n^i^^  w^'""*'^"^''*™'''  "^  P««  tu.5 

evenu  of  sales.     On  tald^rT^JI^.  ""y-..  ««*»«««  «*  "tock  turn  on 

"over"  indicates  "above  in^ti^TiZr^^     *"^     "*  '*"*^  ''»»  W'***^  "X* 
V         I-  POMtwn,  miplying  movement." 


Iff 


•  hUl-thwe  were  no  automobila  in  hu  time-but  I  want  to  apply  the  thooght 
6^«u«e  of  the  power  which  cauM  the  autonobile  to  go  over  the  MIL  and 

SSHJl'.'*^  ^'T'T  'J!!!'  "•  **^"'  «>»  »«•".  a.  they  w«  in 
Webrtere  to»e.  Combnunc  theee  two  words  "turn"  and  "over"  into  "turn- 
ovw  therefore,  hnpliee  "toteff  over  ■omethinf"— in  the  caae  of  the  "auto- 
moWle  going  over  the  hfll"  the«  wm  n-i.tanc.-the  mitance  of  g«viw 
There  »  alK>  reastanoe  to  "tumow"  and  we  mutt,  therefore,  keq,  te  mind 
the  importance  of  the  movement  of  "turnover"  continuaUy  or  perpetuaUy 
mT  wS'  "  "*""*  '^"'    ^^  "  ''^  P'*~=*P^  *•  '"^W  undefrtand  from 

Applying  the  principle  in  the  retaU  buaneik.  I  would  like  to  call  attention 
to  -ome  of  the  re«stance.  to  "turnover."  For  instance,  there  U  ranstance 
piling  up  in  front  of  the  retail  merchant  to^y.  chargeable  to  lack  of  edueatkm 
or  knowledge  of  the  game. 

B«-I>«-  in  these  lectures  the  point  was  brought  up  that  in  the  advanced 
pnnciplw  of  retailing  we  were  talking  over  the  heads  of  the  smaller  merchant 
Those  of  you  who  attended  that  lecture  will  r«call  that  before  we  got  through 
itdevefc>ped  the  small  merchant  was  in  principle  no  different  from  the  kite 
merchant,  it  beng  largely  a  question  of  distribution  of  responsibiUty  and  auth. 
onty,  the  brge  merchant  distributing  Ms  authority  and  responsibility  over 
many  people  in  an  orgunisa'.ion.  which) in  turn  must  act  as  a  unit  yet  the 
pnnciple  of  buying  and  selling  of  merchandise  is  much  the  Mune  with  the  mer- 
enant  who  has  many  or  few  empkiyees. 

Suppose  we  endeavor  to  bring  this  thought  out  a  Uttle  clearer  and  say  that 
the  small  merchant  (the  rtwm  who  does  a  large  portion  of  his  own  work- 
perhaps  all  his  woric)  has  owtained  in  him  the  «une  functions  and  respon- 
sibUity  as  his  big  brother,  the  large  merciiant  having  grown  from  a  smaUmw- 
chant  by  reason  of  a  broader  understanding  of  the  basic  principles  of  the  game 
He,  too.  was  smaU  at  one  thne.  but  has  grown  large  because  he  has  foltowed 
the  prmciples  carefully,  just  as  the  educated  or  trained  mind  fbUows  a  principk-. 
Take  a  great  merchant,  for  example,  like  Marshall  Field.  What  is  tiie 
difference  between  a  man  who  accomplished  what  he  did  and  the  smaUer  mer- 
^^iL  *Jf.  ?^  '^"^  "^  ^»?  One  of  the  great  differences,  no  doubt,  has 
m  the  abibty  of  the  big  mertJiant  to  readUy  grasp  the  principles  of  the  game, 
and  to  be  able  to  folfew  them  through  to  a  conchision. 

"Turnover"  would,  therefore,  seem  to  be  a  matter  of  turning  over  stock 
against  resutan.-e.  which  brings  us  in  touch  with  sales  as  the  power  that  turns 
the  stock  over.  You  cannot  turn  stock  without  sales,  neither  wouU  we  have 
any  profit,  and  hence  no  need  for  figuring  profits  without  sales.  We  wookl 
also  have  no  need  for  |jerpetual  inventory  without  sales,  c^^nsequently,  to  prt>- 
ceod  ak«g  the  line  in  search  of  the  basic  factor  of  merchandising,  wc  will 
make  a  memorandum  that  "the  basic  factor  of  merchandising  is  sales  "  re- 
inembering  there  is  no  "turnover"  possible  without  them.  As  further  evidence 
that  the  sale  is  the  basic  factor,  percentages  of  expense,  wages,  rent.  etc. 
hased  therewi.  and  analysing  sales  in  turn  bring  us  to  study  fact<ws  in  a  sale 
wMch  we  find  are  three,  and  each  of  them  must  be  present  and  take  pari 
before  any  sale  is  nuute. 

The  «^  *wtor  in  »  «te  is  the  customei-^do  not  forget  that  the  customer 
IS  always  first.    Some  of  y«,  will  recall,  m  recent  yew.  seeing  a  logn  around 


in 

your  profit*.  s«MMiy  mey  will  cut  off  thdr  patraiugn  uH 

Y««,  the  cuatomer  ii  a  tmctc^—tiu,  «»«  i . 

factor  i.  the  «1«  fo„»;  d«?t  SSTThir^  .  r'T^  •  "■•     Th-  **-«ul 
th.t  drive,  the  Muion^TavJrZm  "^    ""  **•»*  "••     "  '•  '"« 

th.t  enthu««ic  efficient  «l«peoSe  \«  ^^  «  .*^  "^  P**"*'  *«• 
n«rch«KH«.yetthi.i.„oSSSl^;::::,^'»  to  obt.„  th.„  good 

be  rii;t"  r.*;  r:::?^;;  ^^^  ^-^^^  the  .e.h.„di.  .h... 

<*-".  the  kmd  of  mJS.^\C^^!  "  "t:^^^  -«^«  to  the  pur- 
in  the  eye  and  with  a  ctaTS-Slrt^^ti^  "^'^^^  "^  ^^  cu,U>m^ 
people  to  ten  cu.tonH«Th«rS^W  tt^JlIl*^'  "^  ^"^  "'« 
they-thecu.tomer.-areanl^W;;^'         merch^id^e  truthfully,  which 

Now.  let  us  not  forget  the  three  factor,  in  a  «le- 

Cuatomer p.    . 

S«le.per«, ZZ:;  fT, 

Merchandi*  ™*' 

t-el.r.;:l;:tS^..:XSLe't^^^  -^--V  <.  the  eu.. 

cuatomer  or  the  «le.  fc^TTST'til  ^T  T'  """**  '*"*  '"«"««*  »»>. 
I  would  like  to  diKUM  Sh^  JZ1^.**"L*"'^  **•  »°»  »*™*».  but 
••turnover."  For  in^^  th.r^^.T*!  ^'  "''  '•"*"  »»»'  '"""ence 
•turnover.-    Let  u^^t.     I  IT*:^^    What  inft^nce  ha.   VarietV.  on 

*>"«'  mxty-three  line,  ot  O^i^Mm^^  "^*™ber  correctly,  there  were 
shoe  merchant  will  ijj^  iSlTr''  """"^  '"^  """^  ««*-'»' 
price,  from  which  .t  «  plain  Sa?r,Zl,^r  ""'  *"  ^  «""  "^  •»««.  at  one 
hin«elf  in  .^ng  a  Jr«.t  tn^  n^^"  "^  «'y„"-»«-«^^^^^ 

of  th;:^rnt'':iri;rs:;:i«  if^n^L^^-^  -^^  «^-* '- »»»'  -^•^ 

variety^.u.te.i.in.i:y^^ir,:^-^^^^^^ 

reduce.  hi«  turnover  ".rhr^tirhim  rTnvT^r'^  **'  ""  •"■'  «"^^'' 
Th«^or      »         u  "*"'"""  ^•'y  *«»y  to  serve  hi.s  customer*, 

merefore.  if  wc  have  even  one  line   of    n-«.fc-  ^ 
*tock..  get  rid  of  it.  hetter  still  T  T,  i       ™^^*«  unnece«ary  in  our 
study  carefully  and  accumte  y  ^^lle  f  J  '\?'  ''"*  "'«*•     ^'^  -"" 
our  buying  on  that  basis     Th«.  L^r        "*,P"bhc's  requirements  and  do 

-  that  elvers  .r.^LI^lyT^'^^^i^TS^l^'^  '"•"  «^  ---nd- 
tn  cnRf~ni-s*-       .J.       1-  puDiic  s  demands,  is  it  tmt  vast'-  hc^a^ 

._  t3»w!-ntratr  till  thfisc  hue*  than  to  rtiafnK..*^  vs_i..   r>etier 

"«.  inan  to  dirtnbute  our  energies  over  lines  unnece.- 


tvt 


•  ^Jl         .  **"  ''"*"  »n"««"n'.  wc  mu.t  not  forgrt  the  danger  nf 

over-buyinK     n*^-«««ry  li„„.  for  it  i.  «.  ««y  to  ••over-fnj^"     Wl«^Tn^ 

^rtv^l     '^'^-  "'  •*  '^'*"«  ""*^'  ^  ^"^'y'  W«  qu.ntiti«.  yet    ^ 

T"  u  Jv„  •     pr*^"'  '":  "!^  "r"-  *«  »»v-  -er  our  .lemand.  the  InwJJ 
tnc    turnover.       Kx«wve  boying  defe«U  iu  own  purpo«!. 

sc.|ve^"2l'r,IlT  '" '"'"T^""  »  "'1-ir.biUty."     For  in»Unc-e.  we  find  our- 
k  i«  nTi     'T^''"'^"^-'  '"^Kht  in  »«J  faith,  yet  it  dc«i  „„t  «lt.     Whv> 

v^     ^L     V     ?•■*  '"''  ^''*'''  '''  •'^"'  "»»  »»»e  price  in  .mJer  to  kII  them 
"*ly  «.^s  v..ry  ,le.ir«ble  t..  the  ,.urchai«r.     What  in  the  an.wer'     Wdl 
namely,  that    'I»-Hirabihty  m  the  only  knoWn  niea.ure  of  value." 
n..t  lIlI^or^wT"  *f'^1u    **"^:  "^"'"*  "'"  "*^'^'  y"  'he  public,  will 
f^^   thTt  f    1       ?'  ''"""  '*■""  ""'"''  *^  '"»  "l-iniWHty  from  the  «le. 

thT, UtuT'  'l'?  "  :T^"*  *°  '^•'*~'  ™'*^  --"^  ••y  ^he  Hame  principle 
iS^  Srllh  :J"»'^.^'*°>"'  ^he  Hill"  force.,  through  the  channel,  of 
«ies,  the  merrhandtRe  to  "turnover.  ' 

first  ^!!^l{eZ[T  "JT'"'  '"  "turnover."  but  not  the  b«iic  fact.^.  Oood.  mus, 
hm  be  de«,rabU.  bef.«  pnce  ha.  great  interert  to  the  purchaser.  The  ,«int 
I  am  coming  to  can  he  illuitrated  by  the  following  incident. 

I  kn..w  intimately  a  bu.ine»  man  who  i.  of  the  domestic  type.  One  ,rf  his 
gn»t  pleasure,  a,  the  clo*  of  the  day".  bu«ne«.  and  after  thlTevenii  m«" 
at  home. .«  u.  put  on  hi.  K«,king  jacket  and  .i,ppe«  and  uking  up  the^  JT^g 
paper,  s.t.  down  with  hi.  favorite  dgar.     You  would  recognL   him   aT  Sc 

S7bl:^T"^^•  '"'"•  '*  ""  """^^^  *»»^  -'  f3.moked  one  .Ar- 
ticular brand  of  ctgar.  ,t  was  good  .tock.  and  the  flavor  very  satiafying  to  him 
When  one  b..x  of  cigar,  became  empty,  it  wa.  the  custoi  of  trg^i  Jc 

Z'Z:r:z'rJzr'^'^'''  -'-•  ""•  ^-^  '•-'"-  ^'^^  »"'•  ^-^-■ 

she  It' a*"/'  ""T  '*'''  T^  ^^  *"  ^"'^  ^'"'  '•''°PP*"«  '"  "  '^^rt*^"  "t'"-^-. 
mL^l  tTH  ""^^  '''*  "•"•'  "^  ""^  appearance,  and  apparently 

.•1.29.  She  knew  well  her  husband's  favorite  cigar  co.t  $4.00  per  box  for  she 
fr«4«.^tly  bought  them,  and  being  economically  inclined,  tlwt  f  1 29  sign 
appeal^  strongly  to  her.  'Do  y„u  .ell  many  of  the«.  cigars?"  .he  askH 
ih.  salesman.  "Oh.  ye.."  said  he.  "we  «,!!  a  tot  of  them."  AccordingK  a 
liox  was  purch«se<l.  the  p„rcha«5r  remarking  to  herself.  "|  am  going  to  sur- 


IT* 

he  WM  not  "noW^;^^^';;^^         !>~«  •«*"*'»•  l^  were  «.,d. 

m«.to<  ••turnover."    M.«t  <rfTmTJ!i2    ^r*  .."""^""""K  «»»«•  m«iH»,re. 
what  ob«leu  m«ho.|  by  l^kh  w^.rrj;:,'""'''''  T'"  ''*'  '"**  ■"•'  ""™- 
it  into  the  ««,  or  the  y^'n  ZT^^  '*'"'"••'  «»  "«•  *"«'  -iivid^l 
the  period.  '^  '•'***  ""*  »•*  '«•»'»  »"•  '»»•««  "turnover"  f„r 

by  .took  .t  CO.;  .t^!;^?o^z''rt";::rr'  r """''  "'^'''^  '^^^- 

«iid  period.  -^  ami  mv  we  h«)  tume«|  our  «t.rk  five  tim«  in 

ninety,  that  no  J^  ^^  LTL  .  -I'^JL'"'''*  '  ""^  «"  »»»"  P"*"'- 

food.,  or  it  may  be  more  mBci^l  IT^  V  '•*•  ***"  "*  "»»  "'  ^h. 
the  «le  price  i.  that  «TrhchTheS.^«ST;  '""*•  ""^  *"  *"''  «*- 
over"  we  n,u.t  uke  the  invent^T^J  Z^  The  "'  T  '"  ""•*  '"^  "'"'" 
•nventory  ««1  «ie.  mu.t  be  t«k«^  rithJ^T  ™ .       """  **"••  '»"'  "•  '"»»• 

'««hant  or  accountant  will  olXhit  ^  A  *'''•  ■'*'^«*'  «•>*  aveniKi- 
the  «.«»  to  recondS  it  lr£  ?^  T*  **"*  ««*"«  »»»*  «>«  volume  ff^r 

«  to  inventory^,  a't  TIL'S  ^t^n!*  ""J  "  '"'  ""'  «""  *  "»^^ 
•wne  a.  the  Mle..  ^  tn  order  to  have  them  <m  a  sellinft  basis  th. 

Thi.'Lrali^pVe'^  T:  "T  "  ""•  ""-^  •"'  ^  *'  «•-"  «t  celling' 
divide  your:;«  rwhieHre  /.Cattle."*  '^^  ""'  '^"  ""^"^  ^^  ^ ' 
a  true  meaiurement  of  "turnovCT.^  "'^  ''*^'  •'*''  ""''  "'""  K»vr  y.n, 

Ai  an  illustration.     We  woulH  .t^r*  ^ir 
Htock  at  tlA.O0O  at  selling   J^tJTnfji^^TL'  '*  '  '^^"'  J*"*''  '^^b  » 
«11  MO.O0O  and  land  our  .^k."t  iTficSr?  being  MO.OOO.     If  we  are  to 

«0.000  worth  of  -chandi^L't  i**;^kl;'d:ri"l'"\r  "  '^' 
inqueatxm.  i«m:naMa  dunng  the  trading  period 

Supposing  all  of  that  IfiOOai  m  m_„k     ^ 
half  of  the  trading  period   ^hel^t  ^J^  "  P""=»»«d  *"  the  «rst 
happen.      First.  L^^^t^'^^t  1'*'  ^T?  ^''^  '*  "^  ^^ 
m««handi«.  couW  be  ^S^XrHf^tut     *°  i"  »*'*'  '«*  be***  -nuch  of  the 
•Old.  wtach  m  turn  would  r«,nire  a  v-iat  w  ih*  b«»ker 
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we  are  tallang  of  the  prmaple  and  not  of  the  expeptions  to  the  rule  ' 

nuuce  our  "»toc;2u"'a:fSve''^to°:;Lrr:^r^  ^  - 

pathy  with  the  principles  of  "turnover  "  *'*"'  '^  *««"  »*  *«>««  «  ^ni- 

store°L;id":^;^,f:^S^."^^  ^  !^<^—ent 

that  early  in  his  career  andXJ  S^tlTSTL^""  ^  ''  "  "^'^ 
the  department  store  idea,  he^^  Z„^        ^J"**  ~**"*^  '^'^ 

a  banker,  to  whom  he  Z^  ^ToftTde^r^.L^*'.  •"  "T^ 
the  banlfM-   "T»  ;.  »  i  4.    *     "~™«  "luvji  01  ms  aq)artment  store  ideas.     Said 

cent  per  ^^^Z^^^^.^'^rT^'t  ^,^^  «et  your  7  per 
replied.  "Oh  yes.  voT^^J^^  ^;       °  ^*^  °^  ^'^'^  ^^  merehant 

capital.    A  merchant  who  ha.  his  €^^!uL^^LZ  °°*  .°^''** 

out  the  tradinj  seas^  mu^  .v^  ^\iIt-^'T^  °^  """^  '''"^^ 
a  certain  point  if  our  av^^^^.'  ^\^  T!  *'  ""^  ""''  "^ 
plished.  ^^    turnover    for  thfc  whole  season  is  to  be  accom- 

m 

PROTTT 

buiit!^it Tay  c^  Ttr^LLliL^'T  **  "''•*=''  "  '»^«»  » 

•««1  what  Mr.  ifr^  a'.2L  S^i:S:'t  "  *"»  ~~«'*^'  ^ 
Tf  -«.   -        •  ^^  l^don  merdunt,  has  to  say  on  this  p«nt. 

if  any  store  is  continually  to  grow  and  devrinn   .«rf  -^»  •••. 

"top  after  reaching  a  certain  ^  tnlTtHJ^  develop   and  not  like  a  tree  to 
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«i"i«ble  in  themselves.  bu^JT^'iS^TP'''  '"^  «~"^  -  *he  gan,o~ 

i»«for«po«tion.andIunde«Ldvm^h-'  ^  ^*^  '"^'^  «  it?"  I  am  look- 
.P««nt."  "That  is  true/W  S  "^He^Tn  "  ""P°^*  P^^tion  vacant  at 
it?"  I  »ud  that  depends.  'S^ds^  wi?'/  "^  ""'  '  """"^  '''  '^^'  '" 
how  much  man  th«^  it  "TS  Wm  ^  '  ''ir^""«l-  "Depends  on 
Continuing  I  «ud.  "I  .„.  r^  JL^you  ^  bf/Xh  fr^""  °""  "^  '^'^• 
r^-oo  that  you  are  inclined  to  be  IZ^nl^^l  .°^"  ^'^  ''^  *'«' 
to  your  mind  was  what  were  vou  ZT  t^L  ^"^  "^"^^  »»»»  «^ 

amount  of  ability  you  w^bLto^.-^  ««t  out  of  it.  ™ther  than  what 
to  «=rve  the  pubVand^Sn^^L  to  ^  T  '"  ""^  "'^'^^  **i«=^  « 
S->«y  being  based  on  s^^i^hIJi  """^  **  '^'^  '**»  *«  »^  rewanled. 
whosJTSLw^v?"  "^*''~*'  •"  ^""^  «*™*'  °'  fc'»i"««.  'only  those 

i.  a  iS'S.iluSi!  «d  JJS^;  We^*^  """^  expenditure."  That 
tioo  with  merehan^.  hi  d«s  ^TtfL^  "°*  "•^*''^-  ^«»  '"  <=«""«- 
i.e««aofv.tae«ce^t^t^':^;,^»^^««««;»^  "P-fit 

^^  two  distinct  conditC-CSlS^  .f^"     ^t  us  not  over- 

««n«»e  present  m^fe^  S^^^IT^^  '^*  °"*  *^  *''««  discourses, 
on  merehandise.  ^S^^T^Ti^„:^«^V*'^*  "'  "^  "^^  '"°"«y 
tity  °»  staple  m«SaSl-wJirS,  S^^!^  Jf  '^  P^*«««'  ^  *!««"- 
•dv«ced»per^r^^  ^  owned-but  which  meantime  had 

maJi**^'",  "^  **•  "^''*  ^  ""^  '°«d«  wm*  money  on  it?"  T„  „i,  u  u 
-««».  -Hwl  he  sold  it?"  "No."  said  he.  ^^wSLTi,  L  I?  *'*'  ''^  "^ 
Iiave  made  tben?"  "In  the  eo^^  «!;.«.^rT^  «  the  30  per  cent  you 
n»ney  you  have  made?"  1^,^^;  ^LS^U  T  T"^' .  "''^  "^  *"« 
f^  the  goods,"  «id  he.  C.Stt^^oJ^t  V  '^'^"^*^*'»« 
t!Ood»  before  he  make,  that  trofiT  ^Sl^  °"  *"'  ''«  «"«t  aeU  the 
"l>~firu-.deby-".eepi^.^,rn^,,^^  therefore,   that 

by  ••^/^ran'tJ^lrreit;  •-^  -  Who  makes  m<»ey 
bond,  that  pay  him  a  diviTe^  ^^iL!  T  ^^  ^""^  "*«='«  «d 
oPPomte  is  largely  true;  about  Ui^'ti^  «TLk  h"*'  '"*«'«"«^-  the 
begins  to  depreciate.  How  well  thTL  ^?  merehandwe  on  our  shelves,  it 
the  automST^rustry  T^"' P™"P'«  «  n»ogmsed,  for  instance,  by 
thn^bold  of  the  ri^oHom  to  tHSt  Tl^ZT"  "ew  a.  acre«.  tS 
eticany  you  couW  not  drive  ki^t  IS'iL  I^^  ^depredate.  Theor- 
price.  ^"*  "**  ™  *«^  »n<l  sen  if  for  the  purchase 


ff 
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that  2:  Lr  iits*  vira^'sW'r  zr^'z  r  *'«^  "-^-'^  ^""  -" 
to,ett^^th^r;r:e:;aTdrolhn^^ 

.o^oi  depanin,  style  rather  thi^tZI^/ttTrand'^deS^;^^,  ^^  ?/ 
preoate  «  value  very  rapidly  even  th3ugh  the  cloth  in  the  ga^t  S,  eSle^t 
Your  customer  asks  you  for  some  merchandise  your  comoetitor  h««  «„^ 
you  immediately  make  up  your  mind  that  you  mZ  gT^TTl^y^. 
time  you  get  it  the  style  may  have  gone  out  '  ^     ^  **"* 

settin^'rw?.""','*'™'''"  '°  '"'  ^'^^  ^'"^"^y  "f  *he  rising  and 
^ttmg  sun.     That  they  look  very  much  alike,  one  might  be  mistaken  for  the 

;It"go!iir  '''  ^'  •"  ^*«  •"«""•"«  -'^  -^«-"«  styles  in  style! 

oK  ^*^  Y\*^  merchants  who  believe  that  a  larger  profit  should  h*> 
charged  on  fashion  merchandise  than  on  staole  «»ds^h  !^    *  ^ 

st°t;L™f'  ^'  "^  r^«  •^^"  "^™=.  -■^- 

awe  by  tummg  it  over  mto  sales,  and  in  a  sale  these  three  f  Jtnr«  nI.rL 
pres«,t^e  customer,  the  sale,  force,  and  the  gooTanSinfTd  Z  d^ 
suable  goods  is  the  only  known  measure  of  this  valuT 

ago,  m  the  capacity  of  a  small  merchant  handlinir  ladies'  «,«,  t  ^^  7^ 
comiection  with  my  business  that  it  would  be  nLZ^  1,  ^"'^  '" 
several  hn«H»w4  ^^ii  _^l     ,   ..       '^"'a  "^  necessary— m  order  to  save 

Sd  i^.?Tl^'°"  '•''i  ^r'  °*  ^''^  -^- '-  your  sucei  *^o^: 

^t  m    J      J=  1^  merchant,  but  you  think  this  principle  over.     It  may  b^ 
^t^markmg  m.OO  suits  at  123.50  is  costing  you  some  l^itlmate  andTe^S 

thati,^'t  lit!!  ^irr^'ir""'  '  "*"  ""^  y°"'  ^^  '"  calculating  I  four.d 
that  for  a  given  penod  I  sold  over  100.000  garments,  then  I  !>cgan  to  calculate 
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S4.g5,  givins  mv  custoTnf>r<:  at  »!,-.  „  _    ^-  y  •*•'"  Mouses  for 

but  patted  me  on  the  shouSr  InH    ""'^  «*^^  ■"«  ^^e  over-draft  asked  for. 
hanker.    I  am  Zshl  this  «^        ^T  ^""^  ^'^^  ''^^  •"«»"«  ^^  your 

something  heljfur "f  ^^'uSTure^pi^it'""  -^"^  ^"'^^  '^  ""^  ^^^^^ 
goods  and  gro^  profit.  experience  to  me  m  connection  with  pricing 

p;.nifg":rprt^>T:^"^s:  rzt  ir  jr  •  -t-  - 

w^t  an^artic.  «.ts  and  what  it  has  .Id  L^ 'UUls ^^.^ ^^^^^ 

the  trading  «^  wMe  tll^rT  '  ^  '""T^  "P™^'  ^"^  """^  d^^ng 

plans  is  to  take  your  s^«  ^^«t  «  k^'  ,°"*  °'  *"«  ^™P'«^  ««d  '^fest 
months  during  the  trading  ^  di^H^'  *^''*^  P^*^  °*  ^'^'^  "^  °f 
your  sales  an5  thus  «t  fhe^LtT^.  J°"'  "^"^^  '°^  ''"^  ^'^  by 
tracting  the  total  cost  landS  ^^  "^'*  °"  ^•*'  '^^  «^^  ''"l^ 
of  the  --handise^al^f^lTijlt  by^r^t'J^^^^^^^^  P^- 

example:  ^'^'^  *'**'  percentage  of  net  profit  on  sales.     For 

Take  sales,  18.000.00  for  one  month. 
Take  expenses,  $2,400.00  for  same  period 

■'^■SL^^Z^^J^'"'"'   ^  »M  »  H848,  «^  .He 
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-u„X1i,;''i::SJ';'l,t'„7J'J^-;'2j  «^  «  -  ^  ..0.000,  „ 

3».39.    That  the  stoclclt  inZ,/  "P  °"  «»*  ^^  «'5  per  cent  and  on  selling  of 
*  imu  inc  siocic  at  inventory  stands  at  39  3fl  nw  >v>.i»  ^_  i.  ... 

the  seiHnip'^ce  J  :^r^^::si,v^-^r^:  r:xr  ^-^ 

stock  at  selling  ^^^^^ 

^^''**«« 1C.000 

^"^-"p  7^ 

'^^^m.^':r^z'iz:^ff'  'i  ^^^  -"^  p^-  of  the  stoc^. 

per  cent.  *^  Percentage  of  mark-up  on  selling,  which  is  39.39 

the  same  average  rS  onLfi^T     '  ^^u  des,re  to  mark  these  goods  W 

Explanatory:  The  complement  of  the  mark-up  (or  the  difr««.«.  k-» 
the  percentage  of  profit  on  seUing  price'  and  100  W^JnM  „f  *^**  **?*«*" 
cost  percentage  of  the  goods     S«v  «.»;„„  ?^         '  *'**y^  "l"**"*  »»« 

niark-up  Sftsfp^  ce^tT^cosf of  SSo*'"'*  ?  ^r"'  ^  *''^'^'  "'»  »»>« 
the  percentage "JSs  mlr^p  L  2^,"^^°? tL!!!"^  »*  »«>".  «°d 
Therefore.  «.000.00  cost  Tgo^Js  ^T  Stit^'  ^^^^  ^  f^^  -t. 

chases  for'theL  I^t  ",^S).Stf  se^^g'  ""'  "'  *'*'  "^  ""•-  ^«  ^^ 
»         In  thfi  meantime,  your  sales  for  th..  «»=♦  „^^^tt. 

your  expenses  for  sdd  periSl/^  m  tT?  T'  '^  **"  "y*  «.«»-00. 
basis,  the  sales  of  tSO^^!^-^  I"  ^'^  '^^  "  '  P^^*  t^.  «  the 
dollar  of  which  is  ^'^iSLTSS  u1  72'^°"  "*"  '"™^'*''  ">  •** 

=^t^s^rai~rT"»^^^^^^^^ 

,,.  .  .     »''~-""i  at  semng,  the  cost  of  same  would  Ha  ^oao  ^t  _u*  •     j  • 
muItipl3rinK  the  S400  00  hv  tu^ i  ,   wouia  oe  »4^.43,  obtamed  by 

30  per  cent  on  sales,  and  we  have  $752  00  net  omfi?^^  1  '  '  «1"*^8 
downs.  This  in  turn  multipHed  by  iSld  S2  Tv  ^e  L?  "'  °"  "^'- 
per  cent  net  profit  on  sales.  If  we  take  Jhe  ^mf  I  !  ^^'  ^""^  ""  ^^ 
into  considemtion.  the  net  P^L  of^62TO^;?i!!  ^f 'J.'T'  "^^'O"*^- 
«09.67.  or  6.4  per  cent  net  p^fit  ™  sS«  ^  '"'^""^  ^^  *"2.43.  to 

net  J.^fit^TaSr^''^;  ::;  2^.  -  -^^  ™^-  expenses  ^  per  c^t.  c.ua. 
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COMPLETl  BXAMPLB  OF  THE  FOREGOING 

Cort 
Stock  at  start  of  period  Landed  Selling 

Add  purchases  during  period,  say  imonth  JSS  ""l!-"*  '"'  •'«'«» 

0.000  selhng  for     8,2«0 


«24,750 


916,000 

and  ^^^^rt^etrn^rur^T"^"^^  «^~,9.750. 
figure  by  100  and  ±^Te  ^^,1^  ^'  «'^'-     Multiply   this 

and  the  result  is  39.39  p7  <lt    o^tf^*'  "*""'y'  »24.750.00. 
^^^^  »w .»»  per  cent,  or  the  cumulative  mark-up  on 

Deduct  «les  for  the  above  penod  (1  month)  say  f„,m  selling  only ^.OOO 

Deduct  rebates,  deprivations,  staff  discounts  at  selling,  say '^ 

end  o?;te'S  'ZZ^  J^Te'  £  ""^T^  '"^^-^  ^  ^'^       ^^ 
niark-up  of  39.39  per  cSt    thT        ^^""^  *'"'*  **'*  '^^  bears  a 
^^      V         «.dv  per  cent,  that  .s.  every  f  100.00  costs  60.61  per 

Multiply  the  $16,350.  stock  at  selling    bv  6n«i  ^ 
'^-de  by  100  p^  «„,  and  we  get  the  ^  '^^  T.Z.T^T^ 

«>Id.  also  depreciationsVdiscounts  etc  *^    ^^^^  °^'  '"*=>"<l*n«  8«xJs 

^.flSt  ^  ZT  •"•^••'^  ^""^  ^"^  «•««>•«>  -!«.  and  the  difference 

^£lVbXX^He^.idT^^  -e  period,  the  net 

•2.909.00.  leaving  $609.00.  which  is^rj^fif  *^'^  ^"^  '''^  '^'^  ««««  P^^fit 

Before  leaving  this  interesting  subject  let  me  a«; 
't  .s  recognised  p«,(it  rate  exists  on  sS  no  Tct^  T  •"'^  ^"^  '''"  ^^^' 
of  me„:handise  until  the  goods  are  act^t  s^M  S-  P^^V'^^^de  on  stocks 
sales  a.  the  basis  of  merchandising  Z,  tf  we  kt.  T"  ^""^  "^  ^  *"« 
same  denomination,  that  is.  pe^tage  7f '  omfit  T^  *"  P«-*=«'^es  o^  the 
they  Will  always  accun^tely  s'ub'^:^;dtdT«  aW '""'  '^  ""  '^'«'     ' 

f-ures^o^'TtLt  ;rrt!ttrwe'l":n^^  r^  -  ^•-^  -ncipal 
them.  We  find  two  main  featL^m^f^  ^^*  "^'^  ^«"^I*«  ««d  gtasp 
being  the  la,^.  The  t^t1S>r  r^""  ^^  ''^«'-  M««haS 
of  the  sales  force.  advertisS^  rJT^.  ^"^  '^"^  '"^K**'  "<^l«ding  that 

^K  that  to  PniluceThnLrm^SVSir'^"^  "  *"™'  ^"'p^'"* 
to  buy  $4,848.00  worth  of  goods  (s^S^!^  ^'Tt^  '"^rth  of  sales,  we  had 
the  60.61  per  c«.t  in  this^^ii^^l^^^  «^«^P-  T''  »«•««• 

"="«  we  percentage  of  mark-up  on  cost 


IM 

of  goods.    Add  expenses  of  12,400.00  to  t4H4Ann    fK* ,*     /  .       ,■ 

and  we  get  ^.248.00.  the  a„,ount  it  toSc  ^^'^^^  « (Sw  l^TTi^S 

rJ°  '^  *  P™"*  »"  *>«  bu«ine8»,  a  merchant  must  sell  Koods  that  arr 

p^fiUbJe.  not  only  to  himself  but  al«,  to  his  customers.  m-r.haE  thTt  c^ 

PBRPBTUAL  HrVBNTORT 

oerJlt^^'^^K  "'''  ^**^*"'  ""  "*^''  "^"«'  "°t  t«nporary."  «,  that  by 
perpetual   inventory   one   would   understand   frequent   inventorv    inventL^ 

SvT":  Z  '^7  ""''^-  ^"^"^^'y-  too^^erentU^^eriT^ 
^Pletl  lL^"/t  ^^''•.  "*>'"-»'  "  -ventory  is  understood  to  taciTe 
complete  list  of  fixtures,  equipment,  etc..  incidental  to  a  business   while  stoS 

^^^ts  "tc'^  ir^r'  -"'  "'"r*^'  ^'^  "'«■•  ^^'^^  '-rk.down..  empli!^ 
T^^l!:,  .u"^       •'        "*""*•  ^^'^y"  **  **"'"«  and  can  be  readily  aJited 

times  called  "automatic  stocktaking." 

i^foZ"*?"***  ^*  any  given  time  how  the  stocks  of  a  store  stand  is  valuable 
mformation  and  of  vital  importance  to  "turnover."    Turnover  and  p^ual 

of  each  IS  necessary  if  we  are  to  successfully  gmde  a  mercantile  business. 

how  to  say  it.  that  the  business  man  of  to^y  and  to-morrow  must  have  this 
Idea  of  smce,^  unselfish  service  to  the  public  big  in  his  heart,  to  h^ 7  rell 

I'Zr  r"  'IT"''  '^"^  °'  all  be  a  good  dtixen.  respected  in  his^^n^ 
a  man  whose  word  is  accept-xl  by  his  fellows  at  par.  commumty. 

The  prosperity  and  success  of  your  business  and  your  future,  hinges  lanrelv 
on  your  bemg  just  that  type  of  man.  for  service  rLnanit;  ii^^^ 
as  an  essential  m  business  to-day.  and  no  business  can  long  enJu^  SiTS 

S;  "  tSs  ifTlr  T*  "*"•  ^'^  **^««'  has  made  our  civilization 
i^etn J^tL  ««™"«^,'««'.  "d  the  merchant,  a  man  of  business. 
«tihe  c«itre  of  the  movement.  In  the  great  field  of  commerce  there  is  ample 
room  for  aU  our  ambitions.  aU  our  ideals,  and  after  all.  like  any  other^t 

the  degree  that  we  know  how  to  play  the  game  skilfully. 
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^  ^l^i'p^nTVi'^-™^  VALUE  OF 
CIRCULAR  LETTERS  IN 

BUSINESS 

BY  CHAS.  S.  WIOOWS.  of  Wi„ta.  Sr.t.nu.  Wfanip., 

pointe"ityourCk'*rnd'This"a7eZ  *  '"°™'"«  «"  different 

poinu  along  the  line  that  is   n  ^l.wT  u  ""^'*^'"'"  '"^  «*^«  y«"  "  few 

and  more  every  dav,  '"'«^«t'ng  to  merchants  an.,  business  men  more 

advertising  suce«sfu,.  ^./w^ ^^t^iTuZ^eL^  ^^"^  ^^^^  '''^ 

How  many  of  you  men  are  married  >    «^,„«   * 
some  of  you  men  were  writing  let^  toth„  J^f      ^°"  */^  "°'-  ''^^  ^^^  ago 
doing  it  now-and  your  one'ltVJtZuy^T^'r''  """^  "'  ^"^^'y 
In  do.ng  that  very  thing  you  talked  no°o7yoS-'o   .^7^"*'  ^"  y^"^'^" 
but  you  talked  of  her,  the  home  you  were^^tlZ'^'  f^'j""^^^  "«'  win- 

Mailing  lists  and  the  value  of  sales  Utt^   ^    i     •  .^ 
cple  as  you   used   in   your  "o^^   te  fe^^fs    i'""'  '"''  "^  ^''"^  P^" 
pnnaple  and  apply  it  to  our  business.    Then  mvdftr''''  "^'  '""damenta 
^    The  subject  assigned  to  me  deals  wThaH  7^  ?  "'  '"  "'^• 
known  as  direct  advei^ng.    inrJsU  *  d  J    ,T  '"™  °'  advertising, 
ation  for  direct  advertising  ^"^  *'**  '^*^  «™  'he  very  found- 

^J^^IZ,  "^'^^l  ^fett:  Sr ^^  .'^  -  ^  --  '-  a"  sal. 
does  not  play  an  important  ^  *  «».npa,gns  m  which  direct  advertising 

^t  advising  is  something  we  hear  a  lot  about  these  days 
order'^s^jre"""'^  '^  """^  ^'"'^^^  -  -  ""sin^s  fabric  as  the  mail 
und^.^^^^'^"^  *^  --^'^^  o^ten  little  understood  or  entirely  mis- 

foun^^of'^t^vSV  'Z^^U::'  rr'  '-^  ^^-^  ^^^  very 
appUed  to  your  business.  ^'  ^^  '^^  ^^^'  *nd  how  they  ^ 

in  thfsu^'i^^!  !;"i:!  f'^vertising  that  many  of  the  big  agencies 
handle  aUdireTadCSr  '^'"'"*^  '^^'^  "'^^'^  ^"^  ^  to 

•etteir'aTd  s  :i.tir:5ryorbir^.m^-  -  "^^  - 

'         Dusiness,  with  my  business.     Let  us 


I 
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let"^  ut'Slr"?lr"**-.    '"^  "'  "'"'^y  ""=  «•»•  •»''  '«"«^  *"  the  nude- 
let  ua  Uke  off  their  clothes  and  s*<  them  in  the  nude. 

pictui!''  t2'L""J:ilv^t°t  '^•^7"^*=  «'  ^he  body  to  paint  «  beautiful 

HrnTtT^ow^h        f  "!*'    ^'r  '^^^  ""  '^*  appearance  and  expre«ion. 
u!!  M  kI  .   ^^  ^""damental  truth.,  even  though  his  finished  pictures 

would  be  completely  clothed  in  the  old  style.  high-neckJ5  gowns  ^ 

.l^.K^""^^'™"  ^"^  ^  developed  according  to  God's  given  plan    but  our 
clothes  and  appearance  do  vary  and  differentiate  one  from  the  oth«* 

Th^LtTS^  '^Z  "^^  **"'  '***"  ""*  '«»^'  **»"  «»  di"«:t  advertising 
the  l^!iMS."?«'"*''  "^  '^•'^^''  "  '"'^l'''^"''  ««>c«^«'.  clothing  etc - 
s  the  S;*^"^  "'"^"^''l'  *'"*  '"^  P^"'^P'*'  "'  con.tructi;n  of  tSe  leUers 

dresses  for  different  purposes,  but  it  is  the  same  woman-likewise  the  sam.. 
pnnaples  are  back  of  all  sales  letters.  ^'"•^ 

for  an  t^  '"  Chicago  desired  to  get  out  of  the  dental  business.  I„  looking 
for  an  opportunity  he  came  across  a  restaurant  that  was  bound  for  the  b^k 
n^ptcy  court.  It  was  run  by  two  young  men  who  considered  that  they  tt 
the  restaurant  busmess.  but  they  were  losing  money.  The  dentist  teught  ouT 
the  busmess.  and  employed  one  of  the  men.  to  assist  him  for  awhile  The  S 
wS  h  ""\t"'  r'  """"^  *""'  Hstened-he  said  not  a  J^  T?.e  „« 
f^a  hT  f"  "'^-  "^"  ^^'''''y  ^'  ^«"»  to  make  a  good  t^S 
I7?-^  ^ad  «ne-from  mere  t«ots  we  work  backwards."    The  samHrind^e 

StL,  h  '""""r'  '"^"*^  ''"'^'^  '^''  -»«'t  he  most  ZteS  ;«  a 
profitable  busmess  and  money  in  the  bank,  instead  of  a  run-down  tusTnL 

as  his  ,..o.  He  threw  away  the  old  restaurant  adage  "Watch  the  kitchen  " 
LS  ^.r"  "^  T"^  '""^  •"""•"«  "^^  '^"-^  that  he  coSd  Cve 

Tr^i  r""^;, ''"'  1'  *^"*^'^  *''*  •'^"S  •«  °^  customers  of  mo^ 
miportance  He  made  a  change  in  the  front  of  the  restaurant,  made  it  m^ 
amartive   dispkyed  the  more  pn,fitable  food,  kept  the  stapl«Tthi  S 

STl  '^n^fj^  T'^  *°  "'''°"^-  "^  ^'  '^^^  to  ^  what  the  cS- 
t^  wanted.  aj,d  then  gave  it  to  them.  The  same  principle  a,  your  teve 
letter.  TTie  run-down  restaurant  became  a  success,  and  resSted  in Tch^n 
of  successful  restaurants,  built  on  the  same  plan. 

If  you  were  invited  by  the  Udies  Aid  Society  of  your  chureh  or  by  some 
o^amzation  m  the  ^mediate  vicinity  of  your  busi/ess.  to  ^1  them  a  W 

to  youreelf.     Here  is  an  opportunity  to  tell  these  people  about  the  eoods  on 
my  shelves,  and  how  they  would  serve  the  peop^'   beh^g^^^  e^ 
you  would  ^11  many  more.    You  would  consid^HL'thel^'in "0,^%^ 
lence  were  the  best  prospective  customers  you  could  get.     Soever  yo^dcSt 
re^ve  these  invitations.     But  you  have  even  a  better' opport^Tyfor'^^ici 

tl»Jlw '"^  ^°",  °r  *"'^'*""^  ^y  """^  °^  '^  '™'ili««  list,  you  talk  to 
those  only  whom  you  believe  will  be  really  interested  in^goods. 
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But  how  best  to  make  up  that  liit      t».-„  ' 

What  do  you  want  n^ci  ;.' Tli^^'nl^  -"'  '"'°  ^"^  '«'^--»  ^'-ne... 
tomm.    To  do  that,  you  mustTok Tv^'  ""*'  *"'^  '^  •«^«  y°"r  cu.- 

.n  your  mind  who  .re  yL  tS^Ltlt."^  "i^!,"^"''^-     '''"».  ••"le 
these  names,  but  always  keen  ^.  <^!!!!?  '^*^'*'  ">*  ">«««  °f  securine 

"-a^eof  no  value  exi^.'^ra'^r^eTLr^  '^'^^  ^^ ^"^  ^^^^^ 

addresTg*;::  "»'e7rid\Tcr^:Tnd"aftT"ji'"'"  ^^'^'"'^  -''-••  «"» 
orget  the  ,„xm„.      Births  ^.J^,^h^^/T''\^  ^"'-  — •  «""  don't 
furniture  store  in  St.  Jo«»h    S,ri  ^  """""^  "P  ««^  >»»••     One 

when  it  is  about  three  Ms  oYdTdVh       "  f  "*'"'"«  """^  ^  "^^^  bahy 
"n  th^e  baby  carriage  bu^Z!         '  ""  '""'*  "*  ''«''  '"^  "as  a  monopoly 

najn^'fS^l^^  J^*"^,^^^^^^  -ters'  lists  will  give  you 

and  telephone  book;  salLenTd  de^^  Z>  ^'^  ''"'  "^^  ''^'^^ 
records:  especially  if  the  names  are  out^  ?~^''  y^"""  °^  house 

of  one  kind  or  another.     A^Zri^  cTo^ieT""'  m  1 '"P*-    ^tore  contests 
ronto  Henderson  Directories,  or  WI^.^ S^SJ^^.^^tlpS'""''*'  "'  ''^ 

»ou  can  classify  vour  lista    .~™j'  """f«=k- 

or  any  other  clasdficitiL  tha^lu"?^"!^^";'"  k  "^*"'  "^^^  '^'^  «*''»• 
fomething  spedal  to  offer.  but^^H.^^  t^""""'-  ^'^  y°"  ^av^ 
l«t.  This  would  be  import"  wh^vn?  ^  ^"^  *  "^"  P^  o'  your 
to  your  wealthier  custo^  H^^  He^i  "^"  ^'  of  goods  to  iler 
naniely-that  the  women  do  aSt  80  ^0^*^*  '•«  to  keep  in  mind. 

And  don't  fonjet  the  child«n-they  wTbriTl  '  *°"*"- 

8to«  When  nothing  else  wiU     /TL^JT     ?^  *  *^*"  P*™"^  «to  the 
deep.    Here  is  a  siory  toW  L  E  sT^T"  u"^*  °"  "  '=""'•  ""d  »  very 

one  whereTL  b^  aStS.ld  "^^it  ^'^J^'  «    Particular 
store  in  Indiana   I  keep  a  rS  ^air^L         ^  °^  '^'  '^'-    ^^  "^t 
P^cisely  how  much  3bhn  S  ^LtT^^Tulv  'lL7  ^^^^    '  '»°- 
before,  and  the  year  before  that   A^L      ^-      ^  ^*  J'"'"'  J^^y  the  year 
our  customer  m  that  f^i^«  t^^^T  •        '""  ^^^  '^'^-    ^^  ^°^  "^^ 
i  understand  that  that  ^'h^^'Z,^.^'-  '°'^-  "^  *""«  '""'*^~'- 
I  used  it  there  because  of  the  Se  «S^.     ^!!J'  °*^  °'  *''»  «^.  but 
of  analyzing  even  each  ind  v.d.^r^J^^'r '  ^/«  °'  ^he  importance 
off  and  the  minute  it  falls  off  to  iSlSTT       ^'°L''''«'  business  is  falling 
why.  and  so  we  keep  an  irZi^ltj^TjtZ     t"^  '™  '"''  «"^  °"^ 
""  "°"*'»'  «d  when  they  an.  fooSTp  t^  T^Z'  '^.°'  '^'' 
re  business  has  dropped  off    unteJl,    k  °^"  ""***  ^o  after 

-  .^.  why.    In  this  pSar  bs^^T  Z  ^"^  1^"  P«««*ny 
on  a  fimn.  Inoticed  by  the^^i^Z^l^^  ^^  f*^,  ™'*™«"  «•* 

.  ™a  not  oeen  mto  the  store  for  two  m    onth 


those 
the 
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rt  WM  8  busy  Kumm,  ot  ctnimc.  bui  1  noticf.1  the  Inuinc*.  h«i  been  .ln„„Un„ 
off^«n,«red  with  the  «„,.  two  months  vhe  year  bTT.nTth^J  X' 

,  .' ,  *™'*  '""'  *  'etter— and  I  want  to  say  to  you  that  the  nennn-i 
«!«•  letter  ought  to  tx.-  a  part  of  the  advmi«ng  camZn  ult  cttJT^ 
chant  conducu.     W.n.  I  wrote  him  a  letter.  not'tellinr»S,  a^JtW.^.^; 

u     *.  *?  mterctted,  something  new  in  that  line,  and  I  ask«l  him  to  mm.. 

'Lt^  .^t'L  T:  '"•  '■  ""^  "  '^^'^  "'  ''«'«••  thenTe tiS  a  deZ 
rtration  m  the  store  m  an  item  that  his  wife  ought  to  be  interested  in  iTi 
wmte  her  a  pen«nal  letter  and  asked  her  to  Z.  in  t  ThT^^i^^t,' 
and  she  didn't  come  m.     I  knew  by  that  time  that  there  was  somS^v' 

that  we  were  gettmg  in  a  line  of  children's  sweaters  one  evcninr  Z72^! 
^\£  iir^SThft  r  T'  "l"".^  ""*  ""•'  "'  '"'«'^'  -^  ^  "'""  «S^ 

£^sx':vrhar;J^;  r  r  jjt^ -ut^t^-"ii 

S  SF^-f  ^^  I  l^t^  tS:  \e~ 
and  I  told  her  about  the  sweaters  that  we  had  just  not  in      It  «.  .iZ' 

w"e;^  an?';7ltt^t  ''""'  ^  "^^  "  -»^'^  ^^  «»^"»  howTceX* 
were,  and  of  all  the  different  cotors  they  came  in.  and  that  we  had  iwt  -ot 

tn«n  m  from  the  factory  down  East,  and  I  adced  her  if  she  touL^t  'c^/"n 
S^  in  «,7Jl  ♦r^'        "*  'hree^u^rters  of  a  mile  from  her.  had  almd; 

iTmrJT  i  !^T  '*'"'  y°^  ***"*  »*«*««  'ny»*W'  WeU.  Mary  got- 
let  me  see.  I  thmk  ,t  was  on  Tuesday  evening  the  letter  was  writtl^t  ^t 

^  i^^ln^''-  "^"'^^  P««ed--nobody  came  in;  "Sunrfa^U^; 
came  m,  Friday  evening,  everything  was  quiet,  evervbodv  h«H  aJL  i,«™^t 

SS^-ff  T  H  •  *"!""'*  •^•"^  ""•  J*"''  "0  ""le  Mary  had  hoU^^ 
fatout^  feet  H  "•^•^/;«"  *-=''  -^  the  stoi^we  .^e  a  biSig  tl^ 
^  i^l  f  '*?■  '"*^  ''"  '^^  ^'«^  '^^'^  »o  the  end  of  the  store  U«k 

to  where  I  was  at  the  desk,  and  he  walked  and  said    'Here's  mJtI^'.^ 
pt  up.  shook  hands  with  little  Mary.     Mary  hiTt^t  St^  l^^h 
m  her  little  coat  pocket,  holdir,  it  U^  that.  «d  I  asklS  h^Tshe  Z^JZ 

^  ^walS^  ^u^  *H  l       "^"f  "P  ''"'*  '^  "°*  heen  put  away. 
.?  f^r  7**«^^"°"n<l  and  Mary  sampled  some  candy,  and  I  walked  acros^ 


pound  «d  they  were  .^.b^Ut  ^.rr*.!      '*"  '"''  •^^"'  *''«"  »»«  « 
but  when  I  wn,te  HttlelJjyX  ^Cht  tiJT        T'**  "'^  '^""«  »»>«"  «"• 
and  evcythin.  «,ju.t«l  «tSaa^r^Ind  r/"  ""''  *"  *°'  '*'""'•  «««»  »" 
that,  not  only  to  get  them  in  wS  thev  i. ,       '"  "^'j"'  "*  ''"'««*««  of 
chandi*.  ,u«je.tion  U>  the  flth^rnd  ^tZ    tT"  '"'  *~*  *'  «^«'  '»'«^  ">- 
They  get  tired  getting  lett^      T^vTt^"    ,       V"'  '*'"'  «'^"*"'f  "^^"'■'»- 
y^  iu.t  lop  off  the  Jld  fS  Jc^inTwL?  "*f'"*  «"^"^'««"«'tH.  but  if 
children,  you  need  not  wor^  » W  Tath^  J^         ^^  '*''  '"'^«  ^  '"c 
wi"  «et  it.  and  it  come.  S  io^le  foi^T  ^"h         J"  ""'  *'"'"«  "•     Thev 
to  you;  no  matter  how  much  yZl^L     f  "  ""'  "•  ""^^  '  *"«"»  ^h"' 
mailing  li.t  with  the  childr^  i„^"".  "'''  '  ■*"•«"'  '»"•  '"'fwUnc-e  of  ih.- 

the  City  of  Winnip^di^SoTthTc^ie?  T'  '"  ^•''""  ^•~^-  "««• 
If  po«ible  make  yo^r  ch^frZ  t^Vn  h  "  I "  ««  P*'  ««»t  each  yei^. 
r-i-ion  c«ce  in  /x  month,"'^  oTa^L  af  iLrl^"^  *"  "*''*  '  "-P"^" 
adding  new  ones.  Remem^  X  the^hfiiTH '  ^  '"5  ""*  *****  "^«  ""' 
re-taurant  bu«ne««.  He  madeThi,  Iw  ^  *^"""'  **'^  '"  ^>'*«»«  "P  the 
tain  the  old  ones.  '*'"*  *"  ''""«  '"  "«■*  customer*  a„d  re- 

if  you  had  not  m«le  upT  St     ?o  LT  r  *"""  '*^*  ^  l***^ 

must  use  them,  and  use  them  cx^l^tantTy.  "'""'  '"*  "•""**"*  ^  y*"*-  y«' 

And  here  is  a  ooint  I  i»o«»  « 
or  wholesaler  sends  f^your  Sng  1^*^^"^  T'"""^  "  m««facturer 
Ket  the  name,  if  he  wants  tSTftJTtjr        *°  *""•    "  y°«  *«'»  he  can 

f-ctur«r  or  whole«der  is  wiC  to  .^TSl  ^  '  "^"-  "  '^'  "»""- 
operate  with  him.  because  ycTm^t^  wl  h '''^  •**^'  ^°"  ''"^  "»- 
be  in  the  hands  of  the  conTuT^  bSi  ^"^  ''*  ""  «^"'  »'»«  K"*!*  must 
amount  of  advertising  mat^Z^  ^co^t^,*"""  '^^^'^  '^'  the 
of  all  the  merchants)-^d  noTu^LTl^r"  "°'  ""'  ""•*"  ^"^  «»""*«* 
n»n«facturer  or  wholesaler  sends  "f^uT^^  "bu^""  '^  r^^-    ^"^ 

.^^siLrir  '^- "  '--•^  -•  --  "-=  rriSiair; 

out  would  pay  for  the  campSgn  '*'""«  °'  P^"*'"*  "»*»«  sent 

you  pTcL^'JL^^/enr  JXe  to^Terter'^"^^  ""  ^^  •^*-  ^^«  «»«  a. 
forward  story  abou.  your  g«.,  ;,'°t:;  j^h^aTrivryrr  ^JS:!: 


liavr  v™,  =„.;„^  .1.!^.       mterested  custwner  buys.  then,  anrf 


not  t.11  then,  have  you  aiiamed  the 
make  your  profit  and  not 


one 


.!?S!!'"L^«^'>««^»'m-d; 


minute  before.    The  facts  interesting 


to 


you 
your- 
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™,er  is  the  story  you  want  to  put  in  your  letters  and  circulars  about  your 

to  n-arh?**^  ^"^  ""''"  ^""^  '*''*'  "^  ""^'^  *^"«''  "I  "*  about  r«dy 

1  .^dv  tl  Kw''"'  °"'  '"•""'•'•  ^"^  '"^^  '^^^  °-^  ^^  more,  ^i 
you  ready  to  back  up  every  statement  you  have  made  with  service,  yes.  rS 
«rv,ce  Is  everyone  m  your  store  ready  to  beck  up  with  real  «^  ,w 
what  you  said..     If  so  you  are  ready  to  tnidl.  ^^  ^"' 

Many  big  advertising  campaigns  have  been  a  failure  because  when  the 
ad^ujmg  began  to  produce  results,  they  we.^  so  much  heavier^hT  «t  d! 
pated.  the  manufacturer  was  unable  to  fill  the  orders  promptly  the  manu- 
facturer lost  the  orders,  and  the  public  would  not  ask  again 

The  public  will  not  wait.    When  the  public  ask  for  the  goods  advertised 

^hese  campaigns    the  merchants  could  not  fill  the  orders  ^use  th^  S 

^e.  the  m^ufacturer  had  not  properly  educated  the  merchant  wSt  S 

expec^.    The  advert.smg  was  all  right,  but  there  was  no  service  to  back  up  Z 

Sojojuable  is  writing  a  copy  of  direct  work  that  many  of  the  big  agencies 
m  the  States  have  opened  special  departmenU  for  pushing  sales  by  nSiiJ 

This  matter  of  copy  is  very  iu.portapt.  First  you  must  have  a  list  of 
.H«ple  you  are  reasonably  sure  need  your  goods,  and  second,  you  must  have 
a  real  r«aon  for  wntmg.  for  sending  a  letter  or  circular.  If  y^  have  no7«! 
reason,  don't  ma.l  any-it  will  hurt  you  if  you  do.  Don't  send^any  cill^S 
for  the  mere  fact  that  you  want  to  mail  something.  Have  a  real  reason-  have 
a  real  service  to  offer  your  customers.  ™««n.  nave 

.  „  "•!"  f  "^  right  from  Saskatchewan  that  shows  the  succetui  for 
letters  m  sellmg  goods,  and  there  was  a  real  reason  back  of  every  letter^ 

His  I^L'^I'^  i""""^  T  °*  ^**."*  '**  *  *'""*=''  °*  »  Winnipeg  firm. 
H«  contract  calls  for  an  extra  commission  if  he  sold  over  MO.OOO.OO  of  a 

^L^f^\^  '?  T  ^•"-    ^*  *"*  ^J^tum  of  nine  month.  h«  had 
y^fSv?r  ir^.°^  '''  '^^    ^^  '''  -'-  were  at  the  end  of  the 

He  said  to  the  merdianta  he  caUed  on.  "I  will  help  you  write  sobe  letters 
and  you  send  them  out  to  your  customers.  You  can  have  them  multigr.^ 
I  !*?*.•  u  *^'  ^  ***'  ^"^  customers  about  these  goods."  The  mer- 
chants did  as  he  wanted.  The  merchante  were  willing  to  buy  his  goods  if  they 
I  custol^""'  '"'"^  ""^  '  straightforward  story;  theVinteniS 

They  didn't  say.  "We  have  these  goods  on  our  shelves,  and  would  be  glad 
to  have  you  come  m  and  look  at  them;  we  are  sure  they  will  pleaM  you  " 
No.  these  letters  told  some  interesting  and  newsy  things  about  the  goods; 
how  made  and  why  so  made,  ai.d  how  they  would  serve  the  customer  He 
did  not  say  one  word  about  the  merchant's  interest.  The  «Ues  took  ca»  of 
-!i"  .         customers  bought;  the  merchant  made  his  profit  on  the  sales.     He 

1!!?^  T°"v.l°°?''  u^  I*?*  '^""™"  *^*^  '^^'  **'»'  •  "•"!»  th«t  «  nine 
months  he  had  doubled  hts  quota  of  sales.    Everyone  was  pleased     What 

that  salesman  ha.  done  for  the  merchant  he  calls  on.  you  as  individual  raer-. 
chants  can  do  for  yourselves. 


1»3 

th«.  «»„e  back  to  youTsL"^d  put  h Jtt;::^t':rT '''  ^""  r^-"^- 

circular.  *^  mieresting  facts  m  your  letter  or 

you  '^^'"Z^Jt^j^'zrjr  '""*'''  ^"'""^  ^-  «^*^  -'  ''now 

That  is  the  reason  this  R^n^r  ?™  ""'  ''^  ^0"  "^^  you  bought 

your  verba,  .:^enra„^;X\^T^^^^  "  L""-^"    ^'-^ 

use  those  ar^ments  in  your  letters  ^iddrcu^  ""  '""'""«  *'*^'  '""^ 

You  ^  in.  and  the  chan^  i^you  h^rbcTh:  '""f  T  '''^  ''-'■■* 
intend  to  do  so.  ^**^"*  "  *""'  *hen  you  did  not 

That  tailor  made  one  call  oersonallv     T»..^..™i. 

»10.0CI0todoit.  ""W-  «»•  «»  l»I  imptemoil  l,ou«,  p»y,  .  „a„ 

(•CM  .bout  wr  ««xbX.n?il  i,,™,*™'  '"""■""  "■ '"  ""  ""  intemtin, 

E.«or  1»*M,  wort,  .l»S  10^«     Tojfh J^     r  ■'?"  "«™°«  "« 

*=..  »d  yo.  h.™  «,^v..„ite  ^\^'    ,^^^  ','T.'^'- 
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Zt  t^vlTwi?;^''  '^  ^  '•"*  ''^*-     «*  «'"^«-'  then  your  ^.i, 
mU^  received  with  open  arms.    It  will  materially  increase  the  valJe  of  ^r 

The  question  of  the  amount  of  Dosta0<>  tn  mi*  ««  u*»™,  • 

,.«^'^Jlf"*^.?  u''\"*''^*  *^  something  to  do  with  the  amount  of  postai^e 

r^;        i*^,  ^'  '"*^"'  '^'  P^«=  ''•^  '"°™  '«'««t'^«  your  tnaidlrm^tT 
and  a  sealed  letter  always  sets  bettor  att^ts^      d  u        """"«  "»«■  must  oe, 

in     envelooes     yriU     ,,«ln  «t«»t'on-     Folders  and  printed  matter 

in     envelopes     will     usually     receive     reasonable     care       and     insn«.tin« 
under  a  1  cent  stamp.  .  inspection 

1  «J^™  "^"*'  \  '^'^^  "^^^  "''=*°^  ^  envelopes,  it  is  preferable  to  use  a 
thf^  ""''1'^'  u^''^  ''  °P«"  ^'t  ™«  «>d.     This  envelc^  is  s^l^a^ 

the  ordinary  envelope,  but  it  carried  better  in  the  mail,  and  itTn^cSS  to 

rdJL^L^rtir  ^"  "^^^'--  -'  «----^  cai^^::^::^.^ 

The  matter  of  inserts  is  very  imporUnt,  and  where  possible  use  pictures- 
^eyw,ll  convey  a  much  better  impression  often  than  ^es  of^eSS 
matter.     If  possible  let  arrows  point  to  particular  parts  «•  noin^^fh 

th^'S  V"'  '^"^  °?  '''''  "^^     I^o-%nC  in^LtTvlrLd 

•nus  IS  done  by  refemng  to  the  pages  or  certain  pages  of  the  booktetTa 

certain  part  of  the  description  of  the  folder.  *        * 

It  is  often  permissible  to  insert  folder  or  printed  insert  in  a  lrtt«-  H«.i™„ 

^TZ.T"'''  '^^^  ""**-••  P™^*^-  thatThe^"^''':^^:^^^ 
the  attention  or  sales  mterest  of  the  major  theme  in  the  letter     TWsTa 

;oZp:e.^^:t^.rsfi^vr  o^  a^di-  ^i-^: 

those  whom  you  honestly  beUeve  will  be  interested  in  your  pur^  Sirh 
the  mad  you  can  make  a  100  calls  or  a  1000  calls  in  the  ^^  ^^m 
r«nam  m  your  store.  Write  your  letters  so  that  they  appTTSe  tatJ^ 
ofthe^  eon  your  list.    Watch  what  appeals  to  yo J  ciS^e^inyol^^ 

^e^'^o^usT^^ir  '"^  ^  "^  •"""  °"  '''^  ^-  '^^yo^  S 
Another  pmnt  to  always  keep  before  you.     All  the  people  on  your  list  wiU 
not  r«d  your  first  letter,  and  all  will  not  read  your  ^nd.    Burhe^ir^ 
httle  story  that  shows  the  value  of  constant  and  persistent  effort 

letins^t^  lu^r   '"^f'^''  ^T"  ™  ^  °*y  "^«  »*  *  P"*"*  ^  ^d  out  bul- 
letms  to  theu-  customers.    These  bulletins  had  been  running  for  some  ttee 

^11^:."^^^!^  "^^  "^^«*  a  letter  in  the  maU  which  said.  "SlT^ S 
worth  of  goods."  and  the  Ust  was  given.    The  order  being  a  la^e^J  to  o^ 

^iifmTth''""  t'^^r  '''^'  ^^^  ^n-S^ -titir 
tne  cr  Jit  man,  then  within  an  hou 


»  the  sales  manager  was  called 


m 


IS6 
ami  a«ked  if  he  knew  anything  about  this  finn.  He  repUed  "No."  "Do  you 
SS*"w2  T*  ?'  *'"!?•'•  """  ^^'^  "No"  The  general  Z^Z 
^Uf;  T  ™,  "f  •'  "^^  •^•*»  ^  *»•«»'  ""d  *hy  »  it  that  o^ 
Zl^.Jr  ,"l!,  '^^''^^.-r  '^'^-  I^^^^P'tion  showed  tlit  the  tmveUw 
had  never  caUed  on  this  firm,  considering  that  all  their  tmde  was  going  t" 

Itt'"^'^^"^'^-  ^"'  ^"^  '^  ''  '^^^^^^  ^^<^  from  tlSTm^ 
^^fl^  ?W  T'^'  "'5"'  '^^  '"^  '^'«^'"«  '  P^*^  "«  attention^L  but 
M  ^  n^*^  ''^^  '^*''"«  ^*™  convinced  me  that  you  were  in  ea^est 
My  order*  will  run  to  about  $12,000  a  year  if  all  is  satisfactory." 

Pour  letters  did  the  work.     You  can  make  letters  in  your  business  do  the 
same  rf  you  follow  the  fundamental  principles  I  have  given 

Now   gentlemen,  if  I  have  given  you  a  few  facts  of  the  underlying  prin- 

Z^i^  :;  7  "'  °'  "^'""^  "^^  ^'^  ^'^^  >«»*«-•  ^  have  in  a  way^ftai^ 
my  ami.  and  ,f  I  can  answer  any  questions.  I  will  be  glad  to  do  so. 
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CO-OPERATION  OF  MANUFACTURER 

AND  WHOLESALER  WITH 

DEALER 

BY  W.  A.  McKAY,  The  CodTffle  Company  LimitwJ 

in  its  fullest  sense.    WeS^dS^  ^S>S:^;-?^^tLr:^'Co-ope.tio„" 

or  Zl^'  *"  "'^^^  ^"">^'  ^'^  -«  -other;  to  concur  in  action,  effort 

foUo^^V'  °"^'  '  ^"^  «^'"«  ^  -''-<^-de  .y  subiect  under  three  heads  as 

General  Co-operation 
Advertising  Co-operation 
Selling  Co-operation. 

retailer's  viewpoint  as  well  aTws  owT  ^'  T.       ''**'^"  '"^  '''' 

with  a  wholesaler  ar  manufactu^^Te  firsHeTeci  Th^ "h  T",'  "^  """"°* 
facturer  to  whom    he  wishes  to  .^iv..  h«^  I  r  "^^^^^^  or  manu- 

instances  h     e'ects  a  hTui    h,.  f  ^^  '"^  ^  *«""«  that  in  most 

v«:s;.  rre^^uTrsrof  Ueft  -"^^  s  ^^^  --»- 

the  retaUer  money  or  its  equiv^t-^^d,^<^:^'  Th.  'l^^"f  *^  '""'^  ^ 
'>iacturer  co-operates  with  The  retaiir^Tl^tf  u  J  t  ?  *f ""  '^  "^■ 
statement  of  his  business,  his  ann^   t„^    ***"«  '^  to  furmsh  a  financial 

his  assets,  liabilities  and  outatS^deTs  Id  h*  '"*'""'  °1  ''^  •''^«'*°^' 
which  he  carries.     This  inform^™?         ,J  ^^  ""°""t  of  fire  insurance 

and  reputation  form^tif^^  tW  f  ^'J!;!  "**''"'^  ''"^""^  -^it" 
manufacturer.  knH^^  thTn^l^ti^  "^  '  "^*  ^'''  *^^  ^''°'«»>«  o' 
«M,peration  i^  impoS^^  The  «S^  iTtl'T  ,1""^  •"•'  ''^^''^y'  '''^ 
on  the  condition  of  the  marketa  ^^  .  T  °"'^  ^'^^  '°  '^^^  advice 
both  in  service  and  sh^^^ti  t'^lt;^L*'',,f,.-^-'  '^•^'* 

sr :u  t^^i^  ---^  --  -  ^  ^^uS>ui^rart::!^^::eS! 

who  places  his  business  ^rouglh^  ^Z  SS  ^.^^^^^  of  the  retailer 
s«x,ndary  to  the  house  the  s^™  r^rtsS^ts  "*  '"""^'^  '^'""^'^  ^  ^^^^ 

do..'tsrtr^t:ii^nnC[rinttabvr  ^^^^^  ^  --^  -^- 

his  business.     His  systls  of^n^    ^S^  J,"  "^^"^^^  «'  inducting 
and  eoUecting  are  aU  design«l  with  ^'•^'^^'^^^^^Tr^::^, 
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busmeas  IS  the  result  of  confidence.  J^^i^ie.  lor  atter  all  most 

""»«"  »re  two  items  upon  which  the  advice  of  the  wholesaler  nr  m»„.. 

^  CToS^'j;  r  '^','*^  •■«' "» ""^"'^^  .nd  .'hot 

»««rs,  oeing  m  close  touch  m  the  tnivpr  A<m»«x,  ™;4.i.  •  ""vit- 

ta .  p«i.io„  to  give  v.,„.b,;a:':L^''L.r'L:*  irrrcirs  :z 

retaJers  watchword  m  all  matters  pertaining  to  financi  and  correspondent 
I  have  placed  "advertising  co-operation"  before  "selling  c6-ooer«fion"  f„, 

to..rr7.Lr   f     .*.        '^^<='*««»«  co-operation  is  possible  that  I  wiU  onlv 

Sl^^  \  ^  ''""^-  *^«^'  ^«  manufacturing  concerns  ^c^^ 
calendars  in  large  quantities  and  furnish  these  to  the  retail  d«w  Jf  ZT 
haj^U.  retailer's  advertisement  printed  on  tte  c^l^t^^  ^TZlVt' 
•naaufacturer's,  thus  cooperating  in  increasing  the  sale  of  the  Zd^  %htl 
^<^itl  :T'r^ri±  ""^  the^holesaler  and^ZSurJt: 
SS  toTsettlL^  ^  ""  '^""*''"«  P°"*  °'  ^•'*-    A  retiiiler. 

^S:tL*s  sSSr  i  A  *"r'  r^**  *PP^^  »'»'^  wholesaler-s  o^ 
•uanuwCTurer  s  services  m  havmg  translatkms  of  his  sales  lit«»H.«.     ti. 

manufacturer  can  also,  at  times,  place  before  the  .SLi?Td<iT^ar^^' 

st^  ST"""!!'  ^'H'^  °'  merchandise,  window  dressing^  SuS^o^ 
store  fixtiires  and  wmdow  display  materials.  When  a  ^uiL^T^' 
^^  an  advertising  campaign  in  any  section  of  thec^^Tj^l 

i!  u»L      .    .  l"^""'.  «!>«"  »  openrf  an  ratnsiv.  field  of  odnvor 

TssJiLr^^s  reuirmt°s^  ^"^  '-^ "  -^  ~— ^  ^^ 

retaa?S^tJf°T[*'?'*"  °°*  °'  *"  ^^  P°"^  "^  ««>t*ct  between  the 
^^^c^J    ^  T  "^^^*'^'  ^^^d  merit  the  attention  ^both 

^n^  Jf  .  ^..^  *^*^'"*  ^'^^  merchandise,  without  assisting  him  to  the 
fullest  «rtent  m  seUing  this  merchandise  to  the  consumeTr^  «^t^t,^ 
a«not  be  laid  on  the  value  of  the  retail  clerk  as  a  selling  fa^lTd  S^m^S 


;rf'1 


ft,' 


last  week  of  a  splendid  exaniprof ^ilSfcx^^:^  ?T^  '*'"•     '  "«• 
endeavored  on  «veral  occarions  to  «H  hH^i  i  manufacturer  had 

Bv.  .  pnwL"  de,!,-™!^^  *°''  "5"  '"  ""»'«'  •  ft"!  cr  md  ' 
«.-ii_  T    ''"*  '^  ■"■  *uAence,  wid  wound  UD    bv  savin,  tk..  .t 

i.  not  po«ibl.    ™te»  boTiSL^Sl.t' ,  ^"^  <»-«I»»tio„.  ho»n.er, 
diHoOTM  loot  .1^™™!°?^-        .  ''°'~^  •"  P"T«ted  to  sinic  petty 

of  his  own  business  interests.  «u»pi«i  «>  tne  requiremente 
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VALUE  OF  PRACTICAL  KNOWLEDGE 
OF  SHOW  CARD  WRITING 

BY  FREDERIC  THOMAS  BAXTER,  of  Th.  Bwtw  Sign 
Compaajr,  Wioaipef 

tnH.rir  '\"°  'u'^'  indication  of  a  lack  of  progressiveness  in  a  retail  store 

r^     M     J*^**'  metropolitan  centres,  there  is  no  stott"  tha7a^  S 
to  Ignore  this  direct  method  of  selling  goods. 

plaoS^af  thT'^t^'^  "^  T'  '^•*''"'  '*"""  *  ^^iJ  ««="»«1  ''how  card. 
KS„  **'r*^*"'  f'  «  ^'"^"*  display,  for.  while  bill  posting.  paS 
buUetins.  street  car  and  newspaper  advertising  are  all  effectiveThe  meSS 

of  the  prospective  purchaser  who  is  on  the  sidewalk  ri<,t,t  =»  ♦!.  """"O" 
d^co^^and  they  ar.  in«uen«.  ™.t  str^gl";^  ^w^  thTse:^a:r;  ^rt£ 

PROPERLY  WORDED  SHOW  CARDS  CREATE  DESIRE  FOR  GOODS 

gooas  iney  have  never  had  before,  and  in  others  it  reminds  them  of  an  actnal 
need,  which  otherwise  might  have  escaped  their  memory  ^^ 

S3'tK  .^  %  !^!*"*  "P°"  *  *^*  "  human  nature  that  is  u^vemU 
H«K«  he  -Show  Card;"  that's  its  mission,  to  show  me.  by  a  few  weSXS 
words  (whKA  «nbrace  one  or  more  of  the  chief  selli,^  pointeof  thf^ 
chandise),  why  I  should  buy.  "^^ 

f,.r  I^U^'^^  "  m»gnixed  as  one  of  the  most  powerful  aeents 
t  ^"S"  r  °'.'r"«»'.  -<>  ^he  «««t  national  advertise^a^l^ 
for  space  in  store  windows  in  which  to  display  their  hnn<M  n^vwT^ 
comiection  with  beautiful  hand-letter«l  shoTS^  whic^Sc  T^f  4^ 
sumer  right  on  the  threshold  of  the  source  of  supply.  ^.dsSit  S  Je  T' 
or  woman  on  the  sidewalk.  "Here  are  the  goods' whchyc^Te  ^a^ 
a  thousand  times."  "Here  is  the  price."  "Buy  now"  TW  ^„^^ 
advertising  are  great  students  of  human  nature:  they  taow  the  vS^e  rf^dow 
cards  in  connection  with  display.  *  *^  *'"*^*"*' 

A  show  window  without  a  show  card  is  like  an  illustrated  catotogue  without 
any  descriptive  matter  or  price,  or  like  a  book  -vithout  a  title. 

To  the  writer  there  is  sometWng  pathetic  about  a  diplay  that  has  nowh^r* 
m  evidence  the  aU-imporUnt  show  card.  I  have  person^^kT^^p^I^ 
dever  wmdow  trimmers  who  consider  that  a  shoi^^tulSrsi^ifrS 
displaj^.  that  in  a  really  high  class  window  trim  it  ^  S^t  Jh^T 
The«  feltows  are  not  ,«dly  "on  to  their  jobs."  oiey^e  UtiZTi 
psychology.  w::ich  every  good  trimmer  should  be;  th^^  Z  Z    S^ty  ^ 
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not  be  an  addS?on  to.  a  dUp  av  tC^'  t "'""'  **"^  ''''°"^''  '°™  P^^  < 
a  show-card"  display  havT^ot^Ji  th  "  '"""  '"**  "too  exclusive  for- 
Koods  for  their  e^pl^mth^h^.!!, '"''"'?  '"  ^'^''  *'"«=''  '''  ^o  sell 
create  pretty  Picturr^Sch^'ra ^^^ S'"!  l^^!  »»'-  -"^0*.  They 
appeal  to  the  buying  public.  ^^'  "^  ''^^°**'  °'  «"'"« 


glass;'!"  t  r::  of whi^^'^'iUhT'^"  r  ^-^^  '-°^  °^  •"-- 

more.    "Art  for  buL^"Uf^     °        5^  ^  '*"«''  "P  •>««  »>«  rent  or 

ofthisisi.perativeT^e^^t^r^ndlT^r^-'"^'  ^"'^  ^^^'^^^ 

INCREASE  SELLING  VALUE  OF  MERCHAWDISE 

to  75  per  cent  by  a  pSJ^f.  wc^  J  >.  f"*  *^  '"^^"^"^  ^  ^  <«>' 

TiT  A-    1       .    ^"'P*''^  *°^«''  harmoniously  colored  show  card. 
Ihe  display  itself  offers  a  eeneial  aooeal     Ti,-  =»,«-.      ^  • 

for  it  points  out  the  «.I1W,.,  tJ.  \  aPPew-    The  show  card  is  more  direct. 

man.  ^ltZ^\l^tTTn^?l  r^^rf-'  i*"^  '^^  -  good  sales: 
merchant  and  the  mL  o'The^S.       '*  "  ''''  "^  "^""^  *"'-->  *»>« 
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One  thing  that  the  traveller  has  discovered  is  that  all  the  world  over  the 
human  be,„g  .s   in  the  main  essentials,  pretty  much  the  same     TheyTe  al 

l^Vcl  ■  I  i'^^'  '"  ^""^  ''  "  "">*  *'*'^"««t  ^"^  the  "hopper  in 
New  York.  Undon.  Pet««r.d.  or  Goldenville.  Saric.  Thi.  being  so.  the  JL^ 
who  enter,  or  passe,  a  general  store  in  a  small  town  i..  in  no  J«at  Zt^ 

mental  .tore,  of  a  large  city  such  as  Winnipeg.    All  the  factor,  which  ^?»1 

prewnt  m  the  one  case  as  the  other. 

m-nifr^  ^t  *T  ""^l  f"''  ^**™  *'*"*  '»'«  P"'^™  '««Jts  of  silent  «ile.- 
mansh.p  m  the  shape  of  d.spUy  as  practised  by  the  modem  merchant   te"" 

^e  windows  and  m  the  store-most  country  merchant,  have  visued  ScX^^ 
buymg  tnps  and  must  have  noticed  the  extensive  use  of  price  tiSu^^ 
de«:npt.ve  cards  attached  to  goods  on  display  thn,ughout  the  sTor^  " 

Some  of  the  larger  stores  keep  a  regular  staff  of  artirts  who  do  nothin£  el^ 
but  produce  these  display  cards,  which  are  changed  regularly  eve^Xa^dt 
iiome  cases  twice  a  day.  ^^^      '      ^  '" 

mercL?''  iT^  "'t  ^'^^^^  ~"""^  '""'='«'"'  •*«"  ^^^ind  his  city  brother 
merchant.     It  does  not  seem  to  occur  to  him  that  if  he  were  to  use  the  same 

Present  merchandising  methods  demand  that  the  seUing  price  should  he 
plamly  marked  on  every  article  and  that  the  price  be  adh<JeJ  to  u„,e^     f^ 

«  then  advisable  that  the  saving  to  the  customer  be  shown  by  leaX'  the 
onginal  mark  on  the  goods  beside  the  cut  price.  This  bei^  2^  re  huVwe 
^eZ\"^  P"-  ticket  is  given  a  place  in  the  mercantile'w^ld  ^„d  to 
none  as  a  direct  sales  medium.  The  selling  price  and  regular  oricTon  th^ 
micle  offer^  for  «,e  .s  brought  directly  b^fo^re  the^ndSl.  '  How  much 
fimher  could  any  medium  go?  A  verbal  demonstration  does  not  gr  1^^^ 
been  abundantly  proven  in  all  the  great  retail  merchandising  c^tf«  that  S^ 

to  wh«e  the  pnce  .s  plamly  m  evider.ce  and  the  matter  beyond  dispute-  a^ 

^^  TL  'n"  "*^  •'  "^'^y  '^'  '^"'«  ^  Mrs.  Brown  of  tJe  «Su 
town,  and  Mrs.  Green  of  Goldenville    Sask    i^  .«*tt^  m.,^».  *u  \. 

equation  as  Mrs.  Green  of  Winn!^  "^    "^  "'"'*'  '*"'  ^""^  ''"™" 

.h.  f°  *''^-  ^''^.•?f  «^*  treatment.  Mr.  Country  Merchant.'  You  are  where 
the  nioney  .s.  Why  are  your  front  windows  and  your  walls  fly-specked  and 
«neared  and  your  goods  carelessly  arranged?  Why  is  the  saire  Z^t^r^^ 
left  m  your  d«play  windows  for  weeks  on  end.  and  not  a  price  JckT'n  ih^ 
your  Store  utterly  devoid  of.a  single  display  table  to  attract "heTye  a.^d  nf t  a 
pnce  ticket  or  a  showcard  in  evidence?  ^ 

KBKP  YOUR  MONEY  AT  HOME 

Now.  why  not  do  business  in  a  metropolitan  way?  Keep  your  monev  in 
your  home  town!  Make  up  your  mind  that  every  time  youlSive  a  Thileit 
of  new  goods  you  will  take  one  of  your  windows,  show  caTor  UbiraTd 
make  a  neat  display  of  these  goods,  on  which  you  will  place  a  show  Z^^S 
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adhjTtoTtl^S    •    '"'  ''"  ''*"^y  ^''^'"'^  »»«  P^«  «"  --y  article  .^d 


or  so'r^-^Z;  :fil^^  S^r  f^ ^:  '''  n^  ^--'^  --^  day 
tomers  will  never  entCTvour  ^       >f  -^""^  '*°^'''  '^  ^''^^  J'^  "«- 
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late  more  bu«i„e«.  '*  '*'""  '"""'  '•"»»'^'"  •"'«  •»«'"" 

Another  thing-sec  that  you  give  the  stwe  a  bright  and  bu«n«iuHV.. 
appeanmce  by  the  u«  oT  catchy  .howcard*.  ,m  which  Sd  i  JjitT^  hv 
motto,  relating  to  your  bu«ne«  method..  wiVh  .ileJt ^LlS^ulk!  W„^  J^^^ 
prominence  goods  which  are  hard  to  diUy  anTif  voJ  h^ve  l^^i^' 
on  which  you  do  bu.inr«.  this  would  betwS«l  by  meat^  tjl^  ^ 
motto  crd..  and  customer,  induced  to  cl^^b^hT^ufr.  T  s  hi^or  aTs' 
^  to  go  through  a  store  filled  with  the«  bright  mottoK  a^cJl  aZ 

:prr:srg;:=ertr  sTj ""-  "^  -  -'-  --  —  - 

J^*"*  «"•*  th«t  any  price  tickeu  or  showcard.  you  use  arc  umoerlv  «.. 
smK  »»x  lettered  with  a  blue  pencil  or  marking  bnuh.  or  uk  anv  other^uallv 

iltThel^l^h"'"'™^'^-   '^^^^^-''  ^y-^^t^':^  Z  v' 

Iet5!!^ht         '^  '•'P--»-'»'^y  "-ke  a  fifty-dolUr  article  kxilc  liVe^u^ 
every'^sS^n^lZlllir"^  '"  "*^  '^'^••^'  *"  "^^  advertisement,  in 

you  to  be  polite,  ^^b.hone.t^rorkeaf/dfr^rrstr'  '^""'''  '"^ 

1  ^'^Z;  ^***'  *'~*"*  *  ^"^'^y  °'  =»   '*  ""itable  to  various  lousinesses  im.f 
explained  their  um  to  the  audience.)  "UMnesses  anil 

BVMT  MBHCHAIIT  SHOULD  HAVB  A  SHOW  CAW)  SKRVICB 

pe  plea  of  the  merchant  in  the  smaller  cities  and  towns  rwh-«  h-  ; 
Srt  '".  ""^  ""i:'^"  ^  ""^  ""-  tick^Mhat  hTca^roSLn 
m«Thant  m  this  Western  country;  the  advantages  of  the  large  store.  tStl^S 

show^^*!^  "*  l!^""*'*  *"'™«''  ^  '>*^«'  »  combination  display  man  and 
show  card  wnter,  who  is  trying  to  make  himself  proficient  with  thTbr^h 

and  pen.  as  well  as  in  the  art  of  merchandise  display  ^'*' 

to  loik'fL':  lot '""'  ""•  ^*"' '°  '*  •'"'^  '"«=«^'  ^"'^  y-'"  -V- «-» 

th.^^"-,,*'^  combination  men  I  would,  if  I  may.  give  a  few  rules  by  which 
^^^^re  by  all  means  a  nK,my  place  to  work  in.  not  a  cubby  hole  in  Ihe 

workt'  tX'oftS^t^-r "'""'  '"'  "  ^'^^  ''"^  ^  -•'"  -"'^  ^«  ««^ 
Then  surround  yourself  with  a  lot  of  good  show  cards  by  Al  pitrfessional 

^copy  these  cards  again  and  again.  Then  get  a  few  more  and  do  the  saL^ 
thmg  Keep  yourself  surrounded  with  the  best  work  in  your  choS^^e 
and  you  will  develop  good  style,  and  not  a  sloppy  way  of  lettJ^  J.  ^X.S 
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It 


you   wrre  not  i.urround«J   with  eumple.  o(  perfect  ihow 


b«  ineviubk-  if 
card  work. 

f«-  «owr  Wr.  the  m.n  th.t  could  nuke  .perfect  ta^TtrnTiTi^" 
I  pr.f«  to  U»ch  the  beginner  to  write  .  rtow  crd  complete,  right  froTS 


•TODio.  BAxm  4k  CO..  wnmipio 


a«M  to  go  bKk  .11  ovCT  It  «„i„  .^  „pu„  ,h    ,jj,  ^        hJr.  rtS.r^ 

OM  oTouV^lur'  '■       ''"  ""  ~*  """^-  ■">■  •»>■..  t«  y»ni 

<»ri.*°L?.'l,r''  '„°  r™*  .''"»»*  "yi"!  to  inun  a,«»«lv„  to  ,rtt.  *o, 

p^i^tio.  .n.  t^t  ^-  .„  „t  *v„op°:'.tsr.5L  '^  z.  .rs 


30S 

tack  o<  compwiwn  with  really  fint  ctaw  flni.hed  work.    See  that  yoa  itt 
^  ^mpte.  to  g„We  you.     It  i.  cheap  cluction.  whatever  ih^  r^  Z 

J°^^  "  ■  '^  ""''  "^"^  ^  '""'"  «•»  '"  »»"'  •tmo.phcre  of  cood 
k       Hitch  your  wagon  to.. ur."     I  do  not  mean  that  /ou  Xm  Id  try  and 

THl  T18T  Of  A  GOOD  SHOW  CAM) 

th^  IIT^  !^i  the  .Mcnpt,on  in  the  right  order.  «o  that  they  pLe 

^.:!^  1,^      "  ""''*y  ^*^'  "«*««  '"  the  mo.t  wggestive  way    the  RriT 

a  rtow  card  ..  pretty  or  not.  it  i.  judged  on  iu  filing  or  adverti.ing  value 
in  retation  to  the  goods  on  disptay.  -"cnwing  vaiue 

.^^Jnjaying  out  a  .how  card,  .ymmetry  i.  a,  ab«,lute  m,ui«te;  it  mu.t 

the  ^Zf.^^^  -how  card  will  not  be  overcrowded.     It  i.  better  if  a  man  on 
the  Mdewalk  can  read  it  as  he  move.  ak>ng. 

When  in  doubt  about  the  color,  uw  black  on  whiu. 
It  pay.  better  to  tell  peopW        ..  Omw  card  what  thcv  want  to  lm»» 
^t  what  you  think  i.  ..ctever...  an     ^  no  retation  to  any^.r/ f^tu^n 

f^  !^u   *^  "!!r  '^IT'  •"*  *'*»*«  to  pick  out  a  single  Klling  feature  a.  copy 

iTthe  Zh         r"  .r  ?!"'  ■  "•""^  '*"»''"  ''  *  customer Lne,  in"  ^ 
at  the  goods,  and  will  incidentally  dig  up  a  dosen  strong  billing  poinU  inu 

Z^  '"'""*rL,'''  "^'  •"  *""  being-that  when  in  dourw^^Jto  „^ 
"iTaltfr-  "^  •"  "^  'H"*  ««*-««t-  to  one  of  the  «le.men  wlL  he". 

th.  Sl!l!  T^  «nd  disptay.  diould  be  changed  frequently;  if  you  can't  change 
tje^^oodj^d-nge  the  show  card.     The  life  of  any  diaptay  il  pracUcauJ^ 

now?"*  ''""  '^^''"-     ^^"''"•"y  >•"»  ^»  have  to  tell  the  price,  so  why  not 


